


With OPA approval, the retail sales price of 
Ray-O-Vac Leakproof Flashlight Batteries has- 
been increased to 11¢ per cell. This means 
3/10¢ additional profit on every battery the 
dealer sells. Here is quality far beyond the price 
because of Ray-O-Vac’s sealed-in-steel construc- 
tion, the absolute guarantee against damage 
to flashlight, and the fact that Ray-O-Vac Leak- 
proofs stay fresh for the time when i 

needed. Ray-O-Vac's hard-hitting advertising 
campaign continues in a wide list of publica- 
tions. Customers are urged to 


“BUY SPARES— THEY STAY FRESH !”" 


COST A LITTLE MORE 
WORTH A LOT MORE! 

















Selling Chimney 
Sweep “Just Comes | 


LEO DUROCHER, Brooklyn 
Dodgers’ Manager—On 


the air every Sunday, 1:15 
to 1:30 PM, EST, over 147 
ABC stations, coast-to-coast 











dangerous chimney fires and coal gas ex- 
plosions. Millions are following Leo’s new 
program “Your Sports Question Box”—and 
Leo is leading them right to the doors of 
Chimney Sweep dealers. Display Chimney 
Sweep and cash in! Check your stock. If 
you’re running low—order plenty of Chim- 
ney Sweep right away! 
* 7 * 


You predicted it! Leo Durocher, Baseball’s 
No. 1 Manager, is a natural to sell Chimney 
Sweep, America’s No. 1 Soot Destroyer! Leo 
is convincing more and more people every- 
where that Chimney Sweep gives more heat, 
cleaner heat, from less fuel . . . helps prevent 





Cash in on our radio advertising! 
Order Chimney Sweep’s 1896 Deal Now! 


1 doz. 3-lb. cans 
2 doz. 12-0z. cans 


Leo Durocher on a 147-station ABC network, PLUS these 
additional powerful radio stations: WOR, New York. 


- sage lia tae or WBBM and WGN, Chicago. WLW, Cincinnati. WCCO and 
— . wt alee eae se emis 5758 WTCN, Minneapolis. WISN, Milwaukee. WWJ, WXYZ and 
109 aphapabenigae epi CKLW, Detroit. WHAM, Rochester. WGAR, Pontiac. KJR, 
FREE with deal: Colorful counter cards, hand circulars, customer ; | 
order cards for mailing encl , and newspaper mats. Seattle. (Note: In some areas, not just one, but two and | 














three stations are broadcasting for Chimney Sweep) 





List Price Your Price Retail 
No Size Per Case Per Case Per Case Price® 


OPEN A  48-oz. Standard tIdoz. $12.00 $7.20 $1.00 ea. 
STOCK A-1 12-o0z. Trial 2 doz. 6.96 4.18 -29 ea. 
c 6lbs. Economy 1/2 doz. 11.34 6.80 1.89 ea. 


*FAIR TRADE PRICE PROTECTED 


CPE, Masel tic). 8 \, Bisek 





West Orange, N. J. 
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AUTOMATIC 
DEADLATCH 
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DEADLATCH ~~ 


Extre Throw By Knob or Key 













Mt Works Automatically 


Beauty AUXILIARY Convenience 


jer 
YALE Not A YALE 
Protection i Keled 45 y Quality 


The new “‘One Arm" Springlatch Window Display fea- 
tures the most revolutionary advance in lock design in 
recent history — an eye-opener for your customers, a 
sales-opener for you! 


Here’s how “‘Opening Night’’, announcing Yale & 
Towne's ‘6 Famous Numbers” line of latches leads to moe 7 AA esann 
Moving Day in your store . . . with Yale’s Moving Men 
on the job: YALE PUTS 3 BIG SALES MOVERS 


INTO YOUR BUSINESS 
. Write for free window display. 


1 
2. Write for counter display card. 
3. Write for merchandise envelopes. 
4 


. Take advantage of national SATURDAY EVENING POST 
advertising to stage a ““One Arm” Springlatch promotion 
in your store. 


tHe name YALE wees MAKE THE SALE 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT - U.S.A. 


NOVEMBER 7, 1946 ” 


Hardware Age, every other Thursday by ag 3 Oo. (Ine.). Entered as second- on matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
March &, 1899 (‘Printed nO. 8. A.) $1.00 per year. le copies, 25¢ each. Vol. “168. No. 10. 























KITCHENWARE 


f 


Ke 


eve" 
Pps 


This is your big moment —the first Christmas in 5 years when 


you have merchandise to sell! And what merchandise it is — Royal 





/ 
Chef solid, heavy gauge aluminum kitchenware in sleck Satin Tone 


: 
4 
ROUND DOUBLE ROASTER 

Medel 130-4 ei or gleaming Mirror finish! Royal Chef has what women want — 
heavier bottoms, steam seal and self-basting features, easier washing. 
a Tlipoee And we're telling ‘em —telling over 22,000,000 women in American 
Home, Better Homes & Gardens, Farm Journal, Good Housekeep- 

~ . ing, House & Garden, Ladies Home Journal and Today’s Woman, i 


that Royal Chef awaits them in your store. 





LARGE DOUBLE ROASTER | 
Medel 125-4 





MAIN PLANT: CHICAGO OFFICE: 
2665 LEONIS BLVD. + LOS ANGELES 11, CALIF. 36 SOUTH STATE STREET + CHICAGO 3, it. 





NEW YORK OFfict: BRANCH PLANT: 
345 MADISON AVE. + NEW YORK 17, NM. Y. T2th & McKINLEY © SAN DIEGO 4, CALIF. 


COVERED SAUCE POT 


Medel 404 — 4 qt copecity Model 406 — 6 qt. copecity - 
Mode! 408 — 8 qt copecty a | 


“ed | 
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for Christmas 
it $ 
“nglishtown 


——__J, 


Jewel-bright 





crystal and black 
lucite, with stainless steel, 


Sparkling, unique Gifts for everybody - 
| made of Genuine Stainless Steel, 
polished to Englishtown’s 
exclusive 
Full Cutlery Mirror Finish. 


Gleaming 24-piece 


tableware set 





4 
COMMENDED 


PARENTS 
MAGAZINE 






Nationally odvertised in | 
PARENTS’ 
a rae 


pies. La See ovr October od for other mognificent Christmes Gilts, ¥2:18) i taia) Avenue, New York L, N. Y. 
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CLOCKS AND WATCHES 


AUTOCRAT: Sentinel’s new 
Pocket Watch. A chromium 
plated beauty with outside black 
enamel numeral dial. Has mod- 
ern, red, dial type second 
indicator. 


THE E. INGRAHAM COMPANY 
BRISTOL, CONN. 
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ESTABLISHED 


1831 
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This NUTONE ad appears, in color, in THE 
SATURDAY EVENING POST for November 9. 


* All year, NUTONE ads like the 
one on your left have been sell- 
ing the gift-appeal of NUTONE 
Door Chimes. As a result, you 
can expect more people than 
ever to give NUTONE chimes 


this Christmas. 





Order your NUTONE Door 


iuote Chimes... NOW! With Christ- 
EIGHT- 


DOOR CHIME mas practically here, you can’t 


You'll get + wile lei Soar Chie! Year afford to wait. 
Sirs, yoat, its eight lovely Westmincter nowes et 

bring cheer (and —_- po te hasn't _ 

on ao. they'll be especially grate: NUTONE IS THE WORLD'S LARGEST 


” . It’s 
rome MAKER OF DOOR CHIMES 
All products bearing the NUTONE 


trademark are fair-traded in all 
fair-trade states. 


DOOR CHIMES 








NUTONE INCORPORATED, MERCHANDISE MART, CHICAGO 54; 
200 FIFTH AVE., NEW YORK 10; 931 EAST 31st ST. LOS ANGELES 11; TERMINAL SALES BLDG., SEATTLE | 
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market always steady 


@ Here’s a product that’s always popular. 


Your customers want Thermos brand vacuum bottles in every season 
of the year—for work, for school, for picnics and outings. They want 
convenience in carrying beverages—“Thermos” efficiency in keeping 
hot things hot and cold things cold. 


Today’s demand for Thermos brand vacuum bottles is not a passing 
demand. It has been growing steadily for almost forty years—in good 
times and bad, in war and peace. Carrying a vacuum bottle has become 
a national habit, a habit that will become stronger through the years. 


You can depend on Thermos brand vacuum bottles for a steady market. 


1H Eh MDs BRAND VACUUM BOTTLES 


oe Go. U.S. PAT. OFFICE 


KEEP HOT THINGS HOT + KEEP COLD THINGS COLD 


THE AMERICAN THERMOS.BOTTLE COMPANY e¢ NORWICH, CONNECTICUT 


HARDWARE AGE 








AT ie RIO Anti 


ristmas! 


A tremendous consumer demand is now being 


ee oe eT een eee 


Pe ees 
me RF 


created for the Hurd Super-Caster. Dealers 
everywhere are realizing substantial profits 
from the sale of this most modern of all high- 
quality, fishing tackle innovations. The Christ- 
mas season is sure to increase the demand. If 
you have not yet placed your Christmas order 
with your local jobber, we urge you to do so 
now. Jobbers are now receiving deliveries of 


the Hurd Super-Caster on a regular quota basis. 


Patent 1145625. Other Patents Pending. The right to make specification coanges is reserved 


CASTER Seaans 
ee coe oe 
srontee — 
s nm 
In addition to full page advertising in leading sports magazines, the HURD 


xb above advertisement will appear during November or December in SUPER-CASTER e BUILT-IN REEL 


Fortune, Esquire, Holiday, Harper's Bazaar, New Yorker, Time and Newsweek. WITH INTERCHANGEABLE RODS 


HURD LOCK & MANUFACTURING CO. SPORTING GOODS DIVISION 434 NEW CENTER BLDG. DETROIT 2, MICH 


NOVEMBER 7, 1946 9 








Telechivon ... the most complete 


line of electric clocks that you can sell. See your distributor. 


SSE ad 
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ELECTRIC CLrOCcKS 


HARDWARE AGE 





b. 4 
4 








ee 


Rivne 


nate! 


amare 





AGE 





Complete line of knives and tools, selling singly 
and in sets, from 25c to $12.50. Mail the coupon 
today ...hop on the X-acto profit sleigh! 


x-acto 


KNIVES & TOOLS 


¥ 
X-acto Crescent Products Co., Inc.,440 Fourth Ave., New York 16 


In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto 
Reg. U.S. Pat. Off. 


NOVEMBER 7, 1946 





Perfectly Priced for the Big Beginners’ Market 


ener i 1 


“BEGINNERS’ LUCK” 
No. 81 X-acto Modelbuilder’s Basic Kit 


Contains X-acto No. 2 Knife — all-metal 
(X-acto uses no more substitute plastics! ), 
with firm-grip handle and vise-like collet 
construction which locks blades in so they 
can’t fold under. With 5 extra, scalpel- 
sharp, interchangeable blades; 1 3-inch 
saw blade; 1 3-inch whittler’s blade. Pius 
1 X-acto block planer and 1 X-acto #41 
sander. In an attractive cardboard box, to 
retail complete for $2.50. 


Every kid will love to get it. Every parent, 
uncle, friend, will be delighted to give it. 
Rush your order now, for prompt delivery, 
so you can cash in on the full Christmas 
gift season. Fair traded, of course, to 
protect your profits, 


OTHER CHRISTMAS SALES BOOSTERS — 


e 50 Christmas gift cards available to 
each X-acto dealer FREE. 


@ FREE Christmas displays and news- 
paper mats. 


©@ Big-Time national advertising cam- 
paign in Life, Look, Collier’s and Sat- 
urday Evening Post, plus leading hobby 
and craft magazines. 
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Ny 
U Alfred Field & Co. ; 
' (Sole Distributors in the Hardware Field) 
; 93 Chambers Street, New York 7, N.Y. ; 
i Please send me complete information on X-acto § 
§ Knives and Tools. i 
i i 
i | 
' NAME ’ 
| | 
{ ADDRESS i 
| i 
; CITY & ZONE STATE........ ; 
2 
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Gives majestic realism to the operation of 
New LIONEL 20-wheel Steam Turbine Loco! 


New Electro Magnetic Design for Pulse-Free Torque Ps 
—Sealed bearings packed with lubricant—no wicks, 
no oil cups, no danger of getting oil on commutator. 





This is the new LIONEL 20-wheel Penn- 
sylvania R. R. Steam Turbine Loco — 
driven by the LIONEL 8-wheel Double 
Worm Drive 




















, tiie at 





SALIENT FEATURES OF MOTOR 
AND DOUBLE WORM-GEAR DRIVE 


&. Massive die-cast frame holds all elements in 
perfect alignment. 

8. Air-finned copper brush holders insure cool 
operation, increase efficiency. Beryllium copper 
brush springs will not lose tension; extra long 
brushes can be replaced in a few seconds. 

C. Bokelite brush-holder support and terminal 
board. No bearings to wear or lubricate. 

D. and E. Positive contact plug and sure-grip jacks 
for reverse control either by “E” unit or electronics. 
F. Field-layer wound on molded spool—no “shorts” 
possible. 

G. Large oil reservoir. 

H. Large-diameter stainless steel shaft, ground and 
polished. 

4. Twelve oil-retaining bronze bearings, two in 
motor, ten in chassis. 

K. Precision-cut spur gears confine worm end thrust 
te ball bearings. 

L. Precision-cut dovble worm ground journals, 
triple threads. 

M. Bronze worm wheels. 

N. Ball thrust bearings. 

©. Reversible devble worm drive on 4 wheels — 
silent, powertul, efficient. Wheels can be turned by 
hand — positive proof of precision in design ond 
construction. 


THE LIONEL CORPORATION 
15 EAST 26th ST., NEW YORK 10, N. Y. 

















Here’s the Colonial Hooked Rug*, 
an exclusive Bird pattern. The pic- 
turesque design captures the warmth 
and homespun friendliness of early 
America. In ground colors of tan 
and brown, (6221). Ideal for liv- 
ing rooms, bedrooms, dens, dining 
rooms. Can be used with early 
American or other period pieces. 
Also in 8/4 and 12/4. 


© Design patented 


b / py wor dt 


And Armorlite* has the beauty that sparks her urge to 
buy. Every eye-catching color, every style-right design, is 
keyed to what today’s homemakers want and need. 
That’s because all Armorlite enamel surface goods are 
pre-tested for consumer preference by a jury of home- 
makers drawn from the groups who buy these floor 
coverings. That’s why the Armorlite line builds — and 
holdy-— a following. And that’s why more and more 


dealers are featuring the Armorlite line. *Res. U. s. Pat. Of. 
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“For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 





BIRD & SON, inc., East Walpole, Mass. - 295 Fifth Ave., New York ~ 13-118 Merchandise Mart, Chicago 
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your sales are in the bag this year with the new, complete 
line of NOMA action Toys and Educational Woodies. 
Every toy is play-tested . . . handsomely designed to catch the eye 
of both children and adults. For volume holiday sales, 
be sure to get your share of NOMA quality Toys. 
Order today, for stocks are limited. 


NOMA 0 pity Tiger 


NOMA ELECTRIC CORPORATION 


55 West 13th Street, New York 11, N. Y. 


MAKERS OF THE WORLD-FAMOUS NQOY\AA LIGHTS 


NOVEMBER 7, 1946 
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PROFITS on the double quick! 


with the | TWO FOR ONE 


Jeafahe 


STAINLESS STEEL 











AVAILABLE NOW! For your customers 
who've wanted ‘em a long time. Two reels in 
one! Lightweight, but rugged . . . guaranteed 

to withstand the hardest pull of any Nylon ‘ 

line! Stainless Steel. Will not corrode under 4 

ae Ae i 

any condition. Changing reels is simple as spECIAL FEATURES: Star Drag; Oilite Bearings; j 

a, b, C, Simply give a half-turn to screws with Streamlined Grip; Simple Clutch for Free Spool; k 

: p , all Precision Parts. ; 

a penny. That will loosen ‘em, without losing List Price, $26.95 Tax Included i 

‘em. They’re anchored. Usual dealer's discount : 

YOU'RE THE CUSTOMER WE ARE READY 
READY! IS READY! TO DELIVER! 
b. 
Wire, write or phone your order to H 
PENTAGON PRODUCTS, INC. ge 
1316 Venice Blvd. Dept. 8 Los Angeles 6, Calif. , 
- Qe. ? — ies 
ES > wa at : ’ 3 
HARDWARE AGE N 










For every small-game hunter 


The new lightweight i 






2 





Os 


Carries 28 Shells and 8 Birds! ae 8 SO tee. 
Adjustable Size—32 to 48 inches " WATEONALLY 
Here’s the answer to the small-game hunter’s dream AD. vas le ' ' ® 
—a sturdy, weatherproof, lightweight shell and game Ww Gh 4h 
belt that is comfortable and doesn’t interfere with oe 
action. Balanced shell pouch with quick-action, slide oe 
closure holds 25 shells plus three on outside. Four ‘ 
nylon game loops on each side hold 8 birds with 
weight evenly distributed. Adjustable belt—size 32 
to 48 inches—permits use with light or heavy cloth- Order from your jobber today —only $21.60 


s i per dozen. If jobber can’t supply you, send 
ing. Rugged construction throughout. your order direct to address below. 













DAKOTA BELT COMPANY 


1401 WEST NORTH AVENUE «¢ CHICAGO 22, ILLINOIS 












For the Finest in Home Juicers 


Stihiee puree Kiseg/ 


HARDWARE AGE 








@ With the announcement of the Revere Ware Pressure 
Cooker made of stainless steel, copper-clad, women every- 
where started to clamor for this new indispensable for the 
household. It’s obviously going to be a tremendous volume 
item. 

And we expect that demand to increase. For we’re backing 
the Revere Ware Pressure Cooker with the most powerful 
campaign ever put back of such a product. Color advertising 
in a big list of magazines that will reach almost 14,000,000 
families each insertion. And a half-hour program every Sun- 
day evening from 9 to 9:30 P.M., EST over more than 300 





ee ee ee ee 
ig : 


In November, Revere 


feature the Revere W 
| neal 


stations of the Mutual Broadcasting Company, reaching ap- 
proximately 6,000,000 listeners every week. 


Naturally, every kind of merchandising help is available to 
help you display and sell this great, new cooking utensil. 
And, remember, the Revere Ware Pressure Cooker is a big 
profit item. It boosts your unit of sale way up. It’s a money- 
maker, a traffic-stimulator, a profit-builder. Get back of it. 


Listen to Exploring the Unknown on the Mutual Network 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, New York 











Revere copper-clad Stainless steel coo 


king utensils make beautiful 
gifts. They are a jOy to use, and will 


be a constant reminder of your 


S are the prized Possessions of 


sure Cooker at your favorite Stores. Listen to Exploring the Unknown 
y Evening, 9 to 9:30 P. M., EST. 


mark on the thick copper bottom. 


On the Mutual Network every Sunda 


Look for the trade- 


REVERE COPPER AND BRASS 


INCORPORATED 
Re New York 











Fife hai 


Model! 2205 “ivanhoe” Console oil burnin 


Heater with radio-type 


@ QUALITY Products built Perfection into the largest manufacturer in the 
world of oil-burning appliances for the home—uncompromising QUALITY 
in design, materials, workmanship, performance. 

QUALITY goes along with every prized Perfection Heatet you sell. It has 
no substitute for building consumer good will, “call again” trade and 
confidence in the man who sells it. 

If you can’t supply all who are demanding Perfection Heaters now, it will 
be worth your while to persuade them to wait until they can enjoy the fine 
quality and performance of Perfection heaters. 






The Mark 
PERFECTION STOVE COMPANY 
7861-B Platt Avenue ® Cleveland 4, Ohio 
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IN BIG DEMAND 


RATCHET- SCREW 
TRIGGER-ACTION 


(NO RUNNING IN OR OUT 
NECESSARY) 


102 QL QUICK-.LOCKCET 
fast w k heavy gauge tee 


swivel, working 5 


NO 4 ASI NO 4 OLW 

CLAMPMASTER WELDERS 
GROUND CLAMP 
E« , 


NO 100 QUICKCET MACHINISTS 
, ed PROFITABLE 
TEM f the home work-sh 





D SPECIALTI 


RAND AVE. CHICAG 





AS THE NAME (IMPLIES 


RAN) IN THE 


SPOTLIGHT 


> 
At the Builders’ Hardware Exposition, GRAND certainly 





was in the spotlight — you gentlemen who were there 
can attest to that. To you who saw the complete 
GRAND line at our exhibit, and to you who 
couldn't attend, we want to say that GRAND 
products are in the spotlight wherever hard- 

ries - MEL Mme ity oleh 4-te Melale Mt to] (e Ml daelaiiae| Mt alelo 

neering, advanced design, exclusive 

features, masterful selling helps and 

prices that are low for top crafts- 

manship, put all GRAND prod 

ucts in the preferred class 


always 


COLORFUL 


eye-catcher 
COUNTER 
° ° DISPLAY 
pw ws Vor: 

et Se FREE 

of he as 

\:) \d-" 4 
av, ve 


3 
Neots . 


ES COMPANY | owrite ror compere 


D 22, ILL. DEPT. 1A-116 
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‘the Dazey family 
em| for Christmas 


engi 


lusive 


That's why it’s Profitable 
to put these famous Kitchen Helps 
in Your Store's Gift Parade 


You'll be amazed at the way these Dazey products 
turn over during the holiday season. Their colorful 
packages quickly attract gift buyers. They'll be No. 1 
spot on your store’s gift parade. Don’t wait! Order 
your supply of these famous Dazey products now. 


class 1} 


LORFUL A 


The Super Juicer—Here's a colorful gift item to 
highlight your displays. The beautifully colored plas- 
tic of the Super Juicer catches the gift buyer's eye. 
And it’s easy to sell at $3.25. 


The Dazey Churn—New. Streamlined. House- 
wives will welcome its quicker churning action and 
the new type 4-leaf clover jar that’s easier to clean. 
In one and two gallon sizes. 


DAZEY CORPORATION - ST. LOUIS 7, MO. 


NOVEMBER 7, 1946 


The Dazey Triple Ice Crusher—Just the gift for 
men...and women snap it up when they see its spar- 
kling gift carton. It turns over quickly in white en- 
amel at $5.95 or chrome and enamel at $7.95. 


The Dazey DeLuxe Can Opener—Famous for 
20 years, and in its attractive metal foil carton, it'll 
be a bigger hit than ever as a gift item. In white en- 
amel and chrome trim it sells for $3.25. In cadmium 
finish popularly priced at $2.25. Senior model $1.79. 


tt, 


| DAZEY | 


Products # 


Above prices FAIR TRADED in every state. 
23 
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‘A GIFT ITEM EVERY 
HOME WILL WELCOME 





CAP-OFF. eo THE SAFE BOTTLE ore 


FOR MODERN LIVING 


Here is a gift made to order for profits at Christmas and all the 
year ‘round. And available for immediate delivery. 


Your customers will buy CAP-OFF on sight because it is so safe, 80 easy to 
use. Just a squeeze of the handles removes bottle caps instantly. No 
chance of injury. No prying. No chipped bottles. No fizzing shower baths. 
The unique bell design deflects fizz downward and protects clothing. 


CAP-OFF is smartly styled in polished, rustless alloy 
with nickel rolled handles. It is sturdy, built for 
years of service. An exceptional value at 

2.50 retail (fair-traded). 


Write for full details and attractive 
discounts and take advantage of our 
nation-wide promotion immediately. 


ae 


EAGLE INDUSTRIES, INC. 


Subsidiary of Bowser, Inc. 
110 North Franklin St., Chicage 6, Miinois 
CAP-OFF is a product of The Eagle Lock Company. 


e 


| 3c 
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In the Kitchen ga. ‘| 1 y; | ADVERTISED 
in Ersquirng. 
In the Rumpus Room While Traveling 
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ALUMINUM™M 
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Fills unlimited household needs 


M 


As a Cake or Pie Rest 





“Self-selling” packages show product 
in use... makes every package an at- 
tractive display piece. 


L. E. MASON COMPANY 


BOSTON 36, MASS. 


A Company policy now includes jobber 
setup. Write for full particulars. 











24 PAGES OF MARVELOUS IDEAS, 
PICTURES, PLANS 


---to help boost your G-E Home Laundry Sales! 


, py never seen anything like this great 
new G-E Home Laundry presentation, 
“Does Your Home Have a Place for Living?” 

It’s planned for distribution to a selected 
list of your best all-electric laundry prospects. 


A book full of brand-new ideas for making a 
laundry one of the most livable rooms in the 
house. Beautiful full-color illustrations show- 
ing bright, attractive laundries . . . and laun- 
dries in combination with other rooms. . 
kitchens, sewing rooms, game rooms. Floor 
plans, too, showing how to use G.E.’s wonder- 
ful, work-saving Home Laundry line! 


Your customers will ask for it! 


We're going to spread the news about this 
great new idea-book! 

It'll be offered in national, big-circulation 
magazines. Your customers will want it. So 
woms tavueay Seow ° GENERAL SLECTRIC CO., SRIDOEPORT.. ConnECTICUT better have it on hand. Price, 10¢ each. Ask 

your G-E Distributor to send you a supply, 
today! Appliance and Merchandise Dept., 
General Electric Company, Bridgeport 2, Conn. 























Laundry-Kitchen Combination —So bright, so cheerful! With Laundry by itself—Shows how shining and attractive a G-E 
sparkling G-E equipment to do all the hard work. All-Electric Laundry can be —really a place for living. 


3 @ Melton 


cxaoune enone genroune cenrommne ~=6 GENERAL @ ELECTRIC 


TUMBLER DRYER WASHER ROTARY IRONER FLATPLATE IRONER 
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for storwi ready to s¢ insié ent customer Send oe amazing 


iy oF> 
GUARDS THAT ~~ _ 
i eS % 


It’s unique! It guards the gleam on silver—eliminates 











Vigil is a revolutionary idea—a 
formula that absorbs the ele- 
ments which cause tarnishing— 
saves silver from the wearing 
effects of polishing. Simply place 
an opened jar in silver chest, 
drawer or cabinet—that’s all. 
Vigil keeps sterling and plated 
ware bright and shining from 
four to six months, 





the tedious task of polishing. Thousands of women all 
over the country have given viciL, the work-saving 
wonder, enthusiastic acclaim. Be sure you’re ready to 
meet the tremendous customer demand—get the accel- 
erated volume and larger profits of this fast-seller 
that’s a “natural” for multiple and repeat sales. 










THESE JOBBERS NOW SUPPLY VIGIL 


Belknap Hardware & Mfg. Co., Inc. Louisville, Kentucky 
Farwell, Ozmun, Kirk Co. St. Paul, Minnesota 
Hibbard, Spencer, Bartlett & Co. Chicago, Illinois 
Janney-Semple-Hill & Co. Minneapolis, Minnesota 
Masback, Ine. New York, N. Y. 
The pickering Hardware & Mfg. Co., Inc. Cincinnati, Ohio 
John Pritzlaff Hardware Co. Milwaukee, Wisconsin 
L. H. Smith, Inc. Cincinnati, Ohio 
W. A. L. Thompson Hardware Co. Topeka, Kansas 


If your own jobber is unable to do so, write direct to 
Vigilant Products Corp., 40 East 34th Street, New York 16, N. Y 


TO RETAIL 
AT 


MINIMUM 
FAIR TRADE 
PRICE 
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SELL THEM... 


NEOCETA 


y WEARS LIKE PURE HOG BRISTLE 


\a HOLDS JUST THE | 
ae RIGHT AMOUNT OF PAINT 
\ DOESN'T MAT OR FINGER 


) KEEPS (TS STIFFNESS IN 
PAINTS CONTAINING WATER 


Brush Diutstou _— 5 
PIT@SBURGH #2 a 
PLATE GLASS COMPANY “a — 
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IT GIVES FLOORS A 


SWPER-SHINE/ 


AND IT 
MEANS A 


SUPER- 
sAViNVE 


TO Me | 


a. ~~ 


BACKED By THESE SWFER-SZTAKS or ravio! ie ansiieuailinis 


“JUST PLAIN BILL” 


ad 
, Or —Mon. thru Fri. at 5:30 
‘ourca FA TEM Contes a Old English 


SUNDAY"’— 69 top stations of the 
Mon. thru Fri. at a NBC network. 
my 12:45 P.M. (EST). “y 


On 140 stations 
“THE ROMANCE OF . Pe 
coast-to-coast HELEN TRENT’ — é 4 NO-RUBBING. 


over CBS. Mon. thru Fri. at 12:30 P.M. ct ANING and POLISHING | 


(EST). On full CBS network. 


~ITALL ADs ur TO OUFER-SALES roryou! ast 


BOYLE-MIDWAY INC. AMERICA’S BIGGEST HOUSEHOLD LINE 
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some quick facts about KAY-TITE waterproofing — 


$O EASY— ANYONE CAN APPLY 
KAY-TITE Waterproofing 


STOPS WATER LIKE 


DUCK'S BACK 
wos The waterproofing prin- 
a ciples of Mother Nature 
SF have been adapted to home 
use in Kay-Tite, America’s 
No. 1 GUARANTEED masonry waterproofing. 
Kay-Tite is composed of finely ground, inorganic 
powders, and, when applied like paint, com- 
pletely waterproofs walls by sealing the pores of 
all masonry surfaces. One coat does the trick, 
above or below grade, inside or out. . . depend- 


ing upon porosity of the surface. 


KAY-TITE HAS MANY USES 
‘61 |20 Job-proven by engineers, 

builders, painters, masons 

|. and home owners, Kay-Tite 

will lastingly waterproof cellar walis and 
floors, cement and cinder blocks, brick, stucco, 


Ou euemas au emanemawanes eran aneresanares emenan ares ae aware aenew! 


unglazed tile and rough masonry. Swimming 
pools use it to lock water in, so it must be effec- 
tive! Our research engineers daily find new 


fields to conquer! 


PROFIT-MAKING 
‘$20.88 DEAL 
Write today for the Kay- 
Tite $20.88 Deal. This sets 
up an extremely profitable 
Kay-Tite Waterproofing 
Department in your store. Easy to display, this 


CHECK THE 
KAY-TITE 


is a sure-fire, quick-moving item. 


—_—— oe ee ee ee eee ee ee ee eee eee oe 
KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Dea! ha | 
i 6 cons White—6 cons Grey. My cost 
$20 88. Total Selling Price $34.80— 








STATE 








JOBBER'S NAME 
—_—— ww = oe ee ee 


KAY-TITE... AMERICA’S NO.7 WATERPROOFING 
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Professional mason of 

homeowner, it’s easy as 

pie to apply! Mixed with 

water to a creamy thick- 

ness, one gallon will waterproof 100 to 150 

square feet. All you need is a stiff fibre brush to 

apply it! Kay-Tite can also be sprayed on. 
Simple instructions on label tell all! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 


HARDWARE AGE 








Making money for dealers 





Saving money for customers 











The more it snows and the 

colder it blows, the more STRIP- 

SEAL you will sell this winter, if you just 

keep it displayed where your customers can see it. 
When they learn that STRIP-SEAL will weatherstrip 
the average window for only 29¢, they will be glad 
to try it. And when they find how easy it is to peel 






























































off a strip and just press it in place, they will be Satin oteiees 
back quick for more. For they will think of many 
other places, like those illustrated, to seal up with Sutecteat dane tame 
lixed with STRIP-SEAL, shut out cold air, and cut off chilly 
cpa aaa Gene aides drafts. Lowered fuel bills will save them money. 
: , STRIP-SEAL comes in a cellophane package of 8 
brush to Strip -Seal along sills - ‘ i ° 
alah > mastic strips, 20 inches long, that retails at 29¢. 


— @ Box of five packages sells for $1.25 (West and Deep 














| free folders, display, and window streamer. Also 
free mats for your newspaper ads. 


| y South $1.35). Cases contain 13 boxes. Write for 
i 
| 


it 
List STRIP-SEAL in your want book 
or order from your jobber today. 


TREMCO QUALITY PRODUCTS 


FOR HOMES AND FARMS 


The Tremco Manufacturing Co., 8701 Kinsman Rd_., Cleveland 4, Ohio « Makers of Strip-Seal and Mastic-Glaze 
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Tas Unit Lock Has EVERYTHING 


Lat 


Only a shallow 
1%” notch is 
needed! 


Patented 














Pioneering, as usual, to make locks more modern and efficient — as well 
as easier to install — Russwin developed its Unit Lock line years ago. 
Thousands of them in everyday use testify to its fine qualities, its “extras”, 
its unequalled operating features. 

Here is a time-tested lock — assuring smooth-operating, long service 
that you can unreservedly recommend for home, apartment, office, school 
or public building. Russell & Erwin Division, The American Hardware 
Corp., New Britain, Connecticut. 


% No mortising or deep cuts to 
weaken the door stile are 
required — a shallow inch-and- 
three-quarter notch is sufficient. 
% Safety devices include an 
auxiliary latch to resist outside 
manipulation or a deadlocking 
plunger to prevent operation 
of the stops when the door is 


SINCE 1839 


DISTINCTIVE HARDWARE 


FEATURES 


closed — plus the safeguard 
that the mechanism is carried 
on the inside of the back 
escutcheon plate. 


% All parts of the lock, frame, 
knobs and escutcheons are 
solid bronze metal castings — 
plus locking mechanism of 
heavy, hard rolled wrought 


brass formed in dies for excep- 
tional strength, minimum fric- 
tion, long life. 


% The knobs are seamless 
bronze metal castings, self- 
lubricating and screwless. The 
cylinder, of ball bearing con- 
struction, is carried within the 


knob. 


: Us swiN dealers always have the edge 
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Your most precious possession— your reputa- 
tion—is at stake with a customer every time 
you sell a can of paint. That is why you'll like 
**3 for 3” — it provides you and your customers 
with the correct aluminum paint for each paint- 
ing job—assures brilliant results, whether the 
surface is weather-exposed wood, concrete, or 
metal. No single aluminum paint will work 
right on all three! 

As soon as your stock of “3 for 3” aluminum 
paints is in, you can sell ALUMINUM HousE 
Paint for all weather-exposed wood. It’s flex- 
ible, moisture-resistant— the ideal new home 
primer. Offer ALUMINUM METAL AND MASONRY 
Paint for metal, masonry; for every use except 
weather-exposed wood and heated surfaces. 


ae - 

ite | 
¢ : , 

rl a 
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MAKING Ze PES 
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Sell ALtuminum ENAMEL for decorating in- 
teriors—it’s quick drying, satin smooth; heat 
resistant for furnaces, ducts, piping, water 
heaters. 

Every paint manufacturer has problems 
these days. But soon your supplier will offer 
“3 for 3”—three correct ‘types of aluminum 
paint, all made with Alcoa Albron Pigment. 
The Alcoa Albron Shield on the package tells 
your customer these are the same correct 
aluminum paints he’s been reading about in 
national advertising. And that they’re made 
with Alcoa Albron Pigment—produced of 
aluminum more than 99% pure. ALUMINUM 
Company or America, 1984 Gulf Building, 
Pittsburgh 19, Pa. Sales offices in principal cities. 


Y — LEADING MANUFACTURERS OF 
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four paits per sheet—form 
stiff beam” that holds the sheet true 


ht through the mesh 
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a crush-proof 
and makes it st 


rig 


iff to the trowel, easier to handle and 


Stock Wheeling BAR-X-LATH. And for extra profit don’t 
overlook Wheeling Expanded Metal (heavy gauge). It has 


hundreds of home, farm, store and industrial uses. 


WHEELING CORRUGATING COMPANY - WHEELING, W. VA. 





Atlanta’: Boston - Buffalo - Chicago - Cleveland - Columbus - Detroit - Kansas City - Lovisville 
Minneapolis - New Orleans - New York - Philadelphia - Pittsburgh - Richmond - St. Levis 
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GRAPHITE GUS SAYS: 


qrmee FISH 
catch 








SELL THE COMPLETE LINE— ¢7°S just good merchandising sense to sell one low priced product 
FOR COMPLETE PROFITS AND of a nationally advertised branded line as a guinea pig and you do 
: just that when you sell one item of the extensive Dixon graphite 
13-product line. 

Your customer's happy experience with one Dixon graphite 
product, cultivates his urge for the other Dixon products containing 
the same incomparable Dixon lubricating graphite. When you’ve 
sold him a Graph-Air Gun for example, it’s a cinch to sell him the 
other 12 Dixon graphite products. And if you carry the complete 
Dixon Line you've got a chance to sell him 12 additional Dixon 
graphite products with a possible increase of 1200% in your sales. 

There’s a lot of tools, implements, gadgets and fixtures around 
e No. G-711 Graphite shop, office and home that Aave to be properly cared for and lubri- 

Lubricating Stick 4 cated—because they can’t be replaced now. Check up and see if you're 
Graphite Lathe &S properly stocked to help your customers do it— with the complete 
onal line of Dixon Graphite Products. 


Lap / 

i - “d WELL DISPLAYED IS HALF SOLD 

Graphitoleo Get your Dixon line up front where people can 
see em. They're brightly packaged. They're eye 

catchers. Put these handy merchandisers out on 


Graphite Pipe a até the counter and speed up your sales of DIXON'S 
Joint Compound = srs \ ae SLIPSTIKS and GRAPH-AIR GUNS. 


And remember, Dixon's Complete Line of 
graphite products are being nationally adver- 
tised to over 600,000 people every month, 
from coast to coast. 


Cup & Pressure 
Gun Graphited Grease 


Solid Belt Dressing fae 
(Does aot contain graphite) _ Has each of your sal a “complete line” set 


of 13 illustrated data sheets? Write Graphic Gus. 


JOSEPH DIX ON ceucisie COMPANY 
MURP 


DIiV.40C11 JERSEY CITY 3, NEW JERSEY INTER 
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For a fresh approach 
to paint selling 


It’s the woman of the house who diec- 
tates most paint purchases — and her 
No. 1 decorating problem is how to 
achieve color schemes that are smart, 
distinctive and different. For 1947, 
Murphy presents custom color service 
to the women of America! 


For merchandising ideas 


that pay off in PROFITS area 
pay off wee 


Dozens of beautiful new postwar col- 
ors—hundreds of variations of each—at 
no extra cost, right off the shelf! When 
you can deliver on that promise, with 
a minimum inventory, you make real 
money selling paint. Ask any Murphy 
dealer! 


Sloane ae nate 
’ ; ee pp a ee ee 


For products that live 
up to the promise 


Thirteen of Murphy’s 81 years in mak- 

ing quality finishes have been devoted 

to perfecting Murphy Color-Scheme* ER 
Paints. Field-tested by hundreds of ——- > 
enthusiastic dealers coast to coast, this Murphy 
unique method of packaging white &= 
bases and colors separately has proved @ 


itself by profit performance! 
ENAMEL 


For ADVERTISING that matches 
women’s NEEDS in paint 


A painting system that offers so many extras to 
dealer and customer alike deserves and will get 
powerful national advertising support. beginning 
with dominant space in famous magazines read 
MURPHY PAINT DIVISION i ' 7 

by the cream of the paint market—women proud 

lis felt \ ley Vaeee) ite) bile), | . PR so pe ae. 
of their homes! For a preview of what’s just ahead, 


EMPIRE STATE BUILDING | NEW YORK 1, N. Y. 
turn the page. 





*Trade Mark 











best paint prospects throughout America . . 


“Wonderful! . .. Why didn’t someone think of it 
before!” That’s what women everywhere say when 
they hear about this marvelous new way to paint! 
Imagine choosing just the color you want—and 
getting it! Choosing it, too, from not just a few 
samples but from dozens of lovely, pre-tested 
colors, shades, tints, and tones. Yes, you can do 
just that with Murphy Color-Scheme Paints. 
Luscious pinks and heavenly blues. Restful 
greens and gracious yellows. Subtle grays, beiges, 


MATCH THE SELLING POWER OF ADVERTISING LIKE THIS! 


Beautiful” and “House & Garden” magazines will carry this two-page 








MURPHY has the answer to vour painting prayer! 


wines, off-whites, and browns. All the colors you 
could ever wish for—and all color-harmonized so 
perfectly that you simply can’t go wrong, simply 
can’t pick colors that clash. 

Fresh-mixed—just for you! Never again need 
you buy paint that’s old or “shelf-ridden,” for 
every can of Murphy Color-Scheme Paint is tinted 
to your order, just before using! It’s fresh as morn- 
ing’s milk. Think of it—you can have custom col- 
ors, custom-mixed without custom cost! 


. 


. people who right now are planning their postwar homes or t 


The November 1946 issues of “Hous 


‘spread” in full color, reaching th 








To 


renew o] 
added— 


dealer Ww 





Waterloo Green 


Shell Pink 


Ivory 


Peach { 
All the colors you love! No longer need Paint that’s really fresh! Murphy Color- ti 
you put up with the limited color range of Scheme Paints are custom-tinted to your ia 
ordinary paints. Now, with Murphy your order by adding specially processed colors to a 
problem is not where to get the color your Murphy's wonderful “base whites.” That Orchid 


heart is set on but which to choose from so 
many lovely variations. 


And colors that always match! You 
know what a problem it is to buy just the 
right amount of paint for your pet redecorat- 
ing project. With Murphy, the extra quart 
or pint you may need to finish the job always 
matches perfectly! 





Slate Gray 


Buff 


Spring Green 


Princess Brown 


AT TA 
"UST. pave as women waNt I 


means gloriously fresh color —whether you 
want wall paints, enamels or exterior finishes. 


All this for not a cent more! You pay 
nothing extra for the many advantages of 
Murphy Color-Scheme Paints—and back of 
every gallon is 81 years of experience. When 
next you redecorate, remember Murphy gives 
you custom color without custom cost! 








Primrose Yellow 


Stately Rose 


Derby Blue 


Straw 


Pea Green : 
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First Aid to Color Schemers Y ‘ 
Russian Tan be 

Pick the color you'd like as a “a 
basic wall color from the chips ict i 
on this page, name it below, BI 
and we'll send you a kit of ba 
harmonizing colors for trim, i 


drapes and color accents, as 
P.S. Please be patient. Right 
now your local dealer's supply of 
Murphy Color-Scheme Paints 
may be limited, due to war-caused 
shortages. Come Spring, we hope 
to be able to supply all Murphy 
dealers fully, plus hundreds of new 
dealers who want to give their cus- 
tomers the benefits of this modern 
paintmg service. 


Murphy | 


selected by a famous interior 
decorator! 





Royal Turquoise 
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you Murphy Paint Division : 
d so Interchemical Corporation | ; 
nply Empire State Building, New York 1, N. Y. ’ Ds 
CGS oo cecccetpeiveddas ..+» Please send me without charge your fr PS i: 

(name of color) Oy 4 © y 

need Murphy Color-Scheme Selector, showing colors which will harmonize. ‘ 2 
' for (ae 
nted ; 
we Be eee alnts f 
 col- ia 


WOR. v6. cnnccevicbcdesiew es 6oscsccsscc sss sos cscccseteawons Murphy Paint Division, Interchemical Corporation hi: 
NEW YORK + NEWARK + CHICAGO + LOS ANGELES + SAN FRANCISCO i 


©1946, tnterchemica!l Corporation 


of “House tenew old homes made shabby by wartime shortages. In 1947 two more great “home” publications will be 


9 


aching the added—“Better Homes and Gardens” and “Sunset”—telling the Murphy story to millions more. The paint 


: : : ‘ . 
omes or to) dealer who makes it easy for women to redecorate their homes cannot fail to prosper! 
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For paint that’s 


really fresh 


The Murphy system is based on fast 
moving whites — always in demand. 
When you sell Murphy Color-Scheme* 
Paints, you never worry about dead 
stock, never have the problem of work- 
ing off old material. Equally impor- 
tant, your customers get fresh paint! 


For colors that 
match every time 


Due to Murphy's rigid color control, 
the extra pint or quart a customer 


“M urphy 


@ 


might need to finish a job always | ‘ 

oe : ; ENAMEL > 
matches the original color perfectly. —> 
Think how many complaints this one 
feature alone would avoid in your 
paint department! 


Murphy 
It You 
Can In 


For taking the 
[94/ PAIN out of PAINT 
SELLING ¢ 
* adit _e ms et od 


Biggest heodeehe ir Mineo 
ashioned, reacy : | 
i ; is . sek age paint investmenl 
ie big investmen? > 


line is th - noving. (creams, whites, tans, etc.) 

ake in slow ! l he delivers 75% o 
must ma Vur- aut he delivers «o%e @ 
total sales! 


-< QUART 


For keeping pace with 
paint progress 


Interchemical’s various Divisions have 
spent a total of 146 years making fin- 
ishing materials for home and indus- 
try. This vast “pool” of skill and 
experience is available to the Murphy 
Paint Division—is called upon daily to 
make fine Murphy products even finer. 











This hard worker repre 


oceasional-call colors. Ras 
phy dealers cut their U 


in half, eliminate “slou This lazy laggard represé 
urp Y ment I" tirely and have far 75% of the average nm 
movers en , 


° every size Vurphy dealer’s paint int 
more colors in 


eel ’ ment. He accounts for @ 
nd grade than competition : 
a 
» Scheme 


25% of sales. 
Mureny Paint Division 
Paints a INTERCHEMICAL CORPORATION 
. Empre State Buoc., New York 1, N. Y. 
/ Like to \ 


/ Please send me, without obligation, facts 


know more? | 


Mail the coupon ing profits in my paint department. 

today, and get full 

MURPHY PAINT DIVISION prt dager ae 
\ ernway to sell paint | 


dis tes ile aise) ise) 7 uilel _ A 
EMPIRE STATE BUILDING NEW YORK 1, N. Y. 


and figures on the Murphy plan for increas- 


NAME 
ADDRESS 


cITY 
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DOW 


(, MB AGRICULTURAL CHEMICALS 
4 
4 


INSECTICIDES AND FUNGICIDES 


Bordow 

DN Dry Mix No. 1 and 2 
DN Dust D4 

DN Sulphur Dust No. 10 
DN Dust No. 12 

DN 111 

DN Dust 269 

Dow Arsenate of Lead 
Dow Calcium Arsenate 
Dow Magnesium Arsenate 
Dow Paris Green 
Dowspray Dormant 
Dowspray No. 9 
Dowspray 17 

Dowspray 66 

Dry Lime Sulphur 
Ethylene Dichloride 
“Mike” Sulfur 

Paradow 

Special Garden Spray 
Special Potato Spray 


WEED KILLERS 


2-4 Dow Weed Killer 
Dow Contact Herbicide 
Dow Selective Weed Killer 


DDT FORMULATIONS 
DDT 50% Wettable 
DDT 10% Dust 
DDT 50% Dust Concentrate 


THE DOW CHEMICAL COMPANY . 


New York © Boston + Philadelphia + Washington « Cleveland + Detroit * Chicago « St. Louis » Houston 
San Francisco * Los Angeles + Seattle g # bs i ts 
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An invitation to 
progressive 










jobbers 
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AGGRESSIVE JoBBERS—alert to the merchandising possibilities of 


See eee 


an agricultural chemical line which is truly representative—are 


invited to communicate with The Dow Chemical Company. 


Available today for active sales organizations is an expanding, 
well-advertised line which includes small packages for the long- 
profit, large-volume urban trade—and larger sizes up to car-load 
lots for the farm and orchard user. Items include 2-4 Dow Weed 
Killer, Dow Selective Weed Killer, Dow Contact Herbicide, Cotton 
Seed Protectant, Fumigants, DDT formulations plus a broad 


variety of tested and proven insecticide dusts and sprays. 


Soon to be added are other products with an equally enormous sales 
potential. 


We are particularly anxious to contact a few additional jobbers 
who recognize real sales valiie when they see it—and are prepared 
to move along with us in a modern, positive approach to dealers 
serving the home gardener and the lawn owner—as well as con- 


tinuing sales to dealers supplying the large rural user. 


If your sales set-up means business because you go after the business 
—then here’s the line for you. For full information—wire or write |. 





The Dow Chemical Company without delay. 


SPECIAL PRODUCTS 
App-L-Set 4 
Dowax ~~ 
Quick Root No. 1 and 2 

GRAIN FUMIGANT 
Dowfume EB-10 


SEED. PROTECTANT 
Dow 9B 


"hee, 





- 
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— Dow. 
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_ CHEM CALS” INDISPENSABLE 
MIDLAND, MICHIGAN | TO INDUSTRY AND AGRICULTURE | 
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Put away the 


glass, Mister! 


T doesn't take a detective to tell us we’re ship- 

ping more Taylor Thermometers and Barome- 
ters than ever before in history! But demand isn’t 
levelling off One bit and we're still chin deep in 
orders and requests for delivery. 


Frankly, we're going at full tilt trying to catch up 
and stock your counters with these pre-sold in- 
struments as quickly as possible. And we hope the 
day won't be far off when you can maintain a com- 
plete assortment of Taylor Instruments and once 
again cash in on the big consumer demand for 
nationally advertised “Taylor Accuracy.” Taylor 
Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 





5316 Temprite Windew Thermom- 
eter. Standard of value in the popu- 
lar price range. Scale is 844" x 2", 
white vitreous. enameled. Flange 
and guard protect tube and bulb. 
Adjustable bracket. $15 doz. 


5936 Reast Meat Thermometer. It 
tells accurately at a glance when any 
roast is rare, medium or well done. 
One of the most popular instr 

we have ever made. Supply will be 
limited at first. $21 doz. 
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2280 Fisherman's Berometer. Tells 
when to fish. Extensive research by 
fishermen throughout the U. S. 
prove it right 94 times out of a hun- 
dred. Good grade barometer move- 
ment. In 314” green plastic case. A 
fast seller before the war. $7.00 ea. 


2068 C Auto Altimeter. A new 
thrill for motorists—a thoroughly 
dependable, yet economical alti- 
meter. 2 44” dial in attractivesbrown 
plastic case. Select ranges best suit- 
ed to your area. $7.50 ea. 


dy and Jelly Thermometer with 


5928 Deluxe Oven Thermometer. 
Binoc tube makes mercury stand 


Can- 


Kitchen Thermometer. 


easy-to-read Binoc tubing. Stain- 
less steel scale is resistant to fruit 
acids. Range 60° to 310° F. in 2° 
intervals. Clip om back adjustable 
for any depth of vessel. $30 doz. 


out in dimly lit oven. Flanged vitre- 
ous enameled scale protects tube. 
Ventilated glazed pottery base. $30 
doz. No. 5927 Oven Guide, similar 
but lower priced, also availiable. 
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Here’s the promotion to help 
you sell more G-E Heat Lamps! 


ry stand General Electric’s big Heat Lamp cam- Take a peek in LIFE for Oct. 21, and you'll see what we ; 
ed vitre- paign works five ways to help you cash mean. This eye-catching lass is featured in a full-page E 
vag in on a fast-growing market: G-E ad that’s just one part of a powerful campaign to y 
, similar ‘ ; help you make more money selling these two popular 4 
jable. 1. EFFECTIVE DISPLAYS, including a 4-color General Electric Heat Lamps. i 
counter card and a 2-color window 

streamer. t 
2. aD MATS to give this big sales event a real 1. NEW! . . ie peel BARD GEASS | 
send-off in your local newspapers. HEAT LAMP with a built-in” red filter. i 
; : Reduces glare and gives added protection h 
oe 3. NATIONAL ADVERTISING in Life, and Better against breakage by splashing water. . 
Homes & Gardens. Retails at only $2.95. i 
4. NEW Liverature. A 2-color, 6-page consum- ‘ 
er folder on the many uses of G-E Heat By 
| Dosage en i ah” 2. NOW! .... REDUCED PRICE for the E 
a= a. are Standard G-E Infra-red Heat Lamp—dras- 3 


5. SELLING TIPS on how to use this promotion ‘ - 
material to increase your G-E Heat Lamp tically cut from $1.60 to $1.25. This 


profits. economy appeal will build bigger sales 


and better profits for you! 
DON’T MISS THE PAYOFF! There’s real mon- 
ey for you in this campaign if you tie-in. 


Keep plenty of G-E Heat Lamps in stock! 
And use G-E Promotion Material to « 
keep ’em moving! 


GENERAL @ ELECTRIC 
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Kevewtlle GizztECRIODLE 


EXTRA-HEAVY CAST ALUMINUM 


THIS 

SIDE Ne 
For grilling bacon, eggs, cS 
griddle cokes, etc. Smooth 
finished, with o deep droin 
and omple grease cup 


~~ 





+ 


JUST TURN UT OUR 
| SAT ISTO HANDY 





GRULS IN OWE/ ; 





AWangtag Guarantee! 


“This Sizzle-Griddle is made of extra 
heavy cast aluminum. It is uncondi- 


tionally guaranteed against defects + 


in workmanship or materials ... and 
is guaranteed to give you lifetime 
service.” 


Smart Packaging! 


Each Sizzle-Griddle is individu- 
ally packaged in a two-color 
carton of eye-catching modern 
design. 


Sales Helpe/ 


Newspaper mats and attrac- 
tive counter cards will help 
to keep your Sizzle-Griddle 
sales sizzling! 


For top-of-stove broiling. 
Steaks rest on heavy fins which 
provide even heat radiation 
to edges of griddle. 


* ON THE COUNTER 
* IN THE KITCHEN 


IT’S A HIT! 


Imagine broiling delicious sizzling steaks 
on top of the stove—in half the time 
required for oven broiling! That’s what 
Sizzle-Griddle will do! 


And—it’s a boon for quick breakfasts, 
midnight snacks! Bacon, eggs, grilled 
sandwiches, hamburgers, griddle cakes 
—all taste better, take less time and 
trouble, cooked the Sizzle-Griddle way! 


Sizzle-Griddle is cast of the best grade 
of aluminum obtainable, extra heavy 
weight—is unconditionally guaranteed! 


Size 11” square, weight about 
4 Ibs. Packed 12 to the carton. 


Suggested Retail Selling Price - $3.50 


OL VAMULTAL, 


Sm HOLIDAY / 
SELLING ¢ 


fr prices and cataleg sheet 


WRITE TO 


MIAMI METAL & MFG. CO., INC. 


P. 0. BOX “H” LITTLE RIVER STATION, MIAMI, FLA. 
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STAINLESS 






IT CLEANS - IT MIXES - IT SERVES 
, / 
tl sells: 


ERE’S Kleenspoon, the new, unique 
kitchen utensil that can be used as a 
spatula, skimmer, turner, scraper and meas- 
uring spoon. A single spoon—Kleenspoon— 
that’s all housewives need for cleaning pots 
and pans, mixing a variety of dishes, flipping 
pancakes, straining vegetables. Yes, Kleen- 
spoon serves food graciously, too. Every 
woman that’s assigned to KP (kitchen po- 
lice) is a prospect for this handy, time-saving 
kitchen utensil. And because it’s priced 
right, the ladies buy. Retails for only 59c 
(slightly higher on West Coast and Canada). 


Write for free sample, catalog 
sheet and price list today. 






























4 ATTRACTIVE MODELS 


SR-1—Right-Hand Serving Spoon * 
SR-2—Right-Hand Strainer 
SL-1—Left-Hand Serving Spoon 
SL-2—Left-Hand Strainer 

















LULL TY 
Guaranteed by > 
Good ping 


07 ad ouvert * 











in GOOD HOUSE. 
KEEPING and 

BETTER HOMES 
AND GARDENS 










Dept. AH, 225 Springdale Ave. 
FAT. PENDING YORK, PENNSYLVANIA, U.S. A. 
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FLORENCE STOVE COMPANY... General Sales 
Offices and Plant: Gardner, Mass. Western Sales 
Offices and Plant: Kankakee, Ill. Southern Plant: 
Lewisburg, Tenn. Other Sales Offices: One Park Ave.. 
N. Y.; 1459 Merchandise Mart, Chicago; 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 





@ In short, our policy is simply this: To put inw 
the hands of Florence dealers ranges and heaters 
with features that make them easier to sell... at 
prices that are business-like for everyone concerned, 
including the customer...and to work with our 
dealers in the friendly, “close neighbor” way which 
direct selling permits. For over 70 years this policy 
has made money for Florence dealers—and you can 
be sure it will continue to make money for Florence 
dealers in the years ahead. 


FLORENCE 
Kanger and Kealed 
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AMAZING SIMPLICITY 


Research in the famous Wear-Ever Test Kitchen 
demonstrated that all foods can be cooked deliciously 
at one pressure. The result is this amazingly simple 
pressure control—just a solid metal weight. Nothing 
to adjust, nothing to watch, no mechanism, nothing 
to stick or get out of order. 





“SNAP-TITE” COVER 


Even with the LID-LOCK unfastened, this patented 
cover can’t be opened while pressure is on. Slight 
pressure inside locks it in place underneath the rim of 
the pan. Customers want this assurance. 


WEAR-EVER QUALITY 


Through nearly half a century, the Wear-Ever Trade- 
mark has stood for quality and service to millions of 
women. Month after month beautiful, full color adver- 
tisements in 9 leading national magazines continue to 
tell the Wear-Ever quality story to thousands of 
your customers. 


WEAR-EVER | 


ALUMINUM PRESSURE COOKER 


te FRY STDS RENE TSS MEPL Tes 


BRET TE eee 
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ANNOUNCING TWO NEW, DIFFERENT 


Briddell Cleavers 


DE LUXE HOUSEHOLD 
CLEAVER #861 


Weight, just over 1 pound; 
6” blade of finest tool steel, 
polished to mirror finish; 
black plastic handle; safety 
thumb-rest. 


As we are telling housewives in 
The Saturday Evening Post, these 
slimmer, lighter, mirror-polished, 
plastic-handled cleavers are an all- 
round, handy household tool. 

Same keen, long-lasting, fine-steel 
edge that’s made Briddell cleavers 
tops with butchers for years. Same 
metal craftsmanship that marks all 
hand tools by Briddell. Main differ- 
ence is we've made our two new 
household cleavers smarter-look- 
ing, more attractive to the women- 
folks. 

Slick though they look, they'll do 
a job around the house: Butcher 
fish, fowl, tenderize meat; mince 
vegetables; open crates, cartons. 


CLEAVERS *«© MACHETES e 








KITCHEN 7 
‘71 
(Ready Eerly in December) 


Weight, 


% pound; 7” 


blade of finest tool steel, 
polished to mirror finish; 
biack plastic handle, 


notched for fingers. 


Women who've tried ‘em tell us 
they’re handy as a can-opener, save 
the edges of their knives. 
Handsomely packaged, one to a 
box, they'll display fine and sell 
well. Order from your jobber. 


LA ry yg 


Briddell products are advertised regu- 
larly to 15,000,000 readers in The 
Saturday Evening POST. 


Meats 


Bride 


FINE QUALITY CUTLERY 


incor Cl 


Crisfeel, IN Mary SINCE 1895S 








ICE PICKS e 


OYSTER AND CLAM KNIVES e 


Handsomely packed, one to a box, for 
effective point-of-sale display. 


ASH TRAYS 


HARDWARE AGE 
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Now 


the » H eT] ho ON 
ALUMINUM 


...IN HEAVY GAUGES 
THAT LAST FOR AGES! 


Oh: Atlante Ga 


Products of Stee! Materials Corporation * Cincinnot o* 
I. LEVY SONS 1107 Broadway, N.Y. 


SOLE NATIONAL DISTRIBUTORS tor STEMCO 
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FAMOUS FOR ITS STRENGTH 


We carry a 


Make QUICK Sales With the (IMPROVED 


Here It's 


A "Trike" Your sales and profits add up when both 


.. And 


: . and convertible features of TRI-BIKE: 
Here It's Heavy aluminum alloy frame, ball race 
A Bike! wheels, tail light, license plate, forged cranks 


Immediate Delivery! 


Don’t be caught without your stock of TRI-BIKES. Rush us 
your order now. We will give you exact date of shipment 


16” SIZE ONLY—SHIPPING WEIGHT, BOXED, 26/2 LBS. 


large warehouse stock 


PYRAMID COMMODITIES Co. 


DEPT. 3, 3819 SO. VERMONT AVE. 


TRI-BIKE 


FULLY PATENTED, TRADE MARK REGISTERED 






kids and parents see the rugged strength 











by return mail 






DEALER’S PRICE $17.75 EACH, F.0.B. LOS ANGELES 








ROchester 0900 LOS ANGELES 37, CALIF. 
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Speed tu wort et you exter 
im, and we'll match your speed with 






IMMEDIATE DELIVERY 

Individually boxed, 12 toa _ 
. carton —in assorted colors— | 
: _ ‘standard. discounts. If jobber _ i 
















BORDERS FROM EVERYWHERE FOR 
P THESE STACK PLASTIC TOYS DE LURE 















THE COMET SPEEDSTER 
A B-I-G beautiful car done in gleaming plastics to put 
new speed in your toy sales. Not a midget, but 14% 
inches of real car, 5 inches wide and 4% inches high; 
with real rubber tires; ski-vue transparent tdp, suedette 
upholstery, and other 1946 features. 


Sells for $3.95 
Looks like *10.00 


THE FARE-BOX BANK 


Spoken of everywhere as “The most intelligent toy idea 
of the year.” And how it sells! Again, it's B-I-G...8% 




















inches high, 4 inches square. A knockout to look at... 
full of action... puts a thrill in thrift... makes play pay. 
Approved by Teachers, Child Psychologists and Parents 


everywhere. 
Sells for $3.49 
Looks like *7.50 

















“TODAY IS TOY-DAY’”’ 
~ 5835 W. WASHINGTON BLVD - CULVER CITY, CALIF. 
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THE PERFECT CHRISTMAS GIFT! 


SENIE<TOOL 


is taking the country by storm. Model builders from Coast to Coast 
are proclaiming this versatile all-purpose cutting tool, with over 
20 interchangeable accessories, as tops in its field. Every model 
builder needs one—every model builder WANTS A GENIE, TOOL, 
once it’s seen. Set No. 95 illustrated in photograph above, complete 
with 13 accessories and wood chest... $9.95. 









“Magic at Your Fingertips” for — 


MODEL BUILDERS HOME CRAFTSMEN SCHOOLS 


° * « 
PHOTOGRAPHERS CONVALESCENTS CARVERS 





There's a GENIE TOOL accessory for every use! 
Jobbers — Dealers — Model Builders — Write for Catalog Today 


Ve) 0) 3 Mm Cele) Be lop Gc lee e108) '1-7.1, | ater 8 
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Ryan Model Illustrated 
buile by W. R. Parke of 
W. R. PARKE MODEL CO., 
Yakima, Washington 



























WILL SOON BE READY 


Sena For Your FREE Copy Now 
and be among the First to receive it ! 


Please give your Jobber’s Name. 


HALL JZé#e CORPORATION 


1163 Park Avenue, Highland Mills, N.Y. 





THE ART AND SKILL OF THE wate ota 
AS REPRODUCED a. 


BY KAYLAN 


From disaster to victory . . . the divers 
of the U. S. Navy did just that, in raising 
the Sunken fleet of Pearl Harbor. 
Within six months a “beaten” navy 
was on the offensive, due $0 the knowl 
edge and skill of navy divers. 
KAYLAN, a great name in cutlery, 
has by know-how and skill made avail- 
able to a peace time world, knives that 


are “Forever Sharp.” 


KAYLAN CUTLERY 
=e we oni 


237 WOLF STREET « SYRACUSE, NEW YORK 
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THE HEAVIER, MORE DURABLE NAP 
OF PENNSYLVANIAS 


Every tennis player from top-ranking professional to serious 
beginner finds he gets more control when he plays Pennsyl- 
vania Championship Tennis Balls. You too, have control over 
tennis ball sales in your community when you feature Penn- 
sylvania ... the uncontested leader in sales and performance. 


ie 8 i 
CONTROL AT IMPACT 


Pennsylvanias’ heavier nap gives a better 
contact between racquet and ball — lefs 
the player apply more cut, twist or top-spin. 


CONTROL IN FLIGHT 

Because their nap is more durable, Penn- 
sylvanias retain their weight longer, keep 
flying truer longer, make the most of the 
player's placement skill. 


©) 

PENNSYLVANIA 
Yampioushéf 
TENNIS BALLS 


“When you sell Pennsylvanias, you sell the best’’ 
PENNSYLVANIA RUBBER CO. + JEANNETTE, PENNSYLVANIA 
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Pennsylvanias ore pressure- 
packed, stay factory-fresh 
until opened. 


CONTROL ON THE COURT 
Pennsylvanias’ heavier nap makes a non- 
skid contact with the court... your customer's 
stuff pays off in trickier, hard-to-return 
bounces. Always a selling point. 




















Raise The Top 
And The Step Opens Out 


Lower The Top 
And The Step Folds In 








The new Steprite Stool is ready for immediate delivery 
—in time to step up your Christmas sales. Join America’s 
leading housewares departments in featuring the “Stool 
That Sells On Sight”. Here’s why: 


* The Automatic Step. Raise the top and it 
opens out. Lower the top and it folds in. 


e Or Closes In One Motion. No 
stooping. No squatting. No lifting. 
Locks Automatically When Open. Safe 
and strong as a steel stairway. 


Handsome Aluminized Steel Frame. W ood 
Top and Step. Serves as a handy utility table 


Wood Parts Enameled in Red, Blue, 
Black or White to blend with any 
color scheme. 


Extremely light. Can be moved 
around with ease. 


k Don’t delay. Visit our showrooms or 
\. write at once for prices and full details. 
1 Jobber inquiries invited. 


Ar ther Benjam n & Medwin Ex sive 


1150 Broadway, New York 1, N.Y 


WSIteg 


“Seniors 
BALL BEARING 


ROLLER SKATES 


Chrome steel ball bearings, reinforced, extra- 
strength steel chassis that’s cushioned in live 
rubber for easier turning — and to take the 
shocks of husky youngsters. Rust-proof, gleam- 
ing cadmium finish, contoured heel plate. No 
finer skate ever built yet Multi-Kwik ‘‘Seniors’’ 
are competitively-priced to really sell. Adjust- 
able 8%” to 11%”. Weight per pair 4% lbs. 


F r } 4 
ri) Multi-Kwik 
Ce ICE-ROLLER SKATES 
Ideal BEGINNERS’ rubber wheel roller 
skate — AND, BY THE REMOVAL OF 
ONLY TWO NUTS, A REAL, DOUBLE- 
RUNNER ICE SKATE! Sells anytime, any- 
where as a quiet-rolling roller skate; in ice-skating districts as 
@ combination ice-roller skate. Adjustable 6%” to 8%”. 2 doz. 
per shipping carton. Weight 5512 Ibs. 


Multi- Kwik 
16-DISC WHEEL BEGINNERS’ 
ROLLER SKATES 


The ORIGINAL disc wheel roller skate 
that took America by storm in 1945 — 








ORDER and still is the leading seller in the age 
on inten chee bracket of 3 to 7 years of age. Adjust- 
necrest jobber or | Sble 612” to 7%”. 2 doz. per shipping 
write for catalog to | carton. Weight 78 Ibs. 
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Wire Orders for ) 
PEDAL-CAR + 


for Big Christmas Profits 





All-metal construction; 
three tone finish, red, blue, 
and cream. 


Our Capacity Doubled for the Final Rush! 


Time Is Short! 








for 
children 
one €F one-half 


to five 


a 


beautiful 
velocipede 





Watch for 
Announcement of 
Another Billy Boy 

Product in the 
November Issue! 





New Factory Enables Us fo Fill 
Your Orders Promptly —So Far! 





BUT—if the rush gets much greater, it will be a 
case of first come, first served. Be sure! Be 
FIRST! Jobbers: Wire your orders NOW! 


WE SELL ONLY TO JOBBERS! 


OAKLAND ENGINEERING CO., INC. 
800 - 100th AVE., OAKLAND 3, CALIF. 
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laying rope 
the H&A Way 


Fiction writers love to romanticize 
about the Old Rope Walk, where 
‘human spiders’ laid hand spun strands 
into sturdy rope. But today there is 
romance of a much more practical 
nature in the H & A rope-laying scene 
below, where a skilled operator, using 
modern equipment, lays precision- 
formed strands of scientifically pre- 
pared fibre into rope that is far stronger, 
smoother, longer lasting and more 
reliable than anything the old hand 
processes could attain. The craftsman- 
ship of H&A cordage makers is 
traditionally reflegted in the complete 
dependability of H & A products. 











When your customers mount the New 1947 Blue 
Ribbon Champion on their boats—it means duck 
hunting pleasure for them—/a/l profits for you. 
When your customers surge across the water to 
that favorite shooting spot—the spirit of he-man liv- 
ing will well up inside them. SUD y//%n 
How come? Because they’ll have a new Champion Sy = 
and that says volumes. 
It says dependable performance. 
It says the /ift of fresh eager power A complete line: — 
that’s ready for a frolic or a full Manila and Sisal Rope, 
anys peste Tenemion tere 
It says profits ahead—and that great Yacht Rope, Fishermen's 
satisfaction born of selling some- Rope, Twisted and 
thing really good ... the New Braided Jute Packing, 
Champion—America’s Great Out- ‘ oe pene Rage 
board Motor. ) Yarn, Tarred Marlines, 
In keeping with Federal law—have ‘ Plumbers’ and Marine 
your customers remove outboard motor Oakum. 
before shooting. 


4.2H.P. 0.B.C. Certified 
; THE HOOVEN & ALLISON COMPANY 
CHAMPION Xena, Onto 
OUTBOARD MOTORS ee 


MINNEAPOLIS 13, MINNESOTA 
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WINCHESTER 


FLASHLIGHTS ond BATTERIES 


Make light of the dark - bulleT ried 


JNUSUAL LIGHTS THAT HAVE 
SERVED MAN 


THEY'RE YOURS AGAIN... 
WINCHESTER GUARANTEED PURE 
BRASS & COPPER FLASHLIGHT CASES 


Handsome, streamlined, naturally, they're 
favorites with everyone, so the demand for 
them is phenomenal. Result! To be fair, we’ve 
been forced to “allocate” the present supply. 
See your favorite retailer today. 


DON’T INVESTIGATE NIGHT NOISES WITH- 
OUT YOUR WINCHESTER FLASHLIGHT 
Falls rate high among serious home accidents. 
Next time you need to rush outside to check 
such a “noise” let your Winchester flashlight 
spread its bullet-fast light carpet ahead of every 
step you take. 
Don’t go another night without your Winchester 
ee Be sure to load it with fresh 
Winchester batteries. You'll find them in the 
Winchester Self-Service Cabinet in all stores 
ts and batteries. Winchester 
Repeating Arms Co., New Haven, Conn., 
Division of Olin Industries, Inc. 
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CASH IN 
ON THESE 


weR® 
WINCHESTER 


TRADE MARK 


GUARANTEED SOLID BRASS AND 
COPPER FLASHLIGHT CASES 


As you’d expect, the demand for them is phenomenal. 
Result! We have been forced to distribute the available 


- supply to Winchester wholesalers by “allocation”. See 


your wholesaler’s salesman today! ¢ 


ASHLIGHT BATTERIES 


DVVMS, 
ES 
<= . 


Don’t forget to have your wholesaler’s salesman supply 
you with these colorful Winchester No. 1511 Counter 
Display Sales-builders. Packed two to a unit carton, 
each one holds 24 No. 1511 Winchester Unit Cells. 
Winchester Repeating Arms Company, New Haven, 
Conn., Division of Olin Industries, Inc 


MANY MILLIONS OF THESE ADVERTISEMENTS 
FOR YOU IN THE NEXT 30 DAYS 

A great nation-wide advertising campaign... spear-headed by he 

power-house punch of SATURDAY EVENING POST .. . backed 


up by leading FARM, FICTION and JUVENILE magazines. Cash 
in—display merchandise now for prompt selling action. 


57 
















SUPER-FLEXIBLE FY 
SUPER-TOUGH A Th 
SUPER-HARD 












A) MILLERS FALLS 
A TUF-FLEX BLADES 
are Leaders in the 





packs | 
ever thi 





Look a: 







Hack-Sawing Field 


Millers Falls Tuf-Flex Blades are super- 
tough and super-flexible ... yet super-hard. 

Qualities like these help make Tuf-Flex Blades 
leaders in lowering hack-sawing costs. 

Hardware dealers are building sales volumes 

upward with these wide-performance blades that 
can take care of work which normally calls for either 
a hard or a flexible blade. This unique opportunity 
to lower inventories and multiply profits should not 
be overlooked. 

When customers specify a blade for thin sheet, 
tubing, or gutter pipe, recommend Tuf-Flex. When 
the problem is cutting drill rod, tool steel and similar 
hard materials, Tuf-Flex is the answer. In fact, for 
almost all cutting jobs, Tuf-Flex Blades are the most 
economical general purpose blades ever developed. 
You can always recommend these leaders with 
confidence. 



































MILLERS FALLS One Thing in Common — Quality! 
MILLERS FALLS 


COMPANY 


@ R E£G EN F Et oD 
Ret eneuuareet 
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Why has ' rq toker 
Earned More Acceptance igga Shoriay Time than 
NAY any other Unit in the Hisfpt ae industry? 


.LS : 


@ thousands of dealers have learned that the SMITHway Stoker 


packs more sales appeal, delivers more satisfied customers, than they 
YES ever thought was possible. 


Look at the reasons why: 
t h e 1 It’s a Better Stoker! The SMITHway Stoker is the only 
stoker with 24 Exclusive Features. Postwar in design and 
e | d construction, it sets a new standard for stokers. — 


‘2 It’s Nationally Advertised! Powerful, dominant SMITH- 
way Stoker advertisements are read by millions of prospec- 
tive customers in such outstanding publications as THE 


super SATURDAY EVENING POST, BETTER HOMES AND 
r-hard. GARDENS, and AMERICAN HOME. Readers in every 
block of your city are reading about, hearing about and 
Blades talking about the SMITHway Stoker. 
3 Your Profits Are Protected! Fewer replacement parts 
olumes and fewer service calls save you money. The SMITHway 
Stoker protects your profits for it is easy to sell, simple to 
es that service and convenient to own. 
ither , ‘ 
ewe No other Stoker has Packaged Wntt-Drive 


The Packaged Unit-Drive, another SMITHway Stoker exclusive, contains all of the 
ild not power mechanism and can be quickly and easily replaced in less than four minutes 
using a common end-wrench and an ordinary 
‘ pair of pliers. No fussing with odd parts, no 

heavy parts inventories. 


sheet, You could be making extra profits, right 
now, selling the SMITHway Stoker. Get 

When full information by dropping a post card in 
ao the mail today. Say “I want full information 
similar on the profits to be had by selling the 


SMITHway Stoker.” 
act, for 


ie most 


eloped. 


; with 


uality ! 
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...A TWELVE-MONTH-A-YEAR 
BEST SELLER 


Advertisements like this one are telling 





builders and architects about the new 
Stanley line of Cabinet Hardware. Ap. 
pearing in magazines such as “Better 
Homes & Gardens” and ‘American 
Home” they are telling nearly five mil- 
lion people about this new Stanley 


Hardware. 


Get your share of the business these 


advertisements are building. Display 





Stanley Cabinet Hardware. Let your 
customers know you carry it. Ask 


your distributor for dealer helps. The 


ome 
ure he pon ae 
ew fines Stanley Works, New Britain, Conn. 
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THE 
Hi MANUFACTURING CO., INC: HASTINGS, MINN. 
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Here is a fast selling tool of a 
thousand uses. Attractively de- 
signed, attractively packaged 
in colorful display carton. Drills 
a quarter inch hole through 
a full half inch of paper, 
cardboard, leather or fabrics. 
Used in school rooms, offices, 
homes, workshops. Easy to use, 


easy to carry. Retails at $1.00. 


™, 


A 


Each carton contains 24 Kwik-Twst 
Drills, 24 Templates and 24 Instruction 
Sheets. Takes little space — measures 
only 11% x 7% x 5 inches. This is a 
real profit maker. Order yours today. 


a3 93 2ed..$T. 











WE CAN 
FILL YOUR ORDERS 


Deliveries are reasonably good on 
all items illustrated; in many cases 
we can ship from stock, in others 
within 30 to 90 days. Specify 
Upson-Walton for good delivery, 
good service, good quality. Ask 
your jobber. 


WIRE ROPE THIMBLES 


e Y 


wv “~~ 
WWanukacturns of Wire Rape. Wire Kote Heth 
( ¢ 


THE UPSON-WALTON CO 


23, Vackle Slacks 
MAIN OFTICES AND FACTORY: CLEVELAND 13, OHIO 


737 W. Van Buren Street 
Ch , 


wcaqgo 





DIAMOND FRAME 
WIRE ROPE BLOCKS 


WIRE ROPE SNATCH BLOCKS 





That’s what merchants everywhere are saying. With so many 
items still hard-to-get ... The SCHAFFER Co., national man- 


ufacturers representatives, can give you immediate delivery 
on almost all of their profitable, fast-selling lines. 


: venient sizes . 
bber and fabri Type bran 3 Ww 
istened ented iftner-spring~ 
not slide, keeps even tension on ‘abrasi 


we es Packed in attractive cartons for ce 
TRO-TON SANDERS ! 
: TAND SCE DER 
Reliable TRO-TON Sanders and Ha 
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recessed head DRIVER 
FITS ANY SIZE 


Reep 2 Prince /; You wi 
EEL ; 
recessed head SCREW 7 4 have calls for 


or BOLT! <P THW/S DRIVER 


Nore FROM MANUFACTURERS . . . who use 

i waka C4 oh iwe the Reed & Prince recessed head driver for 

Recessed and Slotted greater speed and economy on the assembly line! 
Wood Screws Sheet Metol Screws . 


Machine Screws Stove Bolts me REPAIR AND SERVICE MEN .... in the radio, 
Ae , electrical and other fields requiring product service, 


Cop Screws Set S " P e 5 
| dedhine Screw Nuts Wing Nuts who find the Reed & Prince driver a necessity for 


Rivets ond Burrs Rods repair work. 








se HOME OWNERS... . and woodworking “hobbyists”, 
who take pride in the appearance of their workmanship 
around the home. 


VRAD bry be vty ete af 
ay 
’ 
\ 


VANE cmermae | 


COREE SRRE CRTC ERC Ce ( 


The Reed & Prince recessed head Be ready to take care of the 
driver insures faster, better work,— demand for this sturdy driver! 
avoids surface scratches — improves Stay “A HEAD of the Times” with 
finished appearance. Drivers avail- the Reed & Prince recessed head 

. able in several convenient lengths, combination. Write today for com- 
_ bits foranymake of powerdrive unit. —_—— plete dealer information. 


CHICAGO, ILL. 
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thud Each Size 


Offers 6 roo1s in | 





SIX CUSTOMERS WHERE 
ONE GREW BEFORE 


Wi, PRESSURE LOCK WRENCH 





ye RN 


Portable hand vise 


3 SIZES (Fain TRADED IN PRICE) 


No. 7 Max. jow opening %” Sseohiocsiel Retails for $2.45 
No. 9 Max. jaw opening ¥ Retails for 2.95 
No. 11 Max. jew opening 142”............ Retails for 4.60 


SIX TOOLS IN ONE 


1, Adjustable end wrench 
2. Pipe wrench 
3. :Gripping tool 
Multi-leverage pliers 
5. Hand vise 
6. Locking clamp 


11 GRISWOLD ST., BINGHAMTON, N. Y. 


Other Rapid Turnover Items in the BMC Line 
Oftset Screwdrivers for regular and Ph s head " 
Ready Ray auto trout ht 


MC MANUFACTURING CORP. 





That’s right, the BMC Pressure Lock Wrench appeals 
to a wide segment of your market, with a size for every 
need, and every size offering six tools in one. You can sell 
it in quantity lots to factories, shops, garages, or to home 
and car owners, hobbyists, farmers, plumbers, mechanics. 





Sell it as a wrench. Sell it as a pliers. Sell it as a vise, clamp, or 
holding tool for positioning small pieces for drilling, threading, bolting, 
riveting or welding. It fits as it grips . . . and it holds, with more 
than a ton pressure . . . even when the hand is taken away. Yet it 
releases with the flick of a finger. Is adjusted roughly to size by a 
movement of the thumb, and automatically adjusts itself to a close 
fit when it takes hold. 


It’s a tool of sturdy quality, suitable for the finest mill-supply out- 
lets, auto equipment, hardware, plumbing or electrical departments. 


Write today for wholesale set-up. Take advantage*of the brood 
market appeal, rapidly developing sales, and a strong backing of 
dealer helps and national advertising to build a sizeable volume 
of business, 


Sell 2 instead of 1 


Here's the popular BMC 
numbers 7 and 9%, attrac- 
tively boxed in a striking 
gift package, for only $5.40. 
Scheduled for intensive 
Christmas Gift promotion in 
the Saturday Evening Post, 
Country Gentleman, Popular 
Mechanics and Popular Sci- December selling. You'll find 
ence, it’s bound to be a big it @ strong stimulant to your 
seller over the holiday sea- sales. 





son. Get behind it now. Push 
it strong for November and 
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Missing profits is a bus- 
iness crime that no one 
will commit deliber- 
ately...but think about 
it for a minute...are you guilty? 


The profits we're talking about are 
profits on items your customers 
just plain forget to buy. Dollars 
that walk into your hardware store 
every day and walk right out again, 
because their owners happen to 
visit a counter where nothing .“re- 
minds” them to complete their 
purchase with abrasives. 

We mean extra sales...extra profits. 
When you think of it, this too- 
frequent occurence is a sort of mer- 


chandising crime. And definitely, it 


HAVE YOU A COPY OF 
THE NEW CATALOG? 


The 1944-47 Hordwore Catalog on 


by CARBORUNDUM 


does’nt pay the dealer. So 
now, CARBORUNDUM, 
has developed a brand new, 
ready-for-you display plan 
to step up the sweet music of cash 
registers from every department or 
counter...displays for related selling! 


Bill Sharp will come in for knives 
—and at the cutlery counter see 
just the stone he needs to keep 
their cutting edge. An exwa sale 


Jack Farmer gets hand tools in 
another part of the store—and right 
there a compact display suggests 
the abrasive products 4e needs! An 
extra sale! 


Similarly at your household goods, 


paint, farm implement, sporting 
goods and other counters, colorful 
related displays of abrasives by 
CARBORUNDUM will pop extra 
cash into your till. It’s a proven fact 
that related displays make sound 
merchandising use of modest space 
to build up turnover. 


You'll want a copy of “The Case 
of Missing Profits” for its dramatic 
yet common-sense presentation of 
this workable plan for extra every- 
day sales. And no less important 
are the buying facts in our new and 
complete Hardware Catalog. Keep 
a copy on hand for practical, profit- 
able ideas. The Carborundum 
Company, Niagara Falls, New York. 


Pertwee ew ee eee eee eee ee 
THE CARBORUNDUM COMPANY 
Merchandising Division, Niagara Falls, N. Y. 


Send me, without delay, a copy of “The Case of Missing Profits” 
and the new HARDWARE CATALOG. 





Nome 





Firm Name 


Address 











City and State 


CLIP AND PASTE ON PENNY POST CARD 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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LE Saws men brag about are the saws they buy regularly. And 
whenever cutters get together, Atkins “Silver Steel” Crosscuts are rated 
highest— from every standpoint and by the greatest number. 


Atkins owners know that no other saw cuts so keenly and 
cleanly . . . know the satisfaction of turning out more work with far 
less effort . . . know their Atkins can be depended on to see them 
through the existing saw shortage. 





ADA That's why the dealers who serve these enthusiastic users know 
ie their next saw— and every saw—will bear the Atkins trade mark. 
ATKINS 


- ATKINS AND CORPARY 


4 


5m Office and Factory: 402 &. Ilinois St., i. p 
Branch Factory: Portiand, Oregon 


E. 
Branch Offices: 
Chi * Memphis + New Orleans + New York + San Francisco 
Al Ki NS same RRALeee: cme em eS 
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#522 DeLuxe—Assortment of 
12 screw drivers. Every driver 
branded and warranted. Re- 
tail from 20c¢ to 65c. 


Se Ae sb \ 


“ par 
#x877 Assortment of 24 

crew Drivers. Tool steel 
blades. Retail 10c to 40c. 





ad #806 Recessed Head 
Pinta Driver. Extra 
arge handle. Retail 

















tu BANA BANTAM... 


A PRECISION VISE FOR CRAFTSMEN AND PRODUCTION MEN 


Now in production is this 
high tensile strength alloy 
BANA Bantam Vise. 
With carbon steel jaws 
and two jaw attachments, 
it will hold rigidly either 


straight, angular, or round 
surfaced parts. The BANA 


Bantam is sturdily and com- 


pactly built and has a jaw 


capacity of three inches. 
Every customer is a potential sale for this production and drill press vise for the 


general machine shop or the craftsman’s home hobby shop. 


The BANA Bantam is well-built 
and ready to work for you and 
your customers. 


With “V" Jaw Attachment, 
angulac parts are held 
under tension for the fuii 
width of the 2%" jaws. 


With Equalizing Jaw Attachment, round 
parts, either large or small, are firmly 


gripped. 


Available for immediate delivery, 
the BANA Bantam is priced at 
$3.49 Retail—A sure-fire seller!! 

Boxed individually in attractive 
two-color packages the BANA 
Bantam is packed 12 to a shipping 
container, Freight Prepaid. The 
container is 10%" x 9%" x 6%” and 
weighs 30 pounds. 


SWIVEL SNAPS » WALL TYPE CAN OPENER + SLIP-TITE HOSE COUPLINGS + BIG GAME SHOOTING GALLERY * AUTOMATIC TOY PISTOL 


& AN A products 


BANA COMPANY #l!6 New Montgomery St., San Francisco, Calif. 
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I Your Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 








4 


“No Moisture Rejects .. . 


since using Corbin-Phillips Screws 


Big savings are often found in small detail . . . and this Reeves-Ely mention three other CORBIN-PHILLIPS 

was the case at Reeves-Ely Laboratories, Inc. In this advantages which you may like to consider: (1) appear- 

photograph the girl is assembling a crystal unit about ance of the assembled product (the Phillips recess looks 

which the customer writes: well at any angle); (2) the ease of assembly; (3) the 
“As this crystal unit must be sealed to prevent the moisture elimination of burred slots. 


from getting into the case, we find the Phillips head screw : 4 
allows us to bring the cover much tighter on the gasket, Big savings are directly traceable to the use of CORBIN- 


therefore eliminating moisture rejects.” PHILLIPS Screws... and big savings are needed in 


mass production today! Let’s talk it over. 
Deeper seating under greater pressure is a normal re- - y ‘ Orr-4 


sult with CORBIN-PHILLIPS Screws. The Phillips 
fecessed head grips and holds the driver firmly... the 
operator drives the screw swiftly and easily, without 
“Wobble Worries”. 


No “Wobble Warries’ with CENTERED DRIVING 


Eliminate “Wobble Worries’’— the con- 
stant nagging fear that the driver will 
slip out of its slot and damage the work. 
Use CORBIN-PHILLIPS Screws and 
Centered Driving, where driver and 
Srew are centered firmly without any 
Possibility of slipping. This is one easy 
Way to up production and Jower costs. 
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® Here is your preview of the new Myers DEALER AID CATALOG. It is the most 


A merchandising message complete Book ef ideas ever published to help Myers’ Dealers build a bigger and 


to Myers Dealers — more profitable Water System business. 


44 pages of sound, workable suggestions, presented in five complete sections 





covering Store Arrangement and Display, Indoor and Outdoor Identification, 
Advertising, Prospect and Customer Records and Proved Merchandising Methods— 


colorfully illustrated with all the new material now available for your use. 


Your copy of this valuable new book will be delivered personally by the Myers 


sales representative. 





THE F. E. MYERS & BRO. COMPANY e Dept. H-41, Ashland, Ohio 
HARDWARE AGE NOVEM! 
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* €CLEAN-EASY ROTARY PUMP MILKER 


Newest of all in the Clean-Easy line. . . this immaculate, labora- 
tory designed Clean-Easy Milker with Rotary Pump! You'll be 
amazed! It’s an unusually compact machine... pump, pulsator 
and all are mounted in a self-contained unit. It brings you 
vacuum in the glass pail milking . . . visual milking! Alternating 
action pulsator is controlled by the motor speed .. . no springs 
nor magnets. Set pulsations. Adjustable vacuum with gauge. 
Balanced teat cup assembly. Chrome plating. Equipped with a 
new single-piece pail cover, featured as the most sanitary pail 
cover ever placed on a milking machine. Milks 20 to 25 cows 
per hour. Portable and Trackster Models. This Rotary Pump 
Clean-Easy Milker has ALL these advantages ... PLUS a new 
low price! Write Ben H. Anderson Mfg. Co., Madison 3, Wis., 
U.S.A. Dept. 425. 


CLEAN-EASY 


Vae-U-GYlass 
MILKER S 


The RP Rotary Pump Milker is an ad- 
dition to our regular line of Vac-U- 
Glass Milkers. It now provides dealers 
with two types of milkers: The Rotar 
Pump—and the Piston Pump. Bot 
types are available in either Portable 
or Trackster Models. Complete infor- 
mation sent on request. 
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Five Models — 
including com- 
bination Hi-line 
and bottery 
controller. 


ne 


LECTRO-LINE is Electric Fencing! 

Here are increased sales and steady 
profits for you. Electro-Line’s exclusive 
features, designed for customer appeal, 
engineered for rugged use © weather- 
proof motor turret * heavy gauge steel. 
cabinet © precision built motor mech- 
anism © unique customer warranty 
including free repair of controller dam- 
aged by lightning . . . Leading jobbers 
offer you five models — each model has 
its definite place and use—and all five 
Electro-Line models are available for ship- 
ment now...Write us today for your free 
copy of the 1946 Electric Fencing Manual. 
ELECTRO-LINE PRODUCTS CORP. 


120 North Broadway « Milwavkee 2, Wisconsin, U.S.A. 


de Jon » Lon 4. —— “ 
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ARE YOUR 
TACKLE PROSPECTS— 


FLY FISHERMEN 
BAIT FISHERMEN 
PLUG FISHERMEN 
STILL FISHERMEN 


OR JUST PLAIN. 
FISHERMEN 


Plan now to feature H-I fishing tackle during 1947 and 
you'll cover your market completely from one great source 
of supply. Because H-I builds fishing tackle for every 
fisherman and every kind of fishing, you'll be able to 
supply your trade with exactly the tackle they want for 
the kind of fishing they want to do. 

The new H-I line is built to lure fish and fishermen and 
to bring you more sales and greater fishing tackle profits. 


HORROCKS-IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the largest line of fishing tackle in the world 
HARDWARE AGE 
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Backed by 
NATIONAL ADVERTISING 


GOOD PROFIT MARGIN 
QUICK TURNOVER! 


Gune ana OTL, I 


19 Leading Garden Magazines 
Spring Season 1947 








WEED 


TE Riis 


concen! 


"unre 


Featuring Well- Known 
Lawn and Garden Authority 
Plus Spot Announcements 


KILLS wtFfos 
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HERE’S THE LINE TO FEATURE IN ’47/ 


RIDZ FUNGICIDE 


Garden Pages 
Sunday Newspapers 


RIDZ GARDEN SPRAY 


For chewing and sucking in- 
sects. The effective and eco- 
nomical way to rid gardens 
of Aphis, Leaf Hoppers, Red 
Spiders, Scales, Mexican 
Bean Beetles and other de- 
structive pests. Contains 
Rotenone, Lethane and D.D.T. 


RIDZ WEED KILLER 


Makes weed killing easy. 
New formula containing 
2-4-D kills the weed roots 
without harming grass. Pint 
bottle makes enough spray 


solution to cover lawn 100 ft. ., 


x 55 ft. Sure to be a bigseller 
through spring and summer. 


Prevents attacks by blights, 
rots, rusts, wilts, cankers and 
other fungous diseases when 
sprayed during growing 
season. Will be in big de- 
mand. 


Cw 


@ SCIENTIFICALLY FORMULATED! 


By the Makers of 
ANTROL 


Ant Traps, Feeders, Sets, Refills 


FLY-DED 
ROACH-DED 
ANT-DED 


Coast to Coast 





© ATTRACTIVELY PACKAGED! 





SNAROL 
MOTH-DED 
BUG-DED 
BLACK FLAG 


Spray and Powder 


BOYLE-MIDWAY INC. 


22 East 40th Street New York 16, N.Y. 


In our modern research laboratory other RIDZ line vil ore undergoing 
exhaustive tests. Among these products ore: 
RIDZ LIQUID FERTILIZER + RIDZ CUTWORM CONTROL 


We hope to have these items fully perfected in time for the 1947 season. 
Watch for later announcement. 


Makers of the Longest Line of Household Products in America! 
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NEW WAY meen ae 
with LOW SPRAY 


@ NEW LOW SPRAY pattern covers a large area and the 
spray never rises higher than 18” from the ground. This places 
the spray where you want it—under shrubbery and garden 
plants, below windows and porches, and enables control of 
the spray in the wind 


@ CONTROLLED SPRINKLING—Settings on the adjustable 


head provide adjustments to sprinkle any size lawn from 5 ft 


to 40 ft 
LOw SPnay ——~ 
—_— Se —__~ won Lorne \ 


@ HOSNAP—Only sprinkler on market equipped with HOS- 
NAP coupler 


ADJUSTABLE HEAD provides a NEW LOW or HIGH 
SPRAY and each may be varied in quality. 


SLED TYPE BASE 
SOLID BRASS ASSEMBLY 
SPRINKLING NOZZLE—The adjustable head may be 


closed at either end so that the other head becomes a nozzle 
for stationary sprinkling 


ALL BRASS CONSTRUCTION with UNBREAKABLE 


steel base. 


OCEAN BLUE—BAKED ENAMEL BASE 
OTHER SPRINKLER MODELS ARE AVAILABLE 


ADD 
PLEASURE 


to 
GARDENING USE HOSNAPS ON: 


@ LAUNDRY TUBS @ HOSE CONNECTIONS 
with @ HOSENOZZLE @ HOUSEFAUCETS 


A QUICK ACTION HOSE COUPLING 


@ HOSNAP—The PUSH-IN PULL-OUT coupler eliminates 


awkward screw-on method of attaching hose. 


MODEL 300 


@ HOSNAP'S swivel action eliminates twisting of hose. 
@ NO DRIP, LOCK TIGHT HOSNAP is made of brass and 


weather resistant materials, and is equipped with a specially 
designed gasket of a long lasting synthetic material which 
was developed and tested during the war 


Copyright 1946, Crescent Steel Co. Pat. Pending On All Crescent Products 
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IT PAYS TO BE 


OPULAR 


* In business you're as popular as the mer- 
chandise you sell. And when it comes to 
fence, popularity is not a thing which can 
be built up overnight. It begins with a quality 
product and develops over the years by a 
constantly expanding number of satisfied 
customers . . . by word of mouth praise... 
and by consistent advertising. 

That's why it’s wise to sell Mid-States. 

On thousands of American farms Mid- 
States has a long standing reputation for 
fence satisfaction. Fence users look for the 
Mid-States label, because they know it sig- 
nifies practical design and uniform top qual- 
ity. And Mid-States sales are continually 
stimulated by aggressive advertising to your 
customers. 

Yes, it pays to be popular—it pays to sell 
Mid-States—the line of tomorrow’s greater 
sales opportunities ! 


MID-STATES STEEL AND WIRE COMPANY 


Crawfordsville, indiana 


Barbed Wire + Steel Posts + Steel Trussed Gates 
Blue Ribbon Bale Ties and other steel products for the farm 


HARDWARE AGE 





Yes, more and more Pincor Lawn Mowing Equip- 

ment is being produced, yet not enough to com- PINCOR 
plete every order. As Pincor Dealers receive 
their shipments, however, they are glad they 
waited and point out to their customers these 
up-to-the-minute Pincor features: compact mod- 


Model P-20 


Power Mower 


ern design; all steel welded construction; hand 
adjustable cutting height from !/2 to 2!/2 inches; 
removable, exchangeable cutting unit; sealed-in 
lubrication; built-in sharpener; fine cutting per- 
formance and easy operation. Point for point 
Pincor is far ahead of the field. 


Critical shortages have prevented us from reach- 
ing our production goal, but present conditions 
indicate a more plentiful material supply in the 
months ahead, with enough Pincor Mowers and 
Electric Hedge Trimmers to fill the reasonable re- 
quirements of our dealers. (Pincor Products, as 
you know, are sold Direct to Dealers.) Anticipate 
your needs and order now for 1947. Cash in 
on the continued consumer demand for better 
mowers. 





“eg 


F i PINCOR 
Write today for descriptive literature Model P-17 


and the Pincor Direct-to-Dealer Policy. Hedge Trimmer 


POWER PLANT 
MODEL BLA-6N 
Combination 500 Watt, 
115 Volt, 60 Cycle A.C., 
and 6 Volt 100 Watt D.C. 

$130 F.O.B. Chicago. 
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PADLOCK 


®@ Ideal all- 
’ purpose lock 
@ An unbeatable buy 
for its size 


@ Several key changes , 


in each dozen 
® Two keys with each 
lock 
®@ Dimensions 2!/2x1'/2" 
@ 7/3" steel shackle 
@ Enameled in attractive red, 
green, blue assorted to each 
dozen 
@ Packing: Each in glassine 
env., 1 doz. to box. 
®@ Retails at about 25¢ 


LITERATURE ON REQUEST 


TOOL CO. 
NEW YORK 10, N. Y. 






928 BROADWAY «+ 





The Profit Packed 


i “lrade-mark registration applied for 







Vee Vea NEW AUTO 
“COCR = NECESSory 


Wherever Wheels S-L-I-P 
~++ TIRE-TRACS GRIP! 


Tos)? = ) 


ys in on 


Tire-Trac 


| ? 
| Effective in mud... snow...sand...on ice 


. soft shoulders . . . bad roads—Tire-Tracs 
give gripping power to spinning wheels. 

Tire-Trac folds into a small, compact unit... 
unfolds to form double traction runway of steel with 
sturdy gripper studs that grip both tire and road at 
same time... helps stalled cars pull from ruts. 


| HANDY BUMPER PICK-UP CABLE USED TO: 


.. drop Tire-Trac in front of spinning wheels . 


saves soiling of hands and clothes. Yea 
2.... retrieve Tire-Trac as car pulls onto a 


firm ground ...until convenientfor — 
driver to pick up. 


Suggest Tire-Trac for Christmas gift-giving. Tire 
Trac makes an ideally practical gift. 


Attractive Discount for Hardware, Sporting Goods Dealers 
Every Tire-Trac is guaranteed by Morton Mfg. Co., 
fabricators of nationally known metal products for over 
40 years. 

Counter and window display cards, and special selling 
aids are available. Ask your jobber for full information, 
or write direct to: 






MORTON manuracturine comp 








CHIGAN AVENUE CHICAGO. ILLINOIS 








Copyright 1946 Morton Mis © 
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AN FaW WATER SYSTEM 
FOR EVERY NEED 
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PUMP 
FACTORY-TESTED 


Before Delivery to You 


Profits stay profits when you handle FaW Water 
Systems. Before delivery to you, every Fx W pump 
is tested at the factory for capacity and pressure. 
Every pump is performance-proved. You can bank 
on the ratings tagged on FW pumps. 


To you this certified performance means fewer 
service calls—the end of needless call-backs. ‘To 
your customers, this means FxW dependability, 
the kind that people everywhere have come to ex- 
pect from Flint & Walling since 1866. 


The completeness of the Fe W line is added profit 
insurance. Centrifugal and reciprogating pumps 
for every depth of well. Fx W systems for all uses 
—farm, home, industrial. A wide range of capac- 
ities to meet the toughest demands. 


Be money ahead on the pumps and water systems you 
sell. Write for details of Fx W profit opportunities. 


FLINT & WALLING MFG. CO., INC. 


KENDALLVILLE, INDIANA ESTABLISHED 1866 




















2% of the con- 
pinta price be al- 
lowed for hard- 


ware. 





Insist on “3 
hinges to a 
door” through- 
out the house. 








Selectyourhard- 
ware within 4 
week after the 
contract is 
awarded. 








McKINNEY’S good building practice recom- 
mendations currently advertised to Architects, 
Hardware Consultants, Contractors and Builders 
lead directly to bigger and better hardware sales 
for dealers. 


They emphasize adequate hardware, quality hard- 
ware and proper selection—all of which are con- 
ducive to sound, substantial hardware business. 
They are backed by McKinney’s over-eighty- 
year old reputation for lifetime quality hardware 
—which means permanent satisfaction. 


You, in turn, can recommend McKinney hard- 
ware with the assurance of acceptability and 
profit. 


McKINNEY 


MANUFACTURING COMPANY 
PITTSSURGH 82, PENNE VEVANTIA 


When we get what it takes 
to make UNION fools in the 


quality and quantity you want. 


| You've borne with us through materials shortages, 
| production snags, disrupted delivery schedules 
due to national conditions. You expect to be re- 
paid for your waiting by Values striking a new 


pitch in the scale of PRoFtts. 


They’re coming!—the greater UN1on lines with 
all the design and utility features built up while 
production was held up: They'll be shipped with 
our grateful appreciation of your patience,—to be 





| translated into record SALES of 


Skates, 
| Fishing Tackle, Chisels and 
| Screwdrivers, Hack Saw 
Frames, Gun Implements 


‘Roller and Ice 


HARDWARE COMPANY 


aw &Y fav iw 
TORRINGTON. CONN. 


Ww YORK Ga Si CHAMBER 
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RABLER Square Gee’ Pipe Fittings 
ae Iu Small Cartoua 


Are Easier to Handle 
....Easier to Stock 
.... Easier to Sell! 








takes 
1 the 
want, 


lortages, 
‘hedules 
o be re- 


ra new 


es with 
p while 


ed with _ ss \ People know what they want—even in pipe fittings. They want clean 
te ha A fittings, not dirty ones; sound fittings, not damaged ones. Grabler 
; Square “Gee” PACKAGED Fittings satisfy because they are protected 

from rust, dirt and damage, each one clean and ready to use. Thousands 

of users prefer Grabler Square “Gee's” smooth chamfering and precision- 

cut threads that screw up fast, easily, and make tight connections that 

stay tight. Triple-inspected, their rugged body structure leaves no vulnerable 

t e- weakness, assuring long service in the pipe lines. Order your next lot of pipe 
. fittings in small cartons to suit your requirements—ordér Grabler Square 

d ae “Gee” PACKAGED (Protected) Fittings by name from your wholesaler. 
an 4) , THE SQUARE “GEE” LINE INCLUDES: Molleable Fittings * AAR Fittings 


Unions ¢ Rail Fittings © Cast iron Steam and Drainage Fittings 


Soa Ww co ae. Patented Drainage Fittings © Brass Fittings and Unions © Steel and Brass Nipples 
: vi : = Hangers @¢ Floor and Ceiling Plates *® Copper Tube and Solder-Joint Fittings 
ints if . ie mem THE GRABLER MANUFACTURING Co. 


6565 BROADWAY * CLEVELAND, OHIO 
Worehouses: New York * Chicago * Atlanta * Philadelphia * Los Angeles * Son Francisco 
Denver * Dollas * St.Louis * Pittsburgh 


GRABLER 





SQUARE “GEE” PIPE FITTINGS 





PROVED DAILY IN INDUSTRIAL USE 


safer « shock-absorbing « skidproof « resilient 


RUBBER LINK 


OR MATTING 


G 
hy 


ai 


REDUCES FATIGUE 
Shock-absorbing resilience 
reduces standing fatigue. 





FLO 


REDUCES BREAKAGE 
Considerably lessens falling 
object breakage. 


NON-SKID 


Provides safer footing on 
oily, grimy floors. 


vibration . . . resulting in less foot fatigue. Falling 
object breakage is virtually eliminated. NOW 


you can purchase L-CO by the square foot... 
sized to fit YOUR SPECIAL REQUIREMENTS. 


Now ... at last...a genuinely efficient, reversi- 
ble floor matting! The attention of all industrial 
men is directed to L-CO rubber and fabric link 
matting for its thousand and one uses. Everywhere 


L-CO matting is gaining widespread favor, 
providing dry, almost indestructible, skidproof, 
shock-absorbing underfooting ... without wear. 
Actual tests prove L-CO cushions body-tiring floor , 


F. O. B. Akron, Ohio. Weight 2% Ibs. per square 
foot. DISTRIBUTORS ATTENTION: Generous 
profit-making discounts. Write, wire or phone 
for details. 


Thousands of Rubber Link 
Door Mats NOW IN USE! 


Attractive, decorative white diamond 
design mat, in the 16” x 24” size. 
Here’s the admittedly best-wearing, 
best-looking, fastest-selling mat in 
America! Unbeatable for a lifetime 
of wear. 

Wholesalers! Your inquiry for this BIG PROFIT MAKER is invited. 
Write for quantity quotation and full specifications. Many choice 
territories are still open. 


Hl 


L-co 


RUBBER LINK FLOOR 


MATTING 


Jw LOEWENTHAL COMPANY 


188 W. RANDOLPH ST. - CHICAGO 1, ILL. FACTORY—AKRON, OHIO 


BO Fach 


F.0.B. Akron 
% in. thick 


Weighs 6 Ibs. 
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MILLIONS! 


AMERICA’S No. 1 BUG KILLER 


MEANS QUICK, EASY PROFITS FOR DEALERS! 


Fl RS ON THE MARKET! Got FOR SPECIAL 


a big head start which 
competition has never overcome! MOTH CONTROL 





Fl q ST IN SELLING FEATURES! 

Exclusive formula — 
handy push-button valve. Special 
economy features! 


FI RST BY FAR —IN VOLUME } 
OF YEAR-ROUND NA- Completely New! Different! 


Makes other moth-killing 
TIONAL MAGAZINE ADVERTISING! caged ahh ficient’ tae 


pumping, blowing or vacuum- 
ing. Just break tip off bulbs and 


FOR YEAR-ROUND PROFITS— ORDER AND DISPLAY spray clothes and closets. Kills 
moths, larvae! 


on contact... 


\ Magik Mist ee 


FULL PROFIT GF EVERY SALE~NO EMPTIES TO HANDLE! Also Mfrs. of Si—Electrical Knopp 
Shovers, Jack Frost ry ee rnd 
Sporklets. 
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IMMEDIATE DELIVERY eS a 


ORDER | Ss. - I her thel 


HAINES APPLIANCES en rd wey 


DIRECT 


Mail Us Your Order Today 


SHE'LL BUY 





@ CALKINS BREAKFASTER 

Oven style toasting Underwriters’ Approved 
For toasting bread, mulffins, rolls, toasted cheese 
sandwiches, etc 

Top plate is ideal for trying meats, eggs, bacon, 
heoting foods, etc 

OPA. Retail price $12.95 List, 5% more zone 2 

Dealers Cost 
In lots of 6, ea. $8.95 In lots of 12, ea. $8.50 


7 TWO. BURNER ELECTRIC STOVE 
O.P.A. Approved. Retail $15.40. 
High, Medium and Low on both Burners. White || 
Enamel. Standard aneneil of 8 stoves. — 
Each $9.95 Show her how the Rubbermaid Toilet Top Tray 


@ ELECTRIC ROOM HEATER provides a safe wg to set bottles, cosmetic 
O.P.A. Approved. Retail $9.95. jars, and spectacles. Reduces danger of break- 
A beautiful standard size cabinet model. 1320 age and spillage. Fits on the tank top of any 


Watts Standard packages of 10. Underwriters’ toilet. And comes in six colors to make her 

____ Approved. — Each .. sists ++ $8.50 bathroom more beautiful. 
@ ELECTRIC TOASTER And show her the Rubbermaid Bathtub 
Mat to match. Point out the four rows of 


O.P.A. Approved. Retail $5.88. 
All Alumipum Two-Slice Flip Toaster. Standard molded-in suction cups that prevent slipping 


packages of 10. — Each . $3.95 and skidding in the tub. 

Here are other sales angles that will help you 
sell Rubbermaid Houseware . . . All Ru 
maid items are molded from a specially-com- 
H A | N ‘ S pounded synthetic rubber that outlives natural 

rubber 4 to 5 times. Has greater resistance 

FLECTRIC IRON than ordinary rubber to oil and grease, hot 

water, and soap. 

(MODEL 300) Your sales efforts are being backed up by 

ee . our advertising in national magazines. Women 
etail Price List $5.40 66 

(List 5% more in Zone 2) || know the name “Rubbermaid”, know that it 

stands for the best line of rubber houseware. 


Beautifully streamlined non- ; . m 
cutnatic ef deans Gath It is a profitable line for you to carry. Push 
weight 4/4 pounds, 550 watt. it for profit. 


Standard packages of i2. 
Each Net .............$3.60 CA. : . ‘ 9 ¥ 


IMMEDIATE DELIVERY on each of the above listed items 
HOUS EOWAR E 


Terms: Check with order or C. O. D. Net 
Railway Express F.0.B. Chicago 


HAINES MANUFACTURING CORP. THE WOOSTER RUBBER COMPANY 


4754-56 N. CLARK ST. CHICAGO 40, ILL. WOOSTER - OHIO 
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@ This handful of heip chases kitchen chores. Beats 
everything for saving you work ... at the range, 
at a table, anywhere! 

Lift the Hamilton Beach Food Mixer’s beater unit 
and it’s off the stand in a flash. Nothing to release 
or detach. You regulate speed with your thumb. 

Here's one-hand portability that pays . . . keeps hot 4 
foods hot, cold ones cold, trims dishwashing time. ¢ 
too, because you use fewer utensils. ; 

One-hand portability is an exclusive fea- 
ture of the new Hamilton Beach Food Mix- 
ers we're turning out day after day. For a 
real lift in the near future. check 
with your dealer or department 
store, today. Hamilton Beach 
Company, Division of Seovill 
Manufacturing Co., Racine. 


ao he easy pickin’s 
for our 
dealers, 
foo! 


We're glad to say Hamilton Beach 
Food Mixer production is looking up. 
But we won't be satisfied until you get 
enough mixers to give you a whop- 
ping sales lift. 


ee 


You will, you know! For if your 
experience is the same as that of some 
dealers we've talked with, you know 
that many women are set to wait for 
a Hamilton Beach Food Mixer—no 
matter what. 


Holding old prospects for you— 
and making new ones—is the two-fold 
purpose of the ad on your left. It’s 
running now in national magazines. 
It’s part of a consistent campaign to 
make your Hamilton Beach dealership 


FINGER-TIP BOWL CONTROL pay off better than ever. 


SHIFTS BOWL WHILE BEATERS ARE TURNING 
Mixes ingredients at edge of bow! as thoroughly os those 


in the center. Only the Hamilton Beach Food Mixer has iff 


HAMILTON BEACH 


Food Mixer 
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Say error exatusive! 

“MOISTURE-LOCK 

GROOVE In Tray, keeps 
moisture owt, 
freshness in! 


HELLER’S Nationally Advertised 


NEW SPARKLING ALUMINUM 
with exclusive locking groove that 
seals-in moisture and keeps cakes, 
etc., FRESH. 

. @n outstanding value that's being featured reg- 


ularly by the country's leading stores. Brings in bi 


profits. Heavy ao highly polished cover, 10" 
diameter, 5" high. ith smartly styled footed glass 


tray. In individual display box. 
One of 20 Famous Heller Promotions 


Write for complete catalog. Order from your Jobber. 


JOBBERS: SEVERAL TERRITORIES STILL OPEN. 
WRITE AT ONCE 
« “Hostess” lee Vault « “Hostess Refreshment Set 
Console 


« “Hestess’’ Bun Warmer «+ ‘“‘Hostess’’ 
* “Hostess” Casserole « “Hostess” Buffet Tray 


HELLER 


Hilt Wir CHICAGO: 1171 MERCRANGSE MART 
[UH UME EW YORK: 230 FIFTH AVE. at 20 suet 


AUTIFUL AS IT IS PRacricg 


ium HELLER COMPANY, inc. “aeiicn soicame” WHITE PLAINS, NEW YORK 











“1 Like Sof Bare, 
‘ 


“| Like the 
Beautiful 
Patterns!” 


Will want the New 
PRO-TEX 7yoz- Dak, MATS 


Here’s a new housewares 
item that’s packed with sell- 
ing points! It appeals to 
every housewife. 


Unlike other table mats, 
PRO-TEX Het Dish MATS 
are made with steel tops. 
Never before has this re 
markable feature been avail- 
able in table mat sets. Sheet 
steel will give longer wear 
than the materials which are 
used in other mats . . . is not 
affected by heat, moisture or 
grease . . . easily cleaned 
with a damp cloth. 


Women are favorably im- 
pressed, too, with the special 
suede-like material which 
provides a soft, non-scratch 
base for PRO-TEX Hot Dish 
MATS. They instantly recog- 
nize that this luxurious, vel- 
vety finish assures positive 
protection to their fine fur- 
niture. 


Another important feature of these new mat sets is the 
time-proven PRO-TEX feature of dependable insulation. 


Made in three styles: Plain (without decoration) ; Two- 
color Breakfast Time Pattern; Three-color Floral Pattern. 
Packed in sets of three (one mat 7” x10” and two mats 
6” x8”) in an unusually attractive box that serves as a 
“silent salesman” on your counter. 


A new and unusual item for your Christmas 
promotions! Prompt delivery on early orders. 
Write for illustrated circular and prices. 


BALLONOFF meta propucts co 


1820 EAST 37th ST CLEVELAND 14, OHIC 
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ible mats, 
sh MATS 
teel tops. 

this re 
een avail- 
ets. Sheet 
ger wear 
which are 
... is not 
oisture or 
+ cleaned 


rably im- 


tic | offers MORE to-sell features 

I thie rs easy-to-sell features 

yn-scratch 

Hot Dish ' . F Z 

ly recog your customers want! Only the EKCO offers 

10us, Vel- 

pave all these features: 

fine fur- Here's the new 1947 EKCO Pressure Cooker... with 1947 %. dead © tntd af he tine 
improvements that make it easier than ever to use... easier than tip Knob seals the cooker. 

ts is the ever to sell. 2. Equipped with EKCO Pres- 

lation. Control to k 

ee All EKCO's famous features remain. Only the EKCO comes to dinner pn abe oa oan pba 

1); Two- with the hostess—first quickly cooks in the kitchen, then proudly 3. Completely safe—cooking 

Pattern. serves food piping-hot at the table. The new construction refinements cover can't be removed while 

wo mats 4 3 pressure is on. 
give you extra sales points that mean extra sales. 

ves as a 4. Full 4'%4-quart capacity, 
Full 4%2-quart size, extra large for extra uses. Completely safe— extra large for extra uses. 
cooking cover can’t be removed while the pressure is on. Nationally 5. Casserole handles save 

med advertised to your customers and most attractively packaged. apace on clove end chet. 


6. Two covers! Extra serving 


EKCO PRODUCTS COMPANY — keeps food hot at the 


1949 North Cicero Avenue, Chicago 39 
oc 2) ooke 
pany ( +2.) e Cc 2 

% Press™ 


lers. 











TS CO 


% 
4, OHIC prove T. M, Reg. U.S. Pat. Off. 


~ 


ARE AGE NOVEMBER 7, 1946 




















WIRE DISH 


DRAINER! 


Here’s a red hot item that will sell on sight 
And the best part about it is that you can 
have all you want NOW to make many 
happy customers 


@ Made of heavy steel wire 

@ All electric welded construction 

@ Bright nickel finish 

@ Size: 16%” x 13%” x 4%” deep 
@ Separate compartment for silverware 
@ New design for more usable space 


@ Rack for cups, saucers, plates 


Minimum Package 3 dozen 


Shipping Weight 60 Lbs 


F.O.B. East Hampton, Conn. 
$°7.80 per dozen 


New York Sales Office—200 Sth Ave., Room #208 


Artistic WIRE 


PRODUCTS CO. Inc. 
East Hampton, Conn. 


AMERICA’S LEADING 
MATTING SPECIALISTS 


now offer 
RADICALLY NEW IDEAS IN 
STAIR TREADS AND DOOR MATS! 


Double-Duty 
Stair Treads 


Protect the step against foot 


trafic and the riser against 
kicking and scuffing. 

is” wide tread x ‘e” thick, 
covers 9” x 18” tread, plus 7” 
x 18” riser, all In one piece. 
24” wide tread x %” thick, 
covers 9” x 24” plus 
7” x 24” riser, all in one 
plese, 





Hi-Quality Rubber 
Stair Treads and Runners 


Lightweight 9” x 18”. Heavyweight 
9” x 18” x '%—" and 9 x 24” x 4%". 





Scraper Rubber 
Door Mats 


The criss-cross ridges serape the 
dirt off the bottom of shoes 
while the sheet of flexible rub- | 
ber seress the entire * | 
traps the dirt and keeps it from 
going through te the floor. Te) 
clean, just turn the mat upside | 
down and shake. " 





COLORED RUBBER STAIR TREADS 
9 218° Red © Bite © Green © Brown 





Black Diamond 
Extra Heavy Duty 
Molded Rubber 

Door Mats 

A fine utility mat for use is 
front of sinks and washing ma- 
chines. Every house can use 
several. Easy te clean. Size 
18” x 30”. 











Squeegee Rubber Link Door Mats 


This popular mat removes the dirt, moisture and grime from shoes and traps 
it at the door. Non-slip surface supported by tong wearing strips of tubing 
on sides. No exposed metal parts. Attractive. Strongly constructed. 

FIVE SIZES 


14" x 22%" “4 4 23%"* x 342" 
18"* » 28%" 20%"* x 342 23%"* x 4012" 


Approximate Retail Price on the 14°" x 22/a"" $1.84 





“WALRUS HIDE” Roll-Rubber Matting 


A quality matting for use as runners in hallways and on top of carpets. Has 8 
beautiful top surface whieh looks like finest quality biack walrus hide leather. 
38” wide, %” thick, in rotls of approximately 50 yards, pius or minus 10%. 





Write Today for Free Catalog Sheets and Prices 


American Mat Corporation 


1731 ADAMS ST. TOLEDO 2, OHIO 


— 
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and traps 
of tubing 





the ata undot your, Te 
Helliwood ELECTRIC BROILER 


A joy to give and blessing to receive . . . yours for every day remem- 
brance, the Holliwood Electric Table Broiler! Its “Even-Heat" Coil, regu- 
lated by Two-Heat Control insures over-all, all-at-once broiling. A simple 
turn of the E-Z Lock Device and out comes the complete heating unit for 
easy, thorough cleaning of the entire broiler. Well-tree platter, grand 
for table service, has non-heat conducting handles and legs . . . and it's 


sturdily made of cast aluminum with a sparkling hammered effect. 


Po i hes 


An extra Star . . . ““How To Be A Holliwood Hostess”... 
@ sparkling booklet with smart tips on broiling and serving the 








modern way. Write for your free copy, today! 


the electric broiler 
that’s top billing 


in every market! 


presenting another 


advertisement 


1946-47 NATIONAL 
ADVERTISING 
CAMPAIGN 


Look for these ads in such 
leading publications as 


ESQUIRE 

WOMAN’S DAY 

BRIDE’S REFERENCE BOOK 
BETTER HOMES AND GARDENS 
WOMAN’S HOME COMPANION 
LADIES’ HOME JOURNAL 
AMERICAN HOME 

HOUSE BEAUTIFUL 


when you sell a 


Hollwood 


you sell the best! 


Finders Manufacturing Co. 
3669 South Michigan Ave. 
Chicago, Ill. 





ee 
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THERMOMETER 


SS 
Your Customers 
Need 


FIRELINE eee 


More Than Ever! 


Cold weather means firing up furnaces and heating stoves— 
hotter fire in ranges. That means more firepot trouble and Fire- 
line becomes a real life-saver. 

Fireline is highest-quality industrial refractory adapted for 
domestic use. It's easy to install. It comes ready to use—nothing 
to add—no mixing. Just pound into place with a hammer, then 
trim it smooth. When baked out, it will withstand temperatures 
up to 3000 deg. F.—higher than any domestic unit ever attains. 
It’s a year ’round profit maker be-ause every home in your terri- 
tory, regardless of the tvpe of heating plant, is a prospect for 
Fireline. Packed in 50 and 100-lb. drums, also 5 and 10-Ib. cans 
(60 Ibs. per case). 

COOK STOVES — Fireline replaces cracked and burned-out stove 
brick and firebox castings. It is readily moulded to any 
shape, then baked out by the fire. No need to stock all 
kinds and sizes of firebox castings and stove brick—instead 
sell Fireline in convenient containers off the shelf. Average 
sale 5 to 10 Ibs. 

HEATING STOVES — In heating stoves, circulating heaters, base 
burners, etc., Fireline repairs cracked firepots and protects 
good firepots from burning out. It forms a gas-tight lining 
entirely around the firepot which seals all cracks and holes. 
No more waiting for castings—instead quick turnover and 
profit for you. Average sale 30 to 50 Ibs. 

FURNACES — Repairs cracked firepots — protects good firepots. 
Installed 1 to 114 in. thick entirely around the firepot, a 
Fireline lining prevents the escape of gas, odors, and soot 
into the building. 100 Ibs. required to line average 22 to 
24 in. furnace, resulting in a sizeable sale—and profits. 
Also used for replacing fire tile in steel furnaces, for setting 
stokers, for oil burner combustion chambers. 

Fireline is available immediately from jobber stocks. Mail coupon 

below for prices, discounts, and descriptive literature. You will 

also receive information on these quick-profit Fireline products: 

IRONSET ASBESTOS FURNACE CEMENT — the high - quality 

cement for setting and resetting furnaces and stoves. Withstands 

higher temperatures. Will not crack, shrink, bloat or blister. Makes 
your work more permanent. Suggest it to your next customer and 
watch the word-of-mouth advertising it will produce for you. 

PIRE-HEARTH CASTABLE— The ideal refractory for stoker 

hearths. Easily installed: Just mix with water, pour into place, 

and trowel smooth. That's aH there is to it. 


FIRELINE STOVE & FURNACE LINING CO. 

1859 Kingsbury St., (Dept. K), Chicago 14, fil. 
Se See SS SB SSS SSS SSS SSB eee eee eaneaeacaee 
Fireline Stove & Furnace Lining Co. 
1859 Kingsbury St., (Dept. K), Chicago 14, Ill. 
Please send full information, prices, and discounts on Fireline heating 
specialties. 
Firm . 
Address . 
Signed 
Jobber 


PPPS OASOTSQ 
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“other ood CASOn 


ror A /4ofitahble 
TOP LINE DEALERSHIP 


The wew cylinder-type 
Top Line room heater 





ALSO AVAILABLE IN LIMITED QUANTITIES 


New 
30-Gallon 
All-White 

Electric 
Water Heater 


All-Metal 
Attic Fan 


Improved 
1947 Model 
Electric 


All Aluminum 
Super-size 
Lightweight 
Automatic 

Flectric Iron 





TOP LINE 


TOYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
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Eg Geaters 


America’s outstanding value in Egg Beaters, the classes. Production of these proved profit-makers 
No. 484 model shown below is the leader in a is going full speed ahead, using all the materials 
complete line of fast-selling beaters in all price and manpower we can secure! 





THE WASHBURN COMPANY ‘orsisuyt ¢massacneserss 


ASSOCIATED COMPANY: MICHIGAN WIRE GOODS COMPANY, NILES, MICHIGAN 


ANDROCK 


“Spade” Handle and Frame 
Genuine Catalin Handles 


Fixed Race For Ball Bearings 


High Speed Center Drive Gear 


Enclosed Pinion Gears 


“Lifetime” 
Stainless Steel Wings 


Individual Boxes 
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TELESCOPING 
ADJUSTABLE 


°BAR 


PATENT PENDING 
@ Chromium or Cadmium Plated Bars of 7/8 Diameter 
@ Spongy Rubber Caps that Leave No Marks 
Available in Two Sizes: 
@ 24 inch length that opens to 42 inches 


®@ 42 inch length that opens to 72 inches 


It took ROP-LOC to think of and make this wonder clothes closet bar— 

perfectly permanent... yet easily moved. Easily installed —two steel 
- tubes are used, one telescoping into the other. Self locking — easily 

mestat GeTweene tightened by turning the bar as the threaded end takes up the slack. 


watts weere vesineO | Algo: This same type bar is available as a shower ~urtain bar in 42 inch 
closed length that opens up to 72 inches —and 47 inch closed length 
that opens up to 84 inches. 


Write TODAY for full particulars on this and other ROP-LOC Items to... 


ROP-LOC PRODUCTS CO. 


1401 WEST 9th STREET * CLEVELAND 13, OHIO 


, y 
SLIDE ROD TO WANTED LENG 
AUTOMATICALLY LOCKS 





The Billman Hardware Store, Minneapolis, 


has sold 288 packages of Yyw-Dusiin Sheels 


in 4 months. 


Successful—because they offer the best answer to housekeeping’s messiest job. DUO- 
DUSTIN SHEETS are the soft, disposable, lint-free paper that positively picks up dust, 
polishes furniture and lets hands stay clean. No competitive item gives the housewife all 
that. No competitive item is getting the powerful promotional backing enjoyed by DUO- 
DUSTIN SHEETS. Comes to you by the dozen boxes, or by the 4-dozen case. Mass- 


displayed, they’re showing terrific turnover. Give you generous profit. See your jobber. 


THE MUNISING PAPER COMPANY 


135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
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vite a progress report 
those 0 


\d ledgers of mine - 


Every time I have to refer to some of my old ledgers, 
I see the names of customer after customer who have 
bought from mea dozen or more different Westinghouse 
appliances. Whether they started with a small item 
like an electric iron, or a big ticket major like a 
refrigerator, that first purchase made them a friend 
of Westinghouse, and a customer of mine, for keeps. 
So, apart from the good will I get by hanging my 
shingle alongside the well-known Westinghouse 
trademark, I know the Full Line Franchise pays off 
at the cash register. In other words, one Westinghouse 
appliance helps sell another, and each additional 
sale is duck soup. 
WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division Mansfield, Ohio. 
Plants in 25 cities, offices everywhere 














MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 
Tune in Ted Malone, Monday, Wednesday, Friday, 11:45 
A. M., E. S. T., American Broadcasting Company Network. 








HoO@wpeeRtrhibecita sé 
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Acme LANE) We eee ale 


Every day — in every home, school and office 
—people need good scissors and good shears. 

They use them for countless purposes. But 
let's consider just one right now—making 
clothes at home. 

A survey made by one of the largest sewing 
thread companies shows that 50% of America’s 
housewives make clothes at home—for them- 
selves and for their families. 

Here alone is a great chance for you to sell 
more Acme shears during the Christmas season. 

Acme gives good shears 35 different finishing 
operations. Acme’s inspection standards are 
high. Acme’s 70-year record of making quality 
shears at low prices means good will and good 
money for your store. We are rushing Acme 
products to you as fast as conditions permit. 


Display and Sell for Christmas 


ACME Dressmaking Shears 
Sewing Scissors 


ACME Kitchen Shears 


ACME Office Shears 
Scnool Scissors + Teachers’ Shears 


THEY KEEP ON CUTTING SMOOTHLY 


ACME sugar co. 


BRIDGEPORT 1, CONNECTICUT 











| % Preparing to 


* « « GILBERT IS 


% Making some alarm clocks to- 


day. Quantity and variety are 
still limited but prewar quality 
standards are being met or 


excelled. 


Distributing those clocks fairly, 
with regular allocations against 
existing orders from established 
Gilbert distributors. 


solicit new or 
additional business as soon as 
shipments against it will not 
adversely affect the delivery 
status of current obligations to 


customers with a prior claim. 


Constantly planning further 
improvements in quality, style 
and production volume _ to 
better serve both the estab- 
lished customers of today and 
the potential new customers of 


the future. 


L. GILBERT CLOC 





|THe Wo. 
| clock makers to the nation since 1807 


WINSTED, CONN. 
Laconia, N. H. 


Makers of 
ACME EVERSHARP PURITAN 
WINDSOR + KLEENCUT AMERICUT 
551 Fitth Avenue 


Keep Your éye OF ACME’ New-York 17, N. Y. 


94 


Chicago 4, Hl. 


141 W. Jackson Bivd. 
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Sheffield Aluminum Paints Have 
The Answer To Every Question! 


per kome 


rile ; é Bet sf @ For Metal and Masonry- «ee Sufer-Arome 
ALUMIN UM: PAINT . @ For Exterior Wood- «se Super- Krome 
, @ Forinteriors- ase Super -Rrome J 


@ Wherever an Aluminum 


Paint is required ask for Super- Krome ' 


There is a ONE BEST in everything — and in aluminum 
paints . . . it’s SUPER-KROME! The ONE aluminum 
paint that does the complete job! Ready mixed— 
ready to use... it flows on satin smooth every time. 


4 i, Exterior . Heat-Resisting . Interior 


for Unexcelled Roof Protection 


ASPHALT ALUMINUM PAINT Rrra 


® Weatherproof © Waterproof e@ Rustproof ‘a 

@ Use Either as an Undercoat or Finish a ASPHALT 
© Protects Roof Against Rain and Sun s ALUMINU 
© Reflects Destructive Sunlight 9 P Al NT © 


Unencel led Root Pratection 


Another Sheffield product—made specifically for roofs. Asphalt Fi , 
aluminum paint not only enhances the appearance of homes ee Bs) Aadeapsayy - 1 
RERLECTs | DESTRUCTIVE SUNLICH 


and factories — but gives a fine finish for double protection. 
* the Sheffield Bronze Paint Cor? 


For Further Information on These and 40 Other SHEFFIELD Cleveland, Ohio 
Fast Sellers — Write TODAY to — 


Shetticld Aro<ze PAINT CORPORATION 


ONE OF THE WORLD'S hake ad 
CLEVELAND 6, OKRIOC 


MANUFACTURERS OF ALUMINUM PAINTS 
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OX ripre BRUSH CO, INC. 


FREDERICK, MARYLAND 


























GRIFFIN: 
HINGES 


* 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 763 Market St. 
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NATIONAL HARDWARE SHOW 
TERMITGAS 








AL/QUuU‘’e 
pEsTROYS TERMITE 








OH TIMMY...YOU SEND US! 


The Sensation of the National Hardware Show ... TIMMY THE TERMITE! The TERMITGAS 


display in New York City last month has upped distribution to a new high, created a tre- 
mendous demand for this easy-to-use liquid that destroys termites! TERMITGAS belongs on 


your hardware counter now. Stock a good supply . . . for TERMITGAS sells fast! 

WRITE FOR DETAILS TO... *Reg. U. S. Pat. Off. 
~~ |! THE LEWIS COMPANY, 232 Canal St., New York 13, W. Y. 
a INDUSTRIAL & SCIENTIFIC CHEMICALS SINCE 1909 
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e Biting acid fumes from factories 
can quickly corrode ordinary screens. 
And soot and smoke cling to the 
rough surface of ordinary screen 
threads, causing tremendous clean- 
ing and painting problems! 

Here’s a screen that won’t corrode 
under any attack by climate, weather 
or factory fumes — amazing Lumite 
plastic screen! Its smooth plastic fila- 
ments are easily cleaned with a wipe 
of adampcloth. What's more, Lumite 
(woven of Dow’s Saran) never needs 
painting. Lumite’s bright color is 








+ ++ 
44 pbeett eee tee ge 
tet t+ + p++ 


"EA SCREEN CAN ‘TAKE IT HERE 


fadeproof — part of the cloth itself. 

No sagging or bulging screens, 
either, with Lumite! Lumite “gives” 
under impact of pressure, then snaps 
back instantly to its original shape. 
And Lumite will not stain! Too 
often a lovely house is spoiled by 
“running screens” that leave ugly 
streaks on sills and sidewalls. Help 
your customers preserve the beauty 
of their homes with Lumite screens. 
Send for descriptive folder and free 
sample. Home owners are hearing 
about Lumite—yow can sell it to them. 


Distributed through Hardware & Woodwork Wholesalers 


LUMITE DIVISION, Chicopee Manufacturing Corporation 
47 Worth St., New York 13, N.Y. 


MODERN PLASTIC INSECT SCREEN CLOTH 
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IT WILL STAND UP ANYWHERE!” 





LUMITE IS THE SCREEN 
FOR YOUR AREA, TOO: 


Cannot stain 

Won't rust or rot 
Never dents or bulges 
Needs no painting 


Strong! (Lumite is wo- 
ven of heavy gauge 
plastic filament... 


0.015”) 
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Through prominent advertisements 





in the columns of leading newspapers 
throughout the nation, Dalglish is 
telling your customers . . . The Mod- 
ern, Streamlined Dalglish Lawn 
Mower makes a perfect Christmas 
gift! 

Your wholesaler has the complete 
story on this outstanding Holiday 
Promotion . . . see him immediately! 





ORDER, DISPLAY, SUGGEST AND YOU'LL SELL 
DALGLISH LAWN MOWERS THIS CHRISTMAS SEASON 





ALL NOVEMBER SHIPMENTS WILL TIE UP TO THE CHRISTMAS PROMOTION ... WITH INDIVIDUAL XMAS CARD ENCLOSURE 


J.M. DALGLISH & COMPANY 


WEST FILLMORE AVENUE SAINT PAUL 1, MINNESOTA 
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It hoes; it digs; it cultivates — just the tool 
for the home gardener. It sells itself — every 
garden enthusiast will see its three-way utility 
at a glance — and want one. The Blade of 
' ard cold rolled steel is welded to a %” cold 


ATLAS-ANSONIA COMPANY 


468 STILES LANE, NORTH HAVEN, CONNECTICUT 


e : P 









U.S. Pat. No. 2,040,751 


rolled steel shank. Shank, nickel plated and 
fitted with hard wood handle. Packed — 12 
in a box—% gross to a carton. Shipping 
weight: % gross 55 Ibs. Boost your Garden 
Tool Department sales with this three-way tool. 


@ 





Fe cgQhnd SELL Lowen 


3 Keys to Business Expansion 


1. FULL PROFITS—Make full profit 
on each sprayer and duster you 
sell. The Lowell line has no “cheap 
sprayers” or loss leaders to “waste” 
customers. 


2. SELECTIVE DISTRIBUTION — Only 
highly ethical distributors may 
sell Lowell Sprayers and Dusters. 


3. COMPLETE QUALITY LINE— There 
is a Lowell Sprayer and Duster for 
every need. Permits easy expansion 
beeause of rapid turnover on small 
inventory. 





DEPT. 51, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY Uf a L V4 ( 
4 
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amesway Department 
in Your Business 





Farmers are anxious to ‘catch up” on long-delayed farm building «@ AY 
improvements . . . They're eager to get new, modern ventilators \ a 
. a ° . ’ 
* and windows. They want to save hours of chore time with new f = 
stalls, water cups, feed trucks and litter carriers. z 00CLNNES 
Cash in on this tremendous backlog of business in your com- A 


munity by putting in the Jamesway line. 












You Get These Advantages When You Sell Jamesway 
* Complete line of ‘‘Chore Savers"’ ® Respected 40-year-old name 
* Powerful farm paper advertising * Strong dealer support 
© Quality that sells on sight 





Jamesway “Chore Savers” fit in naturally with implements and 
hardware. They're easy to sell, fast moving, profitable. Inquire 
now about the Jamesway dealership in your town. Write or 
wire today! Dept. HA 1146. 
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ANOTHER JAMESWAY 
CHORE-SAVER 
Designed for better, more 
offi air flow, the James- 
way streamline ventilator 
helps keep barns dry and 

comfortabl 
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1S STREET 

8 amesway ~ 

; FT. ATKINSON, WIS. = 
/ ELMIRA, N.Y. ° OAKLAND, CALIF, 2 \ 
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STILL HOICE 


WITH THOUSANDS OF ; 


POWER MOWER USERS 


S cundly engineered, precision-built, care- 
fully tested, time proved for performance 
and value — the Cooper “Klipper” continues to 
rate first choice with many thousands of Power 
Mower users who are willing to wait until their 
new “Klipper” is available. 


The demand for the “Klipper” is still greater 
than the supply, although we are producing as 
fast as we can with the limited supply of ma- 
terials available to us. Distribution is being 
made as rapidly and equitably as possible 
and full production is booked thru most of 1947. 
When additional orders can be accepted, deal- 
ers will be notified in all the leading business 
papers. We deeply appreciate the patience of 
our many dealers and are happy in the thought 
of better days ahead. 


When customers become “shoppers” the Coop- 
er “Klipper” will still be the popular choice. 


COOPER MANUFACTURING CO. 


409-411 SOUTH FIRST AVENUE 


MARSHALLTOWN 1\OWA 
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PRODUCTS 


| ‘Prom AXLE GREASE ¢ 


CREAM SEPARATOR Oil 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 
all over the country have been enjoying for forty years~ 
Profits from the Nourse Line of farm lubricants. 


GRAPHITE 
AXLE GREASE 

A forty year favorite with 
the farm trade—an axle 
grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
cation long after the 
grease has worn dry. It’s 
that extra margin of 
safety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 


WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids, 
grit, moisture and foreign 
matter. Will not Gum. 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is backed by the 
“Nourse Ironclad Guarantee.” Write for your 
“ree copy of the complete Nourse catalog. 


“Business t2 Good” 


NOURSE 


‘ 


OIL COMPANY 
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1. Dairy Farmers with 
BIG HERDS 








my 


SMALL HERDS 





OU can do it with Rite-Way—the two market 
milker because it offers precision-built per- 
formance wanted by men with 50... 100... or 
200 cows at a price the man with only 6 cows 


can easily afford to pay! 


FEATURE FOR FEATURE 
it’s easier to sell a RITE-WAY 
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Cash in on this extra market, this even bigger 
market of small operators. More than 100,000 


dairy farmers have proved the advantages of the 
Rite- Way milking method on both large and small 
herds ... And with more than a quarter century 
of experience behind it, Rite-Way is setting the 


pace for the industry in milker improvements. 


Sell America’s Fastest selling milker! You can 
establish a successful, profitable business with 
the help of Rite-Way’s powerful farm paper ad- 
vertising and generous dealer support. Write 
for details of the money-making Rite-Way fran- 


chise today. 


1241 BELMONT AVE. Dept. HA 
Branches: Syracuse, N. Y.; Oklahoma City, Okla.; 
Atlanta, Ga.; and Oakland, Calif. 
In CANADA: Massey Harris Company, Ltd. 
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AMERICA’S FASTEST SELLING MILKER 


2. Dairy Farmers with 


t gives you.. 


ARKETS 


RITE-WAY PRODUCTS COMPANY 


CHICAGO 13, Itt. 
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You can sell 


more of these 
extra-safe, extra-handy 


RIDGE-IMPROVED 
STILLSONS 


CONE COIL 
SAFETY SPRINGS ARE 
INSIDE HOUSING 


@ This Stillson pleases your customers because it’s | 
safer—cone-coil safety springs inside the housing | 
replace old-style exposed flat springs that could | 
break and cut the hand. No rivet hole to weaken | 
handle. Handy pipe scale on hookjaw. High grade | 
malleable frame, handle and hookjaw of strong heat- | 


treated steel. Steel handle, 6” to 48”; wood handle, 
6“to 14”. For easy sales that repeat, order Improved 
Stillsons from your Supply House. 


THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO, U.S.A. 








POWER TOOL 
ACCESSORIES 
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430 431 


= 370—%” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#373—'" Hardened 3-jaw Chuck to fit /2”-24 Spindle 
Other threading to specification. 

#380—'%” Chuck with No. 2 Morse Taper Arbor. 

#381—'%2” Chuck with Arbor to fit 2” or 56” Spindle 

+ 382—%2” Chuck with Collars and Arbor to fit 2” 
or %” Spindle. 

# 383—Arbor to fit %2” or 4” Spindle, with Collars. 

#384—'” Chuck with %” Straight Arbor. 

##407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two 42” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

4 430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Sc~ew Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFc. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND | 
TOOLS OF QUALITY 
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TO MORE PROFITS: 


ll the advantages to jobbers and dealers 
e circle © line of nuts and bolts. . . 
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Poduction efficiency . . . calls for plenty of 
profitable bepeat business. 
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Devoe Brush Shampoo 


NEW SAFE! QUICK! 





|. WITH THESE OLD 
HOLIDAY FAVORITES 


Combining the utility of faster, easier-cutting edges 
for household knives, with the beauty and smart- 
ness of their color and design, the Kantbreak and 
Crystolon Knife Sharpeners are lively, sales-appeal- 
ing merchandise, now, more than ever. 


For carving knives, the Kantbreak—built like a 
butcher’s steel with a ten-inch reinforced abrasive 
shaft, comfortable handle and finger guard—is a 
holiday “must” for every “head of the table” custo- 


Gets Paint Brushes mer you have. 


For kitchen and table knives, the Crystolon Knife 
Really C- (L- B - /\- N Sharpener, with its vitrified, silicon carbide abrasive 
blade and six smart handle colors is a popular food 


and work saver for the ladies. 


suPEeRnLeEN CONCENTRATE 


This new Devoe Brush Shampoo is made to order in more Both are self-merchandised in smart, 

ways than one! Made to meet ai/ requirements of an ideal colorful counter displays, attractively 

brush cleaner by Devoe, one of the nation’s leading brush - - 7 ee 

manufacturers, and America’s oldest paint manufacturer. Fast- priced for quick sale. Ask your job- i 

acting on even the most hardened old brushes, yet safe for ber to include these two favorites 

bristle, Nylon, settings, fabrics and hands. Non-toxic, and in your next order. 

has a pleasant odor (a real asset with housewives and their 

hubbies). f RANTEREA® 

Made to order for extra, worth-while profits—because it’s 
the perfect related-item sale to increase profits on every paint 
and brush purchase. Shipped with dramatic, free counter 
display. 

Your Devoe representative has full information on prices, 
profits and delivery schedules which are prompt in generous 
quantities in spite of raw material shortages. 

Get in touch with him today. 


N IMPANY 


BEHR-MANNING - TROY, N.Y. 


o 


»s Since 187. 
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45 YEARS 
SUCCESS WITH 
LUCAS PAINTS - 
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PROMINENT DEALER SETS PACE 
AGAINST STRONG COMPETITION 


It takes an exceptional line of paints to hold customers 

nearly half a century. Yet, in Darby, Pa.—(a suburb of 

Philadelphia, and one of the country’s most competitive 

markets)—the P. H. Sipler Co. has consistently done a 

AGUA Name in PAI NTS highly successful business in Lucas Paints for 45 years. 
i Time-tested sales experience, like this, is just one reason 


why you should get all the facts on a Lucas franchise. 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa... . Offices, Factories, Warehouses in Principal Cities 
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100,000 sq. ft. 





NYLON 


The brush® with the permanent wave 


*Patent Applied For 


Famous for hog bristle brushes, foo. Not only nylon brushes, but world-renowned hog bristle brushes are produced by the Rubberset 
Company. Since 1873, in fact, our famous trade mark name Rubberset has meant “The finest in brushes”. 
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ubberset 
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UIPICE THE 
Lush peanied.... 


— NOTHING OF IT if you didn’t guess that this Rubberset Nylon 
Brush painted more than 800,000 square feet. Who would? 


in a bristle wear test (conducted by an in- 
dependent laboratory) this brush and a 
top-quality hog bristle brush were simultane- 
ously passed over the same painting surface. 
After 1 million strokes (covering approximately 
840,000 sq. ft.), precise measurements were made 





service! 


Picks up and delivers more paint! Thanks to its exclusive permanent wave development, Rubberset 
Nylon is the brush that not only carries the biggest paint load... but paints more surface per dip... 





9.5% more than finest hog bristle brushes, as shown in indepen- 
dent laboratory tests. Think what this means in terms of time, 
effort and money saved! 


Lays down smoother film! At far right you see the ridges 
and furrows made by top-quality hog bristle brush. 
Contrast the smooth texture laid down by Rubberset 
Nylon Brush at left. The explanation? Rubberset’s 
exclusive autogrind process tapers filament to a 

soft, fine tip...results in smoother, more uniform 

film! Now, do you see why we still can’t catch 

up with the demand for Rubberset Nylon? 





Rubberset Company—56 Ferry Street, Newark 5, N. J.—Established 1873 


of the length of the bristles. Result: Hog bristles had 
worn 11/16 of an inch .. . Rubberset Nylon only 2/16 
of an inch. That’s 51% times less wear . . . 514 times more 





Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada « Branches: Los Angeles, Cal., St. Louis, Mo. 
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@ Step Stool 


@ Stool with 


@ Junior Chair 
@ Handy Stool 






Poot Rest 










A Product of Keen Equipment Co., Inc., Vineland, N. J. 


Manufactured by 


KEEN a Company 


HIS modern step stool fills every wo- 
man’s kitchen need. Take advantage of 
this consumer demand created by NAT- 
IONAL ADVERTISING... 
of rising sales. Write for our Mat Service. 


your guarantee 





VINELAND, N. J. 

















USALITE TELLS ITS STORY 


Strong-selling messages like 
this are appearing regularly 
in leading national maga- 
zines ... reaching over 9 
million prospects. 

Get your share of the 
profits from the increasing 
demand for USALITE 
Flashlights and Batteries. 
Remember, the USALITE 
trade-mark is the consum- 
er’s guarantee of quality and 
dependability...your assur- 
ance of repeat sales. Order 
from your jobber... today! 





“a's 


































Flashlights & Batteries 


“B" Batteries for Portable Radios 


UNITED STATES ELECTRIC MFG. CORP. Factory and 
Exec. Off.: New York 11, N.Y. Branch Off.: Chicago 7, ill. 








(THE FAGEOL ‘Maia Bikor 1s susune 


TOY SALES RECORDS! 








Here is a new and different wheel toy for 
youngsters from 8 months to 3 years... 
sturdy, beautifully finished in non-poisonous 
Polymerin enamel or gleaming chrome. 

Backed by national advertising. Just put it on 
display... 


it sells itself. 





IMMEDIA 


specify. In 


delays an 
will be deli 





Write for catalog page and prices. 


TE DELIVERIES :—Order now for 


your holiday needs. We will ship on date you 


fact, we will handle your order 


quicker today than prior to the war. You 
can forget about priorities, allocations, 


d red tape. Walkee-Bikes 
vered when you want them. 





Jobbe 








CALDWELL 


Fageol Walkee-Bike, U.S. Patent No. D-144703 * 


r Inquiries Invited 








safe, 


P & P-1002 
















CHRISTMAS 
SUGGESTIONS 











INDUSTRIES, 






INC. ¢ KENT, OHIO 


Good Cooking Made Easy 





The “KNOW HOW" for Mixing Drinks 


The BAR-ETTE 


The BAR-ETTE enables anyone at 
moment's notice to mix the right drink 
for the occasion, please the most 
criminating, and fill those unusual re- 
quests. 70 recipes printed on 3x5 cards 
—all types of highballs, those fancy 
cocktails that are the women's delight 
and plenty of room to add those special 
drinks every amateur bar man invents. 
Attractively finished with rich cream 
colored books and lustrous black frame. 


Order from your jobber or write 


for details. 


PROMPT DELIVERIES 


CHEF-AN-ETTE 


dis- 


The 


Files all recipes in an orderly 
fashion. Appeals to every house- 
wife as quickest, easiest way to 
file those treasured recipes, 
newspaper and magazine cut- 
outs, ete. Every recipe always 
at finger-tips. Five indexed vol- 
umes. All steel and very attrac- 
tively finished in black and 
white. Modern design. 54 pop- 
ular recipes on 3x5 cards in- 
cluded. 











LBAR SALES & ENG. C 


549 W. Washington Blvd. 
« Chicago, Ill, U. S. A. 
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It takes teamwork to make a top-scorer 


3 yer the best material in the league—mold it skillfully 


—train it to top form under Cyclone’s expert coaching 

















—and your result is the high-scoring team of Cyclone Hard- 
ware Products. We’d like to give you all you need—but there’s 
still not enough material available. 





























Cyclone “Red Tag” Products first got the jump years ago. 
We’ve made many a basket since—and we don’t mean just 
Burner Baskets. We’ve scored with Lawn Fence, Hardware 
Cloth, and Screen Cloth, too. All of them have had the build 
and the stamina to satisfy customers and please dealers. And 
they always will. 

Keep in touch with your distributor. 
He'll do his best to supply you, as 
promptly as possible, with more of the 
fast-selling Cyclone “Red Tag” Hard- 
ware Products for which you have 











been waiting. 
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U-S*$ CYCLONE -zev77" HARDWARE PRODUCTS 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 





Waukegan, Ill. - (Branches in Principal Cities) 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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The DEPENDABLE 4-piece A-P Heat Reg- 
ulator set-—for warm air, steam or hot wa- 
ter coal-fired furnaces — has many proven 
features that help you to ready selling. 


The modern streamlined A-P Thermostat, with its ivory-tone 
cover, recessed easily-read thermometer, is sensitive to 1 

temperature change, operates fast and frequently for close 
control of room temperatures. Compact, powerful Damper 
Regulator is quiet in operation, precision built for years of 


trouble-free service, and has a “stoking safety’ feature that 
furnace owners appreciate. Separate Limit Controls avail 
able for warm air, steam, or hot water systems, avoid dan 
gerous and wasteful overheating for extra safety and econ- 
omy. Transformer and complete accessory and installation 
kit permit quick, easy installation. 


Help your furnace-user friends NOW to coal savings, and 
more convenient, uniform, comfortable heating this year. 
Write for your complete sales kit on the A-P Heat Regulator 
Set for coal-fired furnaces. 


AUTOMATIC PRODUCS COMPANY 


2442C NORTH THIRTY-SECOND STREET ° MILWAUKEE 10, WISCONSIN 


ip: 








FOR HEATING + AIR CONDITIONING 
REFRIGERATION 


F  paspinaenapyy Controls 










Mardweare 
Dealers 


Farmers, auto repair men, industrial 
maintenance men, building superintendents, home me- 
chanics, etc., all have many uses for the MAGIC WAND 
Welder. This dependable, completely portable, many- 
purpose tool does electric flame welding, metallic arc 
welding, brazing and soldering. Operates instantly any- 
where, on any regular 110-V, 60-cycle AC line. Handles 
all metals—iron, steel, bronze, brass, aluminum, etc. 







Heavy-duty transformer with 6 stages of welding heat, 
built into a strong, shock-proof carrying case. Comes 
complete with wee Mey brazing and soldering supplies, 
| helmet, instruction manual. Weighs less than 30 Ibs. 
| packed. 





| Priced for quick sales at good profit. Write for complete 
leaaiac sean discounts, open territory, etc. 


FREE New Welding Manual 


Latest Magic Wand sales aid for your customers. Complete, 
| accurate, readable instructions. Handy pocket size. 28 pages. 
A real business builder. Send for 
sample copies today. 


JOHN H. GRAHAM & CO. Inc. 


General Sales Agent 










Dept. J, 105 Duane St., 
New York 8, N. Y. 


Magic Wand 
WELDER 











112 








Welds, Brazes, Solders— Saves Money 
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1 30 Ibs. 
complete 
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Complete, 
28 pages. , ing. But be should wail through th | 
Send for He’s putting on aluminum roofing. But he should nail through the / 
crown—not the valley. 
CO. Inc This is one of the simple instructions to follow in applying roofing 
of Aleoa Aluminum. To be sure your customers get all the advantages 
nt ; 4 g 
offered by aluminum roofing, write today for your copy of this in- 
$e y g y y Py 
Y. struction folder Then you will be prepared to answer their questions. 
} prep: q 


ALUMINUM CoMPANY OF AMERICA, 1726 Gulf Bldg., Pittsburgh 19, Pa. 
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I'm the manager of a store that rents 
floor machines. We're not in busi- 
ness for our health, and that meaas 
every one of our machines must 
earn its keep. That's why I'll takea 
HOLT every time. We know from 
experience what a beating Holt 
machines can take in inexperienced 
hands—and keep rolling 
up uninterrupted profits! 
Another thing—by bring- 
ing more people to the 
store, our Holts help sell 
more merchandise.” 


Ever increasing sales testify to Holt leadership... the 
result of dependable performance on the job. Test 
any Holt floor machine and you'll appreciate its years 
ahead engineering and masterful construction. The 
Holt line is the most complete in the industry. Write 
today for FREE Stain Removal Chart and Catalog. 


Holt Mtg. Co., 651-681 20th St., Oakland 12, Calif. 
PLEASE SEND ME 


Compiete information about Holt Floor Machines and floor 
maintenance equipment. I understand there is no obligation. 


NAME: 
ADDRESS: 


HOLT MANUFACTURING CO. 


NEWARK, N. J. - OAKLAND, CALIF. 
























Mx 1co NA OOUIHWEST 


SAN ANTONIO'S 
HOUSEWARES & APPLIANCE SHOW 
FEBRUARY 9-10-11-12 


SAN ANTONIO IS FIRST —- 


as a Market-place for retailers repre- 
senting the vast and prosperous area 
which consists of the Southwestern 
States... Mexico... and other Latin- 
American nations. 


SAN ANTONIO IS FIRST 


city in the Southwest to announce an 
exclusive Supplier-to-Retailer House- 
wares & Appliance Show for 1947. 


SAN ANTONIO IS FIRST - 


in the minds of alert Manufacturers, 
Distributors, and Wholesalers who 
wish to reach important Department 
Store and Chain Store buyers . . . and 
operators of the Southwest's finest 
Independent Stores. 

MANUFACTURERS ... DISTRIBUTORS... 

WHOLESALERS . . . Write TODAY for Space 


Chart and rates for placing your lines before 
America's richest market . .. 


FEBRUARY 9-10-11-12 
Write: 


Fan Gi ee 














Ht ABBLIANEE SHOU 


2200 ALAMO NATIONAL BLDG. 
SAN ANTONIO (5), TEXAS 
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4-WAY FULL-VUE SOLEPLATE means easier ironing! bunch up material on the back stroke—lets the iron 
The taper-rounded back of the General Mills Tru-Heat _ glide effortlessly in any direction — gives ironers an 
Iron noses handily into hard-to-get-at places ... doesn’t | unobstructed view of their work, back and front! 





Covers more ironing at every stroke! 


It’s big! The ironing surface of the General Mills Tru-Heat 
Iron is 15.7% larger, 28% longer, than the average of five other 
leading irons—larger than any of them. Every stroke does more 
ironing . . . and does it easier! 

But there’s more to the story. There’s the Safety Side Rest that 
ends tiresome lifting ...there’s Tru-Heat Control, that reacts 
faster to temperature changes than ordinary types of iron heat 
regulators . . . there’s the new all-around Button Bevel that irons 
under buttons with any part of the iron edge. There’s feature after 
feature to make ironing—and selling—easier and faster. 













NOW BEING DISTRIBUTED IN: Minnesota, Nebraska, the 
Dakotas, Wisconsin, Iowa, Michigan, Indiana, Montana, 
Wyoming, Utah, Colorado, New Mexico, and parts of 
Idaho, Illinois, Kentucky, Ohio and West Virginia. Other 
states to follow soon! General Mills, Inc., Home Appliance 
Department, Minneapolis 13, Minnesota. 


: Betty Crocker is 
THE IRON SPONSORED BY Bett. Crocker , a 
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Another 


UModglin @ ; 


Molded Plastic Fast Seller 











COLORFUL SALT and PE 


Modern! Practical! They sell on sight. Easy 


Your to fill-3'4” high, 2” base. In molded plastic 
Jobber products it's Modglin for quality and_profit. 
Wholesaler Molded Plastic UTILITY CUP 
. Bright colors to harmonize with 


bathroom or kitchen .. . of 
a molded plastic. 


Weodglin Co. inc. 


MOLDED PLASTIC PRODUCTS 
"Known the World Ouer™ 
| 3235 Son Fernande Road - Les Angeles 41 - California 


























KLER-VUE KITCHEN SET 


Set of 7 Quality Kitchen Knives, All With De Luxe Diamond Tested 
Stainless Stee! Blades, Riveted Hardwood Handles. 


PLUS “Stir KLER-VUE KNIFE RACK 


Roomy slots for quick, convenient, safe storage of knives. Glassed 
in front for dust-protection. Permanent kitchen fixture. 


KNIFE SET includes: 
8” blade carving ee blade utility 


haife ptt ceetante | $7-50 SUGGESTED 
8” blade ham slicer 4." Bitte tooth-edge RETAIL PRICE 


fruit knife 














7” blade buteher 2%” blade paring 
knife knife 
Decalers’ ¥ h set In lots of e 
Price $4 50 cach se 2 dozen $4 00 cach set 


IMMEDIATE SHIPMENT e@ ALL PRICES F.0.B. NEW YORK CITY 
Write or call us for your cutlery needs 


Cutlery Div., GENERAL PAINTS, Inc. 


Dept. 1 45 Vesey Street New York 7, N. Y. 








. a well-known trademark tha: 
stands behind your reputation fo, 


quality merchandise 


Oster— maker of equipment famous 
in the barber and beauty shop field 
for more than 20 years — knows 
how to build hair clippers for 
home use that give your cus- 
tomers complete satisfaction. 
They are easy-operating hand eam 
clippers that maintain keen 
cutting edge throughout long 
life. Cash in on the growing 
recognition of the importance 
of personal appearance. Stock 
and promote Oster hand hair 
clippers for home use. 





Order from your jobber. 





John Oster 
Mfg. Co. 









































HERE | AM 


: age. be) 
Bap” ‘CHORE 


GIRL 


“Pot Cleaner 
of the Nation” 















I’ve improved in appearance and effective- 
ness because of war-time experiences. As al- 
ways, I am being distributed only through 
regular jobber and wholesale channels. For 
your adequate supply get your orders in 
promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
‘ ORANGE, N. J. 


— 
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PAYSEE CHICKEN FRYER 


@ IN DECEMBER 





THT OR 4 REFUND om 







$” Guaranteed by \- 
Good Housekeeping 


Nop , f DEFECTIVE OR 
4S apvertisto 1 


NOW! 






<> 









CASH IN ON THIS 
SELLING OPPORTUNITY 





JRE 


RL 


er one aaa 
on” million! And tomorrow ... millions more! Wo wonder they’re selling like wildfire 

See it for yourself. This gorgeous extra heavy | wherever shown. And remember . . . Paysee 

¥% inch solid aluminum Deep Fryer . . . styled Heavier Aluminum Cookware uses less water 

p fry 

and designed to suit every frying need of the . - less fuel! 

ata modern housewife. 
As al- 
ae eapppnesany Rush Your Onder “Joday! 
ls. For DEALERS CONTACT YOUR JOBBER — WE DO NOT SELL DIRECT 
ders in * a 
EE THE PAYSEE COMPANY, INC. 
General Offices and Display Rooms 

ION 162 North Franklin Street, Chicago 6, Ill. 
— 
ARE AGE § NOVEMBER 7, 1946 








It had to be! Yes, the demand for Paysee 
superb Cookware made this great advertising 
campaign inevitable. And now this superior 
Chicken Fryer has an audience of over 10 





Smooth, rounded corners for easy didn. 
genuine Bakelite Handle and Cover Knob, 
always cool for safe handling .. - polished to 
sparkling brilliance. 





__ Enptosel’, HARDWARE 
High Quality Curtain Accessories 


by TOMPKINS 


NEW EXTENSION CRANE #239 Extension Crane 
Made of Steel Tubing 5/16" bracket. Each pair individ- 
squore on outside — inside ually wrapped complete 
tubing '4,"' square. Ends are with 12 rings and two brack- 
foundry cast Iron. Length ets. Weight 8 Ibs. per dozen 
extended 24"'—collapsed 15". pair. Packed 3 dozen pair 
Baked ename! Off-White fin- to carton. 

ish with gold-tinted tip and 





GUNMA Gans B40 Gade Gatam fod THE WORLD’S FASTEST SELLING CAN OPENER 
Length extended 50" — col- pom. brackets and Vaugha v1 No. 170 


lapsed 29 Baked enamel nails. Shipped in 6 dozen 
Off-White finish. Packed 2 cartons—weight 2! Ibs. and | 


dozen to chipboard box gross cartons—weight 42 Ibs. SAFETY ROLL JR. 


#880 Double Curtain Rods 

he ee SL , Over 50,000,000 Safety Roll Jr. Can 
Openers have been sold and we are 

pleased to be able to offer this popular 


board box complete with —weight 42 Ibs. 
brackets and nails. Shipped 


WRITE 
a a oo Cae Oe number again. Sturdy and strong, all 


M, G. TOMPKINS & co. INC. | steel and retails at a low popular price. 
Manufacturers of Curtain Rods & 
Drapery Hardware VAUGHAN NOVELTY MFG. of oF 


304 East 23rd Street New York 10, N. Y. World's Lergest Manufacturers of Can Openers and Bottle Ope 
- 3211-25 CARROLL AVENUE cureaee S6, 001... 0.9 

















oe Dealers nw 
Are Cheering "1: , ae 
Winning 


— HaNDY- No. 3969Z 
HANN! NA yt MINIATURE CREAMER & SUGAR 


UWiheDieyer ™~\ , , Very Unique 


Order Handy Hanna TREMENDOUS SELLER! 


from your jobber today . . Hand made of clear crystal glass, 2!/2 inches high. 
and join the cheering for 
the best-made, easiest-to- $4.00 per doz. sets 
sell indoor clothes dryer! 
Provides 28} ft. of clothes In 3 doz. lots 
line. 30° sq. by 46" high $3.60 per doz. sets —— 
when open. Win many a Rg. D. Ww 
PROFIT able sale at “ We carry more miniatures in glass, brass and wood. 16, N. 

$2.39 retail. — s 
Set Z Illustrated Price Lists mailed to es 


any HARDWARE STORE on request STORE N 


BUYER'S 



























333 and 335 Z ADDRESS 


LEO KAUL. acincr. South Market St. cry as 


Chicago 6, lil. Our Dis) 


‘Manufacturers of Specialties for the Hardware Trade” ADDRESS 
eee 


NOVEMI 


Eueretd £. Young Co., Ine. 


WEST BRIDGEWATER >A 
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news 
for 


hardware 
dealers 


active WERNEo : 
=: “Chromtrim 


* > i ay 
a 2 $ hw >». Y ma 


OPENER 


A new merchandising unit to take 
care of the constantly increasing 
demand from customers who do 
their own home installations. 


It pays BIG, BIG PROFITS 
to feature this new 
“Tnim - - Yourself” display 


% Features 8 easy-to-install 
consumer shapes. 


a cee 
. 


ee er ss 
OZ m7 


eer fT 


% No special tools or me- 
chanical skill necessary. 


Fills a vital need in all home 
modernizing, repairs, im- 
provements, alterations. 


Full-color counter dis- 
play. Also literature 
showing applications. 








Hardware Dealers! ATTENTION 
Mail coupon today for complete 
information. 





R. D. WERNER CO., INC., 295 Fifth Ave., New York 
16, N.Y. "'Trim-It-Yourself"’ Division 


Please send me complete literature, prices and dis- 
counts on the new Chromtrim “Trim-it-Yourself” 
unit. Write to Dep’t. HR-11. 


STORE NAME 

BUYER'S NAME 

NE ; 
ES ae 

OUR DISTRIBUTOR IS 
ADDRESS 
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Anz files equaling at least 14% of your hand-tool 
sales? If not, you’re most likely getting less than 
your share of this lucrative: business—since 14%, 
according to surveys, is the average for retail hard- 
ware stores throughout the country. 

Files have a widespread use among many classes 
of customers: auto mechanics, farmers, black- 
smiths, carpenters, lumbermen, sawmillers, plumb- 
ers, woodworkers, hobbyists, and a big majority 
of householders. Files, too, by their nature are a 
frequent “repeat” item. Turnover is faster than 
with most any other kind of tool merchandise. 

To cut yourself a larger share of file sales in the 
future, resolve to do these things: 


Ss 2° 
20.s.a.* 





CUT YOURSELF 


(In Canada, Port Hope, Ont 





~ 


|. A LARGER 


ae, 


a _ = ha 


Give files more prominent counter space and arrange 
them more invitingly. 


Feature files more frequently—and “informatively’—in 
your window displays. 


Mention files—kinds, uses and necessity—more persis- 
tently in your local advertising (newspapers, dodgers, 
mailing pieces, etc.). 


Train your sales people to know files thoroughly and 
“talk” them helpfully. 


Mix the above “ingredients” with the high quality, 
fine reputation and excellent value of the best 
known file brands in the world — Nicholson or 


Black Diamond. 


wOls NICHOLSON FILE CO. « 25 ACORN ST., PROVIDENCE 1, R. I. > 
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Among Other Advantages 
AMERICAN CHAIN OFFERS 
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LINE 
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exercising 


This illustration covers eleven of the most popular 

types in the American Chain line. Hundreds of SEL 

applications are found for these chains and assem— er AMERICAN. 

blies made from them. M&ny of the light chains are COMPLETE 

put up in attractive shelf packages. Others which CHAIN LINE 

sell by the foot are handled conveniently on All types of electric welded 

Acco Sales Maker chain racks. Even the heaviest typ ae chain — aj] In this 
chains are shipped in new bags, boxes, or shooks. 5 vent ou 
For American Chain is old-fashioned about quality ie peas lished in tl 
and particular about the way its merchandise d ing on pa 
reaches the retail store. We've been in business day when 
so long we can remember that more often than not controlled 
the customer can afford to be choosy — and we want tinue to p 
customers to choose the stores that sell American Chain. formation 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
HARDWARE AGE 








Informal Editorial Comments... 


Just Among Ourselves 
... By Charles J. Heale 








Looks As Though OPA 
Is Almost Through — 
This is Good News 


N early termination of OPA and 
of many other war time govern- 
mental controls may be ex- 

pected, according to the best informa- 
tion we are able to obtain from re- 
liable Washington sources. 

This is good news to business men 
who will welcome a return of free 
competition with supply and demand 
eercising normal balance in the dis- 


tribution and selling prices of all 
goods. 

When OPA turns over and heaves 
its final sigh there will come many 
price advances. As production in- 
creases competition and the immut- 
able law of supply and demand will 
adjust values and prices to some 
sane level. 

During the war such controls were 
inescapable. We needed them—but 


xk * 


OPA Decontrol List 
For Hardware Store 


fyAcH day brings a new batch of 
“decontrolled items” of interest 
to hardware dealers. 

In this issue, on page 208, is a 
current supplement to the list pub- 
lished in the October 24th issue start- 
ing on page 155. Until the happy 
day when all hardware lines are de- 
controlled HarpwaRE AGE will con- 
finue to publish such lists for the in- 
formation and guidance of our 
readers. 

While every little bit helps and 
tach decontrol bulletin is a step in 
the right direction, the real need is 
to eliminate OPA controls entirely, 
with the possible exception of resi- 
dential rents and even these should be 
adjusted 10 per cent upwards under 
Present day operating cost trends. 
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If genuine and serious shortages of 
essential foods develop the Depart- 
ment of Agriculture could affect tem- 
porary controls until an improve- 
ment is established. The experi- 
ences we have had with meats, since 
OPA had its clutch removed, should 
offer all the evidence needed to en- 
courage such complete decontrol. 
When meat was put in open and free 
competition the prices went up 
sharply at first. Many consumers 
wouldn’t or couldn’t pay the high 
prices and the available supply 
started to grow. And down came 
prices anywhere from 15 to 50 per 
cent, depending upon the kind of 
meat and the geographical location. 
Proving again that the law of supply 
and demand is still the most potent 


that need has long since passed. 

We now need greater production, 
distribution and consumption which 
we can properly expect with govern- 
ment control removed. And in our 
opinion, as often stated, greater pro- 
duction, distribution and consump- 
tion are the only curbs against in- 
flation and the only means for provid- 
ing steady employment which means 
buying power. 


Grows 
Items:— 


factor for keeping prices at sensible 
levels without governmental control. 

Admittedly, complete  decontrol 
will bring higher price levels. Many 
lines should be upped based on 
costs. As one commentator put it “the 
American public would rather have 
butter at one dollar a pound that you 
can get, than butter at sixty-five 
cents a pound which you can’t get.” 
That goes for hardware and every- 
thing. 

An entirely free competitive econ- 
omy will spur production. This 
means employment, will force sales- 
men to sell again and the general 
public will benefit by again getting 
full value and will be in a position 
to demand full value which uncontrol- 
led competition will provide. 


128 














Call Them “Price Baiters’ 


And Not “Price Cutters :— 


thee term “price cutters” smacks 

of friends of the public selling 
all goods at less than others declares 
John Wyckoff Mettler, vice-president 
of the American Fair Trade Council, 
Inc., which has long and ably carried 
the torch for fair trade legislation 
and practcies. 


“ ‘Price baiters’ carries an entirely 
different meaning and intimates they 
are baiting the public, which they are, 
in order to average at the cash regis- 
ter. Using the term ‘price cutter’ may 
be giving aid and comfort as well as 
free advertising to the enemy,” he 
said. 


This is a good point. In more nor. 
mal times every community had a ful 
quota of various retail outlets loudy 
proclaiming themselves as “pric 
wreckers,” “cut-rate stores” ané 
“price cutters”—and they did a le 
of business by that appeal—often ¢ 


misleading appeal. 


Missouri, Vermont and Texas 
Only Non-Fair Trade States:— 


NLY three states, Missouri, Ver- 

mont and Texas, are without 
fair-trade laws. The Missouri Senate 
had such legislation under considera- 
tion last spring but the project was 
defeated following much debate and 
a series of nullifying amendments. It 
is expected that such a bill will come 


up again in that state in the future. 

Wholesale and retail interests, in 
all fields, in these three states should 
get busy immediately in co-ordinated 
drives to bring about fair trade laws. 
There will be new faces and therefore 
new hopes for success in encouraging 
the legislatures of Missouri, Vermont 


and Texas to join the fair trade ba 
wagon. 

But it won’t be an easy fight as 
organized opposition from depa 
ment stores, co-ops, chain stores @ 
historic price cutters will contim 
to aggressively attempt to block sud 
a move. 


Keep on Watching for | Sabotage 
On Existing Fair Trade Laws:— 


ISTRIBUTORS in the other 45 

states are urged to keep their ears 
and eyes open in order to prevent any 
sabotage of their existing fair-trade 
legislation from the same type of op- 
ponents to fair trade. There have 
been several efforts, in various states, 
to have laws repealed or to have 
benefits curtailed by drastic amend- 
ments. 

The Miller-Tydings Law, the fed- 
eral enabling act which permits inter- 
state fair-trade contacts in these 45 
states, has also been under fire from 
within government and without. This 
basic lifeline of fair trade operations 
also must be maintained and any 
known efforts to repeal or amend this 
federal law should also be watched 
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constantly and opposed by all whole- 
salers and retailers in every line. 


2 2. = 
PASTE THIS IN YOUR HAT! 


The co-operatives are in business, 
competing directly in a great many 
lines of enterprise. They make money. 
Their earnings are profits, regardless 
of terminology. It is the law of the 
land that Congress has power to levy 
and collect taxes on incomes, from 
whatever sources derived. 

Therefore, co-operatives should pay 
taxes on their incomes—as corpora- 
tions if they have adopted the corpo- 
rate form of organization; as partner- 
ship individuals only if they are 
partnerships. 

Co-operative financial statements 
show that they have ample ability to 
pay taxes, which is the criterion set 
up under our tax laws. 

There is no other issue involved. 





During the long war-imposed sca 
ity era, still present for most hardwam 
store lines, we didn’t have to thin 
much about fair trade as there wa 
little disposition for any type of out 
let to cut prices. But when merchat 
dise generally becomes available 1 
quantity, and we are getting closer tt 
that point each week, fair-trade pr 
tection to legitimate distribution wil 
resume its basic importance in dail 
commerce. That will also be the tim 
when its opponents will resume thei 
efforts to kill such protection. 

Only through intensive and aggre 
sive vigilance will fair trade benefit 
be maintained. Don’t let this gre# 
aid to profitable and orderly 4 
tribution get away from us. 
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protection... out in the open 


Like the lighthouse, ILCO Padlocks are built to take punishment 


out in the open year after year, resisting weather 


and the attempts of those who try to get in without the proper key. 


Dealers who feature the ILCO Padlock line find in it a beacon 


to attract increased sales with steady profits. 
SECURITY HARDWARE 


. INDEPENDENT LOCK COMPANY FITCHBURG, MASSACHUSETTS 
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Furniture is group- 
ed according to the 
various types with 
similar pieces ar- 
ranged so that they 
will look as though 
they actually were 
in real home settings. 








Here's another illus- 
tration of grouping 
of furniture. In this 
instance it is break- 
fast sets. Many types 
of furniture are fea- 
tured in the depart- 
ment located on the 
second floor and 
they all help to bring 
in the customers. 





Hardware and Furniture—Eac 


| and furni- 


ture are two profitable companion 
lines, provided certain management 
and merchandising principles are ob- 
served. So says Fred Kohl, owner of 
the Kohl Hardware Co., Ripon, Wis., 
population 6000. 

Mr. Kohl has his hardware depatt- 
ments on the first floor, with fur- 
niture occupying the entire second 
floor. Furniture, according to Mr. 
Kohl, accounts for between 35 and 
40 per cent of the entire store vol- 
ume these days. 


Department 15 Years Old 


“We have built our furniture vol- 
ume steadily over a 15-year period,” 
says Mr. Kohl. “The department at- 
tracts numerous home owners who 
also buy hardware items. Likewise 
the hardware section attracts people 
who are prospects for furniture.” 

Furniture needs display and adver- 


HARDWARE AGE 


















tising 
has a 
on tl 
atten 
of th 
stairy 
depai 
cove! 
pictu 
ers. 

really 
sectic 





Do 
sign 
whicl 
Depa 
make 
pract 
store. 


the wv 
spotl 


supp 





NOV 
















Eadline Helps Sell the Other 


and furni- 
>ompanion 
anagement 
les are ob 


_ owner of & 


pon, Wis. 


re depart 
with fur- 
re second 
g to Mr. 
n 35 and 
store vol- 


; Old 


iture vol- 
+ period,” 
‘tment at- 
ners who 
Likewise 
ts people 
iture.” 

nd adver- 


RE AGE 








tising if it is to sell, he says. He 
has a small display of furniture items 
on the first floor, just to catch the 
attention of customers. At one side 
of the rear of the store is a wide 
stairway which leads to the furniture 
department. The stairway walls are 
covered with attractive mirrors and 
pictures which appeal to homeown- 
ers. J€ is a fitting approach to a 
really large and attractive furniture 
section. 


Sign Tells the Story 


Downstairs, too, there is a large 
sign suspended from the ceiling 
which reads, “Visit Our Furniture 
Department—Second Floor,” and this 
makes a bid for the attention of 
practically everyone who enters the 
store. 

Upstairs in the furniture section, 
the walls, floor and ceilings are kept 
spotlessly clean. Ceiling, walls and 
supporting pillars are painted an at- 
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Appliances and 
many other articles 
for the home also are 
in evidence and the 
customer who looks 
at furniture also 
usually is interested 
in them—and this 
means added sales. 





Carefully planned management and 
merchandising principles do much 
to make them profitable companion 
assets for the Kohl Hardware Co. 





This sign attracts first floor customers to furniture on the second floor. 
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tractive, light color, and there is 
plenty of good lighting which helps 
make the merchandising more at- 
tractive. 

Furniture in this department is 
grouped so as to resemble home set- 
tings and this is an important aid in 
getting the attention of the furni- 
ture-minded prospect. 

Appliances, large and small, fit into 
the furniture department merchan- 
dising picture very well, says Mr. 
Kohl. The person interested in ap- 
pliances is almost always a furniture 
prospect and vice versa. 

Mr. Kohl in his years of experi- 
ence has summed up some of the 
principal advantages of the furniture 
business as an adjunct of a hardware 
store, as follows: 

]. Furniture generally carries a 
good margin. For this reason it is 





worth while carrying in stock and 
selling, if the store has sufficient room 
for such large items. 

2. Furniture customers are often 
repeat customers and they buy large 
items from time to time. Sales run- 
ning into hundreds of dollars, espe- 
cially on bedroom and dining room 
suites, are regular occurrences in a 
store which has the stock and a good 
merchandising program. 

3. Furniture is a clean, attractive 
line to handle, and excellent use of 
beauty, design and utility can be 
made in advertising, display and 
salesmanship appeal. 

On the other hand the disadvan- 
tages are: 

1. Furniture requires a lot of dis- 
play floor space. It is not advisable 
to stock furniture in a small store, 
for some items are seasonal and turn- 


over will not warrant the valuable 
space occupied. 

2. Furniture placed in a crowded 
store scuffs easily and collects dust, 
It must be kept clean constantly in 
order to maintain its sales appeal and 
value. 

3. The hardware man who handles 
furniture must be prepared for some 
losses over a period of years due to 
buying and overstocking on some 
items. Furniture prices, in normal 
times, rise and fall more rapidly than 
some other lines, and the dealer must 
be prepared to handle such situations. 

Mr. Kohl believes there are many 
towns and small cities where hard- 
ware and furniture departments can 
be operated successfully under one 
management. Wise use can be made 
of the increased store traffic accru- 
ing because of such a combination. 


Sidewall Step-Up Displays 
Boost Sales 35 Per Cent 


HEN J. McCall, owner of McCall’s 
Hardware, Decorah, Jowa, put in a 
special step-up display arrangement 
along one side of his store more than 
a year ago, he found that he was able 
to display almost twice the amount of 
merchandise compared with what he 
had formerly displayed. 
Not only that, but since that time his 


sales for the entire sidewall section have 
increased 35 per cent and are still going 
up. In fact, sales on some items have 
tripled because they are out where the 
store traffic can spot them. 

Mr. McCall points out that formerly 
he had cases up against the sidewall 
area. These, he discovered, did not 
afford clear enough sight of the mer- 





A maximum amount of merchandise in a minimum of space. The step-ups do it. 


chandised displayed. So he opened up 
the front of the cases, by taking off the 
doors, and then he added the step-up ar- 
rangement at the bottom. 

“We begin our shelf step-ups dowr 
fairly low, and thus we get more display 
space,” Mr. McCall says. “The average 
person can reach the lowest display ares 
with his finger tips without bending. 
This gives us three step-ups before we 
come to the regular shelving.” 

The backwall area has been covered 
with light colored knotty pine and 
makes an excellent showing. Glass 
shelving is used to some extent in this 
area, which contains many staple hard- 
ware items. 

Sales increased so rapidly in. this 
step-up area that Mr. McCall was able 
to pay for the entire cost of remodel- 
ing it within four months, he states. The 
sidewall display is approximately 30 ft. 
long. 

Mr. McCall states that farmers like 
this sort of display, especially in the 
area containing tools. As they saunter 
along the aisle, they frequently stop and 
pick out a hammer, plane or other item. 
Town customers also gravitate toward 
this section when they enter the store. 
A small section of the new area is de- 
voted to a showing of toys 12 months 
a year. Under this arrangement toy 
sales have increased considerably, show- 
ing what increased display will do. 
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A Byde company salesman points out a feature of a ski pole to a woman 
customer. Small displays of this type are in many spots of the store. 
‘ 





Winter Sports Equipment Rental Service 
Helps Build Sporting Goods Volume 


On of the most practi- 


cal means by which a hardware deal- 


er can build up a profitable winter 
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sports equipment volume is the oper- 
ation of a complete rental service, ac- 
cording to Norman Byde, head of the 
Walter Byde Company, Fresno, Cal. 
“To many hardware dealers winter 
sports equipment represents a prob- 
lem,” Mr. Byde states. “In many cases 
it involves large unit sales, a lot of 
display space, and specialized han- 
dling methods. Many of the items 


concerned are bulky and hard to 
handle in a crowded store, and there 
is no doubt that winter sports are 
among the most expensive for the 
customer to keep up. 

“Nevertheless, it has been our ex- 
perience that winter sports such as ski- 
ing, skating, tobogganing and related 
activities represent the fastest growing 
sports market of all, and one well 


Walter Byde Company derives good 
profits from this system and has 
turned many rental customers into 
purchasers of permanent equipment 











within the hardware store’s scope. 
Therefore, it will pay dealers in any 
area where winter sports are pos- 
sible to experiment with the possibili- 
ties of this market—and the easiest 
method of ascertaining how well it 
will work out is through rental ser- 
vice. 


Fosters Ski Trips 
The Byde company has handled 


winter sports equipment for 12 years 
and has fostered ski trips, winter 
skating parties and other cold 
weather activities, until this merchan- 
dise now ranks among the leaders in 
its sporting goods department. In 
addition to skis, skates, toboggans 
and sleds, the department now car- 
ries ski clothing, boots, 36 types of 
accessories, such as wax, varnish, re- 
pair kits and laces, and is advertised 
as “headquarters for every winter 
sport.” All of this large inventory 
has stemnied from a steadily profit- 
able rental service which Byde’s util- 
izes not only for immediate revenue, 
but as a means of encouraging 
timid novices to take up winter 
sports, dnd to convert “dabblers” into 
enthusiastic sport fans. Although 
there are almost no winter sports 
areas within 100 miles of Fresno, 
rental service has encouraged hun- 
dreds of customers to make long 
trips into the mountains, and proves 
definitely that winter sports equip- 
ment can be sold successfully even 
though the dealer may be far from 
snowy mountains. 


Hunting Window Attracts Passers-by 





Despite the wituation as to shell and gun supplies, the Rosenberg Co., in Lexington, Neb. (population 3688), 
used this attractive hunting window display to tie in with the season. Decoys “swam” on a pond of 
glass over blue crepe paper and in the shores of sand were marsh grass and growths found in such areas. 


“There are several considerations 
which the dealer must take before 
going into rental service,” states 
Manager James Gibbs of the Byde 
sporting goods department. “First, it 
is necessary to have a stock of every- 
thing needed for each sport — not 
only skis and sleds, but poles, wax, 
accessories, ski-racks for automobiles, 
and all the things which will make 
the customer’s trip enjoyable. This 
will require plenty of space, and, 
therefore, the dealer will be wise to 
use part of his warehouse or another 
shop to handle rental operations. 
Otherwise, fitting skis, explaining the 
use of sleds and other equipment will 
tie up a lot of space in the store. 

“Second, since most customers are 
going to be beginners, the hardware 
dealer must be resigned to a constant 
loss of rental stock through breakage. 
Many skis, toboggans and poles will 
be smashed each week, and will have 
to be written off as a complete loss 
unless the store has a competent re- 
pair department. 


Must Aid the Novice 


“Third, the store must do every- 
thing possible to make winter sports 
enjoyable for the novice. It should 
supply lists of where to go, complete 
information on the sport, comfort ac- 
cessories and proper clothing, so that 
when the rental customer comes 
back, he will be enthusiastic enough 
to begin buying the same type of 
equipment.” 

All such points are observed in the 











Byde rental program, which revolvg 
around 25 pairs of rental skis, 
dozen toboggans, 30 pairs of pola 
and many related items. The stor 
rents 95 per cent of its total stod 
each weekend, and could use 9 
pairs of skis if they were available, 
To date, the replacements just abou 
keep the original inventory at peak, 
due to slow production and delivery, 
according to Mr. Gibbs. 
















Rentals Kept in Warehouse 






All rental winter sports equipment 
is kept in the Byde warehouse, only 
a block from the store, where ther 
is plenty of space for fitting skis and 
making repairs. Customers answer. 
ing a weekly newspaper advertise 
ment on ski and toboggan rentak 
come to the store, and pay a $l 
deposit on either ski or sled equip 
ment. They are given a receipt and 
take this to the warehouse to pick w 
whatever is desired. Byde’s does not 
carry insurance on skis or any rental 
equipment, inasmuch as this would 
be difficult to obtain and would de 
mand high premiums. The firm de 
pends on the fact that five or sit 
rental trips will normally pay al 
costs for equipment—and, of course, 
the customer forfeits the deposit 
$10 where loss occurs, which normal 
ly covers the amount involved. Mos 
rental customers bring in the broken 
toboggans or skis, which are “canni- 
balized” in the rental shop—braces 
from a broken ski being used to re 

(Continued on page 158) 
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Displays Catch the Eye—Quality Does 
The Rest in Building Gift Sales 


Louis Ricklin uses 
spot displays to 
supplement his 
main section 


: ae Louis Ricklin hard- 


ware store in Narberth, Pa., a sub- 
urban area within easy commuting 
distance of Philadelphia, is an at- 
tractive establishment both inside and 
out. It has to be—to attract the 
steady giftwares trade it enjoys. 

Ricklin’s serves a trading area of 
about 5000 population, and uses both 
mass displays of like items and dis- 
plays of individual units of related 
merchandise to effectively catch the 
eye of shoppers who are seeking spe- 
cific lines and those who aré just 
browsing through its housewares sec- 
tions. Although the main giftwares 
displays are in an up-front location, 
other selections are spotted in various 
parts of the store. The gift stocks 
include items priced below and well 
above the dollar level, but it is the 
dollar and more trade that the store 
is seeking. There are two large and 
two small open-back, display win- 
dows, space in these being frequently 
devoted in whole or in part to gift 
lines. They are changed frequently. 

Illustrated, on this page, are dis- 
plays—typical of Ricklin’s bid for 
sales of both utility and ornamental 
gift lines—for shower, anniversary 
or birthday parties. In addition to 
ready-to-deliver merchandise the store 
takes orders for such items as per- 
sonalized stationery, napkins and 
coasters and picture frame and chair 
caning service. 


This mass display of waste baskets 

of various design is in the center 

of the store. About it are a variety 
of items having real gift appeal. 
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A variety of items, both utility and semi-luxury in type, range from spice 
sets to framed pictures and figurines. It's a display that catches the eye. 





Here are two display units built by the store’s staff. At the left is a unit 
featuring water-resistant curtains. The three-tiered table shows other gifts. 
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Screening the Metal 


CPA says there will be enough for new housing but 
not enough for non-deferrable maintenance and 
repair. Raw materials remain basic problem 


A VAILABLE supplies 


of metal insect screen cloth will be 
about 416,000,000 sq. ft. or 50 per 
cent below estimated 1946 require- 
ments, according to the latest gov- 
ernment estimates. Current short- 
ages are expected to become 
increasingly critical. By next sum- 
mer the situation will be as bad as 
was experienced during the current 
year. Although the 1946 screening 
season is over, unfilled require- 
ments will be merely added to those 
of 1947. The deficit for next year 
is estimated at about 290,000,000 
square feet, or about 30 per cent of 
estimated requirements. 

The most optimistic predictions 
by the industry, based on an ade- 
quate flow of materials and labor, 
sufficient capacity and _ favorable 
prices fall seriously short of meet- 
ing estimated requirements, accord- 
ing to a recent CPA report. 

With dealers and distributors re- 
quired to accept rated orders up to 


By EUGENE F. HARDY 
Associate 
Washington Representative 
of Hardware Age 


x * * 


should be enough insect screening 
to satisfy new housing requirements, 
says CPA. The remaining supply, 
however, will not be adequate to 


meet requirements for non-defer- ° 


rable maintenance and repair, es- 
sential new non-residential construc- 
tion and for minimum exports. 

What does the government intend 
to do about this situation? 


Two Solutions 


CPA has in mind two significant 
steps: 

1—Make special provision for the 
extension of priorities assistance to 
producers of metal insect screening 
under PR-28 for the procurement of 
steel, copper, bronze and aluminum. 


screening export quota currently in 
effect. 

While the supply and require- 
ments outlook shown in the accom- 
panying tables is based on the best 
available information there are sev- 
eral factors that might add to the 
severity of the situation during 1947. 
CPA says that without Government 
assistance and favorable prices, pro- 
duction in 1947 might fall about 
100,000,000 sq. ft. below the figures 
shown. 

A review of estimated requirements 
in 1946 and 1947 indicates not only 
an enormous demand on tthe part 
of new construction, but also a huge 
backlog based on unfilled orders. 
The shortage of metal screening dur- 
ing the war years was so acute that 
many screen and combination screen- 
sash manufacturers were unable to 
obtain normal mill shipments and 
resorted to raids on retail and chain 
store outlets to augment their sup- 
plies. 

The maintenance and repair re- 
quirements, including deferred main- 

















75 per cent of their receipts, there 2—Re-examine the insect wire tenance and repair, account for 
Estimated Requirements—Supply, Metal Insect Screen Cloth 
1946-1947 
(In Million Square Feet) 
1946 1947 
Ist Qtr. 2nd Qtr. 3rd Qtr. 4th Qtr. Total Ist Qtr. 2nd Qtr. 3rd Qtr. 4th Qtr. Total 
Requirements (Total) 200 237 216 182 835i 222 268 254 214 958 
Maintenance 
and Repair 160 180 145 115 600 165 190 160 130 645 
Residential 22 35 46 47 150 39 58 72 65 234 
New non- 
residential ll 17 20 15 63 13 15 17 14 59 
Export 7 5 5 5 22 5 5 5 5 20 
Supply (Total) 86 95 108 130 419 182 185 146 155 668 
New Production 86 95 97 125 403 177 180 146 155 658 
Bronze, Copper. 
Steel 82 89 92 120 383 167 168 i35 145 615 
Aluminum 4 6 5 5 20 10 12 ll 10 43 
War Surplus na na 11 5 16 5 5 we aus 10 
Indicated Deficit —114 —142 —108 — 52 —4l16 — 40 — 83 —108 — 61 —290 
Per Cent — 57 — 60 — 50 — 29 — 50 — 18 — 31 — 43 — 29 — 30 
SOURCE: CPA 
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1946—50 Per Cent Below Requirements 
1947—30 Per Cent Below Requirements 








Estimated Requirements* of Metal 
Insect Screen Cloth Industry 
For Steel, Copper and Bronze 


By Quarters, 1946-1947 





(Tons) 
Copper & 

Steel Bronze 

1946 Total 16,600 9,500 
Ist Qtr. 3,000 2,100 

2nd Qtr. 4,000 2,300 

3rd Qtr. 4,200 2,100 

4th Qtr. 5,400 3,000 

1947 Total 27.765 15,325 
Ist Qtr. 7,500 4,125 

2nd Qtr. 7,650 4,200 

3rd Qtr. 6,075 3,350 

4th Qtr. 6,540 3,650 





* Based on estimated froduction of 383,000,000 sq. ft. in 1946 and 615,000,000 


sq. ft. in 1947. 
Source: CPA 








almost 72 per cent of total require- 
ments this year and about 68 per 
cent in 1947—representing the 
largest single need. The residential 
construction program comprises 18 
per cent of total requirements in 
1946 and 24 per cent in 1947. New 
non-residential construction repre- 
sents 8 per cent of 1946 requirements 


wand 6 per cent of 1947 requirements. 


Exports account for less than 3 per 
cent of total requirements in 1946 
and 2 per cent in 1947. 


Maintenance Requirements 


With the industry operating at 
around 60 per cent of war-time ca- 
pacity and capable of turning out 
800,000,000 sq. ft. annually, it is 


quite obvious that there are several 


limiting factors. These are raw ma- 
terials, labor and price. 

On the raw materials side, it is 
estimated that about 44,000 tons of 
steel and 35,000 tons of copper and 
bronze will be required for the com- 
bined .output of 383,000,000 sq. ft. 
of metal insect screening in 1946 
and 615,000,000 sq. ft. in 1947. 


In the case of steel, the require- 
ment is mostly for low carbon steel 
rods, inasmuch as a majority of the 
producers are integrated and draw 
their own wire. In the case of bronze, 
a much heavier percentage will re- 
quire wire. 

Inventories of bronze and steel 
have been seriously depleted in re- 
cent months, according to industry 


reports. CPA admits that without 
some provision for the channeling 
of steel, producers of galvanized steel 
cloth are expected to experience 
great difficulty in operating. The re- 
cent prolonged strike in the copper 
industry substantially cut back cop- 
per and bronze screen cloth produc- 
tion and at least one large producer 
is known to have turned completely 
to steel cloth manufacture. 


Inventories Depleted 


A portion of the raw materials 
problem can be traced back to wa;- 
time allocations. The allocation of 
steel to the screening industry was 
sharply curtailed in the spring of 
1943 due to the stringent supply of 
steel, resulting in an abrupt pro- 
duction drop from 676,000,000 sq. 
ft. in fiscal year 1943 to 466,000,000 
sq. ft. in fiscal year 1944. Despite 
later increased allocations, the screen- 
ing industry was unable to hold 
their labor against competition of 
industries paying higher wages. 

The labor situation is tied-directly 
to the ‘availability of raw materials. 
With the workers now employed, the 








Estimated Production of Metal Insect Screen Cloth, 
Excluding Aluminum, By Months, 1946 


(In Million Square Feet) 





"i 1946 Total 
January 33,600 
February 22.800 

_March 25,100 
81,500 
April 25,800 
May 30,100 
June 32,900 
88,800 

July ~* 26,300 (p) 











Bronze Copper Steel 
13,300 300 20,000 
10,400 200 12,200 
12,100 700 12,300 
35,800 1,200 44,500 
11,400 200 14,200 
10,300 400 19,400 

9,600 600 22,700 
31,300 1,200 56,300 

7.700 400 18,200 





Peak Mo. Avg. (Fiscal Year 1940-41) 56,333 


(p) Preliminary 
SOURCE: CPA 

















industry could step up production 
considerably if more materials were 
to be had. From discussions with 
industry representatives, CPA reports 
that it is conservatively estimated 
that no less than 3000 workers are 
at present employed on a full-and- 
part-time basis and that there does 
not appear to be any evidence of a 
stringent labor situation developing. 


Longer Hours 


Should material become more read- 
ily available, the industry is expect- 
ed to return to a two eight-hour 
shift schedule and perhaps even to 
two 10-hour shifts. 

Except for strikes for higher 
wages at two plants in the early part 
of the year, the industry has been 
untroubled by major labor difficul- 
ties this year. 

Price-wise, there seems to be gen- 
eral agreement, excepting OPA, that 
higher prices are necessary. In June, 
1946, OPA raised prices on steel in- 
sect screen cloth. However, the 
amount of the increase was consid- 
erably less than the industry’s re- 
quest. 

While encouraging, the price boost 
was not completely satisfying to the 
industry. Recently, OPA also boost- 
ed prices on bronze and copper 
screening 134% per cent. 


Moot Questions 


Whether the recent price increases 
will encourage the return of manu- 
facturers who withdrew from the 
production of steel insect wire screen 
cloth is conjectural, according to 
statements by CPA. Substantial 
amounts also were produced by 
firms who converted to the produc- 
tion of industrial cloth for paper 
mills, strainers, fire screens and 
other items not under price control. 
Whether production of bronze and 
copper screening will be increased 
substantially as a result of the price 
increase, is also a moot question at 
this time. 


Aluminum Screening 


Aluminum screening is a relative- 
ly unknown factor, for which the 
market is yet to be fully determined. 
‘It has been suspended from price 
control and current prices are con- 
siderably higher than those for other 
types of screening. Estimates of pro- 
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War Assets Administration 








Exports of Metal 
Insect Wire Screening 
1945-1946 





Thousand 
Square Feet 
30.614 


January 
February 
March 


Ist Qtr. Total 
April 
May 
June 

2nd Qtr. Total 
July 

Source: CPA 











duction are rough approximations. 
CPA says a calculated guess at 1945 
output would be 7,000,000 sq. ft. 
Production this year is estimated at 
1,000,000 to 2,000,000 sq. ft. a 
month. Expectations for 1947 are 
that the monthly rate will be doubled. 
The lack of sufficient facilities for 
drawing fine wire is reportedly the 
principal retarding factor to in- 
creased production. 

The figures on surplus screen cloth 
are not too firm, inasmuch as the 
inven- 


tories to date are not designed to 
show quantities of this material on 
hand. It is known that the Federal 
Public Housing Authority acquired 
3,600,000 sq. ft. of metal insect 
screening for re-use out of 10,600, 
000 sq. ft. made available this year 
by WAA out of salvaged stocks. It 
is believed that additional quanti- 
ties may become available, but data 
on the location of this surplus, its 
condition, or quantity are not im- 
mediately obtainable. A closer check 
may reveal larger supplies than are 
evident at present. 

To some degree, non-metallic 
screening can be used to relieve cur- 
rent shortages. Plastic screen cloth, 
the most promising substitute, is 
currently being produced at an es- 
timated rate of 50,000,000 sq. ft. a 
year. The two main producers are 
reported ‘to be in full production. 
Their product is not subject to price 
control and current selling prices are 
reportedly only slightly higher than 
OPA ceilings on bronze and copper 
screening. Cotton netting can also 
be used, but only to a limited extent. 

Finally, jt should be emphasized 
that on the supply side, the CPA es- 
timates assumed no major strikes in 
the industry or component industries, 
and favorable government action 
with regard to prices and assistance 
in securing raw materials and ma- 
terials required in the repair and 









expansion of facilities. 








A. view of the attractive main floor of the American Sporting Good. 
new wholesale-retail sports mart at 1006 Olive St., St. Louis, Mo. 
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Veteran Proves Ex-G.Ls 
Have an Opportunity 
In the Hardware Field 


P. C. Kellogg, West Point, Miss., knows 
whereof he speaks for he’s a former 
Navy man who owns a hardware store. 


4 is wiry, sturdily buili 
‘Ensign P. C. Kellogg speaking: 
es,” he says firmly, “I believe the 
rage G. I. can get started in the 
dware business right now — and 

a success of it; providing he’s 
previous experience and has sufhi- 


jent capital to put in a good stock.” 
fr. Kellogg should know, for he is 
he owner-manager of the Kellogg” 


dware & Appliance Co. in West 
bint, Miss., population 5627. 


The store is a “war baby,” con- 
ceived in June and July, and opened 
its doors last summer with an almost 
completely stocked inventory, despite 
current dwindling stock piles. He 
contacted as many hardware whole- 
salers and manufacturers in the mid- 
South as he possibly could, in his 
search for merchandise, and took six 
months to assemble his initial inven- 
tory. Says Mr. Kellogg, “I operated 
an auto associate store before I went 


Cecil Conner. assistant manager of Kellogg's looks at the tilted panel in the 
feel and hardware section. Everything is where it may be inspected with ease. 
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P. C. KELLOGG 


into the Navy, and when I got out I 
decided to try the hardware field. 
This was an entirely new line for me, 
although my experience with the auto 
firm had been rather extensive. I 
felt I had a chance and determined 
to try. Wholesalers gave me every 
thing they could and steered me to 
others in a position to help.” 


Merchandise Easy to See 


The Kellogg store, about 30 by 70 
ft. in size, is colorful, with bright 
red and dark green color scheme and 
merchandise is arranged with careful 
attention paid to its display values. 
Merchandise is plainly visible through 
the use of an ample level of fluores- 
cent illumination. As to the place- 
ment of merchandise, it is Mr. Kel- 
logg’s policy to have slow movers 
alongside fast sellers in order to give 
the former a better sales opportunity. 
Practically everything in the store is 
in plain view of all shoppers. The wall 
displays are supplemented with three 
island displays. 

The front of the store is devoted 
chiefly to toys, sporting goods and 
electrical appliances, stocks being 
well filled with nationally known high 
quality lines. As available supplies 
of quality lines increase he plans even 
better rounded stocks. Ilis faith in 
a year ‘round toy department has 
paid dividends already, for stocks of 
dolls, children’s vehicles, games and 
construction sets have made a hit 
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A neat display of utility and semi-luxury items in the women’s section of 
the store. Mirrors of various sizes give depth to the top shelf displays. 


with West Point’s younger set and 
as well as with their parents. 


Good Display Facilities 


Farm equipment, carpenters’ tools 
and other heavy items occupy most 
of the center of the display room. 
Paint and building lines are fast 
movers and have good display facili- 
ties. Kitchen utensils are displayed 
in the rear together with other kitch- 
en lines. A full line of work clothes 
soon will be added to the store’s 
stocks. 


Study the Field 


Mr. Kellogg’s advice to his service 
comrades who are interested in en- 
tering business for themselves, is in 
line with his own experience. He 
says, “Go out and study the field. 
Visit other hardware stores in your 
own and other nearby communities 
and see what they are selling. Find 
out what moves fastest for them and 
put such lines in your own store. 
Don’t try to rely entirely on your 
own initiative. Get help from expert 
hardwaremen on buying, layout and 
furnishing your store. They can save 
you a lot of mistakes. Above all else, 
however, you must work! Write that 
in great big letters in your notebook 
and underscore it. There’s absolutely 
no synthetic substitute for elbow 
grease.” He warns would-be hard- 
waremen to get a job and suppress 
their self-employment desires unless 
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they've a nest egg of at least $20,000, 
for he says, “You can’t build a good 
stock with less.” 

To the ex-service man he further 
gives this advice, “Build up a well- 









balanced stock. Don’t let you 
become over-loaded on one item’ 
When an item in his store is fe 
to be an overstock every effort ; 
made to quickly dispose of it. Prj 
to opening his store he studied { 
U.S. Department of Commerce bio 
let, “Establishing and Operating 
Hardware Store,” and obtained 
possible data from wholesalers 
hardware manufacturers on 
possible occasion. 
















“To Serve You Better” 


Emphatic in the belief that deale 
“should give everyone as much se 
vice as possible,” his business slog 
is, “In Business to Serve You Better: 
In line with this policy he will mak 
deliveries on all purchases. Oppos 
to cut-rate merchandising and pri 
slashing, he endeavors to make 
legitimate profit on all sales. 
though believing in credit sales, | 
feels that their total should be gags 
by the amount of surplus capital 
the hands of the operator. 








Shows Big Stock of Hammers 
in Compact Display 


AMMERS and other tools are dis- 

played attractively at the Capitol 
Hardware & Paint store in Lincoln, Neb. 
Although it is desirable to show tools 
in such fashion as to permit shoppers 
to easily take hold of the handles, this 
method permits display of a large stock 





If a person was interested in hammers he couldn't miss this display. 


in a very limited space. Customers w 
ing past the wall aisles spot the 
mers very quickly, according to the 
management, because of the light ba 
ground which is in distinct contrast 
the darkness of the hammer heads 
display. 


owner 
Wales, 
depart 
given « 
tractive 
sult, t 
less thd 
sales j 
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Light-finished woodwork and fixtures help brighten this compact paint department. 
Note the clock, a big sales aid, and the bulletin board which attracts the farmers. 



















Doubles Paint Volume in Three Years 





Wise Willard Allen, 


owner of Allen Lumber & Fuel, 
Wales, Wis., opened his hardware 
department five years ago paint was 
given an “up-front” position and at- 
tractive display features. As a re- 
sult, the store—it is in a town of 
less than 200—has doubled its paint 
sales in three years, and by Aug. 1, 
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Trained salesmen and an effective 
display help sell the line for the 
Allen Lumber & Fuel Co., Wales, Wis. 


1946, more paint had been sold than 
during all of 1945. 

Mr. Allen is an aggressive young 
merchandiser. His paint section con- 
tains a clock with white background, 
black numerals and hands. Prac- 
tically every customer who comes to 
this store regularly, gets into the 
habit of looking at the wall clock, 
when they do that they see the paints 
on display. “That clock has helped 
us sell a great deal of paint, for it 
attracts the attention of many peo- 
ple,” says Mr. Allen. 

Visible to all customers is a large 


wall blackboard on which any cus- 
tomer can advertise free of charge 
any item that he has for sale. This 
bulletin board is very popular with 
town and rural people alike. One 
can find cows, pigs, chickens and 
farm machinery advertised on this 
board, as well as used furniture, ap- 
pliances, or rugs. The board is 
filled at all times with these adver- 
tisements. 

“Right around our office the 
traffic is heavy, for several reasons,” 


says Mr. Allen. “The bulletin board 
(Continued on page 157) 
























This article originally 
appeared in the New 
York Times and is re- 
printed by special per- 
mission. 


growth in 
the United States is tapering off. His- 
torically, this country has been out- 
standing for the rate at which its 
people multiplied. For the next half 
century it will be a country of com- 
paratively slow population growth, 
and eventually the population will de- 
cline if contemporary trends con- 
tinue. 

In 1790 the United States was a 
small country with less than 4,000,- 
000 inhabitants. Since then the popu- 
lation has increased over thirty-five 
fold. It is now 141,000,000, and the 
United States is the fourth largest 
nation in the world. 


Slower Growth Foreseen 


The outlook for the future is 
very different. According to the most 
recent estimates, just completed by 
the Census Bureau in cooperation 
with the Scripps Foundation for Re- 
search in Population Problems, the 
population will continue to grow un- 
til about 1990, but at a slower and 
slower rate. A maximum of not quite 
165,000,000 is indicated in 1990, 
with a slow decline thereafter. These 
are “medium” estimates of what can 
be expected if present long-term 
trends continue. Here are the figures 
up to the beginning of the next cen- 
tury: 


July 1, 1950 .... . .145,460,000 
July 1, 1960 153,375,000 
July 1, 1970 159,847,000 
July 1, 1980 163,877,000 
July 1, 1990 164,585,000 
July 1, 2000 163,312,000 


The main reason why the popula- 
tion is expected to stop growing is 
that parents are limiting their fami- 
lies to a smaller average size, so that 
the birth rate is falling. Except for 
temporary fluctuations the birth rate 
in the United States has been falling 
for more than 100 years. For the fu- 
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How Many of Us?— 


The Census Director says we will then n 





By J.C. 


As Mr. Capt points out in his article, “Population 
trends give cause for forethought, but not for pes- 
simism.” He emphasizes that changing population 
trends need “careful planning . . . to keep production 
geared to the market.” Where in previous years 
over-expansion of production has been taken care 
of as the result of population growth, such mistakes 


ture estimates, it has been assumed 
that the birth rate will fall still lower 
but will not drop as fast as it has in 
the past. This is a “medium” assump- 
tion. If the birth rate falls faster, the 
maximum population is likely to be 
less than 165,000,000 and a decrease 
is likely to set in before 1990. On the 


other hand, if the birth rate is higher, 
the population may go on slowing in- 
creasing indefinitely. 

Another reason for the slacken- 
ing growth is that immigration to 
the United States has been almost en- 
tirely shut off since the Nineteen 
Twenties. This has been the result of 
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can be “more costly” in the distant future when the 
population figures are unchanged or begin their 
ine. Housing—to which the hardware manufac- 
furer, wholesaler and retail dealer contribute so 
ily—will be one of the most important phases 
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to watch. 


our laws limiting the number of im- 
migrants admitted annually from 
‘ch country and establishing educa- 
tional and economic requirements for 
‘dmittance. During the last twenty 
years the United States has gained 
ttle more population by immigra- 
tion than it has lost by emigration. 
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The assumption for the future esti- 
mates is that there will be no net gain 
by immigration from now on. If we 
should change our policy and again 
admit immigrants by the hundreds of 
thousands, the future population 
would be somewhat larger. 

Since the earliest days of man- 


kind, war has been one of the 
checks on population growth, but in 
the United States during the last few 
years, war conditions were responsible 
for an unusually rapid increase. 
Nearly fifteen million births occurred 
during the years 1941 to 1945, in- 
clusive—that is, 2,500,000 more than 
in the period 1936 to 1940. The 
thought of long absence from home 
and a feeling of uncertainty about 
the future made young people want 
to marry and have children, in order 
to live as fu'ly as possible in the 
present. 


Stimulus of Prosperity 


Prosperity returning after years of 
depression also gave a powerful stim- 
ulus to the marriage and birth rates. 
The population gain because of extra 
births was many times the loss due to 
battle deaths, which amounted to less 
than two hundred and seventy thou- 
sand for this country. As a result the 
population increase at a rate of more 
than 1 per cent per year—the high- 
est since the Nineteen Twenties. 

The other principal belligerents 
were less fortunate. Britain, France, 
Russia, and our smaller European 
allies as well as China, Germany, 
Italy, and ‘Japan suffered much 
heavier battle casualties. Moreover, 
they sustained enormous losses of 
civilian lives due to bombing, famine 
and disease. Their losses were not 
balanced by rising birth rates. On 
the contrary, the countries that were 
involved in war on their own soil 
had abnormally low birth rates be- 
cause of the disruption of families 
and the paralysis of economic life. 

The United States was the only ma- 
jor nation deeply involved in this 
war which emerged with a substantial 
pupulation gain. : 
Most population students regard 
the recent spurt of the birth rate in 
this country as only a temporary de 
parture from the long downward 
trend. If so, it has only postponed 
by a few years the time when the 
population is likely to stop growing, 


139 


















and added a few million to the prob- 
able maximum number of people. 


Meaning of Slower Growth 


What does slower population 
increase mean for the future wel- 
fare of the American people? Will it 
matter if the population begins to de- 
cline about the end of the present 
century ? 

From a military point of view con- 
tinuing population growth would give 
some advantage, though manpower is 
now a less important factor in the 
strength of nations than it was in pre- 
atomic days. Henceforth, the United 
States, with its comparatively slow 
rate of growth, will have a diminish- 
ing proportion of the world’s man- 
power. Most of the countries in 
northern and western Europe are in 
that situation; they, too, are faced 
with the prospect of relatively sta- 
tionary and declining populations. 

On the other hand the population 
of Russia and of other countries in 
eastern and southern Europe will 
grow rapidly during the next half- 
century, once they recover from the 
shock of the war. China, India, and 
the rest of the Orient also have high 
potential rates of growth. To the ex- 
tent that the balance of power de- 
pends on sheer weight of numbers, it 
will shift in favor of the latter na- 








tions. This is not alarming. Security 
for America does not depend on pop- 
ulation growth. Above all it depends 
on peace, and if peace should fail, 
upon the superior productivity of 
American workers and American in- 
dustry. 

From an economic point of view 
there is nothing disturbing in the ex- 
pected future population trend. Eco- 
nomic science is not well enough de- 
veloped to show whether an increas- 
ing, a decreasing, or a stationary 
population would be most advantage- 
ous for producing the largest pos- 
sible income per inhabitant. In any 
case this country’s economic destiny 
will depend more on success in keep- 
ing our manpower resources em- 
ployed than on the volume of those 
resources. 

In one respect, however, a slower 
rate of population increase has con- 
siderable economic importance. It 
means that more careful planning 
will be needed to keep production 
geared to the market. In the past 
many an over-expanded industry has 
been rescued after a few years by the 
ever-widening market which rapid 
population growth afforded. In the 
future the mistake of overexpansion 
is likely to be more costly. 

Planning capacity in accordance 
with anticipated demand will be most 
important in the case of items such 








Historic Hardware Glamorizes Bank Window 


COLLECTION of historic locks and 

keys owned by Barney Zion, presi- 
dent, The Majestic Lock Co., New York 
City, happily dramatizes the institution 
of savings and a well known New York 
savings institution, The Franklin Society 
for Home Building and Savings. Mr. 


Zion loaned his collection to the bank 
which created this exhibit in its window. 
The 170 individual items, mounted on 
panels, range in size from small cabinet 
keys to one almost a foot long. 


Keys 


from Arabia, China, Japan, and the 
royal households of Europe excited keen 
interest. Addlts viewing the exhibit 
caught glimpses of school-day history 
lessons in the belfry key from St. Mary’s 
Church where Sir Walter Raleigh wor- 
shipped. Imaginations were stimulated 
by leg irons, relics of the Spanish in- 
quisition and the key to the Iron Virgin, 
a hollow figure with internal spikes on 
which the victim was impaled when the 
door was closed upon him. 





Plenty of passers-by stopped to inspect this lock and key collection. 
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as housing and food staples, fy 
which the demand is closely depep 
dent on the number of consumen 
Careful planning of facilities for ce. 
tain public services such as schook 
will also be more important when th 
population becomes stationary or be 
gins to decline. 

At first thought the idea of a & 
creasing population is disturbing be 
cause it suggests the possibility of n. 
tional extinction, but the estimats 
give no cause for such dire specul. 
tions. The estimated decrease afte, 
the peak in 1990 is very slow. A de 
cline of only 1,000,000 is indicated 
between 1990 and 2000. Of course, if 
the trend should continue indefinitey 
the time would come in some futu 
century when the American peop 
would be practically extinct. By 
there is absolutely no reason to sup 
pose that it would continue to such: 
length. On the contrary, it is almos 
certain that the conditions determiy 
ing population growth or decline wi 
change long before that distant tim 
If there is a threat of extinction 
comes from the development of th 
science of destruction, not from pop» 
lation trends. 


Quality Can Be Improved 


The number of people is less ip 
portant than their quality, that i 
their physical and mental abilitie 
productive skills, and political a 
cultural capacities. The quality of t 
American population has improve 
substantially in the past and pro 
pects are favorable for greater @ 
provement in the future, given pr 
er attention to education, pubit 
health, and other social welfare pr 
visions. 

The average American today | 
much better educated than his pat 
ents were. Census figures show thal 
half of the boys and girls leaving 
school just before the war had i 
ished at least the third year of hig 
school. Forty years ago half of the 
went no further than the eighth grad 
Much of this nation’s economic, p% 
litical, and cultural progress in i 
past can be credited to the rising edu: 
cational standard and future Prog; 
ress depends greatly on the conti 
uation of that trend. Education too 
a step backward during the war whe 
young people left school early to jo 
the services or to take war jobs. 

Federal aid to veterans who 

(Continued on page 154) 
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Gift and Allied Lines Represent | 
25 Per Cent of Their Business : 
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aie, travel 50 
niles to buy gifts at the Boomhowe: 
Hardware Co., Mason City, Iowa, be- 
tause they know that this store has 
Ba large stock of such items, reason- 
= today ably priced. They also know that 
an his Pall they can get gifts for almost any oc- 
s show 8B sion at that store. 


‘irls leaving] Mrs M. W. Boomhower, who has 












































yar — ‘ff charge of the gift section, reports that 

fear rr wet gilts here sell from 25 cents to $5 

half ‘ mi pottery, figurines, glassware and 

ighth gral the like, while lamps carried in stock 
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the cont’ “Women who live in small towns 

ication tO and on farms like distinctive gifts as 

le war bes well as those who live in the city,” 
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eee Ae 

80 to buy gift items where they know A light-colored background and ample lighting make this display stand out. 
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Three separate gift tables are located on the front center aisle. Note 
the cloth-covered table on which glassware and dishes are featured. 


they can have a larger selection than 
in their own home towns. We have 
many regular customers who come 
to our store to buy from towns con- 
siderable distances away.” 

Indicative of the change in buying 
habits of small town and farm 
women is the fact that such women 
customers no longer buy much white 
stock in chinaware, says Mrs. Boom- 
hower. The average farm woman 
wants attractive china just like the 
city woman and she has been buying 
it in that part of Iowa during the 
past five years. 

In talking with small town and 
farm women, Mrs. Boomhower says 
she has found them very interested 
in the better grades of chinaware and 
glassware and gifts. She believes this 
indicates an important trend in this 
type of merchandise. She also thinks 
it means that in the future years 
glassware and gift departments that 
are operated properly will continue 
to attract small town and rural cus- 
tomers in constantly larger numbers. 


Always Neat 


The Boomhower gift department is 
decidedly attractive and pains are 
taken to keep it clean at all times. A 
cleaning woman goes over all the 
shelves and fixtures regularly, and 
others of the sales staff help out in 
keeping the stock clean. This feature 
alone ‘helps to bring many customers 
back to the store time and again to 
make purchases. 

Gifts and allied stock at this store 
constitutes about 25 per cent of the 
total volume and so it is given dis- 
play on two walls at the front of the 
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store. One area which has glass shelv- 
ing and plenty of lighting also has 
a light-colored background which 
makes the gift items stand out promi- 
nently and catch the attention of 
women customers. Pottery of various 
sizes is displayed here to give the 
shopper a wide choice in this line. 

The principal display, however, is 
at the opposite wall location. Here 





for a distance of 40 ft. the woma 
shopper can browse down the aisle 
and find many distinctive items to 
please her. She will find pottery, 
glassware, pictures, figurines and odd 
gifts as well as chinaware and oven. 
ware. Very few women can stroll 
down this aisle without becoming in. 
terested in one or two or more 
articles. 


Ample Illumination 


Light-colored backgrounds, glass 
shelving and pienty of lighting are 
used in this area of the store and 
help to make it the show spot of the 
establishment. Aisle traffic is heavy 
along these displays. 

All of the salesmen in this section 
are well qualified to advise women 
shoppers about gifts for various oc- 
casions and this is a service which 
plays an important part in pleasing 
customers. Mrs. Boomhower and ker 
staff regard the gift customer a 
someone who will come back many 
times during the year to buy other 
items if she is well pleased with her 

(Continued on page 160) 








Neat Gift Tables 


IFT business at the Koh] Hardware 

Co., Ripon, Wis., has increased 
during the past few years, due to the 
fact that women like to come to the 
section because it is so neat and has 
such a variety of items in stock. Gift 
stock on center and side aisle tables is 
displayed with clean white paper under- 


Catch the Eye 


neath. This makes the gift items stand 
out very clearly and serves to attract 
customers. Step-up arrangements are 
used on some of the tables. Sidewall 
displays of gift items also are placed 
on white, paper-covered shelves and 
this adds a clean, homelike appearance 
to the area. 





White paper on the table tops make the gifts stand out and attract custome 
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Advertising a Specific Appeal 
To a Broad Audience 


Does it create a favorable reaction? 
Does it sell merchandise for you? 
Does it create immediate desire for a brand? 


Does it make people talk about you, 
your goods and prices? 


If it doesn’t, you’re wasting time and money! 


By O. E. WYLIE 
Hardware Dealer 
The Rankin Hardware, 
Shelby, Mich. 


| aa is a mes- 


sage. Its purpose is to sell mer- 
chandise to a large public, all of 
whom are not in the market for a 
specified item at the same time. 
Therefore, advertising is much more 
of an art and more difficult to ac- 
complish successfully than personal 
selling where there is the immediate 
situation to face and the effort is 
made for immediate results; where 
there is one or, at most, only a- few 
minds to meet at a time and with 
only that many possible reactions. 
The advertising message, however, 
since it must meet many minds, 
must create a favorable reaction 
from all types of people. If, for in- 
stance, it is a message to farmers, 





“Advertising is a message.” 


it must interest not only the farmer 
who is barely making a go of it 


“over on the back road but also the 


master farmer on the big farm on 
the pike. These two types react dif- 
ferently to a situation. It is the ad- 
vertiser’s job to get a favorable re- 
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action from both of them to the 
same message. 


Ox 
G 





“Advertising must usually 
sell an idea before it 
sells a commodity.” 


Advertising must usually sell an 
idea before it can sell a commodity. 
It must aim to create a frame of 
mind on the reader’s part that will 
lead him to act now. He must be 
convinced of his need of the item 
advertised. He must be made to 
want the item and to want it now. 

Advertising is competitive. It is 
not enough to create an immediate 
desire for a certain commodity. That 
only paves the way for a competitor 
to slip in and sell his line. Adver- 
tising, while creating a desire for 
a commodity, must at the same time 
create a desire for a certain brand 
of that commodity. 

If an advertising message sent to 
1000 readers produces 50 sales, it 
would be considered remarkably 
successful advertising, yet that is 
only 5 per cent of the total number 
of prospects involved. Advertising, 
to be effective; therefore, must carry 


a double message. It must appeal 
to those who can be influenced to 
buy at the time and it must also 
carry a message to those 95 per cent 
who will be in the market at some 
later date. 

Since many of those 95 per cent 
may not come into the market as 
possible buyers for a long time, it 
is essential that a lasting impression 
be made on them if any good is to 
come from the advertising. To ac- 
complish these things, advertising 
must carry a punch that will spur 
present prospects into prompt action 
and also make an impression on the 
memory of the 95 per cent so that, 
when they are ready to buy, there 
will be a strong inclination toward 
the adveftiser and his product. 


te ae 








“National advertisers have 
stressed repetition to a 
marked degree.” 


Repetition is the surest way to 
achieve this result. Repetition must 
be the hammer striking again and 

(Continued on page 159) 
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Rearranging Sections 
Increased 
Firm’s Business 
and Reduced Costs 


Duval-Wallace Co. increased display 
possibilities, built customer appeal 
and speeded up as result of changes 








Here is the small tools department. Each partition lid lifts to expose reserve 
stock under it. Elwood Bennett, manager, is at the left with Clarence Peterson. 








‘ie Duval-Wallace Co, 
which owns and operates three large 
retail hardware stores in Montana— 
in Great Falls, Deer Lodge and Ana- 
conda, found that rearrangement of 
departments in the Anaconda branch 
boosted volume and cut selling costs. 
As W. C. Wallace, who manages that 
branch, puts it, “We have found that 
by making a study of department ef- 
ficiency, and rearranging our depart- 
ments so that we gain the maximum 
of display, merchandise handling, 
and customer appeal, we are able to 
not only substantially increase vol- 
ume but just as important—cut sell- 
ing costs.” 


The Rug Rack 


“The job of selling hard surface 
rugs from a display setup has always 
been a sticker,” says Mr. Wallace. 
“We called all employees into a hud- 
dle and decided to build a rack which 
would give the maximum in display 


and, at the same time, afford ease 


of handling.” 

The rack which resulted accommo- 
dates 25 rugs, occupies a floor space 
40 in. out from the wall and is 10 ft. 
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long. The cost of it was $21.50. This 
rack is raised on a platform, 3 in. 
from the floor. It follows a flat 
point, sawtooth pattern. On the plat- 
form, raised 3 in. from the floor, are 
half circle grooved supports set 1 in. 
above the platform floor. On a sup- 
port frame, 4 ft. from the floor, 
which follows the same contour as 
the floor platform, the half circle 
holders cut directly above the floor 
support frames. 

The roll of rug, set in the bottom 
support, fits into the support frame 
half circle and is fastened firmly by 
asmall strap which goes around the 
tug and buckles. 

The room has a 12 ft. ceiling and 
the rug case will easily handle a 9 ft. 
toll. “Rugs can be taken down and 
returned in very little time,” Mr. 
Wallace says. “And a customer can 
g0 to the rack and see every rug 
in the twenty-five lot collection.” 


Sporting Goods Rearranged 


The first change was to move the 
sporting goods department from the 
center of the store to the front, just 
off the main entrance. The next 
step was to put the department under 
aman who carried a top reputation 
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Here's the rearranged sporting goods section. W. C. Wallace is at the right. Leit 
is Bob Fry, department manager, back from four years with the Army in the East. 


in the territory as a sportsman. Two 
oil paintings were ordered, from a 
local artist, showing rainbow trout 
in action. Near Anaconda is some 
of the finest rainbow trout fishing in 
the world. 
The department was geared to give 
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hunters and fishermen a real service 
as well as available merchandise. 
Daily bulletins were made up and 
hung in the windows and in the de- 
partment. These told of stream and 
lake conditions during fishing sea- 
son, and what sections were open for 


’ 


ee 


This rug rack, built by Mr. Wallace, holds 25 rugs and occupies a space 10 ft. 
long and 40 in. deep. The complete set-up cost of the rack was only $21.50. 
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This illustration shows the separate gift department. Note the attractive 
wall display arrangement and rows of mirrors and pictures near the ceiling. 


elk, deer, bear, goat and other game. 


“In other words,” Mr. Wallace 
says, “if the north fork of the Little 
Boulder River was too high, or mud- 
dy, our store was the place to find 
out about it. Frankly I was greatly 
surprised how this sort of service 
brought sports loving people to our 
store and to the department. 

“Volume has increased sixty-five 
per cent as against similar months 
before we made the change. In the 
face of shortages, we consider this 
quite a record.” 


Small Tools Department 


Small tools were brought from a 
wall rack cabinet to new semi-self- 
service display cabinets. Reserve 
stock was kept under the covered top 
in divided bins. Department Man- 
ager Elwood Bennett, who has been 
with the store 19 years, says, “We 
believe our semi-self service arrange- 
ment is the best method for display- 
ing and selling small tools. And, 
while stock in this department is 
very limited, we are finding that the 
time required to make sales from the 
new display is about half that experi- 
enced when we kept our tools in wall 
cabinets.” 


Gift Department 
The same policy of studying the 
problem and then gearing the depart- 
ment to meet that study was followed 
in the gift department. The depart- 
ment is in a separate room, with sales 
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and display occupying 1200 sq. ft. of 
floor space and 600 sq. ft. at the rear 
for stockroom storage. 





GOOD NEWS for the 
HOME BUILDER! 


In this day of hunt. hunt. hunt, for mater- 
ial to finish that new house, you'll find it 
refreshing to visit our store, and see the 
selection of cabinets available for that 
new kicihen. A complete line of sink 
cabinets from 42 inch to 84 inch in length, 
base cabinets from 18 to 42 inch, and a 
choice of lincleum tops, sink styles and 
accessories, to suit the most discriminat- 





ing buyer. 





VERNON 
HARDWARE 


Two section display windows ar 
given over to the department, dis 
plays being changed weekly. Volume 
is running better than $25,000 per 
year, with two employees assigned to 
the department. 

“Just as with the other depart 
ments,” Mr. Wallace says, “we are 
getting a good volume with a lower 
than average selling cost. 


Here's the Key 


“Here, I believe, is the key for the 
next few years’ operation. We are 
going to have to meet strong chain 
store and mail order competition. 
We can expect some increase in vol- 
ume. If we study our merchandising 
problem and read every word in our 
trade magazines, we will be able to 
increase our volume above average 
expectations and at the same time 
we will be able to hold down selling 
cost. 

“Anyway, that’s our program out 
here in Montana.” 
































The Vernon Hardware, Vernon, Michigan, population 600, recently 
published a three column by 7-in. advertisement which called the atten- 
tion of home builders to the fact that the store recently received a — 
shipment of kitchen cabinet units. Eight illustrations were in the ad. 
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DON’T OVERLOOK 
22 AMMUNITION SALES 
IN THE FALL 


BRIDGEPORT, CONN., November 7, 
1946. It’s true . . . Fall brings your big- 
gest season for shotguns, shot shells, big 
game rifles and center fire ammunition. 
It’s also a big season for sales of 22 am- 
munition! 

+ It’s easy to overlook this because you 
often look upon Spring as the time for 22 
rifle shooting 
—because of 
the closed sea- 
sons on game. 
But don’t for- 
get the small 
bore hunters. 
More 22 am- 
munition is ‘ 
used hunting rabbits, squirrels and other 
small game in the Fall than is used for 
target shooting at any other time of the 
year. 


Put Remington 22 caliber ammunition 
on display—if supply permits. Let cus- 
tomers see that you carry the full Rem- 
ington line when available . . . Standard 
velocity, medium power, Remington Hi- 
Speed (solid ball and hollow point), Palma 
Kleanbore and Police Targetmaster. 

Remington Arms Company, Inc., 
Bridgeport 2, Connecticut. 








REALLY, HENRY 
1} THINK THE 22 1S , 
MORE BECOMING/J 








Hi-Speed, Palma, Kleanbore, Targetmaster, Express, 
and Wetproof are Reg. U. S. Pat. Off. by Remington 
Arms Company, Inc. 
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DO YOU 
REMEMBER 
HIM? 


Six months ago he got off the boat 
carrying a barracks bag... an ex- 
G. I. who couldn’t wait to get home. 
Today he’s your big market...a 
great American who'll swim and 
fish during the summerand go hunt- 
ing in the fall! 


Handling a gun is second nature 
to him. He can take one apart and 
put it together again. He can talk 
muzzle velocity and breech pres- 
sure, You’ve got to be alive to keep 
pace with him. In order to get his 
business, you’ve got to be com- 
pletely familiar with the shotguns, 
rifles, shells, cartridges and other 
outdoor equipment you sell. 


To help you tap your share of the 











veterans’ market, Remington pro- 
vides lots of valuable information 
in the Retail Merchandisers’ Club 
Bulletin that makes it easier to cul- 
tivate ex-G. I. customers. If you 
are not on the mailing list to re- 
ceive the Bulletin, let us know, and 
it will be sent to you regularly. 











“TROUBLE-FREE” ACTION 
HELPS SELL REMINGTON 





MODEL 31 PUMP GUN 


BRIDGEPORT, CONN., Nov. 7, 1946. 
The Remington Model 31 shotgun is 
unsurpassed by any other gun of the 
pump action type. With fewer parts 
and no take-down screws, it’s easy to 
take apart and keep clean. Perfect fit- 
ting, heat-treated parts assure smooth, 
trouble-free action. To make it even 
more desirable, the 5-shot Model 31 
shotgun has perfect balance, natural 
pointing qualities and short fore-end 
stroke. You'll find that many hunters 
can shoot it as fast as an autoloader. 


The Model 31 is made in 12, 16 and 
20 gauges with a full selection of barrel 
lengths and borings to meet the require- 
ments of all customers. Orders are being 
filled as rapidly as possible, and it will 
pay your customers to wait until you 





can make delivery. 





How a Shotgun Becomes 
a Big Game “Rifle” 
FOR SHORT RANGE 
SHOOTING 


“as 
Rifled Slug 
for Shotguns 


BRIDGEPORT, CONN., Nov. 7, 1946. 
In thick brush country or in states or 
counties which prohibit use of big game 
rifles, deer, bear, fox and other game 
are a challenge for the hunter whose 
shotgun is loaded with Remington Ex- 
press rifled slugs. The improved bullet- 
type shape, hollow base and external 
rifling make the slug far more accurate 
than the old-style round ball. The heavy 
lead missile (403 grains in 12 gauge) 
has terrific shocking power. 

Powerful Remington Express rifled 
slug loads are available in limited quan- 
tities for 12, 16, 20 and 410 gauge shot- 
guns. They all have non-corrosive Klean- 
bore priming, exclusive Wetproofing 
and the famous green corrugated bodies. 
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At the right is the Bluemke store 
which js located on Highway 23. It 
stops many travelers on the road. 



























At the left is seen the Bluemke family which directs Elme 
the activities of this enterprising store located in join 
the little town of Rosendale, Wis.—Herbert A. Bluemke, H 


president: Mrs. Bluemke and their daughter Emajean. 





i} that 
HE Bluemkes of Rosen- shar 
dale, Wis., are a family of merchan- 
disers. They have to be merchan- 
disers, for their store is in a com- TI 
munity of but 319, and Rosendale 
: oe dale, 
is within easy reach of numerous 
oa ment 
cities and much larger towns. Yet, we 
despite these handicaps, they enjoyed om 
a volume of $215,000 in 1945 and latio 
expect to surpass that fine showing (pes 
this year. Blue 
traf 
Loyalty and Co-operation store 
Loyalty and co-operation of the en 
store’s 11 employees have been big an 
Bob Kastenschmid has ch { the milking machines and related lines as well : ? ? 
as washing machine oupaien. “The firm services 400 milkers a year, service charges factors in the ox tee . — Wau 
ranging from $5 up per two-unit job. About 165 milkers are sold every year. operation—such an important p sout 
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At the left is Pete P. Smith, a new 
man in the organization, who has a 
lot of merchandising ability and en- 
thusiasm for the business. Prior to 








his association with the firm, as 
manager of ‘the hardware depart- 
ment, he had been principal of a 

high school. It's quite a change 
but he is enthusiastic about it. 

















Elmer Smith, at the right, left the store to 
join the Army and was lieutenant-colonel. 
He heads the appliance’ department. 







rei Does a Big Town Business 


A. H. Bluemke & Sons Co. did a $215,000 
volume in 1945 in a town of only 319 


that all are participants in a profit- 


nwa sharing plan. and expect to top it for current year 
chan Store Catches Traffic 
ndale There’s good traffic through Rosen- Neat displays, consistent advertis- 1941. Solution of these crises made 
seus dale, and the hardware and imple- _ ing and outside selling all tie in with the firm stronger and enabled the 
Yet, ment firm of A. H. Bluemke & Sons trained and conscientious employees owners to build an increasing vol- 
oyed benefits by that traffic, as sales figures in building volume at Bluemke’s. ume during the year of the first 
and show. Located between Ripon (popu- From 1935 until 1942, Bluemke’s an- crises, for the Bluemke business. 
wing lation 5,000) and Fond du Lac, nual volume hovered around $100,, -_ Herbert A. Bluemke, one of A. H.’s 
(population 63,000), on Highway 23, 000. From 1942 on the store’s volume sons, decided that if the firm was to 
Bluemke’s must stop some of the consistently exceeded $175,000. The grow it would need to get more sales. 
traffic between those two points. The _ store building and repair facilities | Outside selling was then adopted, 
2 store must also catch traffic headed are among the finest in any hard- Mr. Bluemke developing a sales pro- 
we from or toward other cities and ware and implement establishment in motional program that tapped a 
or lar towns. Oshkosh, population he middle west. aie larger territory with excellent results. 
big ger towns kosh, populatio the mi es B y 
or 40,000, is 16 miles north and The Bluemke business was estab- In 1936 the company sold 50 trac- 
part Waupun, population 7,000 is 14 miles - lished in 1903 and faced major tors, and an even larger number was 
south. crises in its development in 1935 and _—merchandised in 1937. Word began 
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Looking cver part of the houseware section is Miss Elsie Wustrack. manager of 
the glassware section. Her displays attract both town and country customers. 


to spread among farmers in the en- 
tire area that Bluemke’s handled a 
good tractor and conducted an ex- 
cellent repair and service organiza- 
tion as well. Intensive selling was 
also practiced in the hardware and 
appliance sections with the result 
that the $100,000 annual sales figure 
was quickly reached. Because the 
firm covers such a large territory, 
Mr. Bluemke uses large sized adver- 
tisements in newspapers in New Ber- 
lin, Fond du Lac, Ripon and other 
surrounding town and cities. These 
ads are timed right, to cash in on 
seasonal trends and buying habits. 
The company’s second big crisis 
was a disastrous fire which occurred 





Major items for farm. farm home and town are in this brightly lighted section. 
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Although there is a 
lot of merchandise 
displayed here with 
no waste space, this 
section has sufficient 
aisle space in which 
both the customers 
and salesmen may 
circulate without any 
difficulty. 





in 1941, at which time the entire re- 
tail structure was destroyed. The 
question naturally was, “Would 
Bluemke’s rebuild in Rosendale, 2 
small town, when farm trade ap- 
peared to be gravitating toward 
larger cities?” Mr. and Mrs. 
Bluemke decided to erect a large 
and modern retail store, at a cost 
of about $40,000, which they then 
thought would take care of an ex- 
panding business for five to 10 years. 


Fine Display Facilities 


Bluemke’s present store, housed 
on the site of the old establishment, 
has excellent window and interior 
display facilities. Fluorescent light- 
ing with this “visual” type front, en- 
ables people driving through Rosen- 





dale even at night or on dusky days 
to look right into the store. About 
three-fourths of the first floor of the 
store is devoted to hardware and ap- 
pliances. Implement parts and ser- 
vice occupy the remaining quarter 
of this floor. 

The large, well-lighted basement 
contains a fine showroom for imple- 
ments of various sorts. This depart- 
ment is kept spic and span and is 
well lighted at all times, helping to 
inerease sales on these items. 

Adjacent to the basement show- 
room area is an excellent farm ma- 
chinery repair department. The base- 
ment also has a special washing 
machine and refrigerator repair de- 
partment. In a business as large 4s 
this, Mr. Bluemke finds that good 
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FI R ST on the Christmas 


Gift Parade. °° 








NOTE: Surveys show that G-E Electric Clocks are 


the clocks most people want. Now, clocks are again 
7 tops on Christmas gift lists! See your jobber now 
, 7 regarding these new G-E Clocks: 








THE PRISTINE—Perfect for the small mantel. In polished brown THE CANDLELIGHT—This new occasional clock adds distinc- 
mahogany finish with white dial, black numerals. Hasself-starting tion to any home. Available in: (1) jewel-like black glass, 
mechanism similar to other dependable G-E Clocks. A beautiful, _ polished to a shimmering elegance. (2) in smooth, brown East 
inexpensive number. : Indian Lambskin, or brown Pigskin, with white stitching. 


THE MORNING GLORY—Its flawlessly cast THE GAY HOUR—Featuring the new G-E 


metal case has a satin-like, butler silver Select-A-Larm. Enables users to adjust 
finish. Its fluted brass feet are gold-colored. volume control from a purr to a shout—or 
Ideal for the bedroom, or as an occasional anything in-between. Handsome mahog- 
clock. any-finished wooden case. 








THE “SELECT-O-SWITCH"— Electric clock’ 
and timer controls the radio and other 
household electrical appliances. It turns 
on radio or other appliances for any length 
of time, then turns them off. 


Appliance and Merchandise Department, General Electric Company, Bridgeport 2, Conn. 


General Electic, Clocks 


The Christmas Clock Mest People Want 


GENERAL @ ELECTRIC 
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repair departments are very essential 
in taking care of service as quickly 
as possible. He attributes much of 
the success of his business to the 
efficiency of such departments and 
their personnel. 

The store also has a large drive-in 
from first floor yard level, at the 
rear of the store, into the basement 
area. This means tractors and trucks 
can be driven right into the base- 
ment area for repair, service, stor- 
age or display or unloading. This 
feature alone has saved hours of un- 
loading time with much saving in 
overhead over the years, reports Mr. 
Bluemke. 

Directly behind the store build- 
ing is another large building which 
is used for farm machinery display, 
assembly and some service. In addi- 


tion there are a couple of other 
storage sheds for equipment on an- 
other location. 

Delivery and service vehicle equip- 
ment include three pickup trucks and 
two one-ton trailers with winches. 
Equipment of this kind has proved 
to be important in sales and service 
of hardware and farm equipment in 
this rural area. 

In talking to Mr. Bluemke one 
realizes that he is always apprecia- 
tive of the efforts of his employees 
and the fact that they have the in- 
terests of the company at heart. His 
attitude shows a deep understanding 
of employer-employee relationships. 

Herbert A. Bluemke, who is presi- 
dent of the Wisconsin Implement 
Dealers’ Association, is president of 
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The paint department is compact and is arranged to provide easy service for the 
firm's patrons. Note the numerous color charts displayed upon shelf divider 


Part of the dairy sup- 
plies section is in 
the foreground. This 
department is a traf- 
fic builder as it fea- 
tures merchandise, 
such as filter discs 
which are consump- 
tion lines and are in 
constant demand. 


the company, Mrs. Bluemke is secre 
tary and treasurer of the concem. 
Young Emajean Bluemke is a vice 
president. The young lady hears 
much talk about merchandising in 
the store. As a result she announced 
about nine o’clock one evening that 
she would not leave the store until 
she too had made a sale. Mr. and 
Mrs. Bluemke kept the store open s 
little longer to please her. Soon: 
farmer and his wife and two smal 
sons walked in. Emajean made the 
acquainance of the two young lads 
and sold one of them a cowboy 
pistol set for 98 cents. She then 
proudly announced to her parents, 
“I’m ready to go home now.” 


Harness and many other farm essentials are displayed for inspection here 
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Among the world’s most widely 
traveled products are the hardware, small 
tool and machine parts that make up the 
day by day over the counter, warehouse and 
tool crib components of our major manu- 
facturing and construction trades. It’s a half 
billion dollar business, moving relatively 
heavy items requiring shipping containers 
that must stand the rigors of travel and still 
be attractive for display. The .War brought 
new metals, automatic machinery and mass 
production, and reconversion is bringing 


Courtesy of United Air Lines « 


PRODUCT TRAVEL CONSCIOUS? 


new merchandising problems. The trend is 
toward better distribution, safer travel, 
thanks to set-up boxes. 

Only set-up boxes can give you the 
versatility that gives added strength and 
greater sales appeal. 

Write directly to national headquarters 
for your copy of the survey, No. 89, ‘‘Hard- 
ware, Small Tools and Machine Parts’, 
published and copyrighted by the Postwar 
Planning Committee of the National Paper 
Box Manufacturers Association. 


NATIONAL PAPER BOX MANUFACTURERS 





AND COOPERATING SUPPLIERS 


Liberty Trust Building * 


Philadelphia 7, Penn. 





FOR INFORMATION OR SERVICE ® CONSULT YOUR NEAREST SET-UP BOX MANUFACTURER 
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Prominently displayed on your 
counters or shelves, the attractive HOL- 
TITE package will ring up steady repeat 
sales. Rugged, precision-made HOLTITE 
fastenings in sturdy, colorful packages with 
shelf-legible labels that contain complete 
at-a-glance information of contents . . . 
color-coded for quick identification and 
time-saving inventory taking. Your distri- 
butor stocks this quality line of engineered 
fastenings—a dependable source for over 
42 years. 


HOLTITE- Phillips 


5 & 






New Bedford 
e Mass..USA 














How Many of Us? 
Prediction for 2000 A.D. 


(Continued from page 140) 


-" 
to return to school is helping to 
make up that loss, but veterans are 
not the only members of the genera. 
tion whose education was cut short, 
How much of that generation’s log 
will be permanent, and how much 
education the oncoming generations 
will receive, depend on budgets for 
schools, teachers’ salaries, public 
scholarships, and other aids to educa. 
tion, and on the development of child 
labor and school attendance laws. 


Quality Improving 


Physically, too, the quality of 
the population is improving. Bet- 
ter public health facilities and ad- 
vancing medical science are cutting 
down the incidence of sickness and 
disability. There is evidence that 
better diet and scientific child care 
are adding to the stature of the 
younger generations. Rising average 
income brings the benefits of modern 
medicine within reach of a greater 
number of the people. 

But there is still plenty of room 
for progress. Millions of families still 
cannot afford the minimum medical 
attention which they need to insur 
health and ability to work. Whole 
areas of the United States lack 
enough physicians, enough hospitals, 
and adequate public health services 
for minimum protection against the 
ravages of disease. Correction of 
these deficiencies would pay great 
dividends in health and earning 
power for the American people. 

Improvements in population qual 
ity do not come automatically 
through the process of»reproduction 
and survival of the fittest. On the 
contrary, the population is repro 
duced chiefly by the people who are 
least able to give their children ad- 
vantages of health, superior educe 
tion, and a high cultural heritage. 
Census figures show that families in 
the lowest income brackets, those 
with least education, and those 
areas which are economically and 
culturally retarded, have much high- 
er birth rates than the ones who are 
more fortunately situated. America’s 
economic, political and cultural gains 
in the past have been achieved @ 
spite of this constant brake on prog 
ress. The advancement of our ci¥- 
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jlization in the future aepends on a| 


continuing effort to bring the advan- 
tages of education and health to all 
of the American people. 


More Older People 


The increasing proportion of old 
people is sometimes mentioned 
as a possible hindrance to future 
prosperity. It is thought that this 
will mean a mounting burden of old- 
age dependency which will weigh 
heavily in Social Security taxes and 
thus impede capital formation and in- 
dustrial progress. The estimates indi- 
cate that by the year 2000 over 13 
per cent of the United States popu- 
lation will consist of persons over 
65—almost double the present 7 per 
cent. But as the proportion of the 
aged increases, the relative number| 
of dependent children will decline. 
Children under 15 will make up only| 
19 per cent of the population in the| 
year 2000, according to the future 
estimates—that is, substantially less 
than the present 25 per cent. Thus 
the ratio of the two dependent age| 
groups, under 15 and over 65 com- 
bined, to the “productive” groups,| 
between 15 and 65, probably will 
not change very much during the 
next half century. 

The principal change will be in 
the character of the dependency prob-| 
lem rather than its size. The shift 
from young-age to old-age depend- 
ency calls for careful planning of 
ways and means to discharge the 
altered responsibility efficiently, eco- 
nomically, and equitably. | 
The proportion of people between| 
the ages of 45 and 65 will ial 
according to the estimates, from 
about 21 per cent at present to 27| 
per cent in the year 2000. This! 
change is significant in connection| 
with the problem of employment.| 
Workers over 45 suffer a special] 
handicap in the competition for em-| 
ployment when jobs are scarce. In 
the long run there seems to be a 
tendency to squeeze them out of the 
labor market, a tendency resulting 
partly from technological changes 
that put an increasing premium on 
the worker’s youth and adaptability 
and lessen the advantage of long ex- 
perience and skill. Programs of re- 
training for older workers, special 
job placement services, and possibly 
publicity campaigns aimed at fuller 
Utilization of this segment of the! 
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that’s why 


BRIGGS & STRATTON 


Engines are “Tops” in Demand 


There are over 2'2 million reasons for today’s unprece- 
dented demands for Briggs & Stratton powered equipment. 
They are the more than 2% million Briggs & Stratton 
engines built during the past 26 years. These engines 
have established an unbeatable record for instant 
starting, long life, dependable operation, and maximum 
performance with a minimum of servicing. No wonder 
these stout-hearted, precision-built engines rate “tops” 
as the power choice of equipment users, dealers and manu- 
facturers everywhere! And here’s good news! Deliveries 
are improving with our stepped-up production. It will 
pay you to wait until you can have equipment 
that’s powered RIGHT — by Briggs & Stratton 
air-cooled engines —the world’s finest. 


BRIGGS & STRATTON CORPORATION 
MILWAUKEE 1, WISCONSIN, U. S. A. 


e-Covled [ur 
BRIGGS&STRATTON |" 
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SYVERY Pecora Product is designed 
to do a certain job better than it 


has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace with 
mechanical improvement. Stock and sell 
Pecora and you will make and keep 
satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


Paint Company Ine. 
Established 1862 by Smith Bower 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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labor supply, are likely to become 
more important weapons in the fight 
against unemployment. 

It is interesting to note that the 
ratio of the sexes will shift very 
slightly in favor of women, though 
the expected change is too small to 
have any practical significance. At 
present the ratio is almost exactly 
even, with very slightly more than 
1,000 females per 1,000 males. For 
1975 the estimates indicate 1,018 fe- 
males per 1,000 males. By the year 
2000 the ratio is expected to return 


| to almost exact equality, with 1,005 


females per 1,000 males in the US, 

Nothing in the picture of «& 
pected trends, either in the sig 
or in the composition of the populs. 
tion is alarming. If Government and 
business deal intelligently with the 
problems of slackening population 
growth, of differential reproduction 
in relation to the people’s health and 
educational level, and of changing 
age composition, these trends will not 
interfere with the nation’s futur 
progress. Population trends give 
cause for forethought, but not for 
pessimism. 





Announce Winners of Essay Contest 
On Taxing of Co-operatives 


= winners of the $1,150 
essay contest conducted by the 
National Tax Equality Association, Chi- 
cago, Ill, were announced recently. The 
contest, which was nation-wide in extent, 
had for its theme: “The Tax Privilege 
of Public Corporations and Co-opera- 
tives and Its Impact on Private Enter- 
prize.” The association has long in- 
sisted that co-operative corporations 
should be required to pay Federal in- 
come taxes. 

First prize in the contest—$750 cash 

was awarded to Lila Fundaburk of 
Luverne, Ala. Miss Fundaburk is a 
student at Northwestern University, 
Evanston, Ill. A graduate of the Ala- 
bama College for Women, Montevallo, 
Ala., she presented her winning check 
to that institution as a gift. Second 
prize of $300 went to Kenneth P. Sanow, 
a student at the University of Chicago. 


rm 
Ww wu 


Lila Fundaburk, the 
winner of the con- 
test. receives the 
first prize from Ben 
C. McCabe, presi- 
dent National Tax 
Equality Associa- 
tion. At the right 
is John M. Doar of 
Princeton University, 
third place winner. 





Third place and $100 was won by Joh 
M. Doar, a student at Princeton Uni- 
versity. 

The winning essays all agreed that 
public corporations and co-operatives 
should forfeit their tax privileges. Miss 
Fundaburk’s winning essay concluded 
as follows: 

“The tax privilege accorded co-opers 
tives, in particular producer co-opers 
tives, though not as uniform and 
widespread as in the case of publicly 
owned utilities is, nevertheless, substan 
tial enough to reduce the effectiveness 
of competition, to diminish Federal] rev 
enue by reducing the Federal tax hav 
to increase the burden on productive 
taxpaying enterprise and to create ur 
favorable comparisons of operating eff 
ciency with privately owned taxpaying 
enterprises.” 
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Doubles Paint Volume 
In Three Years 


(Continued from page 137) 


js one reason. Then, too, people who 
come to the office on other business 
sand there and look around while 
waiting to be served. Naturally, 
most of these people spot the paint 
section.” 

Mr. Allen says that his firm is 
sold on quality paint. He and his 
sales staff have studied all angles of 
paint merchandising and use this 
knowledge in selling it. Customers 
are told of the long lasting qualities 
of the paint which the store handles. 
The labor of any job is the highest 
it is pointed out, while the cost of 
the paint, including quality paint, is 
the lowest. Therefore, it pays to 
use a quality article so that the re- 
paint job does not need to be done 


so soon. When the homeowner gets 


additional wear out of a quality paint | 


job, he is saving money on his paint 
in the long run. 


Glad to Discuss Problems 


Mr. Allen and his staff are always 
glad to discuss painting problems 
with customers and prospects. A 














large percentage of these customers | 
are farmers who do most of their | 


own painting. They like to ask many 
questions about 


home decoration | 


problems and building-painting prob- | 


lems, just to make sure that they 
get all available information before 
proceeding with the job. 

“We work on the theory that once 
&man or woman does a satisfactory 
paint job through the help of the 
dealer and the use of quality paint,” 
says Mr. Allen, “that they will come 
back again when they have other jobs 
to handle. We have many repeat 
Customers and we are always ready 
fo do anything we can to assist 
them.” 


Mr. Allen is a consistent user of 


Newspaper space for his hardware | 


and paint sections. 
pays to reach prospects and custom- 
es alike with regular paint advertis- 
ig, to remind them that one can 

and use paint the year ‘round. 


He finds that it | 


He credits much of the growth of | 
his paint business to the fact that | 


employees are trained in selling 
it He asks his six employees to 
‘ome to a sales training course one 
tight a week for one hour-and-a- 
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SELL THE 


NATIONALLY ADVERTISED 












MAG GNAGRI P 


Leading stores nationwide are 
re-ordering increasing quanti- 
ties of this amazing nationally 
advertised item—the only mag- 
netic knife and tool rack on the 
market today. Here’s the only 
rack that securely holds knives, 
scissors, cooking forks, screw 
drivers, wrenches and other odd 
shaped tools, heavy or light. 


Sales Representatives: JOHN H. GRAHAM & CO., INC., 105 Duane St., 


Magnagrip gives you a multiple 
sale and a multiple profit. 
Heavily plated and white enam- 
eled, it’s easy to keep clean; 
adds to the beauty of any smart 
kitchen; can’t get out of order. 
Packed % dozen in colorful 
display container as illustrated, 
individually boxed. Length 9 
inches. Retail $2.95 each. 


N.Y. 8, N. Y. 


Manufactured Only By: R. E. PHELON COMPANY, 199 Union Street, Springfield, Mass. 
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Wherever a pitcher spout pump is 
used, the Simer Paddle Pump will 
do it better. It irrigates gardens, 
pumps lubricating oil, fills stock 
tanks and silos, empties basements, 
fights fires, pumps shallow wells 
and cisterns—does any job where 
lift does not exceed 20 ft. Features: 
Elastic impeller usually outlasts 
bronze pump case... pump resists 
wear in sandy water. . 
self-priming . . . runs either direc- 
tion... no packing or stuffing box. 
%%" and 1” sizes, 1750 RPM. Re- 
tails as low as $20 for pump, coup- 
ling and base (without motor). 


- instant 


Write for literature. 


JEROME SIMER COMPANY 


422 Stinson Boulevard 
Minneapolis 13, Minn. 


PADDLE PUMP 





re 


OPERATES with GASOLINE 
or ELECTRIC MOTOR 








half. They receive regular wages’ to 
attend these evening sessions. At 
these meetings, he explains all the 


ALLE MA LLLLWMM stcck 1h asks for the cogecctions 0 


employees. Together they work out 
| the best selling procedures for each 
| type of merchandise. 
“Many customers kept coming into 
the store and asking for me,” says 
Mr. Allen. “That gave me the idea 


that it was my fault if the custom. 
ers didn’t ask for the employees, 
That showed me the need for a sales 
training course so that I teach them 
everything I know about the busi- 
ness. When that goal is reached our 
sales will go higher still.” 

Mr. Allen intends to enlarge his 
hardware store in the near future 
and this will also give him more 
space for paint and other items. 





placed damaged braces on a good 
ski, ete. Utilizing broken items to 
repair others has saved the Byde 
store many dollars in repair costs. 


Rental Rates 


Skis are rented at a flat $2 per day 
payable on return to the store, poles 
at 50 cents, and toboggans at the 
somewhat unusual rate of 25 cents 
per foot per day, for 4, 6 or 8-ft. 
models. “We use this system because 
several men always split the cost, 
and each is thus merely paying for 
his space on the toboggan,” Mr. 
Gibbs says. “It fits in nicely with 
their excursion budgets.” There is 
a high rate of mortality on tobog- 
gans, which are likewise rented with 
a ten-dollar deposit and often ‘canni- 


| balized.’ ” 


The store doesn’t rent ski shoes in- 
asmuch as these have been almost un- 
obtainable, and sells other accessories 
outright — such as wax, laces and 


| gloves. Before any customer leaves 
| the shop, he is asked whether he has 
| a ski rack on his automobile. If not, 


the store personnel demonstrates the 
best way to tie skis or sleds on cars 
in order to prevent breakage. This 
is highly unsatisfactory to most 


| sports enthusiasts, so much so that 


their first purchase after being “sold” 
on skiing usually is an automobile 
ski rack. 


Minimum Checkups 


Operating on the theory that most 
people are honest, Byde’s does not 
make a checkup on any but total 
strangers in renting out equipment. 
If the customer isn’t known at all, the 
store merely asks for an identifica- 





Winter Sports Equipment Rental Service 
Helps Build Sporting Goods Volume 


(Continued from page 130) 


tion, or sees that he is listed in the 
city telephone directory. There have 
been very few instances of outright 
theft in the 12 years of rental service 
conducted by the store. 

The Byde company uses a weekly 
newspaper ad in season concentrated 
on rental items, plus a daily radio 
spot announcement which suggests 
ski trips or skating trips with Byde 
equipment. In addition, signs in the 
window list prices, and the store co- 
operates with the USO to furnish 
servicemen on weekends. Although 
rental equipment necessarily is of 
lower quality than sports items ‘for 
sale, the store is careful to give every 
amateur the best possible wax job on 
skis or sleds and to assure that he 
will enjoy the outing. “That’s one 
thing which goes a long way toward 
making buyers out of renters,” Mr. 
Gibbs says. “That is making sure 
that the equipment will give the best 
possible service at all times.” 


Creates Steady Customers 


Net results of renting equipment 
are scores of new permanent custom- 
ers each season, whose purchases for 
skis, clothing, poles, shoes and other 
accessories easily total $85 to $110 
for a fashionable and adequate ski 
outfit. Byde’s has many young 
couples on its books who began ski- 
ing together and after several trips 
with rental equipment bought com- 
plete outfits for both husband and 
wife. “There is almost no limit to 
the number of enthusiasts who can 
be created through rental merchav- 
dising,” Mr. Gibbs says. “If proper: 
ly handled, this is the easiest method 
of determining the winter sports mat- 
ket and making the most of it.” 
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Advertising a 
Specific Appeal to 
A Broad Audience 


(Continued from page 143) 


again until the desired impression 
js made on the memory of the reader. 

National advertisers have stressed 
repetition to a marked degree. Think 
how many times you were asked a 
few years ago whether you had used 
this or that soap; how ‘many times 
you have been told about walking 
a mile for a cigarette; how many 
times your wife has been admonished 


to keep that school-girl complexion. 





“A personal interview 
would, of course, head 
the list.” 


Though continual repetition can 
best be achieved by frequently ad- 
vertising an item of year ‘round ap- 
peal throughout the year, it can be 
as successfully used in only a single 
advertisement by referring to your 
advertised item by its name as many 
times as possible and as convincing- 
ly as possible. Thus, if you are ad- 
advertising a Jones riding cultivator 
it is the Jones cultivator that will 
vertising a Jones riding cultivator 
that will conserve moisture. It is the 
Jones cultivator that will increase 
yield. It is the Jones cultivator that 
will save its cost each year. It is 
the Jones cultivator that is durable. 
It is the Jones cultivator that is easy 
to operate. 

Sell your prospects on the merits 
of a riding cultivator, but at the 
same time sell him on the Jones 
cultivator by burning it into his 
memory so deeply that when he 
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thinks cultivators he will think Jones 
and think of you. If advertising can 
accomplish this, sales resistance will 
be low when your reader really be- 
comes a prospect. 

The medium by which your mes- 
sage is to be sent, not necessarily 
the number of times your advertise- 
ment is printed, is of vital impor- 
tance. And it is the number of times 
it is read that counts. Therefore, 
your advertising must go to your 
trade in a medium and phrased in 
language that will cause it to be read 
or else your money will be wasted. 

In determining a medium for con- 
veying your message, remember that 
you would like to have the undivided 
attention of your prospect while you 
tell your story. If you went to him 
in person you would not want two 
or three neighbors standing around 
discussing local gossip, another show- 
ing him a funny picture and two or 
three other salesmen talking up their 
wares at the same time. 

Whatever means will enable you to 
get undivided attention for even a 
brief interval is your surest ap- 
proach to your prospect’s mind. A 
personal interview would, of course, 
head the list but one cannot inter- 
view a few thousand people very 
frequently nor at small expense. 

A personal letter probably comes 
next. It has the advantages of going 
straight to the desired reader. It has 
his undivided attention while he 
reads it and the cost is very small. 
If so phrased that your prospect will 


read and remember, direct mail can 
bring you a lot of effective publicity 
at a very small cost. 





“A personal letter 
comes next.” 


The amount to be spent for adver- 
tising has been discussed by numer- 
ous experts in its relation to total 
sales. A different viewpoint on this 
subject is to think of the amount to 
be spent in its relation to margin. 
$10,000 of sales at a too close mar- 
gin cannot stand as much advertis- 
ing as $5,000 of sales at a sufficient 
margin. 

But when all is said and done— 
when a barrage of convincing sales 
letters has been sent out—when 
newspaper ads have been run in all 
the papers—-when space has been 
taken in school, church, lodge and 
club programs—when calendars are 
in every home and novelty caps on 
all the kids, there remains your one 
best bet—your customer. They will 
talk about you and your goods and 
prices. That is good advertising. 
It’s free. It’s effective. If it is favor- 
able, it does a lot of good. If it is not, 
it is just too bad. 


Gift and Allied Lines Represent 
25 Per Cent of Their Business 
(Continued from page 142) 


first purchase. Every possible attempt 
is made to create a good impression, 
satisfy the customer and suggest fur- 
ther service. 

At the front center aisle of the 
store are three separate displays of 
gift and allied items. One of these 
is a small table covered with a fine 
tablecloth and on which a few glasses 
and dishes are set. This creates a 
“homey” atmosphere and quickly se- 
cures the interest of numerous people. 

The store also has two excellent 
display windows. Gifts and allied 
items get frequent showings there 
and help attract the heavy sidewalk 
circulation. Lights in the windows 





are kept on late at night and this 
brings the gifts displays to the at- 
tention of many women. 

Newspaper advertising also is used 
frequently to advertise gifts and other 
allied items. Mason City has an ex- 
cellent daily newspaper with a large 
rural circulation. This fact helps to 
draw trade to Mason City, a fact 
which benefits all business men there. 
The Boomhower store also cooperates 
with 70 other merchants in a coop: 
erative radio advertising program 
boosting local merchants. It is a pro- 
gram which is producing excellent 
results. 
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Narrower Profit 
Margins 


ASTER rises in costs than in prices 
have resulted in narrowing profit mar- 
gins for virtually all firme surveyed on 
the cost-price question by the National 
industrial Conference Board, 247 Park 
Ave., New York City. On the favorable 
side is the current high volume of pro- 
duction and sales, but fears are ex- 
pressed that adjustments in the present 
high “break-even” points could not be 
speedily made should volume recede. | 

Some companies reported that only a | ie 
moderate drop in sales would put them | @% 
“in the red.” | y 

Financial results of operations for the | 
frst half of 1946 were “decidedly un- 
even.” More than half of the companies || 
surveyed realized greater profits after |} 
taxes in the first six months of 1946 
than in the corresponding 1945 period. 
However, the declines in income report- | 
ed by the remainder of the corporations | 
were of sufficient size so that aggregate 
net income after taxes for all concerns 
declined. 

Earnings in 1946 topping previous 
peacetime peaks (for the six-months’ | 
period) were reported by a considerably | 
maller, though still substantial num- | 
ber of companies. 


The most frequently reported reason WILL not CHIP “a > ae ; 


for profit increases (over the first six | 


months of 1945) was the reduced tax and PRACTICALLY 


burden. A gain in the volume of pro- 


duttion and sales was reported as the NON- BREAKABLE aS 


second most important cause. Higher 
prices, which in some cases resulted in ° go 


ventory profits, were a third reason. | EASY TO INSTALL 


though considerably less important. 
Other factors which contributed to * 


he rise in income included greater Se 
mchanization and increased plant ef- DISTINCTIVELY BEAUTIFUL 


kiency; elimination of unprofitable 
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This Firm Repairs 250 Stoves a Year 







Nehring employees on 
the job servicing and 


repairing cooking and 
heating equipment. 


| ae are big business 
for the Nehring Hardware Co., in 
Markesan, Wis., a town of 912, and 
in more ways than one. The store 
repairs 250 or more stoves of all 
types in the course of a year. With 
such a volume of repair business, 
store traffic is swelled with resulting 
additional sales of related and un- 
related lines. The stove repair busi- 
ness has enabled the firm to widen 
its contacts with town and farm peo- 
ple, which will greatly aid in the sale 
of stoves and other appliances, ac- 
cording to Earl C. Nehring, owner of 
the store. 


When Nehring’s repairs stoves— 
especially coal and wood units—a 
thorough job is done, including re- 
finishing wherever it is necessary. 
The customers receive their repaired 
stoves almost as good as new in both 
performance and appearance. Often 
people owning such stoves own more 
than one of them, with the result that 
a satisfactory job on one unit leads 
to a service sale on others of the same 
owner. 


“Not only is the stove business 
profitable in itself, from a repair 
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standpoint,” says Mr. Nehring, “but 
it acts as a lever for other sales, es- 
pecially to farmers. We have a large 
stove parts business as well as our 
repair business. Our men are trained 
to do a thorough job on all types of 
stoves and this service pays very 
well,” 

Numerous oil stoves in the area 
are serviced by Nehring’s, such units 
needing cleaning and adjusting from 
time to time. People having this 








PRoTEct YOUR HOME FROM 
TUBERCULOSIS 














Nehring Hardware Co. finds it builds 
traffic, helps sell new units and is 
an aid in contacting for other sales 


type of service performed once, will 
frequently contract to have it done 
once a year. 

In addition to stove repairs and 
sales, the Nehring Hardware Co. also 
sells bottled gas. The store has 300 
town and farm accounts in its area, 
with prospects of more being added 
as additional new units become avail- 
able for sales and installation. 

“We regard our bottled gas serv- 
ice as a fine profit-maker and a good 
sales builder,” says Mr. Nehring. “It 
enables us to serve many homeown- 
ers regularly, to help them and to 
learn what their appliance needs will 
be in the immediate future. Already 
this has resulted in numerous appli- 
ance sales for us.” 

With the installation of bottled 
gas, the modern farmer is able to 
have good refrigeration, water heat- 
ing and cooking, all at reasonable 
cost. Mr. Nehring points out that 
once a home installs and uses bot- 
tled gas that the sale of additional 
appliances follow in the near future. 

The Nehring store is so located 
that loading and unloading from a 
wide alley entrance can be made di- 
rectly into the basement level with- 
out much lifting. 
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VULCAN 


Electric Glue Pots 


maintain glue temperature 
at the heat recommended 
for best results (145° to 


WATER JACKET TYPE 


Thermostat control 
110-120, 220-230 volts 
AC or DC 
Complete with 6 ft. of Under- 
writers listed cord. 
ONE PINT TO SIX QUARTS! 


DRY TYPE 


Thermostat control 
110-125, 220-240 volts 
AC or DC 
Complete with bails, wiping bor 
and cover and six ft. of approved 
heater cord. 
ONE QUART TO FOUR QUARTS! 


VULCAN 


ELECTRIC COMPANY 
DANVERS 3, MASS. 


Mahers deo of VULCAN Electric Sold- 

ering Tools for productive use, Eleo 

trie Clue Pots, Solder Pots and other 
Electrie Heating Devices 
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Missouri Fair Trade Bill Wrecked 


HE Missouri Senate on June 18th 

pulled the props out from under 
the long proposed State Fair Trade 
bill. It had passed the lower House 
13 months earlier by a two-thirds 
majority. 

Branded by opponents as an effort 
to shackle the State with a “little 
OPA,” the bill was wrecked by 
amendments which would have made 
it worthless had it become law. 

Although regarded as dead by 
Senator John Noble of Kennett, its 
pilot, he left the bill on the calendar 
so it could be recalled for recon- 
sideration. However, the Senate has 
recessed for the summer and there 
can be no action until fall. 

Noble was blocked time and again 


| in having his bill brought up for 


action. He stated the bill would 
abolish unfair trade practices and 
would prevent chain grocery stores 
and cut-rate drug stores from selling 
nationally advertiseed brands below 
cost to attract customers to buy 
other goods at exorbitant prices. 
Such practices are familiar in the 
programs of retail monopolists for 
disabling their smaller competitors. 

The opposition was headed by 
Senator E. W. Allison of Rolla, Dem- 
ocratic minority leader, who struck 
out at the “international octopus” of 
manufacturers which, he charged, 
were behind the bill. He corralled 
enough votes to pass an amendment 
which exempted most of the neces- 


sities of life. Mr. Allison apparently 
has not been told how monopolists 
of distribution extort both from 
manufacturers and the public. 

Allison said “The OPA fixes a 
ceiling price, and the ‘little OPA’ 
would fix a floor price, and the con- 
sumer would be caught in between.” 
Branding the bill a price fixers’ bill, 
he boasted the amendment had ex. 
empted everything except predatory 
animals, 

The amendment was put over by 
a fairly common legislative practice. 
Several senators, who did not like 
the bill, had pledged themselves to 
vote for the bill at the request of 
local groups of merchants. However, 
this did not preclude them from vot. 
ing for amendments which would 
make the bill ineffective. The amend. 
ment passed by a 19 to 10 vote. 

While most of the retail groups in 
the State supported the bill, pro- 
ponents still were unable to receive 
complete support from the Missouri 
Retail Association due to the domina- 
tion of Famous-Barr and other large 
department stores who were not in 
favor of such legislation. 

Supporters hope to revive the bill 
in the fall when it is expected some 
new faces, perhaps more sympathetic 
to public interests, will appear in the 
State legislature. 

—From the Fair Trader 
Published by American 
Fair Trade Council, Inc. 


Committee for Economic Development 
Outlines Its Research Program 


CHIEVING and maintaining high 
employment and increasing pro- 
ductivity in the United States is the 
ultimate goal of the research program 
of the Committee for Economic Devel- 
opment, Research Director T. O. Yntema 
said in New York City on Oct. 25, at 
a meeting of the business press. 

Mr. Yntema outlined the future re- 
search studies planned by the CED, 
dealing with such subjects as the fol- 
lowing: ways of encouraging the devel- 
opment of small business; fiscal and 
monetary policy to combat inflation and 
deflation; methods of stabilizing the 
construction industry; ways of bringing 
about a steady flow of investment in 
business and industry; actions business- 
men can take in the management of 





their business affairs to help keep em- 
ployment high and productivity increas- 
ing; federal tax policies to encourage 
production and employment; practices 
and policies in labor-management rela- 
tionships to foster increasing productivi- 
ty and industrial peace, and proper 
wage-price relationships to raise living 
standards and stimulate production and 
employment. 

In all, Mr. Yntema said, some 15 
individual research studies and reports 
by economists are planned. Eventually. 
a summary report will be issued bring- 
ing the findings of all the studies to bear 
on the central problem of high employ- 
ment and increasing productivity. 

Making use of the findings of the 
economists, the businessmen of the Re- 
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search and Policy Committee will devel- 
op and issue statements making specific 1A 4 VELAND 
recommendations for public and busi- 
parently ness policies designed to promote eco- 
opolists nomic stability and higher living stand- 
1 from ards for an increasing number of peo- (HAIN 
q ple. 
fixes a Concerning the labor-management 
» OPA’ relations study recently approved by the WELDED AND WELDLESS 
oye CED Trustees, Mr. Yntema stated that 
nese.” its aim is “to find a pattern of policies FOR EVERY PURPOSE 
agp for management, labor and Government 
rs’ bill, ; ay ; 
which will: (1) avoid interruptions to 
ad ex. production while management-labor dis- 
edatory putes are being settled; and (2) lead 
to terms of settlement that serve the gen- 
ver by eral public interest as well as the inter- 
ractice. ests of the immediate parties to dis- 
ot like putes.” 
lves to The original research and prepara- 
est of tion of a report has been undertaken | 
il by Profs. Douglass V. Brown and | — Y a ole ee 
ae Gat. Charles Myers of Massachusetts Insti- > ~ ~ ~ — = ~ a 
ey tute of Technology. They will have | 
the benefit of consultation with a panel | 
amend- . F 
: of businessmen and an advisory group 
ie of economists. The research report will 
aps in present the findings and conclusions of 
, > the authors in accordance with the 
receive standard CED practice. 
issouri The businessmen members of the Re- | 
omina- search and Policy Committee will de- | 
: large velop recommendations for all concern- | 
not in ed in labor-management relations on | ° High grade welded and weldless 
the basis of the facts presented in the | Cleveland Chain merchandise has been 
he bill Brown-Myers report and with the aid | a profitable seller in hardware stores for 
 piane of suggestions offered by the consulting | generations. Its fine uniform quality 
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we In concluding his summary of the such widespread preference . . . why 
future research program, Mr. Yntema | it can build future business for you. 
pointed out that “CED research rejects 
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uecan a means of getting high production and 
|, Inc. ocamtbay We are seeking for poli- DISPLAY STAND 
cies that will strengthen democratic Tested merchandiser for a large 
free enterprise and at the same time assortment of welded and weld- 
bring continuous economic progress less chain. Holds four full reels 
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had in the past.” half or one-third reels. Finish, 
——_ red baked enamel. Available 
with any one of nine assortments 
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Economists Foresee End of 
Price Inflation in 1947 


THOMAS S. HOLDEN 


OER commodity 


prices will reach an early peak and 
then turn downward, in the opinion 
of a majority of the 72 non-govern- 
ment economists participating in a 
survey conducted by Thomas S. Hold- 
en, president, F. W. Dodge Corp., the 
findings of which were made public 
on Oct. 19. 

The group polled includes economic 
consultants and economists connected 
with business corporations, financial 
institutions, universities and _ eco- 
nomic research organizations. 

Fifty-three expected the peak to 
occur and the general price reces- 
sion to start before the end of 1947, 
one expected it within 18 months, 
while 12 expected it after the end 
of 1947. The remaining six com- 
mented on the price situation with- 
out giving specific answers as to the 
time when the peak of the current 
movement may be reached. 

All but three of the economists 
who expect a price, recession before 
the end of 1947 anticipated the 
downswing in commodity prices to 
be accompanied by a recession in 
business activity, though only one 
of the 50 expects such business re- 
cession to assume serious propor- 
tions. Twenty-three of them charac- 
terize the coming recession as “mild,” 
twenty-four of them as “moderately 
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Mild business recession expected by 
most to accompany decline in prices. 
Employment not seriously affected. 


serious.” A majority (28 of the 53) 
do not expect serious unemployment. 
About half expect buyers’ strikes, 
and about two-thirds expect inven- 
tory troubles and reduced business 
profits. 

A composite of the views expressed 
on the timing of the price and busi- 
ness recession follows: consumer 
goods would reach a price peak and 
turn down during the spring of 1947, 
building materials around the middle 
of next year, other durable goods 
in the second half of 1947. Eighteen 
of the economists expect the turn in 
consumer goods prices before the 
end of 1946. With regard to dura- 
tion of the downswing, two-thirds ex- 
pect it to last less than 12 months 
in consumer goods prices, 60 per 
cent expect less than 12 months of 
downswing in building materials 
prices, 55 per cept expect less than 
12 months of declining prices in dur- 
able goods other than building mate- 
rials. 


Price Peak Estimates 


Pointing out that the Bureau of 
Labor Statistics’ index of wholesale 
prices of all commodities stood at 
128.4 on August 24, the economists 
were asked to estimate the extent of 
such rise over that figure as they 
might anticipate by the end of 1946 
and by the time the index reaches 
its anticipated peak. 

Among the 53 anticipating a price 
peak before the end of 1947 the ex- 
tent of rise in the general index to 
the end of 1946 was as follows: five 
anticipated a decline from the August 


24 figure (128.4), eight anticipated 
zero increase over that figure, 28 an- 
ticipated rises ranging from two to 
nine points, and seven anticipated 
a rise of 10 points or more. The 
average of all the answers was about 
five points increase. 

On the question of the number of 
points the general index would rise 
from August 24 to the anticipated 
1947 peak, the answers were as fol- 
lows: no increase, seven; increases 
ranging from two to nine points, 16; 
increases from 10 to 15 points, 13; 
increases of more than 15 points, 10. 
The average of all the increases in- 
dicated was a little under 10 points. 

With regard to building materials 
prices, 32 of 42 answers indicate 4 
smaller percentage drop from the 
peak than would occur in general 
commodity prices. A number quali- 
fied this statement by saying the 
drop would be less if measured from 
the official price index (which reg- 
isters OPA ceiling prices) but 
greater as measured from actual cur- 
rent prices being paid in the market. 

The minority of 12 who expect 
the price peak after the end of 1947 
naturally expect larger price rises 
than do those of the majority group. 
The average of increases to the end 
of 1946 expected by the minority is 
10 points, the average of expected 
rises to the price peak is about 40 
points. 

As a general conclusion it may 
be stated a majority consider that 
commodity price inflation has very 
nearly run its course, while the mi- 
nority expect it to continue into 1948 


or beyond. 
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. IN 8 AND 4 OUNCE 
And just see SIZES 


what you get! 


1 Regular PYREX ware 
discounts and protected 
profits. 





2 Local delivery advan- 
tages from 239 authorized 
distributors in 146 cities. 


3 Regular PYREX ware 
discounts apply on com- 
bination orders of nursing 
bottles and other PYREX 
ware. 

















4 Three-color display car- 
tons to boost sales. No 
bottles to dust and clean. 


5 8 oz. bottle—20c, retail; 
case of 36—$7.20. 


6 4 oz. bottle—15c, retail; 
case of 36—$5.40. 


PLACE YOUR 
ORDER TODAY 











Wht ite PRODUCTS DIVISION 
orning Glass Works, 


Corning, N.Y. 
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Three-Man Service Department 


Does Big Business for Firm 


‘. Worthington, Minn., a 
town of 6000 population, the Rick- 
beil Hardware Co. keeps three men 
on the job all the time in its service 
department. In addition to repairing 
numerous appliances, the department 
has been the means of building a 
good prospect list for the sale of new 
appliances. Rickbeil’s repairs prac- 
tically any type of home or farm ap- 
pliance, with the exception of radios. 
With many of the farms in that sec- 
tion of the country wired for elec- 
tricity, there are hundreds of appli- 
ances in use and a potential market 
for many hundreds more customers 
for the firm. 


Extensive Market 


A large number of farmers’ wives 
have their own electric washing ma- 
chines which provides a market for 
considerable service, replacement and 
repair and overhayling jobs. Al- 
though the firm services washing ma- 
chines of town residents, it is from 
the farm areas that most units come 
for repairs. In most instances farm- 
ers bring in their washers for repairs, 
picking them up on their next trip 
to town. Repairs on washers range 
all the way from $2 to $35 or $45 for 
complete overhauling jobs. Other 
equipment repaired or serviced in- 
cludes vacuum cleaners, small house- 
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Rickbeil Hardware Co. finds that 
the service builds good prospect 
list for the sale of new appliances 


A washing machine receives attention in the Rickbeil service department. 


hold appliances, milking machines, 
pumps and a variety of other farm 
lines. 

The Rickbeil hardware store, un- 
der leadership of Hardy and Robert 
Rickbeil, utilizes two separate build- 
ings in Worthington—one for hard- 
ware and new appliances, the other 
for showing and selling farm items 
and appliances. 


Campaigns in Prospect 

In the period just ahead, the Rick- 
beils plan to make intensive cam- 
paigns for farm appliance business. 
This program means that the service 
department will have more work than 
ever. Robert Rickbeil says that the 
store has built a large list of appli- 
ance prospects through the service 
department during the war years. 


Since the end of the war, the firm 
has made many appliance sales from 
this list. 


An Important Cog 


“We regard our service depart- 
ment as a very important cog in our 
appliance program,” says Robert 
Rickbeil. “The seller of appliances 
must be able to service the product 
quickly and efficiently in these times. 
Farmers like as fast service as town 
people do, and we try to give it to 
them.” 1 

Both Hardy and Robert Rickbeil 
believe that an excellent future awaits 
the hardware dealer who goes after 
the farm appliance business in the 
proper manner. They plan to use 
service and display as powerful tools 
in their campaign. 
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m {hie Loasler most peeple wa | 


> The toaster asked for most is the one you'll sell in the greatest volume. Most 


folks prefer the ‘Toastmaster’ toaster because they know it best. It’s the 





original—the oldest, most respected name in automatic toasters—the brand 
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whelming preference for the ‘‘Toastmaster’’* toaster that makes it the easiest 


for you to sell... in the greatest numbers. 
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HE temporary but politically slant- 

ed postponement of the coal crisis 
by no means removes the threat of a 
possible tieup at the mines later this 
year, according to The Iron Age, Oct. 
31 issue, national metalworking paper, 
This situation which has put a slight 
damper on the optimistic outlook for 
a continuation of the high steel ingot 
rate is expected to have immediate re- 
percussions among steel consumers. 


More Orderly Market 


In recent weeks there had been a 
definite trend toward a more orderly 
steel market from the standpoint of the 
placement of orders and the production 
of steel. With steel consumers, how- 
ever, highly vulnerable to any slight 
change in the steel market and extreme- 
ly sensitive where the question of future 
supplies is concerned, it can be expect- 
ed that many steel users will now re- 
sume their pressure tactics in an effort 
to speed up deliveries. 

Because of the low supply of coal 
stocks and the precarious position of 
scrap supplies, a coal mine tieup later 


The Steel Situation—a Summary 


this year would have an almost immedi- 
ate effect on the output of steel in some 
major plants. Furthermore, such a de- 
velopment would force down a number 
of blast furnaces some of which might 
be kept out of blast until the outcome 
of the steel negotiations in January had 
crystallized. 

The absolute certainty that the steel 
union, said The Iron Age, wil! demand 
a healthy increase because of the lower 
take-home pay compared with wartime 
levels and because of the sudden and 
sharp increase in living costs is also 
being given serious consideration by 
those wise consumers who in the past 
have attempted to anticipate interfer- 
ence with steel output and have accord- 
ingly used every effort to increase their 
inventories before actual conditions 
have forced a showdown between the 
steel companies and the union. | 


No High Pressure 


Any effort by large steel consumers to 
revert to their high pressure methods 
of attempting to expedite shipments and 
expand their orders will not meet with 
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The Best Masonry Drill on the 


Market Belongs in your Line! 










CAR 


oLoy M 
WORLD'S FASTEST- 





1S POPULAR SIZES 











ASK ABOUT 
SPECIAL 
6-DORiLL 
set Amazing how 
this drill zips 
through ma- 
- sonry—mokes 
FREE easy work of 
CANVAS KIT @ tough job! 





BE STOCKED UP WHEN 
THEY START ASKING. 


CARBOLOY COMPANY = 


11197 E, 8 MILE ROAD @ DETROIT 32, MICHIGAN 





ASO 


1. Drills 4 times faster!—All 
masonry, brick, concrete, etc. 





2. Stays sharp up to 50 times 
longer! Tipped with Carboloy 
Cemented Carbide—harder 
than the hardest steel! 


3. Drilis clean, sharp, trve- 
size holes! 


~ . 
4. Drills closely-spaced holes O®@ : 


without break-through! 
5. Drills far quieter! 


| 6. Drills every type of ma- 
sonry! 


7. For use in any rotary drill, 
drill press or hand brace. 
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much success in steel company sales of. 
fices, The Iron Age believes. The strong 
campaign put on by steel producers in 
the request that all consumers resurvey 
orders on the books covered by quotas 
will drastically shake up the delivery 
picture for 1947. Customers who have 
assumed that steel companies will de 
liver commitments due on all orders in 
addition to new ones will be disappoint. 
ed if the steel companies find the total 
of such tonnage exceeds the customer's 
quota. 


Unbalanced Inventory 


It was apparent last week that if the 
unbalanced inventory problem isn’t cor. 
rected soon, customers who have been 
surmounting one obstacle after another 
in order to maintain manufacturing 
schedules will have to consider serious- 
ly canceling some deliveries and reduc. 
ing their production rate to conform 
with the availability of all steel com- 
ponents. 

The steel price situation was no closer 
to a settlement this week than it was 
some weeks ago reports The Iron Age. 
Negotiations are still going forward 
with OPA and the possibility that 
Congress may throw out price controls 
before the present controversy between 
the steel industry and the OPA is set- 
tled is by no means remote. 


Similar Situation 

The steel industry this week was 
rapidly finding itself placed in the 
identical position of a few years ago 
when it was attempting to obtain a 
price adjustment to cover past increased 
costs without reference to any subse 
quent wage raises which might be 
granted. The government acted so slow. 
ly that before any price adjustments 
were made a substantial wage boost be 
came a fact and the industry was forced 
to accept a price increase which was 
supposed to have covered increased 
costs before the wage raise and after. 


Problem Settled 


Currently the steel industry is attempt 
ing to get specific price revisions oD 
some products based on its claim of 
higher costs and lower return. It now 
appears that before this problem is 
definitely settled the industry will be in 
the midst of new wage demands and 
the entire cycle will again be repeated. 

Steel operations this week are up % 
point to 90.5 pet from last week’s re 
vised rate of 90.0 pct of rated capacity. 
The revision in last week’s figure wa 
necessitated by a strike in a midwestern 
mill where 30,000 tons of steel were 
lost. 
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_Nela Park Lighting Institute Re-opens 


HE formal re-opening of the famous 

General Electric Lighting Institute 
at Nela Park, Cleveland, Ohio, was 
marked by special ceremonies recently 
in which Mrs. Thomas Alva Edison par- 
ticipated officially in rededicating Nela 
Park. 

The Institute in its new form is de- 
signed to serve as a fountain-head of 
lighting knowledge and information on 
lamps of all kinds for every purpose. 
Prominently featured in a variety of 
ways are the new circline and slimline 
fluorescent lamps and newly developed 
heat, drying and germicidal types. Hous- 
ing exhibits of the most advanced home, 
stove, office, industrial, architectural and 
school lighting; an electrical kitchen, 
and various conference and classrooms, 
the Institute normally attracts more than 
50,000 visitors a year. 

Stressing the importance of relighting 
in store modernization plans—‘Seeing 
is the Biggest Thing in Selling”—an 
opportunity is afforded to study lighting 
which is planned to perform definite 
merchandising functions. The basic 





principles, tools, and techniques of light- 
ing are demonstrated. 

The store lighting section presents 
environment for typical merchandising 
spaces from the small shop to the large 
department store. Numerous types of 
equipment and lighting schemes have 
been provided, making it possible to 
experience the approaches to lighting 
for appraisal, attraction, and atmos- 
phere. 

Attraction lighting is portrayed in the 
variety of forms that invite shoppers to 
pause at the window and to enter stores; 
thaf guide their movements and interest 
to the specific items within the store 
through accents of brightness and dra- 
matic display. Appraisal illumination 
methods are demonstrated by showing 
the effect of quality, diffusion, direction 
and color of light in revealing inherent 
qualities of merchandise. Lighting is 
also shown as integrated with the design 
and decoration of the store so as to im- 
part distinction and create a mood ap- 
propriate to the type of business. 

Of particular interest to the dealer 


Nela Park's “Horizon House” features an all electric kitchen-laundry combination 
designed to fit in small space planning. One wall of this room is fitted with a 
complete laundry unit that can be converted into a large sefving table, by drop- 


Ping a shelf. A germicidal lamp here provides upper-air d 


tamination and odor 





reduction. 
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YOUR CUSTOMERS 
WANT THIS 


Versatile 
VISE WRENCH 


® Sells on sight 

@ Will boost sales 

@ Produce extra profits 
@ Make new friends 





A new kind of port- 
able vise with 1001 
uses that builds up 
tremendous hold- 
ing pressure with 
norma] hand grip. 
As convenient and 
simple to use as 
ordinary pliers, but 
with many times 
the advantages. 
Adjustable to ac- 
cept materials in 
wide range of thick- 
nesses. Can remain 
locked so hands 
can be free for 
other operations. 
The jaws equipped 
with fine-cut, 
broached teeth are 
made of forged, 
hardened steel. 

















icc y Cash in on growing 
: “-. “/ popularity of this item. 
pp Send for complete in- 


formation and prices. 
Make liberal profits now. 





2200 EIGHTH STREET, DETROIT 16, MICHIGAN 


171 











PROFITS 4; 


WITH & 










































ELECTRIC 


BROILER 
& FRYER 
DEALERS ... 


Here’s a quality item that’s a natural 
for your gift and home trade—and it’s 
available for IMMEDIATE DELIV- 
ERY! PORTA-BROIL does an excel- 
lent job of broiling with any frying pan 
or skillet. It does the work better and 
faster than broiling in the oven—there- 
by saving the trouble of heating or 
cleaning the oven. Auxiliary attach- 
ments are included with each unit and 
it may be used as a hot plate stove—a 
toaster—a space heater. 


PORTA-BROIL retails at $4.35 in 
zone one and at $4.57 in zone two, in- 
cluding federal excise tax. 


It’s high grade aluminum buffed and 
polished shell is sturdy and attractive. 
The lid knob is heat resistive. Formed 
aluminum grill, designed to protect 875 
watt high quality Nykelkrom heating ele- 
ment, permits maximum heat output. 


You can sell PORTA-BROILS with 
profit, too—they cost you $2.98 in less 
than dozen lots and $2.85 for 12 o1 
more. All prices include the federal 
excise tax and are FOB Adrian, Michi- 
gan. PORTA-BROIL is packed in indi- 
vidual cartons and shipped in cases of 
four units. Minimum order four units. 


Use your regular order form today 
for a profitable addition to your stock. 
If not favorably rated in Dun & Brad- 
street, send check with order (taking 
2% discount) or authorize shipment to 
be sent COD. 


NATIONAL INDUSTRIES, Inc. 
MASONIC TEMPLE BLDG, ADRIAN, MICHIGAN 
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selling lamps is the Sunshine Shop 
which | vings together in the store lamp 
bulbs, portable lamps and lighting fix- 
tures as ensemble selling. Though the 
cost of transforming an ordinary home 
into a “sunshine home” is often no more 
than the cost of an electric range or 
refrigerator, the job requires an as- 
sembly of various products into a har- 
monious whole, designed to fit the tastes 
and pocketbooks of each individual 
homeowner. 

Another Institute feature is the lamp 
wholesaler’s display room designed to 
help find, develop, and equip a suf- 
ficient number of lighting sales special- 
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A suggestion for the home is this lamp cupboard complete with spares of every 
type lighting. Dealers who sell lamps could sell this idea and sell more lamps. 


ists in his district. For example, the 
neighborhood dealer or small contractor 
can use the room for actual demonstra- 
tion, display, promotion, and sale train- 
ing. The ideals utilized and demon- 
strated in what might be called the 
“city counter” and appliance show room 
of the wholesaler are so developed that 
they may in part be used in any suitable 
area in a wholesaler’s establishment. 

In the model kitchen in “Horizon 
House,” itself devoted to demonstration 
any array of modern lighting ideas, a 
germicidal lamp is used to fulfill a two- 
fold job of upper-air decontamination 
and odor reduction. 





The Sunshine Shop for retail stores accents ensemble selling with lamp items that 
fit the individual homeowner's taste and purse. 
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The 12-3 set illustrated above 
will perform 90% of the cook- 


ing duties in the average home. 


It is made up of these utensils: 


2 Qt. Sauce Pan, Retail $3.25 
For preparing smaller vegeta- 
bles, sauces, cereals, gravies, 
baby foods, and custards. 


3 Qt. Sauce Pan, Retail 3.95 
A practical utensil for larger 
vegetables, top-stove baked 
potatoes, stews, cauliflower, 
and one and two pound roasts. 


5 Qt. Dutch Oven, Retail 4.95 
Ideal for delicious combina- 
tion meals, roasts, fowl, soups, 
stews, and corn on the cob. 


10% Inch Skillet, Retail 4.95 
An excellent chicken fryer and 


general utility utensil also ideal 
for steak, chops, fish, fowl, etc. 





identify Your Store With 


West Bend’s Outstanding Value 


in Waterless Cookware 


Your customers will like the genuine pre-war quality 
and pre-war price of West Bend Waterless Cookware. 
It’s an outstanding value which will stimulate higher 
units of sale at a better than average profit margin. 


And when it comes to performance, your customers 
will praise West Bend to the tree tops. Its many 
practical advantages over ordinary cooking -utensils 
speak the language of the homemaker. She knows 
the importance of Waterless ' 
Cooking in terms of saved 
vitamins and minerals, low- LLL 

Waterless 

er fuel costs, lower food Cookware 
costs, more appetizing and = COMPARE West Bend Waterless 
Cookware and Ordinary Aluminum 


colorful meals, and last but The above sketch graphically illustrates 


the difference between West Bend 






Ordinary 





not least, the elimination Waterless Cookware and ordinary alu- 
ee . 99 minum. The triple-thick metal cooks 
of pot watching. rapidly overlow heat without watching. 


Saves vitamins. 


WEST BEND Mion CHtt71 (Ee 
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FULTON LEwIS. JR. 


‘ is no accident that 
this nation is what it is today. 
It is outstanding in its standard 
of living, in its progress, in its 
production and in its produc- 
tive capacity. It is head and 
shoulders above the world and we 
have just won the most expensive 
wars in all American history. There 
is a dramatic and painful contradic- 
tion there, in that in the material 
things that we fought a war for, 
we are at the present time worse 
off than at any point during the 
war, as far as public supply is con- 
cerned. 


A Matter of Fundamentals 


The reason that we are what we 
are today is a matter of fundamen- 
tal governmental philosophy. This 
Nation was founded, has lived and 
progressed on the theory that gov- 
ernment comes from the bottom, 
up; not from the top, down. It is 
founded on the dignity and inde- 
pendence of man, as an individual. 
It is founded on the principle that 
we govern ourselves rather than 
our being ruled. It is founded on 
the principle that this is a tremen- 
dous, a dignified, an honorable 


Democracy With a Gun In Its Ribs 


N which Mr. Lewis gives some of his slants of the 
current political scene and analyzes left-wing 
infiltration tactics and effects upon the national 


economy. 


By FULTON LEWIS, JR. 


Coast-to-Coast 
Radio Commentator 


At the Wednesday morning 
Joint Session 
of the 
Atlantic City Convention 


business—the largest business in 
the world, in which you, I, and 
every one of us have one stock- 
holder’s share out of 135 million 
shares. 

It is that principle of the dignity 
of the individual and private en- 
terprise, the enterprise of the in- 
dividual, the competition between 
individuals, the inspiration that 
makes a man want to have a little 
better lawn than his neighbor, if 
he is willing to cut the lawn a little 
more frequently. It is that prin- 
ciple that has produced the prog- 
ress, the initiative, the dignity that 
has made us great. 

Machines don’t invent themselves. 
The production lines don’t estab- 
lish themselves—those are the 
products of individual minds, of 
individual men, and unless that be 
safeguarded, the progress, the dig- 
nity, the standing, the prestige, the 
standard of living that we have as 
a nation, is bound to stagnate and 
fall back. 

That is the thing we call Democ- 
racy. That is self-government. That 
is all-important, and that is the 
process into which a bandit’s gun 
is being pressed at the present 
time, and has been, for a long time 
past. A bandit’s gun in the form 
of attempts by tiny little minority 


pressure-groups—not 40 per cent 
of the population; not 20 per cent 
of the population; not 10, and prob- 
ably not even 5 per cent—but a 
little handful by means of infiltra- 
tion of one kind or another, by 
devious processes, by misrepre- 
sentation, high-pressure publicity 
propaganda, and teeming with 
those who are already in govern- 
ment, and who want to stay for 
their own selfish purposes. That 
is the gun that is being held in the 
ribs of the American Democratic 
System. 


No Left-Wing Control 


The left-wing organizations know 
full well that they have no chance 
in the world of controlling the Con- 
gress of the United States. That is 
out of the question. Their numbers 
are such that they could not possi- 
bly get any appreciable working 
strength either in the Senate or the 
House of Representatives of the 
United States. That leaves only one 
other course open, since they can’t 
control the legislature. The only 
possible way in the world to con- 
trol government or to have their 
foot in the door and their hands 
in the pie, is to control that branch 
of government that administers the 


“, .. This nation was founded, has lived and progressed on the theory that gov- 
ernment comes from the bottom, up; not from the top, down . . . is founded on 
the dignity and independence of man as an individual . . . the principle that has 
produced the progress, the initiative, the dignity that has made us great...” 
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ESKILSTUNASTEEL 
‘TANGED-FIRMER CHISELS. 


11 SIZES eT 
READY FOR AMMEDIATE C DELIVERY, 


@ Tanged-Firmer for Longer Life and Accurate Cutting 
@ Individually Heat Treated, Tempered, Sharpened 
and Honed by Swedish Craftsmen 
@ Beveled Edges for Straight Chipping and Cutting 
@ Quality Birchroot Handles, Tough, Resist Splitting 
@ Fully Polished Blades and Handles 
Blades are guaranteed to cut better and retain their 7 
edge longer because they’re made of the finest Swedish Steel . 


ESKILSTUNASTEEL. 

Specially designed for Building Tradesmen and Hobby Builders, 
alike. The hard Birchroot handles are reinforced with brass 
ferrules for added strength . . . tanged-firmer prevents loosening. 

Stock all 11 sizes for every cutting purpose. See your Distributor, 
or write for catalog, today. 


GENSCO TOOL DIVISION 





GENERAL STEEL WAREHOUSE CO., INC. 
1830 N. KOSTNER AVENUE 6 * CHICAGO 39, ILLINOIS 
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laws that Congress passes; and in 
administration there is a very, very 
wide flexibility. 

The best law that Congress can 
possibly write can be abominably 
administered, or the worst law Con- 
gress can possibly write can be so 
well administered as to become an 
instrument working for the welfare 
of the public. So the people that 
do that job have the opportunity 
to nullify completely or to reverse 
almost completely virtually any- 
thing Congress may do, and it has 
been done time and time and time 
again, 

The last Congress plainly and 
clearly went on record as saying 
that all price controls are to be 
aboiished except those that are nec- 
essary. You know that is what it 
meant. Congress knew what it 
meant. The Administration knew 
what it meant. The Administra- 
tion went to work and in its inter- 
pretation of the edict of Congress 
it had two courses it might follow. 
One was to look over a list, make 
up a list of the things that actually 
were essential and hold onto them 
and abolish all other price controls. 

The other was to approach it 
from the opposite end and individ- 


ually go at one after the other of 
the 760,000 different items under 
price control and, one by one, hold- 
ing onto everything except those 
they found justification for de- 
controlling. 


Wanted to Hold On 


The reason the program of de- 
control has been as slow as it it, 
is because the tens of thousands of 
people in the OPA and the ideal- 
istic guys with a cause, wanted to 
hold onto price control for their 
own ends, and ideological reasons, 
and wanted to continue it as long 
as possible. 

I cite that as an immediate, 
present-time example of the flexi- 
bility, the leeway, the room, to play 
with the edicts of Congress that lies 
in the hands of the administrative 
and the executive branches of gov- 
ernment. Therefore, once you can 
get the proper people appointed to 
handle and to administer the laws 
that Congress has written, it is as 
good as being able to write the laws 
at the beginning. 

You may think that the events 
of the last few months, and par- 
ticularly the last few days, show 
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that this left-wing group is on the 
ropes. It is temporarily on the 
ropes. The in-again, out-again, 
Finnegan decision that the Presi- 
dent made, in which he decontrolled 
meat, does unquestionably leave the 
left-wing infiltrates in the Execu- 
tive Branch of government, in a 
very difficult and very embarrass- 
ing situation. 

If you have an idea that repeal 
of the meat ceilings means the last 
nail in the coffin of government 
control of the philosophy of govern- 
ment from the top, down, instead 
of from the bottom, up, get it out 
of your head, because that is self- 
opiation, which is deadly poison. 

Mere removal of Chester Bowles 
ay Henry Wallace did not amount 
o a hill of beans, any more than 
the removal of Henderson from the 
OPA. That didn’t mean anything 
whatsoever, in the policy of OPA 
at that time. The people that make 
the policies are still in there, sit- 
ting in identically the same places 
that they have been all along, and 
that is the reason Paul Porter con- 
tinues to follow the same policy 
of Chester Bowles. 


Only Half the Story 


So, what has happened thus far 
is only half the story. The question 
now is, what the new Congress is 
going to do about it? Yes, the pub- 
lic has been mad, has been annoyed, 
and irritated about the meat pic- 
ture, but, the dangerous part about 
it is that the reason for the public 
uprising in the last two or three 
weeks has not been a matter of 
principle at all; it has been a mat- 
ter of appetite. 

No one has approached the mat- 
ter in the public mind at all from 
the standpoint of this stuff is 
crazy; this stuff is wrong; this 
stuff is un-American. The sole ap- 
proach, the sole public reaction has 
been not to one of morals nor to 
one of the right or the wrong; not 
to the principle in any sense of the 
word, but merely the question of 
not having any meat on the meat 
counters. It has been effective, yes. 
And a campaign will arise very 
shortly—if somebody else doesn’t 
bring it up, I am going to—about 
sugar. That is just as bad or worse 
than the meat picture was. 

But once again, these are super- 
ficial qualities and the reaction of 
the public in this case is a reaction 
of superficialties. It obtains the 
results but does not cure the cause, 
and you will find inevitably, as time 
goes on, that without a cure of the 
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AN UNUSUAL WATERPROOFING PROBLEM: 





Holding 


a 
The PROBLEM = To control water seepage in the 


elevator pit of the Barnum Garage, Bridgeport, Conn. Located 
directly over an old river bed, the pit daily filled with water up 


to four feet when the tide came in. Continual seepage caused 








TwERE WAS 455 OF WATER 
IN THIS ELEVATOR PIT 

PRIOR TO THE APPLICATION 
or AQUELLA 

















Diagram illustrating the problem. 


cables and mechanism to rust; breakdowns were frequent. After 
so-called “waterproofing paints” were proven ineffective, a three- 
feet-in-diameter sump pump well was installed with an over- 
sized pump, having a two-inch main. The pump worked con- 
stantly; literally it was pumping a river. But even this did not 


work, because of mechanical and electrical failures. 


” 
The SOLUTION s The application of AQUELLA 
4 te 


a ¥ 









The elevator pit after it was treated with Aquella in January, 1945. According to 
L. Levitt, garage operator, it hasn't leaked since it was Aquellized 20 months ago. 


a 
The RESULT: As Mr. L. Levitt, operator of the 


garage, describes it: “Since January 1945, when the elevator pit 
was Aquellized, we have had the sump pump disconnected—even 
though the water in the sump pump well rises up to the cellar 
floor level. This proves that the floor and walls of the pit are 
surrounded by water held back by Aquella:”’ 
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IN AN ELEVATOR PIT! 
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back a 4-ft. high tide 
entirely new principle 
on which it works...a 
principle that distin- 
guishes it in three ways 
from the so-called 
“waterproofing paints.” 
First, the ingredients of 
which Aquella is com- 
posed are so finely 
ground that they pene- 
trate the masonry in- 
tensely to fill and close 
the most microscopic 
pores. Second, Aquella 


is scrubbed into the face of the masonry—not just “brushed on” 





Photographic enlargement 
of sawed-away section of a 
concrete masonry unit show- 
ing how Aquella penetrates 
to fill and close surface pores. 


RECOMMEND and SELL AQUELLA for all porous masonry surfaces, 


such as brick, concrete, 
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in this elevator pit centers around the 





The sump pump well is no longer used. Pump was 
disconnected months ago. Water still rises to the 
floor level as can be seen in the above photograph 
— proving that the floor and walls of the pit are 
still surrounded by water held back by Aquella. 


to coat the outside surface. Third, 
Aquella has an exclusive chemical 
property which causes it to expand 
and set up a harder, firmer bond when 
water contacts it. 

As it cures, Aquella leaves a beauti- 
ful white finish that does not powder, 
peel, flake or rub off,and can be painted 


over with any color. 


masonry units, stucco or cement plaster. 


$3-95 per bag 


(Slightly higher 
west of Rockies and in Canada) 
Mixed with 3 qts. water, | bog 
makes 1 gol. First coat covers 
60 to 120 sq. ft. per gal.;second 
coat, 200 to 250 sq. ft. per gal. 
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cause, without going to the seat of 
the poison, without elimination of 
the germs from within the political 
party, the same outbreak of the 
same disease will come along, time 
after time after time, in one way 
or the other. 

That is what the President did 
when he decontrolled meat; that is 
what he did when he fired Henry 
Wallace, but I call your attention to 
this—in no one of these cases has 
anything been done until an out- 
raged public on a superficially out- 
raged basis, has so protested, has 
raised such a tempest, has so 
threatened the political security of 
those in power that they made the 
move. 

Not only has the demand not 
been one of principle from the 


| standpoint of the public, but the 





reaction has not been one of prin- 
ciple from the standpoint of the 
administration that has made the 
changes, and the alleged correc- 
tions. You wonder where they are 
going next. That is our job. That 
is the job of us who sit on the side- 
lines and are supposed to be your 
eyes and ears. 

Over a long time, political his- 
tory, administrations, all parties, 
all presidents, all congresses to 
some degree, follow the same gen- 
eral pattern, and we on the curb- 
stone have to look to the same old 
thing. What agency, what channel, 
are they going to try next to use 
public money in the Treasury to 
elect their own candidate? 


Group Teamwork 


First of all it was the old civil 
works administration, after 1932. 
Then it became the WPA. In the 
past three years it has been a team- 
ing of these groups who did such 
an effective and clever job in the 
’44 elections, with the millions of 
people in government, in govern- 
ment jobs, who wanted to hold onto 
those jobs and stay in. 

They will tell you in Washington 
that the reason it is necessary for 
them to spend the hundreds of mil- 
lions of dollars they have spent; the 
reason it is necessary for them to 
go down all the blind alleys they 
have gone down on housing is be- 
cause the veterans are clamoring 
and demanding and pounding on 
tables to get new housing. Do you 
believe that, really? Study it. 

Who are the veterans. They are 
people just like anybody in this 
room. I know hundreds of them. 
And I give you my word, I know of 
no veteran who is clamoring, pro- 
testing, because he is unable to 


build or buy a poorly-built $4,009 
house and pay $8,000 for it, and 
have it saddled on him for the rest 
of his life at the $8,000. And I can 
tell you, that an administration that 
goes deliberately about trying to 
sell inflated houses at an inflated 
capitalization, is an administration 
that is either naive or fools and 
ought to be thrown out on its ear, 


Unemployment Compensation 


You gentlemen who are in busi- 
ness know how hard it is to get la- 
bor at the present time. You know 
what a labor shortage there is in 
the legitimate industrial picture at 
the present time. I wonder if you 
know that at the present moment 
there are 2,600,000 people in the 
United States drawing unemploy- 
ment compensation every week on 
the grounds that they want a job 
and can’t find one. 

Do you know that in the State of 
California, with the worst labor 
shortage in the whole one hundred 
years’ history of that State, there 
are 240,000 people on the unemploy- 
ment compensation rolls there? 

You say, “Well, the people who 
are on the rolls may be white collar 
workers, writers, not laborers.” No, 
the people on the rolls are laborers 
—carpenters and plumbers and 
bricklayers and secretaries, stenog- 
raphers, and you can go into any 
newspaper in the State of Cali- 
fornia today and find 8 pages of 
help-wanted ads for carpenters, 
plumbers, bricklayers, day-laborers, 
secretaries, stenographers. But 
these people just the same, are 
drawing 20 to 28 dollars a week un- 
employment compensation. And 
how? 

Well, it is once more by that 
wonderful thing, “Administrative 
leeway.” There is nothing wrong 
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with the unemployment compensa- 
tion law as written by Congress. 
That is a perfectly good law. It sets 
up an insurance fund and it di- 
rected that the Social Security Ad- 
ministration was to administer that 
fund and it was to have the power 
to make whatever regulations were 
necessary to administer the power. 
Now, where do we go from there? 

The loophole lies in this simple 
little fact, that when the Social Se- 
curity Administration undertook to 
write the regulations, the question 
arose, when is an individual unem- 
ployed? 

He gets his unemployment com- 
pensation, if he is unemployed. 
What is the test of his being un- 
employed and the regulations that 
they have written provide that he 
is unemployed if and when he goes 
to the United States Employment 
Service registrars for a job and 
fails to get one. 


What's the Answer? 


Now let’s come back to the prin- 
ciple of it. Do you think that is 
humanitarian? That is their excuse. 
Do you think it is wasteful? Of 
course it is. Do you think it is un- 
fair to you who have to foot the 
bills to have all that going on? 
Of course it is, but that waste and 
that unfairness to you are mate- 


’ rial things, ‘Who steals my purse, 


steals trash.” Those are material 
things. That is the reason I have 
wanted to cite you these facts—the 
all-important thing is the moral, 
the principle, and the exposure of 
charlatanry in the whole business. 
And the very people who are the 
greatest champions of this are the 
ones that are yelling the loudest in 
the course of their very defense, 
yelling the loudest about anti-infla- 
tion. We must protect the public 
against rising prices. We must 
stop inflation, we must hold the 
line. They are the loudest cham- 
pions in government and out of 
government. 

Speaking of “knaves” or “fools,” 
answer me this one: 

Could there possibly be anything 
more inflationary than the process 
of handing out anywhere from $20 
to $28 a week to two and a half 
million people unnecessarily put- 
ting all of that weekly into buying 
power, and having them produce 
not one single thing in the way of 
producing commodities, in the way 
of meeting that buying power that 
your government is producing? 
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Every one sells KitchenAid for you 


1. Exclusive Planetary Action— 
Beater travels around rigidly 
locked bow] while rotating in op- 
posite direction, Uniform, positive 


results! 


2. Full Power—No “power- 
booster” is ever needed—not even 
for heavy-duty attachments such 
as ice cream freezers. 


3. 10 Speeds—Fingertip Control. 


4. Heavier Housings —Sturdier 
Motors, designed and guaranteed 
by Hobart. 


5. A Model for Every Need— 
an Attachment for Every Use. 
Two models to cover the field 
—full attachment line to build 
volume — plus KitchenAid Elec- 
tric Coffee Mills for fresh, home- 
ground coffee. 
> 7 . 

KitchenAid is on the way! It’s 
guaranteed by the food machine 
industry’s biggest name — adver- 
tised nationally — with full profit 
margins for a full line. Keep in 
touch with your distributor. 


KitchenAid 


The Hobart Manufacturing Co., KitchenAid Division a Ohie 
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New ‘CP’ Requirements for Gas Ranges 
Expect Output of 50% Over 1941 


EW requirements for automatic gas 

ranges built to “CP” standards 
which are created to give the home- 
maker better cooking performance have 
been announced by E. Carl Sorby, vice- 
president, Geo. D. Roper Corp., and 
chairman of the “CP” Manufacturers 
Group of the Gas Appliance Manufac- 
turers Association. 


Effective Jan. 1, 1947 


The new “CP” requirements go into 
effect Jan. 1, 1947, when the gas range 
production rate is expected to exceed 
by at least 50 per cent the 2,300,000 
ranges sold in 1941. Evidence that this 
production rate can be sold, according 
to Mr. Sorby, are the millions of new 
homes that will be built, the 12,540,000 
gas ranges in homes that are more than 
ten years old and need replacement, and 
the 1,442,500 gain in residential gas cus- 
tomers since 1941, which brings the 
total number of homes now using gas 
for cooking in the U. S. and Canada to 
20,750,000. 


Unique in major appliance manufac- 


— ———_— 


scutcheon pins 


ture and merchandising, “CP” technical 
requirements were created in 1938 to set 
a high standard of cooking performance, 
and to provide the consumer with an 
authentic industry-wide unbiased buy- 
ing guide. To make sure all ranges 
bearing G.A.M.A.’s “CP” trademark 
meet “CP” requirements, ranges are 
tested by laboratories other than the 
manufacturers. “CP” is a consumer 
protection, available in no other major 
appliances, G.A.M.A. states. 


First Requirement 


First requirement for gas ranges 
bearing the “CP” trademark is that 
they meet the new more stringent Ameri- 
can Gas Association testing laboratories’ 
Blue Star requirements. Other “CP” 
requirements are aimed at giving the 
housewife a new and more completely 
automatic cooking service, savings in 
food, fuel and time, and better cooking 
results. 

All burners, including ovens and 
broilers, light automatically; ovens are 
required to preheat quickly, reach high 


steel... brass... 


Your requirements of brass and steel escutcheon pins are avail- 
able for prompt delivery. Packaged attractively and sturdily 


constani protection for contents. 


for your convenience. Metal edge, telescope type boxes assure | 


We also manufacture escutcheon pins on special order from 
stainless steel, monel, bronze, silicon bronze and other metals. 
Tell us your requirements —large or small. 


JOHN HASSALL, inc. 


419 OAKLAND ST., BROOKLYN 22, N. Y- 
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temperatures fast and automatically, 
maintain temperatures down to 250 
deg.; drawers must be quiet operating 
without undue friction or jamming; ef 
fective stops must be provided to prevent 
tilting and spillage of oven racks; broil 
ers must be smokeless and provide ef- 
fective broiling over 80 per cent of the 
broiler area; more efficient, rust-proof 
top burners that instantly give all cook- 
ing heats from high for quick cooking 
to simmer for minimum water, vitamin 
and mineral saving cooking. One top 
burner must be of a “giant” or over- 
sized type. Among other requirements 
are efficiency and burner speed, flush-to- 
wall construction, oven thermostats, 
venting away from walls, coolness of 
outside oven and broiler walls and top 
surfaces. 


Optional Features 


Among the optional features which 
will give the homemaker the widest 
variety of convenience and performance 
features available in any cooking appli- 
ance for any fuel according to G.A.M.A., 
are “automatic” clock controls to turn 
cooking on and off, four, six or eight 
top burners in a variety of arrange 
ments, two ovens, high or low broilers, 
built-in griddles and deep well cookers, 
deep barbeque broilers that serve as a 
second oven, “serve hot” grills, food 
crisping bins, built-in cooking charts, 
one-piece top construction, warming , 
closets, towel dryers, glass oven doors, 
lights in ovens and broilers, swingout 
broilers, removable oven linings for 
easier cleaning, radiant broilers, minute 
minders, incinerator compartments, 
kitchen heaters, utility storage drawers, 
and four-hour oven shut-offs. 


Represent 50 Per Cent 


The 18 G.A.M.A. gas range manufac- 
turer members who build gas ranges to 
“CP” requirements represent approxi- 
mately 50 per cent of the industry’s 
1941 total gas range production, ac- 
cording to the association. Additional 
manufacturers who are expected to join 
the program this year will bring “CP” 
manufacturers’ total production to ap- 
proximately 80 per cent of all gas 
ranges sold. 








Latest News on 


RECONVERSION 
on page 208 








HARDWARE AGE 














omatically, 
to 250 
operating 


to prevent 
cks; broil. 
provide ef- 
ent of the 
rust-proof 

all cook- 
k cooking 
T, Vitamin 

One top 
” or over- 
uirements 


arrange- 
broilers, 
cookers, 


anufac- 
nges to 
pproxi- 


a Galauced 
ROPE 


MUST HAVE 
ALL FIVE... 


ENDURANCE 
FLEXIBILITY 


APPEARANCE 
STRENGTH 


alance is the first essential in good rope. COLUMBIAN makes its rope 
with perfect balance. Equal emphasis is put on all five features. A 
slicker, whiter appearance, for example, would be aftained at the sacrifice 
of adequate waterproofing. This sacrifice is never made at COLUMBIAN. 


WATERPROOFING. Every fibre is individually waterproofed and lubricated! 
Each fibre is thus sealed against decay, and the resulting rope is more flexible 
... easier to handle even when wet! COLUMBIAN waterproofing adds to the 
non-kinking properties of the rope, and extends its life and service. Adequate 
waterproofing is vital to the production of Balanced COLUMBIAN Tape- 


Marked Pure MANILA ROPE. 


COLUMBIAN ROPE COMPANY 
300-90 Genesee St., Auburn “The Cordage City,” N. Y. 
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the only up-to-date and complete volume 
ever published on all phases of this im- 

This 220 page, fully illustrated book is 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
@ new cardboard-bound edition is now 
available at only $1 per copy. 
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The Huge Post-War 
Building Boom! 
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Builders Hardware Quiz 


4 ks questions in this quiz were taken chapter by chapter from “Taking the 
Mystery Out of Builders’ Hardware,” by Adon H. Brownell. The more you 
know about builders’ hardware, the better it will be, for its importance will con- 
tinue to mount with the building program throughout the country. Try to answer 
these questions without turning to the answers. It will be a good test of your 
knowledge of the subject. 


CHaptTer 19 — INTERMEDIATE COURSE 
Trim for Mortise Locks 
1. Name three popular knob shapes in the order of their popularity. 
2. State three methods of fastening knobs to spindles. 
3. What important detail must be watched, particularly, in ‘connection with 
spindles for outside doors? 

4. Give an important rule in connection with the use of lever handles. 
5. What is a drop key escutcheon? 
6. What is an elongated escutcheon? 
7. Narfie, in the proper order, three lock trim trends. 
8. Give two reasons for the desirability of closet spindles. 
9. Name three general types of lever handles. 
10. Why are flush cups necessary? 


CuaptTer 20 — INTERMEDIATE CouRSE 
Lock Sets 
1. What does the term “lock set” mean? 
2. Why is it cheaper to buy in sets? 
3. How should you signify that a lock is to be master keyed? 
4. Name in order the four steps in which lock trim should be specified. 
5. Which should be specified first when the trim is to have split finish—the out- 
side or inside trim? 

6. Give four important specifications which must be given. 
7. Why isa it important to give complete information? 
8. Name three important types of front door handles sets. 
9. How can you save money on split sets? 
10. How can you salvage broken sets? 


Cuapter 2] — INnrenmMepraTe Course 
Schools of Design 

1. What brought about the change in period hardware earlier in this century? 
2. Where can you best obtain a knowledge of schools of design? 
3. Name 10 schools of design. 
4. Which school of design is most popular in church construction? 
5. To what two schools is Elizabethan design most indebted? 
6. What does the Greek school of design feature? 
7. What features are shown in Roman design? 
8. In what sections of the country is Mission design used to the greatest degree? 
9. Is period hardware used only on knobs and escutcheons? 
10. Are other designs used and what prompts their use? 


(Answers on page 260) 





Ozark Jubilee Attracted Customers 


N 1927 Poplar Bluff, Mo., was visited 
by a freak tornado that wrecked most 
of its business section. Recovery was 


dances, farm displays, machinery dis- 
plays, beauty queen selection, costume 
displays, 10 to 15 bands, climaxed by 


very rapid and to commemorate this 
speedy recovery the Ozark Jubilee was 
started in 1928. Since that time Poplar 
Bluff has had 14 such occasions inter- 
rupted only in 1941 to 1945 by World 
War II. Attendance at this event in- 
creased each year until it reached a 
total of 50,000 in 1939 and 1940. The 
jubilee was resumed in 1946. 

The jubilee is a fiesta occasion for 
all the trade territory and the other 
states surrounding Missouri. There are 





street dances, parades, concerts, indoor 





a huge parade with floats and rep- 
resentative organizations of the entire 
trade territory. This year the South- 
east Missouri Drummers Association 
and also the Southeast Missouri Band- 
masters Association held their conven- 
tions at the same time of the Jubilee. 
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Women love this sparkling china filter. 
that locks in place and can’t fall out; 
that’s virtually unbreakable, and makes 
better, clearer coffee. The DUTCH Cloth- 
less Filter is just one of many VACULATOR 
innovations that spell P-R-O-F-I-T-S for 
you: gorgeous styling; PYREX brand | 
glass; MAGIC-SEAL bushing. You find. 
them all ONLY in VACULATOR, the cof- 
fee maker that hits a high spot in traffic 


appliance sales and profits. 


VACULATOR « CHICAGO # 


“a Beautiful DUTCH 
Filter Counter andl 







Mj Dispenser. Sef it up | 
“ah near the cash register | 


a and watch the DUTCH | 


La Filter ring up new | 
profits. The DUTCH) 
Filter fits all standard glass coffee makers |.) = 


— replaces old style filters. Retails 50c. 
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EPTEMBER, 1946, marks the high- 
est point reached in 
twenty-five years 


more than 
November, 
1920) in the consumer price index, re- 
ports the National Industrial Confer- 
ence Board, 247 Park Ave., New York 
City. 

The Conference Board’s quarterly 
“Consumers’ Price Index” or “Index 
of Quoted Retail Prices for Consumers’ 
Goods and 


(since 


Purchased by 
Moderate-Income Families” (formerls 
called “Cost of Living Index”) climbed 
5.9 per cent over the June figure, and 
is 7.9 per cent over September last 


Services 


year. 


Cities Show Increase 


Each of the 65 U. S. cities included 
These 
increases range from 3.5 per cent in 
Dallas, Texas, to a high of 8.9 per cent 
in Minneapolis, Minn. 


in the survey shows an increase. 


The Conference Board Index, using 
1923 as iC), stood at 114.6 for Septem- 
ber. The June, 1946, figure was 108.2. 
Not since November, 1920, with the 
index at 115.7, have quoted retail prices 
approximated this level. 


BLO-TORCHES BY 


THE 


SX 8 NEWT 


ol Saolderin 


n 





Retail Prices Highest in Quarter Century 


The Conference Board’s figures are 
based on retail price quotations for 
June 15 and September 15 (for food 
data: on June 13 and September 16), 
and show only the situation as it pre- 
vailed on those days. 


Tabulation by Cities 


Tabulation of The Conference Board’s 
Quarterly Survey “Index of Quoted Re- 
tail Prices for Consumers’ Goods and 
Services Purchased by Moderate-Income 
Families” covering sixty-five U. S. 
cities follows. Includes food, housing, 
clothing (men’s and 
and light, housefurnishings, and sun- 
dries: 


women’s), fuel 


City % Change 
Minneapolis, Minn ......... Up 8.9 
SS Sr 
Indianapolis, Ind. .......... Up 7.8 
Fall River, Mass... ........ Up 7.5 
International Falls, Minn..... Up 7.5 
Te. SHENG 0 os onde weeds Up 7.5 
Cincinnati, Ohio ........... Up 7.4 
ROUGE, GAY. +eb0sdsrns ss UP TF 


ag GON 
\e 


rede MEG. COMPANY 





City % Change 
Wilmington, Del. ........... Up 7.3 
New Orleans, La............ Up 7.2 
Wausau, Wis. .............. Up 7.2 
Bridgeport, Conn. .......... Up 7.1 
Roanoke, Va. ... . Up 7.0 
Kansas City, Mo. ........... Up 6.9 
Macon, Ga. .. . Up 69 
Boston, Mass. .............. Up 68 
Memphis, Tenn. ............ Up 68 
Philadelphia, Pa. ..... . Up 68 
Omaha. Neb. ..i.......60:.2 Up 68 
Spokane, Wash. ............ Up 6.6 
Most, Th, Bos scicccsas-c0tae Se 
San Francisco, Calif......... Up 6.5 
Trenton, N. J............... Up 65 
Richmond, Va. ............. Up 6.4 
Chicago, Ill. ............... Up 63 
New. York, N. Y;......00a00.. Up Ga 
Pittsburgh, Pa. ............ Up 63 
Sacramento, Cal/f. Up 6.3 
Dayton, Ohio .............. Up 62 
Des Moines, Iowa .......... Up 6.2 
Youngstown, Ohio .......... Up 6.2 
Birmingham, Ala .......... Up 6.1 
Huntington, W. Va.......... Up 6.1 
Evansville, Ind. ............ Up 6.0 
Baltimore, Md. ............. Up 5.9 
Cleveland, Ohio ............ Up 5.9 
6 IRD Se 
Muskegon, Mich. ........... Up 5.9 
pS) Sree verre, 
Biieahe Ge... cies ca denies oc Ee 
Toledo, Ohio .............. Up 5.7 
Pere 
eR, iced vibeet edie eee 
Lewistown, Pa. ............ Up 5.6 
Rochester, N. Y............. Up 5.6 
Reckferd, Tl. ......c.....-. Up OS 
Meadville, Pa. ............. Up 5.5 
Chattanooga, Tenn. ......... Up 5.4 | 
Front Royal, Va............ Up 5.4 
Portland, Ore. ............. Up 5.4 
Houston, Tex. .............. Up 5.3 
Milwaukee, Wis. ........... Up 5.3 
Se a Aree, 

New Haven, Conn. .......... Up 5.2 
Providence, R. I............ Up 5.2 
Dateeit, Mies 6 «<<< 6-0: Up 5.0 
Grand Rapids, Mich......... Up 4.9 
Los Angeles, Calif........... Up 49 
Parkersburg, W. Va......... Up 4.9 
Green Bay, Wis. . . Up 4.6 
Lansing, Mich. ............. Up 4.6 
Menee, SIMO 5-6 ic deve Kae Up 4.3 
Seattle, Wash. ............. Up 4.0 
MA. Beeld, THe. oo... ce ccccces Ee 
SUNN Sid cs ese Up 3.5 
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No. 8'/2B Hedge Shears 


Hot drop-forged blades 
—hardened and tem- 
pered — and hollow- 
ground like the finest 
shears. Bolt threaded 
into blade for accurate, 
lasting alignment. Tangs 
driven into ferrules (and 
riveted through handles 
and ferrules) anchor 
handles permanently. 


No. 5600 Grass Shears 


The only grass shears 
made that operate on 
the principle of cloth- 
cutting shears. This 
gives them wonderful 
cutting qualities and 
smooth-as-silk action 
from heel to points. Hot 
drop-forged, hardened 
and tempered. Bolt 
threaded into one 

blade. Offset handles. 





Put Toys, Winter Driving Needs and. 


Housewares in Early December Windows 


























WHEELED 


TOYS 


IDEAL GIFTS 
FOR EVERY 
GIRL on BO 
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TOY WINDOW 


MERCHANDISE: Bicycles, 
tricycles. wagons, scooters, 
sleds, wheelbarrows, tot bikes, 
kiddie cars. roller skates, 
wood pull toys, dump trucks, 
sail boats, building block 

sets, etc. 


BACKGROUND: Center 


Side panels of bright Christ- 
mas red material. Cut-out let- 
ters of bright red material. 
Top of panels decorated with 
white icicle material. Santa 
Claus cut-outs on panels. 


. HARDWARE AGE Original Window Display IDEAS 


WINTER DRIVING 
NEEDS WINDOW 


MERCHANDISE: Tire chains, 
repair links, car jacks, tow 
lines, motor oil, anti-freeze, 
miscellaneous tools, tire re- 


pair kits. 


HOUSEWARES 
WINDOW 
MERCHANDISE: Cake cov- 


ers, tea kettles. step-on-gar- 
bage cans, bath scales, white 
enamel pails, dish pans, kit- 
chen knife set, knife sharp- 
eners. 


BACKGROUND: Center 
panels of ivory corrugated 
materia] or painted wallboard. 
Side strips of bright yellow 
material. Cut-out letters of 


dark brown material. 
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8 CUP PERCOLATOR 
NO. 6472 18 GAUGE 


Styled with the grace-of silver coffee 
server, this Buckeye Aluminum per- 
colater has quick appeal. 

Drawn from 18 gauge aluminum it 
has special features: insert design 
stops coffee grounds from filtering 
into beverage ... snug top prevents 
seepage onto outside surface. 








5 QUART DUTCH OVEN 
NO. 1065 10 GAUGE 


Straight, brightly polished sides con- 
duct heat quickly, increase capacity 

, of pan. Self-basting cover has Buckeyé 
patented vent. Designed especially for 
healthful “waterless” cooking but can 
be used for all kinds of top of range 
and oven cooking. 





BROILERETTE 12” DIAMETER 
NO. 9800 20 GAUGE 





Here’s the easy-to-clean, easy-to- 
use, smokeless broiler. Light 
weight, washes like a dish, good 
looking enough to take to the table. 
Top pan can be used as cake cooler, 
strainer ... the bottom as biscuit 
pan, small open roaster. Full color 
label shows how to use. 
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1% QT. DOUBLE BOILER 
NO. 5701% 18 GAUGE 


Designed by a cook. Inset pan has 
rounded edges to fit action of egg 
beater, makes stirring easy, cleaning 
simple. Broad bottom has ample capa- 
city to prevent boiling dry. 


8 CUP DRIP COFFEE MAKER 
NO. 1048 12 GAUGE BOTTOM 





Bottom of pot tapers to a broad base 
to give perfect balance when top is 
filled. Single piece dripper construc- 
tion prevents basket from coming 
loose. Buckeye patented filter can be 
inverted to press firmly against coffee, 
making pot adaptable to 4, 6, or 8 cups, 





3 PIECE RANGE-OVEN SET 
NO. 864-S 18 GAUGE 





Set consists of 2 qt.,3 qt., and 4 qt. 
sauce pots, all with matching, self- 
basting covers that speed cooking. 
Buckeye patented vent in rim pre- 
vents cover locking on pan. Flat 
lids with recessed, no-burn knobs 
permit pans to be stacked in cup- 
board, on range, or in oven. 






CHICAGO SALES OFFICE 
MERCHANDISE MART 





187 











FOR BETTER TRAP SALES 


More than ten million trappers will see this 
ad—many of them are your customers. It 
is one of a series appearing in leading farm, 
boys and outdoor publications. 

These ads are creating a desire to trap 
among farmers and farm youth in your 
territory by telling them that they can 
sell their catches for cash—cash on the 
barrel head! 

Take advantage of Victors intensive pre- 
selling campaign. Display Victor traps and 
be ready for the trap selling season. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 













It pays to sell 


VICTOR 


the TRAPS that trappers know 











Meck Stresses Need 
| For Radio Salesmanship 


OHN S. MECK, president of John 
Meck Industries, 

of radios and electronic equipment, 
Plymouth, Ind., at a meeting of the busi- 
ness press in New York City on Oct. 31 





| a seller’s and a buyer’s market is only 


| the difference between having one radio | 


or sends in his check for his monthly 
statement. The sale is never completed. 


| that same customer back for other pur- 


on your shelf for demonstration and 
future order taking purposes, and hav- 
ing two radios, one of which may be 
sold. 

“Consumer resistance,” Mr. Meck 
said, “is already being felt by other 
than quality merchandise.” The mad 


rush to buy any kind of merchandise | 
has ended. Retail sales in many lines | 


have already taken a sharp downward 
drop. This can be attributed to many 
factors but the point remains that a high 
volume of dollar volume in the radio in- 
dustry can result only from selling. 


“The responsibility lies chiefly with | 


the manufacturer. As his production in- 


creases, he must make sure that the job- | 
ber and the retailer are doing their best | 


to bring the product to the attention of 


the consuming public. Advertising will | 


continue to be the main artery through 
which the manufacturer reaches the 
sales structure of the industry and it is 
also the method through which con- 
sumer sales are stimulated. The job is 


| much more difficult than that alone. 


“A complete public relations job 
must be done in the radio industry 
wherever the ultimate radio purchaser 
comes in contact with it.” There are 


many men working in retail establish- | 


ments for the first time in their lives 
who went straight into uniform with 
no job experience and who now stand 
across the counter from a potential pur- 
chaser with no training in how to create 
sales. Training is the answer to this 
problem, but like all good public rela- 
tions programs it must start at the top. 
Management realizes the need to sell. 
From there on the jobber, the owner of 
the retail establishment and down 
through every employee of the store in- 
cluding the man who delivers and in- 
stalls the set, the message must be 
driven home that the customer must be 
satisfied with the radio and he must be 
given service and attention from the 
moment he enters the shop door and 
from then on. 

“Perhaps you think the sale is com- 
pleted when the customer pays his cash 


Proper service and attention will bring 


manufacturers | 


declared that the time has come for the | 
| radio industry to do a selling job. Mr. 
Meck stated that the difference between | 











| geverYonE knows the amusing tale of 
the Pied Piper and how he freed old 
Hamelin town of rats. 

This new colorful Pied Piper counter 
display really tells and sells. Display it 
prominently on your counter. Illustrated 
by a well-known artist, it will make your 
customers chuckle... pleasantly induce 
them to buy. New Pied Piper display is 
available with Victor, Holdfast or Auto- 
Set Traps. Order yours from your 
jobber now. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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chases, and in later months and years 
for the miracles that are to come in 
FM and television, I repeat, as a maxi- 
mum of selling that a sale is never com- 
pleted.” 





Why There Are 
“Rifles” in Rifles 
(7A HY is the barrel of a rifle 
‘rifled’?” is one of the many 
questions frequently received by Rem- 
ington Arms Company, manufacturers 
of sporting arms and ammunition. 
“Because the: rifles in a gun barrel 
are not easily observed, their impor- 
tance to satisfactory performance is 
sometimes not fully understood,” says 
a Remington authority. “Superior and 
accurate results of bullet flight depend 
in a large measure upon rifling. It is 











not necessary or proper to ‘rifle’ shot- 
gun barrels because the shot charge is 
made up of a large number of pellets 
and rotation is not needed. But a rifle 
barrel accommodates only one bullet at 
atime and that bullet must rotate if it 
is to travel accurately. 

“In rifle barrel manufacture, the drill- 
ing operation is followed by reaming to 
exact bore diameter. Rifling grooves 
are then cut in a helical manner .. . 
there usually are four or six such 
grooves, the depth being three or four 
thousandths of an inch. When a car- 
tridge is fired, the bullet enters the bar- 
rel from its case which rests in the 
schamber, and is forced into the lands 
and grooves of the rifling, forming a 
gas seal and causing the bullet to 
rotate. 

“This rifling causes the bullet to 
spin in its course of flight and thereby 
the projectile attains stability and ac- 
curacy. The principle is gyroscopic and 
similar to that of a spinning top. When 
the top is rotating rapidly it stands up. 
When it slows down, it begins to wob- 
ble. Spinning rapidly the bullet travels 
aecurately. 

“ ‘Twist’ refers to the turn in rifling. 
The rate of ‘twist’ for any given caliber 
is determined by velocity and by the 
relation of the diameter of the bullet to 
its length. A long, thin bullet must 
spin rapidly to remain stable in flight 
and ‘twist’ is therefore fast. A short, 
heavy bullet need not spin as rapidly 
and ‘twist’ is therefore slower. 

“For example,” he continued, “a 
‘twist’ of one turn in sixteen inches is 
used for a 35 Remington caliber barrel. 
This ‘twist’ is sufficient to give proper 
spin and fine accuracy to this bullet of 
comparatively large diameter. A ‘twist’ 
of one turn in ten inches, however, is 
used in a barrel of 257 Roberts caliber. 
Here the bullet is smaller in diameter 
but fairly long from nose to heel.” 
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Amerock leads again! Wood screws for Amerock hinges 
are packed, not loose in the envelope, but paper taped in a 
continuous strip, assuring full count. Easy to handle — easy 
to sell. ' 


Your customers too appreciate Amerock’s convenient, scat- 
terproof screw packing . .. they'll save time and temper with 
these full-count, easy-to-handle taped screws. Tape also 
prevents screw points from scratching fine finish of hardware, 
assuring satisfied customers, repeat sales. 


OTHER “FIRSTS” BY Amerock 


e Raised-joint hinges @ “Flexi-grip” catch 

@ Modern Matched designs e@ “Roll-point” catch 

@ Winged-latch bolt mechanism e “Beauty-seal” platings 
7 


@ Individual envelope packing Color-Selector demonstrator 





AMERICAN CABINET HARDWARE 


ROCKFORD, ILLINOIS 

















PPORTUNITY is certainly 
knocking at the door for every 
salesman in the retail hard- 
ware store today. Practically every 
manufacturer of a major line of ap- 
pliances or other merchandise must 
train new store salesmen and exten- 
sive programs of this type are now 


being conducted. 


Attendance Voluntary 


Every owner of a retail hardware 
store will welcome the interest of 
employees in these training pro- 
grams. Most of the meetings will be 
held after store hours. Therefore, 
attendance at these meetings will have 
to be on a voluntary basis as far as 
the employee is concerned. The sales- 
man who is interested in his job 
and who wants to get ahead will not 
have to be urged to attend meet- 
ings. He will be anxious to ob- 
tain this additional knowledge. He 
knows that it will be an asset that 
he can capitalize on at some later 
date. 

Salesmen who complete these pro- 
grams should be given opportunities 
to use this information for their own 
advantage as well as for the com- 
pany’s. With this investment of time, 
they will be able to do a better job. 
The owner should provide a com- 
pensation plan that will give them 
the proper incentive and these plans 
must be drawn carefully and must 
be fair to all concerned. 


Feature Certificates 


After a training program is com- 
pleted it is customary for the man- 
ufacturer to present the individuals 
with certificates showing that they 
are experienced in that particular 
field. Have these certificates framed 
and make a window display of them. 
This will be good publicity for your 
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Training Programs 


men and it will also impress the 
public and assure them that your 
men are capable. Quite a lot can be 
made of this if it is practical for you 
to do it. 


Divide Responsibility 

Not every employee in the store 
can attend all of the training pro- 
grams offered today. Therefore, di- 
vide up the responsibility of spe- 
cializing in certain lines among the 
employees. Make each one respon- 
sible for taking the training program 


and for bringing the information 
back and imparting it to the others 
in the store organization after the 
course. 

This information also should pro- 
vide the basis for many store meet- 
ings during the months ahead. Take 
advantage of these training programs 
and assist your employees to make 
the most of the valuable information 
derived from them. A well conducted 
store meeting is always productive 
of good results. They help increase 
the knowledge of your employees and 
this usually means more sales. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very poor. 
The correct answers to these questions will be found on page 260. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Customer wants eave trough for an “L” shaped roof. Trough is 
to go on inside of the “L.” Long section of “L” is 30 ft., short sec- 
tion is 20 ft. Estimate trough needed and list all the accessories 
required with exception of the conductor pipe. 


2—Salesman sells customer a double-barreled shotgun. Name at 
least seven items in the hardware stock that could be suggested to 
boost the sale and things that customer will need. 


3—Three step-on garbage cans out of a shipment of 12 are damaged 
in store by careless handling. Cans cost $4 each, sell for $6. Dam- 
aged cans are finally sold for cost. Figure margin on total shipment 
in dollars and cents and in percent of selling price. 


4—Glass substitute with wire base used primarily in poultry houses 
sells for 10 cents per running foot. Roll is 36 in. wide. Figure wire 
needed to cover 12 windows 5 ft. by 3 ft. and cost of this to customer. 


t 


5—A customer wants a hand pump for a well where lowest water 
level is 27 ft. Recommend a pump for this job and state why it can 


be used. 


(Answers on page 260) 
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SPRAY OR BRUSH « SELF-LEVELING « 
INTERIOR + EXTERIOR + QUICK-DRYING 
¢ UP TO 800 SQ. FT. PER GALLON - 
1 COAT COVERS MOST SURFACES ° 
RESISTS HEAT UP TO 600° F. 








116 West Illinois St., Chicago 10, Illinois 
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BASEMENTS, 
FURNACES, PIPES 


Yes... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘‘The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 
resistance to heat, moisture, fumes, weather and cor- 
rosion. Its high hiding power and durability make it 
the best protective coating for any interior or exterior 
surface. For complete details write for a free copy of 
**A Guide to Using Aluminum Paint”. 


Manufactured by 


CRESCENT Bronze Powder Company 


1841 South Flower St., Los Angeles 15, California 





for 


FABRICS... 


CLOTHING ... BELTING... 
GRAIN BAGS .. . CANVAS 


“SPEE-DEE” Fabric Cement 
patches and repairs overalls, cloth- 
ing, belting, grain bags, binder 
canvases, tarpaulins, awnings, 
tents, canvas and leather goods. 
Quick and easy td apply. Water- 
proof — washing will not loosen 


patches. 
gp ONE for 
iM UTILITY... 
a> WOOD. . 
GLASS .. 
LEATHER . . 
PLASTICS .. 
METALS. . 


“SPEE-DEE” Utility Cement 
makes an excellent wood glue. 
Also repairs crockery, china, por- 
celain, celluloid, ivory, marble and 
metal. Patches awnings, tents, tar- 
paulins, and other canvas and 
leather articles. Waterproof — 
Flexible — Transparent. 


BOTH FOR 


PROFITS 


Both these high quality cements 
sell on sight. Bottled in following 
sizes: 1 oz., 2 oz., 6 oz., 16 oz., 
32 oz., % gal. and 1 gal. Avail- 

now. Order from your job- 
ber. Write for samples, folders 
and prices. 





OWOSSO PRODUCTS CO. 


OWOSSO, - MICHIGAN 








Holding this string of fish, landed one 
day last summer, at Gull Lake near 
Nisswa, Minn., are W. L. Englebrecht, 
(right), secretary, Brown Camp Hard- 
ware Co., Des Moines, Iowa, whole- 


saler, and Fred Hottell, (center), guide. 


Their companion is James Pilmer, Johns- 
Manville Corp. Second, from the right, 
on the string of fish, is a wall eyed pike, 


weighing 1% lbs., landed by Mr. Engle- 
brecht. Upon examination of a tag at- 
tached to the pike Mr. Englebrecht found 
the fish to be one released by Radio 
Station KSTP and the Minnesota Con- 
servation Department. 

Here’s Leslie P. Stone, treasurer, New- 
ton Line Co., Homer, N. Y., manufacturer 
of fishing lines, whose hobbies include 
fishing. The 5-lb., 4-oz. smallmouth black 
bass he is holding was brought to gaff 
by Mr. Stone. The fish, which tied the 
season's record in that area, measured 
21 in. long and 16 in. in girth. It was 
taken on one of his company’s own 
nylon casting lines. 





Canning meats, fruits and vegetables has been the hobby of Robert Lee Shorts, 


owner of the Metter Hardware Store, Metter, Ga., for the past 20 years. He raises 
most of his products during his spare time, which gives him relaxation from his duties 


at the store. In addition to the pleasure he derives from his canning activities he 
‘ells approxmately $150 worth of canned products annually. Experience with his hobby 
mables him to instruct housewives as to the types of containers to buy from his store 


ior preserving all types of farm products. 


Here's Mr. Shorts in his small cannery. 
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- Can be sold to millions of user ‘of vacuum 


"A emendous consumer compatan through- 
out the fall season started September 14th 


in nga national consumer magazines listed, 


with the eye-appealing four color advertise- 


“ment illustrated. 
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At the recent annual stock- 
holders meeting of Smith & Wes- 
Inc., 


son, Springfield, Mass., 













































CARL R. HELLSTROM 


manufacturers of small arms, 
Carl R. Hellstrom was announced 
as president, to succeed the late 
Harold Wesson, who held the 
post since 1920. 

This marks the first time in 
nearly 100 years of small arms 
manufacture that the presidency 
will not be held by a member of 
the Wesson family. 

Other directors elected were: 
Frank H. Wesson, David Murray, 
Daniel B. Wesson, Reginald Web- 
ster, Lee Wesson 
Brooks. 

The decision to appoint Mr. 
Hellstrom as president was in 
large measure prompted by the 
company’s expansion policy and 
especially in the export field 
where his qualities and back- 
ground are well known. 

The new president is the son 
of Carl H. Hellstrom, interna- | 
tionally-known Rhodes Syndicate | 
Engineer, and grandson of Chris- | 
tian Hellstrom of Nobel fame. He | 
studied civil engineering and at- | 
tended Christiana University. 

In 1917 he became assistant 
superintendent of Allied shell 
production and the same year 
joined the U.S. Army. After the 
war he was an engineer for the | 
Republic Steel Corp. and chief 
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and Clarence | 


C. R. Hellstrom Heads Smith & Wesson; 
Has Been With Company for 15 Years 


| engineer for the Eastern Coal & 
Mining Corp. In 1922 he bé- 
came president of the American 
Rack Co., in which post he 
| served until 1931. 

| Mr. Hellstrom has been asso- 
|ciated with Smith & Wesson 
| consultant and later as general 
superintendent, works manager 
and vice-president. He has been 
in active charge of plant oper- 
ations since 1940. 


SHERWIN-WILLIAMS CO. 
ADVANCES VAN STONE 


Dr. Nathan E. Van Stone, wide- 
ly-known chemist and director of 
| manufacturing operations of the 
| Sherwin-Williams Co., has been 
|appointed vice-president and 
executive director of the Special 
Chemical Products Division of 
of Sherwin-Williams and _its 
affiliated companies. 

Dr. Van Stone’s 30 years of 
service with Sherwin-Williams 
have been marked with notable 
achievements in the Chemical In- 
| dustry, and more especially in 
the dyestuffs, intermediates and 
color fields, as well as nitrocellu- 
lose and synthetic finishes for the 
automotive and general industry. 

He will direct the development, 








| since 1931, first as an engineer | 


products, the development of 
which he has been closely asso- 
ciated with for the past few years. 
These products consist of the new 
hormone growth regulators for 
agricultural use, such as Weed- 
No-More weed killers, Pestroy 
DDT insecticide products, Lin-x 
Floor Waxes and Polishes, Kem- 
Tone Wall Finishes and many 
others. 





U. S. RUBBER APPOINTS 
V-BELT SALES MGR. 


| Appointment of James E. 
Stevenson as manager of V-belt 
sales for United States Rubber 
Co. has been announced. 

Mr. Stevenson during the past 
seven years has been New York 
district sales manager of the L. 
H. Gilmer Co., a division of U. S. 
Rubber Co. He began his career 
with Gilmer in 1934. 


A. W. GARDES IN CHARGE 
OF NEW NUTONE PLANTS 


Two new Chicago plants have 
been placed in production of 
door chimes by NuTone, Inc., 
adding considerably to the out- 
put of the firm’s main plant in 
Cincinnati, according to J. Ralph 
Corbett, president. 

In charge as general manager 
of both Chicago units is Al. W. 
Gardes, who joins NuTone, Inc., 
after many years as production 





magufacture and sales of many 





engineer with the McCord Corp., 
Detroit. Mr. Gardes is also 
widely known for his engineering 
work at the National Cash Regis- 
ter Co. in Dayton and the Inter- 
national Register Co. in Chicago. 

The new Chicago factories, not 
including special warehouse 
space, cover 40,000 sq. ft., and 
are concentrating on production 
of the higher priced models. 
These include motor-driven 
chimes to sound 4 or 8 Westmin- 
ster chimes when callers come to 
the front door of a home. The 
Chicago plants are also produc- 
ing door chimes in combination 
with kitchen and hallway clocks, 
and soon expects to announce a 
complete line of new doorway 
push buttons, with a luminous 


TOASTMASTER APPOINTS 
DOMESTIC SALES MGR. 
Arthur S. Miller has been ap- 

pointed sales manager of the 

Domestic Appliance Department 





ARTHUR 8S. MILLER 


of Toastmaster Products Diy., 
McGraw Electric Co., Elgin, Ill. 

Mr. Miller joined the com- 
pany in 1940 as New York dis 
trict manager, becoming Eastern 
district manager in 1941. In 1942 
he was given a leave of absence 
to serve as a special agent with the 
F.B.I. and rejoined the Toast- 
master Products Division as 
Eastern sales manager. 

Mr. Miller assumes the respon- 
sibility of directing the Western 
Sales Division in addition to the 
Eastern Division, which he has 
headed up since the war. Before 
joining the Toastmaster organi- 
zation, Mr. Miller was associated 
with Macy’s, New York City. 


NEW FIRM IS MAKING 
‘ROGERS’ ENGINES 


Doll & Watters Mfg. Co., 
Pinckney, Mich., is a new organi- 
zation, formed Sept. 23, to manu- 
facture miniature engines, and to 
effect immediate production it 
acquired the machinery, fixtures, 
furniture and building of the 
former Rogers Motor Co., 743 
Beaubien St., Detroit, Mich. 
Sales of the Rogers engines as 
well as engine accessories will be 





center “push” for visibility at 





DR. N. E. VAN STONE 


night. 


made through regular dealer- 
jobber channels. 
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COLEMAN CO. PROMOTES 
BURROWS, KUHN 
Carl L. Burrows, for the past 


seven years manager of the Cole- 
man Co., Inc. of Pa., with offices 





CARL L. BURROWS 


in Philadelphia, has been named 
secretary of the parent company 
at Wichita, Kans., and manager 
of the Central Division. Mr. 
Burrows will assume his new 
duties Nov. 1. 

The appointment of C. B. Kuhn 
as treasurer, succeeding the late 
Royal R. Sterling, who died Sept. 
8, was also announced. Mr. 
Kuhn will continue as controller. 

L. L. White, formerly regional 
sales manager serving the New 
England states, succeeds Mr. Bur- 











Cc. B. KUHN 
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rows as manager of the com- 
pany’s Eastern division. A. O. 
Kelly becomes secretary-treasurer 
of the Pennsylvania corporation 
and Ralph Barnes takes over the 
position formerly held by Mr. 
White. 

Mr. Burrows, joined Coleman 
in 1929. After seven years as a 
salesman for the company he 
came to the Wichita office in 
1936 as assistant to Mr. Sterling. 
He became manager of the East- 
ern division in 1939. 





‘ROYAL MASTER’ LINE 
NOW MADE IN OHIO 


The Royal Master Appliance 
Co., which has moved its manu- 
facturing facilities from Detroit, 
reports that it is now producing 
4,000 air heaters and 1,250 elec- 
tric broilers daily in its new fac- 
tory on the grounds of the Scioto 
Ordnance Plant, on the north 
edge of Marion, Ohio. 

Allan A. Sector, president and 
general manager, announces that 
proddction figures will be in- 
creased steadily, and the com- 
pany’s line will be broadened 
somewhat, although emphasis 
will be kept on devoting its large 
scale manufacturing facilities to 
a comparatively few items. 

Samuel D. Lockshin is vice- 
president and works manager and 
Robert Shaffer is secretary and 
treasurer. 

APPOINTMENTS MADE 

BY DOBECKMUN CO. 


The Dobeckmun Co., Cleve- 
land, Ohio, has announced the 
election of R. J. Christ as vice- 
president and West Coast division 
manager and R. C. Betts as vice- 
president and director of techni- 
cal development. At the same 
time, E. P. Whitley, director of 
sales, announced the appointment 
of T. E. Bruffy to the newly 
created position of West Coast 
sales manager. Warren E. Dierk- 
ing will replace Mr. Bruffy, as 
Los Angeles sales manager. 

T. F. Dolan, president, stated 
that these changes reflect his 
firm’s interest in the growing 
West Coast markets for its di- 
versified line of packaging and 
industrial products and that they 
will permit better correlation of 





operations between the Cleveland 
plant and the new factory being 
built at Berkeley, Cal. Manufac- 
turing facilities of Dobeckmun 
are being enlarged by a plant ad- 
dition in Cleveland as well as on 
the West Coast. 

Dobeckmun was a_ pioneer 
cellophane bag manufacturer and 
now supplies a wide variety of 
converted films and foils in the 
form of bags, printed rolls, open- 
ing tape and various laminated 
combinations of materials. In 
the industrial field, the firm is 
a large manufacturer of plastic 
glazing, in addition to many 
types of electrical insulation. 


CORY CORP. PROMOTES 
THEODORE MAJOR 


Cory Corp. has announced the 
promotion of Theodore Major to 
treasurer and comptroller. Mr. 
Major joined the company in 
1933, a few months after its or- 
ganization, and worked as sales 
supervisor out of the Chicago 





THEODORE MAJOR 


office. In that capacity he be- 
came well known to practically 
every appliance jobber and also 
became widely known among ap- 
pliance dealers. 

In 1943, he was brought into 
the Chicago office as office and 
credit manager and will continue 
to function in that capacity along 
with his increased responsibili- 
ties. 


| recently 








ADV., SALES PROM. MGR. 
NAMED FOR NEW YALE 
TRAFFIC APPLIANCES 
The Yale and Towne Mfg. Co., 

Traffic Appliance Sales, has ap- 

pointed Theodore J. Fremd ad- 





THEODORE J. FREMD 


vertising and sales promotion 
manager. Recently discharged 
from the Marine Corps as a cap- 
tain, Mr. Fremd served in the 
South Pacific theater.- Before the 
war he was sales promotion man- 
ager for the Pittsburgh Division 
of the General Electric Supply 
Co. 

At Yale and Towne, Mr. Fremd 
will be in charge of advertising 
and sales promotion for the new 
Yale automatic “Tip Toe” elec- 
tric iron, which will be intro- 
duced in severgl selected metro- 
politan markets in New England 
as soon as production permits. 
Yale and Towne’s Traffic Appli- 
ance Sales Division, formerly 
located in the Chrysler Bldg., has 
moved to the Empire 
State Bldg. 


CENTURY METALCRAFT 
PROMOTES TWO 


Charles Smit who has been 
with the Century Metalcraft 
Corp: since 1934 has been pro- 
moted from traffic manager to 
plant superintendent of the 
Glassware division. At the same 
time Harold Fischer, formerly 
assistant to Mr. Smit, was named 
traffic manager. 
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GRAHAM & CO. MAKES 
SALESMEN CHANGES 
Sales personnel changes have | 
been announced by John H. 
Graham & Co., Inc., manufactur- 


Idaho, Montana, Wyoming Colo- 
rado and Utah. 

| Edward E. Senderling, form- 
erly in the Texas territory for 
many years, is now in charge of a 
midwestern territory, with head- 


quarters in St. Louis. He will 
travel Missouri, Kansas, Ne- 
braska, Iowa and North and 


South Dakota. 

Harry A. Gardner has his head- 
quarters in Dallas, and is cover- 
ing Texas, Oklahoma, Arkansas 
and Louisiana, except New Or- 
leans and Baton Rouge. 








1900 CORP. DEDICATES 
$600,000 ADDITION 


Nineteen Hundred Corp., St. 
Joseph, Mich., manufacturer of 
home laundry equipment, recently 
celebrated the opening of a new 
$600,000 addition to its plant. 
Louis C. Upton, president, offici- 





ated at the dedication ceremonies | 


M. N. BAUMANN of the new building. Open house 
was held for the entire com- 
munity with refreshments and 


105 dancing to the music of a name 


ers’ representatives, Duane 


St., New York 7. 


. ‘ | Dand. 
Martin N. Baumann is now the | A display booth dramatizing 


northwestern Phy ee mag with | the development of home washing 
headquarters is Seattle, and is} machine equipment through the 
travelling Washington, Oregon, | 4g years of Nineteen Hundred’s 
| experience in 
| major attraction of the evening. 





first 1900 washer, a wooden tub 
mounted on an oscillating eccen- 


well as the new Deluxe Whirl- 
pool Model 50, recently put into | 
production. 

The new building will be used | 
| for the temporary storage of com.- | 
| pleted machines as well as for 
|the manufacture of new auto- 
| matic washers and ironers. The 
new plant covers 100,000 sq. ft. 
and accommodates two railroad 
|lines and docking space for 
| 18 trucks. 
] 





PIONEER HARDWARE | 
HAS NEW OWNERS 


The Pioneer Hardware Corp., 
© | 245 Connecticut Ave., Bridge- 
port, Conn., formerly of New 
Haven, Conn., is now under new 
|ownership, with J. W. Storrs as 
| president and William J. Ma- 
honey as sales manager. 
The firm will continue to man- 
ufacture the Pioneer surface latch 
|and the Pioneer adjustable door 
stop. 

Mr. Storrs was formerly in the 
sales department of the Bassick 
Co. for 25 years, during which 
time he supervised production 
and sales of the automotive divi- 
sion. He was also in charge of 
all war contracts for the firm 
during World War II. 

Mr. Mahoney engaged in engi- 
neering and construction activi- 


E. E. SENDERLING 











HARRY A. GARDNER 
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the field was a} 


Models on display included the | 


tric and operated by hand, as | 


ties seven years, was divisional 
manager of sales and merchan- 
dising of the Cities Service Oil 
Co. for 12 years, and New Eng- 
land representative of the Pio- 
neer Hardware Corp., under the 
former set-up, for one year. 





EKCO NAMES WESTERN 
SALES REPRESENTATIVES 


James Innes, Los Angeles, has 
been appointed sales representa- 
| tive in Nevada and Northern 
| California for the Ekco Products 
Co., 1949 N. Cicero Ave., Chi- 
cago 39. He will assist Kenneth 
Udell, the company’s Pacific 
coast sales representative. 

Formerly a sales representative 
for Butler Brothers, Mr. Innes 
has also been a marketing analyst 
for the War Assets Administra- 
tion in Los Angeles. 








| PERRY STRAUSS NOW 

| COVERS WEST COAST 
Perry Strauss, formerly head of 

Perry’s Auto Stores of Cleveland, 

| Ohio, is now located at 1214 





. 





PERRY STRAUSS 


Beverly Green Drive, Los An- 
geles, where he is covering the 
West Coast as a factory repre- 
sentative, serving the automotive, 
hardware, sporting goods and toy 
buyers. He represents Mittan 
Products Co., Glove Mfg. Co., 
Torber Toys and the Sergeant 
Hydraulic Jack Co. 


HARTLEY SALES CO. 
ADDS NEW LINES 


The Hartley Sales Co., recently 
formed as a manufacturers 
agency, with salesmen calling on 
hardware wholesalers in Minne- 
sota, North and South Dakota, 
Wisconsin and part of Iowa, has 
added to its other lines, the 
Panef Mfg. Co., makers of “Lub- 
a-Spray”; the Miami Metal & 
Mfg. Co., which makes the “Siz- 
zle Griddle” and the B & J Man- 


JOHNSON STEEL & WIRE 
ANNOUNCES CHANGES 
The Johnson Steel & Wire Co., 

Inc., Worcester, Mass., has made 

a realignment of its sales depart. 

ment officials, effective Oct. 1. 





ROBERT M. JONES 


Robert M. Jones, sales mana- 
ger, will have his headquarters at 
the Wiser Ave. plant in Wor- 
cester. 

Charles E. Reardon, assistant 
sales manager, with headquarters 
in Worcester, will specialize in 
the promotion of sales of the 
new Johnson developments in 
wire coatings and other new 
products. 

William S. Darcey, formerly 
head of the New York sales 
offices in the Chrysler Bldg., has 
become sales market analyst. €. 
Padron Wells is now manager of 
export sales, with offices in the 
Chrysler Bldg. 





COE AND CARTER JOIN 
ARNOLD WHOLESALE 


Robert C. Hager, president of 
the Arnold Wholesale Corp., 5209 
Detroit Ave., Cleveland 2, Ohio, 
has announced the recent ap- 
pointments of Wylie C. Coe as a 
member of sales staff and Em- 
mett L. Carter as credit manager. 
Mr. Carter fills the position for- 
merly held by the late F. S. 
Bradford. 

Mr. Coe, prior to coming to the 
Arnold Wholesale Corp., was with 
the Strong Carlisle and Ham- 
mond Co. in a sales capacity 
since 1935. He had been en- 
gaged for several years with two 
large retail establishments in 
New York City and Cleveland. 
For the past 16 years Mr. Car- 
ter was with Cleveland Retail 
Credit Men’s Co. and Retail Mer- 
chants Board as assistant secre- 
tary, educational director and 
promotion manager. Prior to his 
retail credit experience, Mr. Car- 
ter for nearly four years was aS 
sistant secretary of the Cleveland 





ufacturers Co. ° 


Association of Credit Men. 
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Swings flat 


against the wall 


SiyinG-A-WAY & 


wall bracket 
CAN OPENER 


2,000,000 Ads In 
Leading Consumer Magazines 
Say “BUY SWING-A-WAY 


BECAUSE — nye 


COAST TO 
COAST 
It’s THE KING OF CAN OPENERS 


FOR THE QUEEN OF THE KITCHEN 


It's SAFE—HANDY—SMOOTH CUTTING—EASY TO OPERATE 4 


it OPENS ALL SIZES AND SHAPE CANS 


It, HOLDS CANS FIRMLY, TILTS LID FOR QUICK REMOVAL # 


It’s THE ONLY CAN OPENER WITH 3 ANGLE BRACKET 


Cash in on Swing-A-Way’s 
“Shopper Stopper” popularity 


FRANK McCABE, says: 


Swing-A-Way’s tremendous 
advertising program has the 
women talking and Buying. 
Tie-in with Swing-A-Way’s 
nation-wide campaign. 
Get the extra profits a 
promotion like this 
can bring you. 


"YF Sayin AWAY 


1439 Merchandise Mart, Ch 
nadian Address: P. O. Box 330, Port Crec 


| service 








EVANS PRODUCTS Co. 
APPOINTS SHEA 


The appointment of William 
L. Shea, 318 E. 3rd St., Albert 


| Lea, Minn., as midwest sales and 
| 


WILLIAM L. SHEA 


representative of the 
Heating and Appliance Division 
of Evans Products Co., Detroit, 
has been announced by A. W. 
Shields, division general sales 
manager. Mr. Shea’s territory 
will include Minnesota, Iowa, 
Illinois, Indiana, North Dakota 
and South Dakota. 

For two years prior to his entry 
into the armed forces, and for a 
year following his separation 
from the army, Shea was a sales 
representative of the Interstate 
Power Co., Albert Lea, handling 
Westinghouse appliance sales. 

Mr. Shea served overseas as & 
pilot with the 90th Bomb Group, 
participating in 24 combat mis- 


| sions against the Japanese in 


New Guinea. 


——_—- 


FRYE TELLS BOOSTERS 
OF NEED FOR BETTER 
SALESMEN, AD. TIEUP 


More than 50 members and 
guests, at the Oct. 25 meeting of 
the Hardware Boosters, at the 
Midston House, Madison Ave. 
and 38th St., New York City, 
heard George A. Frye, vice-presi- 
dent and New York office mana- 
ger of the James Thomas Chirurg 
Co., New York City, advertising 
agency, discuss salesmanship. He 
emphasized the need for coordi- 
nation between advertising de- 
partments and company sales- 
men; expressed his belief that 
distribution from manufacturer 
to wholesaler to retail store is 
the best method for the hardware 
field and urged intelligent use of 
point-of-sale material by retail 
merchants. 

Mr. Frye suggested that sales- 
men should offer more construc- 
tive criticism of their companies’ 


advertising. He said that 
men are prone to deprecate 
vertising but that not many ¢ 
forward with ideas to improve ; 
The meeting was presided ons 
by Willard Kemp, The Yak 
Towne Mfg. Co., New York Cir 
president of the Boosters, } 
members elected were: He 
R. Fuller, A. E. Fuller Co.; 
tis J. Ketchum, associated 
A. M. Glueck, manufa 
agent; Walter Langhauser, Sty 
Expansion Bolt Co., and Willi 
J. Gurnee, Atlas Products Cg 


J. W. BROWN PRESIDENT 
OF INDIANAPOLIS R.HA 


J. Wesley Brown, head 
Brown Hardware and Electric 
Co., is the newly elected pres 
dent of the Indianapolis Retail 
Hardware Association, compos 
of approximately 60 hardw. 
dealers in Indianapolis and 
Marion county. Other office 
are: O. A. Hufnagle, first vice 
president; Charles Hancock, se 
ond vice-president; E. K. Oder, 
treasurer; and Harry Alexander, 
secretary. 


G.E. HEALTH LAMP 
SPECIALIST NAMED 


T. C. Ohart has b@en promoted 


to the position of health lam 
sales specialist for General Elec 
tric Lamp Department, Nel 
Park, Cleveland. Since Novem 
ber, 1945, Mr. Ohart had served 
as district engineer for the G. E 
Lamp Department’s Empire Sales 
District, at Buffalo. 

In his new post, he succeeds 
J. A. Hodges who resigned from 
G. E. recently to join the Solar 
Eight Mfg. Co., Chicago, as vice 
president in charge of sales. 


T. C. OHART 


In his new work as health lamp 
sales specialist, Mr. Ohart 
concentrate on the promotion 
sales of germicidal, ultraviolet 





and infra-red types of lamps. 
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PERCY JENKINS HEADS 
INSECT SCREEN BUREAU 


Percy Jenkins, eastern district 
sales manager, Wickwire Spencer 
Steel, Division of the Colorado 


PERCY JENKINS 


Fuel & Iron Corp., New York 
City, was recently elected presi- 
dent of the Insect Wire Screen- 
ing Bureau. Elected vice-presi- 
dent was Stuart M. Jones, sales 
manager, New York Wire Cloth 
Co., New York City. 


STUART M. JONES 


Ralph Bacon, 74 Trinity Place, 
New York City, is secretary of 
the Insect Wire Screening 
Bureau. 


TRAUBEE CO. ENGAGES 
HANDICAPPED PERSONS 


Traubee Products, Inc., 924 
Bergen St., Brooklyn, N. Y., 
makers of Time Saver pressure 
cookers recently pledged, during 
the National Employ the Physi- 
cally Handicapped Week, that 
physically handicapped persons 
would get first call on positions 
in its office and factory. The 
company has already hired a 





number of such disabled men 
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and women and Jacques Trau- 
bee, head of the firm, reports 
that they have been found ex- 
tremely satisfactory. 

Richard H. Roffman, newly-ap- 
pointed director of advertising 
and publicity for Traubee Prod- 
ucts, is chairman of the public 
relations committee of the Men’s 
League in Aid of Crippled Chil- 


dren, a 25-year-old organization | 


operating in the metropolitan 
New York area with the goal of 
assisting disabled young men and 
women to become self-supporting. 


CHAMBERS CORP., RANGE 
MANUFACTURERS, 
BOUGHT BY FLATO 


The Chambers Corp., Shelby- 
ville, Ind., manufacturer of the 
Chambers gas range, has been 
acquired by the Edwin Flato Co., 
Corpus Christi, Texas. 

J. E. Chambers will remain 
with the organization and the 
new owners, Franklin, Frederick 
and Robert Flato, state that there 
will be no changes in personnel 
or in the sales organization. 

In 1906, Edwin Flato, Sr., 
founded the Corpus Christi Hard- 
ware Co., which has continuously 
expanded as a wholesale hard- 
ware firm. Later the Nuences 
Hardware Co. and other retail 
hardware, sporting goods and ap- 
pliance stores were added. The 
Edwin Flato Co., organized un- 
der the direction of Franklin 
Flato, distributes household ap- 
pliances and has now entered the 
manufacturing field with the pur- 
chase of the Chambers Corp. 


PHILADELPHIA FIRM 
IN NEW QUARTERS 


The Superior Merchandise Co., 
hardware, house furnishings and 
electrical supplies, is moving to 
its own building at 14 N. Front 
St., Philadelphia. The new build- 
ing has five stories and a base- 
ment. 

B. I. CORP. PRESIDENT 

SAILS FOR ENGLAND 


William Carduner, president of 
British Industries Corp., 315 
Broadway, New York, sailed on 
the Queen Elizabeth on her 
maiden voyage as a passenger 
ship from New York to England. 
In that country he will confer 
with heads of the various British 
manufacturing concerns which 
the B. I. Corp., represents as 
exclusive American sales repre- 
sentatives. 

These include Garrard Engi- 
neering & Mfg. Co., Ltd.; Die 
Casting Machine Tools, Ltd.; Wil- 
kinson Sword Co., Ltd.; Multi- 
core Solders, Ltd.; Gumption 
Products, Ltd.; and Phenoglaze, 
Ltd. 








It’s new! 


It’s beautiful. It’s a sales maker. 
Handsome bleached-oak that blends with any 
background ...curved glass that’s stream- 
lined and modern...an eye-catching-red 
knife panel make this one of the most at- 
tractive displays ever put out for pocket 
knives. It’s simple and practical to use too 
—with. a large stock compartment, lock- 
able door and instruction panel for dealer 
clerks. Available through your Camillus 
distributor. Camillus Cutlery Company, 
New York 17, N.Y. 


CAMILLUS 


NAce.: 1 HE Eo G € 








STANDARD THE COUNTRY OVER 


Here’s the line of tank heaters stockmen want. 
Thousands sold every year because this heater 
has everything necessary for efficient, trouble-free 
performance. This nationally advertised line of 
oil burning tank heaters is in big demand. Now 


is the time to cash in. 
Efficient! Economical! Of Burning! 


“A FAVORITE WITH STOCKMEN EVERYWHERE” 


Standard the country over! The favorite water 
tank heater for stockmen everywhere, because they 
provide the greatest possible heat radiatien below 
the water line. All the heat is applied to the 























floor of the water tank— 
where it should be. All 
steel or cast iron con- 
= gp bolts or 
are welded solid to the 
heater. Burns all kinds of 
fuel oil. Used also for 
breeder stove, hot dip 
tanks, space heater, feed 
cooker, ete. 





FINEST LINE OF 
TANK HEATERS 


Order Now! Cash in at 

the peak season! Write 

for descriptive literature 
and prices. 











Retailing from 





Tia 


excess draft. 
heater. 


barrel for filling. 


tensiher. 





REVOLVING HOOD—Placed at top of smoke stack. Gives 
better draft conditions. 

WEATHER SHIELD—Keeps out rain and snow, orevents 
SIPHON FEED—Insures uniform feed, and steady fire in 


DETACHABLE 6-QUART FUEL TANK—May be taken to 


FUEL DRIPPER—Controls flow of oil. 
FLAME SPREADER—Serves as smoke burner and heat in- 


ASBESTOS WICK—No burners to get out of order. 


THAT SELL! 

















MANUFACTURING 


200 Main Street, GEORGE, IOWA 


MANUFACTURERS OF 


@ Duz-All Tractor Loader 
@ Steam Cleaner 
@ Electric Tank Heaters 
@ Cultivator Shields 
@ General Farm Equipment 


SUEEHINe 


COMPANY 





Clifton McKenna, 50 Years in Trade, 
Tells New York Group About Early Days 


The election of new officers, a 
discussion of the new Civilian 
Production Administration regu- 
lations affecting the sale of build- 
ers’ hardware and the honoring 
of Past Chapter Chairman Clifton 
McKenna on his 50th anniversary 
in the builders’ hardware busi- 
ness, were features of the first 
fall dinner meeting, of the Met- 
ropolitan Chapter, of the Na- 
tional Contract Hardware Asso- 
ciation and the American Society 


| of Architectural Hardware Con- 
} sultants, 


held at the Midston 
House, New York City, Tuesday 
night, Oct. 8. 

Fred Hall, representing the 
C.P.A., outlined the new priority 
regulations governing the distri- 
bution of builders’ hardware for 
urgently required housing proj- 
ects. A discussion on the pro- 
visions of the priority regulations 
followed Mr. Hall’s talk. 

The following officers were 
elected: Meade M. Johnson, Yale 
& Towne Mfg. Co., Stamford, 
Conn., chairman; Donald B. Gib- 
son, Sargent & Co., New Haven, 
Conn., vice-chairman; A. M. 
Schmitt, P. & F. Corbin, New 
York, secretary; E. K. Johnson, 
Jersey City, N. J., assistant sec- 
retary; C. P. Samber, Norwalk 
Lock Co., New York, treasurer, 
and George C. Souders, Westfield, 
N. J., assistant treasurer. 

It was voted to hold meetings 
bi-monthly. 





Clifton ° McKenna, the first 
chairman of the chapter and the 
manager of the New York office 
of P. & F. Corbin, was the prin- 
cipal speaker. Mr. McKenna is 
celebrating his 50th anniversary 
this year in the builders’ hard- 
ware business, all in the service 
of the American Hardware Corp. 

Mr. McKenna began his hard- 
ware career on Oct. 27, 1896, for 
Russell & Erwin Mfg. Co., at 43 
Chambers St., in New York City, 
in what was known as the hard- 
ware section. Sargent & Co. 
was only a few doors below the 
Russell & Erwin offices. P. & F. 
Corbin was on Murray St. and 
Yale & Towne on Chambers St, 
a short distance below Broadway. 
Russell & Erwin and Sargent & 
Co. were hardware jobbers in 
addition to marketing their own 
products. 


PEARL-WICK OCCURIES 
NEW CHICAGO OFFICE 


Pearl-Wick Corp., Long Island 
City 2, N. Y., manufacturer of 
self-ventilating hampers, has 
opened its new Chicago show- 
room and offices in Rooms 1101, 
1102 and 1102A, of the Merchan- 
dise Mart. The latest in lighting 
and display have been incorpo 
rated. A prominent man inthe 
trade has been engaged to také 
charge of the office but his name 
has not been announced as yet. 











TWO TRANSAMERICA SUBSIDIARIES, Adel Precision 
Products Corp., Burbank, Cal., and Aerco Corp., Hollydale, 
Cal., have been merged, to give greater production facilities 
to Aerco’s Precisionbilt Division's line of fresh and salt water 


fishing reels, 


reel cases, rod cases, and other accessories. 


Timothy E. Colvin (seated), president of Aerco Corp., points 
out features of the Aerco line to Clinton E. Stryker, presi- 
dent of Adel Precision Products Corp. Precisionbilt reels 
will continue to be marketed with other Adel consumer 
goods, including housewares, photographic equipment, etc., 
by Inter-Coastal Co., Inc., Los Angeles. 
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The makers of Champion Lamps believe that quality electric lamps are 
quality hardware items and, as such, should be distributed by the regular 
team that has proved so efficient and economical for the hardware industry 
— manufacturer to wholesaler to retailer. 

Champion and the Champion wholesaler in your locality have gone to 
work to make this method of distribution effective and profitable for you. 

Champion Lamps are easy to handle and sell. There’s no red tape, no 
contracts, no restrictions. 

Champion Lamp packaging and point-of-sale display material help you 
to get the business. Remember, every customer that enters your store is a 
prospect for lamps. 

Champion Lamps have the quality and dependability that gets you the 
repeat business. 

Champion's low cost production and straightforward distribution gives 
you maximum profit margin on this big volume staple. 


Ask Your 
WHOLESALER 


for 


CHAMPION 


Lamps 








aK 








CHAMPION LAMP WORKS 


L yun. Massachusetts 


t 
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When they see it...you PROFIT! 





The new, scientifically developed 


WALLACE STERLING 


SILVER POLISH 


easier for you to promote and sell 


...and PROFITABLE! 


The new WALLACE STERLING SILVER POLISH retails at only 
50¢, with a full mark-up to you. It has these special advan- 
tages ... 80 easily proven that we are proud to back it with 
the prestige of the Wallace name: 


I. Saves time and effort...easier to use, cleans faster. 

2. Gets right down into engraved and ornately carved sur- 
faces ... doesn’t cake. 

3. No objectionable odor. 

4. Safe ... non-inflammable, non-poisonous. 

&. Non-irritating ...aciually tends to soften, rather than 
dry the hands. 

@. Enhances patina, gives a higher lustre. 

7. Brightens other metals besides silver. 

8. Good for silverplate as well as sterling. 


Stock and display WALLACE STERLING SIL- 
VER POLISH. The small counter display 
unit occupies little space... but packs a 
big sales punch! Order today through your 
jobber. 











NATIONALLY ADVERTISED! 
WALLACE STERLING SILVER POLISH is tied-in with the 
full-color, full-page Wallace Sterling Silver advertise- 
ments, appearing regularly in these magazines, whose 
women readers are very much interested in the proper 
care of their silver: 


PUBLICATION : CIRCULATION 


LADIES’ HOME JOURNAL 4,110,361 
HOUSE BEAUTIFUL. 289,906 
COSMOPOLITAN 2,092,032 
VOGUE .....-..-. 205,065 
HARPER'S BAZAAR 198,038 
MADEMOISELLE ‘ 426,326 
BRIDE'S MAGAZINE... 132,435 
SEVENTEEN ........-6++0+seeeees 781,534 

TOTAL. .cccccccees 8,185,697 


These readers will ask for Wallace 
Sterling Silver Polish...soe display it! 











WALLACE SILVERSMITHS 


| Father and Son Day. 





100 Electrical Retailers Hold Forum 
At First Big Postwar NERA Meeting 


More than 100 electrical re- 
tailers met at the Stevens Hotel, 
Chicago, Oct. 25, for the first im- 
portant meeting called by Na- 
tional Electrical Retailers Assn. 
since the war. The meeting was 
conducted as an open forum and 
was presided over by Clif Simp- 
son, NERA managing director. 

Prior to the meeting, dealers in 
the Chicago area were asked to 
provide written questions to be 
answered. More than 50 “straight 
from the shoulder” questions on 
selling practices, sales training, 
availability of merchandise, dis- 
tribution, trade policies and gov- 
ernment regulations were sent in. 
Participating in answering these 
questions were NERA President 
Paul Kees, Madison, Wisc.; 
NERA Regional Governor Herb 
Names, Denver, Colo.; Frank 
Gruesel, Gruesel Distributing Co., 
Milwaukee, Wisc.: Harry Alter, 
Harry Alter Co., Chicago: P. B. 





Pambrun, Stewart-Warner (Co, 
Chicago, and A. E. Cascino, mar. 
keting research specialist, Ben- 
dix Home Products Co., South 
Bend, Ind. 

This meeting was the first pub- 
lic appearance for new NERA 
President Paul Kees. He was 
warmly received by the many 
members present from Illinois, 


Wisconsin, Michigan, Indiana 
and Iowa. 
Regional Governor Herb 


Names, Denver, who heads the 
association’s activities in Colo- 
rado, Wyoming, Kansas, Ne. 
braska, was at his best in ex- 
pounding business practices which 
have made him one of the na- 
tion’s leading electrical retailers. 

Simon Halle, Colorado Springs, 
newly-appointed state chairman 
for Colorado, was also present, as 
was K. J. Stucky, Ft. Wayne. 
Ind., NERA regional governor for 





Illinois, Indiana, and Wisconsin 








| CRAFTS, SCIENCE SHOW, 
MADISON SQ. GARDEN 
NOVEMBER 17-24 


The National Crafts and 
Science Show will be held in 
| the Exposition Hall of Madison 
| Square Garden, New York City, 
| Nov. 17 to 24. 
| Numerous daily activities will 
be offered crafts and science fans 
at this show. Opening day, Sun- 
day, Nov. 17 has been designated 
as Radio and Television Day; 
Monday is Photograph Day; 
Tuesday, Model Railroad Day; 
Wednesday, Ladies’ Day; Thurs- 
day, Home Workshop Day: Fri- 
day, Science Day: Saturday, 
Model Airplane, Boat and Race 











Car Day. and Sunday, Nov. 24 is 





Robert Hertzberg, executive 
editor of Mechanix Illustrated | 
magazine, sponsor of the show, | 
and his staff of associate editors | 
are setting up a program of | 
events to take place every hour 
on the hour during the full run | 
of the show, which will be open | 
daily from 11 a. m. to 11 p. m. | 


| 





S-W FILMS PACK ’EM IN | 
Murta-Appleton & Co., hard- 
ware store at 12th & Sansom Sts., | 
Philadelphia, had to hang out the | 
S.R.0. (Standing Room Only) 
sign, early last month, when 
more than 1,000 customers jam- 
med the store to see the Sherwin- 
Williams double feature color 
movies “Goodbye Weeds” and 
“Doomsday for Pests,” which ex- 





WALLINGFORD, CONN. 


tol “Weed-No-More” (2,4-D weed 


killer), and “Pestroy” (DDT 
household and commercial insee- 
ticides) . 

The films are available for 
showing through Sherwin-Wil- 
liams district managers. 


SHERWIN-WILLIAMS CO. 
HAS NEW MFG. HEAD 


Victor Mills, superintendent of 
production for the Sherwin-Wil- 
liams Co., since 1934, has been 
advanced to general manager of 
paint, varnish and lacquer manu- 
facturing for the company. In 
his new capacity he will be in 
charge of manufacturing at the 
company’s 12 U. S. plants and its 
three factories in Latin America. 

Mr. Mills’ manufacturing ex- 
perience dates back to 1928. He 
joined Sherwin-Williams as 2a 
clerk in 1920. 





VICTOR MILLS 
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KNAPP NOW PRESIDENT 
CLARK BROS. BOLT CO. 
Oscar G. Knapp, vice-president 
and treasurer of Clark Bros. Bolt 
Co., Milldale, Conn., manufac- 





OSCAR G. 


KNAPP 


turers of bolts, nuts, screws and 
rivets, has been named president 
and treasurer to succeed the late 
Edwin S. Todd, who died Sept. 
16. 

Other officers of the company 
who will serve with Mr. Knapp 
are: vice-president, Edwin C. 
Northrop, Waterbury, Conn.; 
secretary and general sales man- 
ager, Dudley H. Smith; assistant 
treasurer, Miss Catherine J. 
Lamb; assistant secretary, Wes- 
ley B. Scott; and superintendent, 
Otto H. Reisch. 


| years of service in the Marine 


Corps. 
In Oklahoma City, Mr. Cook 
was associated with the Frigid- 


last winter following five years 
with the Army Air Forces. 





DICK DALMAR JOINS 
KELMAR CORP. 


| K. QO. Martin, of Kelmar Corp.. 
| Milwaukee, Wis., manufacturers 
| of the “Pow’r House” line of 
| educational playthings, has an- 
| nounced that “Dick” Dalmar has 
| purchased an interest in Kelmar, 
land was recently elected vice- 
president. 

Mr. Dalmar has had 27 years’ 
experience in toy sales, merchan- 


| dising and development. 


SYLVANIA PROMOTES 
F. R. ARCHER 


F. R. Archer has been named 
merchandising supervisor of fluo- 
rescent products for Sylvania 
Electric Products Inc., 500 Fifth 
Ave., New York City. 

In his new capacity 
Archer, who has been with Syl- 
vania Electric since 1940, will be 


the company’s line of cold ca- 
thode fluorescent tubing, long 
slim fluorescent and cold cathode 
“K” lamps. Previously, he super- 
vised the sales and development 
of photographic lamps, and dur- 
ing the war he was product man- 





NATIONAL LOCK CO. 
WINS SAFETY AWARD 


Completing three years 
plant operation with an outstand: | 
ing lost-time accident record, | 
National Lock Co., Rockford, IIL., 
has been awarded the Safety Flag 
by Liberty Mutual Insurance Co. 
of Boston. This record was | 
achieved partly during wartime | 
when labor was necessarily under 
pressure and partially untrained 
in safety precautions. 


of 





CORNING ADDS TWO 
FOR SOUTHERN SALES 


Corning Glass Works, Corning, 
N. Y., recently announced the 
addition of Clair VanEtten and 
Harry R. Cook to the sales staff 
of the company’s Consumer Prod- 
ucts Division. Following a short 
training period in Corning both 
men will be assigned to the south- 
ern sales district. 

Mr. VanEtten joined the com- | 
pany’s market research depart- | 
ment several months ago follow- | 
ing his discharge after four 
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' ager of marine lighting. 


aire sales division of the General | 
Motors Corp., which he joined | 








Mr. 


responsible for the promotion of | 








F. R. ARCHER 


Before joining Sylvania Elec- 
tric. Mr. Archer was affliated 
with the Barkon Frink Tube 
Lighting Corp. as sales engineer. 
Prior to this time, he was asso- 
ciated with the Westchester 
Lighting Co. as director of light- 
ing promotion and sales for ten 
years, and with Henry L. Doherty 
in a design capacity. 













DOUBLE 


CLOTHES LINE TIGHTENER 


ig 
ME Ra 
' “eh 





MALuioNns of women are 
looking for this means to 
easier washdays. This fast 
moving household necessi- 
ty is ting with enthusi 
astic sales records when- 
ever displayed. Attractive 
displays, literature 
demonstrators are a great 
aid to dealers selling Mac- 
Tite clothes line tighteners. 





and 


Fits everyones back yard .... equally as useful in basement 
or attic. If not available from your jobber, write today for 
sales literature and information. 


HYDA-KORD 


TRADE MARK 






WINDS UP LOOSE CORD 


Every home and nome- 
maker needs Hyda-Kord 
to get rid of excess lamp, 















phone and radio cords. 
The Hyda-Kord, molded of 
plastic is a trouble-free 
item that has customer 
appeal. Its universal ac- 
ceptance generates multi- 
ple sales. If not available 
from your jobber, write 
today for sales literature 





and information. 






We oe a 


MANUFACTURING COMPANY 
ERIE, PENNSYLVANIA 











Mr. Hardware Dealer 


BERLOU GUARANTEED MOTHSPRAY is just 
the product your customers are looking for — 
just the product they will gladly buy — just 
the product for sales and profits. 

BERLOU guarantees your customers, in writing, 
freedom from moths for 5 years — or pays for 
the damage. 

BERLOU helps you sell this effective mothspray 
by extensive national magazine advertising 
coverage — by radio announcements — coop- 
erative newspaper advertising — attractive 
dealer displays and literature — and liberal 
PMs. 

Write today for complete information on the 
mothspray that is priced for sales, priced for 
profits. 

THE BERLOU MANUFACTURING COMPANY 


37 Blaine Avenue @ Marion, Ohio 
fn Canede: THE BERLOU COMPANY LTD., London, Canada 


BERLOU 


GUARANTEED 
MOTHSPRAY | 











HARDWARE MAN LEADS 
ROTARY ACTIVITIES 
IN EMPIRE STATE 


Harry J. Yoder, vice-presiden 


of the W. W. Conde Hardware | 
N. Y., with! 


Co., Watertown, 





H. J. YODER 


which firm he has been associated 
since 1922, is serving as a Dis- 
trict Governor of Rotary Inter- 
national. He was one of 158 Dis- 
trict Governors elected at the 
Rotary convention in Atlantic 
City. 

Mr. Yoder entered the hard- 
ware field in Syracuse, N. Y., in 
1902. He has been active in the 
affairs of his community as presi- 
dent of the YMCA, vice-president 
of the Community Chest and 
vice-chairman of the Red Cross. 
As District Governor he will co- 
ordinate the activities ,of 36 of 
the Rotary Clubs in New York 
State. 


ELECTRIC COMFORTER 
GIVEN PUBLIC DEBUT 
BY TELEVISION 


A half-hour television show, on 
Oct. 30, that introduced the new 
electric comforter made by the 
Westinghouse Electric Appliance 
Division is believed to have been 
the first public announcement of 
a new product by telecast, accord- 
ing to Roger H. Bolin, advertis- 
ing manager of the division. 

The show, with Jerry Colona as 
the comic character and Wendall 
Niles as the narrator, was de- 
veloped to introduce the new 
electric comforter as the zenith in 
man’s accomplishments to keep 
himself warm. 


The new product advertising 
by approximately 20 stores in the 
New York City and Philadelphia 
areas appeared in the morning 
papers of Oct. 31. The stores 
were furnished a selling and ad- 
vertising plan-book, which in- 
cluded consumer literature, a 





| selection of photographs and win- 
dow and store displays. 
A complete sales training pro- 
,| stam, prepared under the direc- 
tion of Ed. J. Hegarty, sales 
training manager of the division, 
| was presented in advance to sales 
personnel of the participating 
| Stores. 


| 
HOUSEWARES CLUB 
| HAS DINNER-DANCE 


The Philadelphia Housewares 
Club held its opening Fall meet- 
ing, recently, at the Melrose 
Country Club, in the form of a 
| dinner-dance. The affair was at- 
| tended by 100 members and their 
wives. 

The members welcomed the 
news that the National House- 
wares Show will be held in Phila- 
delphia in 1947. 


78-YEAR-OLD DEALER 
ACTIVE IN TRADE 
AFTER 61 YEARS 


At the age of 78 Albert M. 
Anderson, Sturgis, S. D., con- 
tinues to take an active interest 
in his hardware store as well as 
in several stock ranches on which 
he raises Hereford cattle. 

Mr. Anderson has now been in 
the trade 61 years, having started 
with his father’s hardware store 
when he was only 15. When he 
became 21 the firm name was 
changed to H. O. Anderson & 
Son. Mr. Anderson now has his 
two sons, Earl H. and Harold 
O. Anderson associated with him. 





ALBERT M. ANDERSON 


Mr. Anderson has served as 
mayor, city councilman, school 
board member and regent of edu- 
cation for his state. During the 
war and at the present time he 
takes considerable interest in 
the cause of the Red Cross as 
chairman of the Meade County 
chapter. 
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@ carton, weight 37 Ibs. 





NOW NATIONALLY ADVERTISED 


We're helping you create sales with consumer adver- 
tising in leading NATIONAL WOMEN'S MAGAZINES 

. . with many participations on outstanding Nation- 
wide RADIO programs (millions of more listeners know 
of the TIME-SAVER) . . . with attractive newspaper mats 
... and other sales stimulating activities. Get on the 
TIME-SAVER band wagon .. . and ride with this 
successful product. 





Packed individually 6 to 


Manufactured by 


TRAUBEE PRODUCTS, inc. 


NOVEMBER 7, 1946 


FOR GENERAL MERCHANDISING AND AS A 







































TIME SAVER FEATURES 


e 3-way pressure gauge, 5-10-15 Ibs. 
@ Precision-cast of virgin aluminum alloy 
Aluminum cooking grid 

Highly polished surface 

Easy to operate. No gadgets 


Guarantee certificate and 24-page cooking time- 
table booklet with each cooker. 


For good profits, quick sales and satisfied customers... 
show and sell the TIME-SAVER .. . 









924 BERGEN STREET, BROOKLYN 16, N. Y. 














and they carry Perma-Jack 
right out of your store... 


And they take it home, 





Perma-Jack the Top ] 


Quality Floor Leveling install it themselves easily, 
} Device ~~» ‘ saving many dollars over 


a ee contractor's fees—and it 
outlasts the house. Hun- 
dreds of homes, commercial 
and farm buildings in your 
neighborhood need this 
permanent jack - and - post 
to level up sagging beams. 
That’s why Perma-Jack is 
a natural profit-maker for 
your store. 

It’s the top quality floor- 
leveling device, with these 
exclusive advantages—Tim- 
ken thrust rojler bearing 
and Acme square threads 
that mean easy turning up 
to full load; heavy support 
pins for 200% extra bearing 
strength; big safety margin 
when installed. 

Cash in on the “sell- 
on-sight” potential of this 
money- maker, as thousands 


a of dealers are now doing. 
7 Ask your jobber today 














Perma-Jack fits under 
any beam, anywhere, 
even in corners, is 
used upright or up- 
side down, another 
exclusive feature. 
Adjusts to any height 
from 4°10" to 8°10". 
Load tested to 12 
tons. Glossy gray anti- 
rust baked enamel 
finish adds beauty 
and permanence. 





for the whole Perma-Jack 
’ profit story, or write us 
giving his name. 





Le 
PERMA-JACK 


Product of PERMA-JACK Corporation, 12500 Berea Road, Cleveland 11, Ohio 


A Subsidiary of Republic indy 
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| Rochester, N. Y., manufacturers | 


| Brainerd succeeded his father, 


| sale hardware firm, died Oct. 14. | 


The Quality Permanent Steel Jack-and-Post for Leveling Sagging Floors | with the H. D. Taylor Co., Buf-/ 1898, died Oct. 4. 


falo, N. Y., wholesale hardware | outstanding leader in Catholic 
concern for 46 years, died re-|and civic circles in his com- 
cently after an extended illness. ! munity for many years. 


JACK HARGROVE HEADS | ecrans Administration, the course 
MIRACLE SALE DEPT. can soon be combined with the 
Jack Hargrove has been ap- | Ol. Cadets gg sted 
pointed executive vice-president | 8™@™ thereby —_ m4 ? eal 

| of the Miracle Electric Co., Chi- | ® learn the paint and wallpaper 


cago, Ill. In his new capacity, | ade oo aid 
ro ’ 


Mr. Hargrove will supervise sales : 
. me > | The course includes a semi- 


and merchandising of the Miracle Rae 
electric appliances through | monthly publication made up of 


national organization of distrib- essential merchandising Prine. 
ohatn dial dniiens: | ples, the “do's” and “don ts” of 
Mr. Hargrove, formerly vice- | intelligent selling and pertinent 
president and sales manager of questions and oe the use 

| Kinney Brothers, has also been of paint and allied products. 
| first vice-president and program 
| chairman of the Southern Calli- 
fornia Chapter of the American 
Marketing Association and chair- 
man of the sales conference com- 
mittee of the Southern California 

Radio and Retail Association. 





H. A. DINEGAR HEADS 
EUREKA-WILLIAMS DIV, 


Henry A. Dinegar has joined 
the Eureka division of the Eureka 
Williams Corp. to become special 

| assistant to George T. Stevens, 
| vice-president and manager, and 
to direct export sales. He was 


SELLING TAUGHT TO formerly sales manager of the 
NEW PERSONNEL |electrical appliance division of 


The Paint and Wallpaper As-| the American Steel Export Co. 

sociation of Cook County, Ill.,| During the war Mr. Dinegar 
- | " 

realizing the need for more con- | served as director of the durable 
scientious retail selling within| goods and products division, 
the trade, has developed a train- | Office of Civilian Requirements, 
ing program whereby inexperi-| WPB, and in this connection, as 
enced paint store employees may personal representative of Donald 
become more familiar with the | Nelson, headed a mission to En- 
paint business. gland to study English methods 

Recently approved by the Vet- | of concentration of production. 


OBITUARIES 


HAROLD C. BRAINERD 


Harold C. Brainerd, president | 
of the Brainerd Mfg. Co., East | 7 
H. Z. LIPSCOMB 


Henry Zellner Lipscomb, 69, 
president of H. G. Lipscomb, 
wholesale hardware firm and 
member of an old Nashville, 
the late William F. Brainerd, in | Tenn., family died Oct. 22, at his 

: home in Miami Beach, Fla. He 
the active management of the - p 
the business. in 1918. had resided there for the past six 
| years due to his health. Three 
| daughters, and one son, Henry Z. 
| Lipscomb, Jr., of Nashville, sur- 

FRANK O. CHAMBERS i vive. 


Frank O. Chambers, 82, presi- | 
dent of the Miller Brothers Hard- | 
ware Co., Richmond, Ind., whole- 


PAINT AND WALLPAPER 














He had been assistant treasurer 
of the company for 25 years. 





of cabinet hardware, died unex- | 
pectedly, Oct. 24. He had ap- | 
parently been in good health up 
to the evening of his death. Mr. 





G. F. PENTECOST 
George Fred Pentecost, 74, 


Mr. Chambers had been affiliated | *®*T® Haute, Ind., ne tn 
with the hardware company since dealer for 37 years, died at his 


i i . He 
1903. He was secretary-treasurer a - re city, “Y a a 
and general manager of the firm | ™ arate oa 
for many veers. He tc cureived the Indiana Retail Hardware As 
by two sons, Harry C. and Frank | saree at 
K. Chambers. 


M. P. WELSH 


Maurice Phillip Welsh, 76. 
ALBERT N. BEASER | president of the American Han- 
Albert N. Beaser, 66, associated | dle Co., Jonesboro, Ark., since 


He was an 
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the insecticide and fungicide your 



































customers have been waiting for... helps 
control all 3 major types of garden pests! 


CHEWING INSECTS + SUCKING INSECTS + FUNGUS DISEASES 
Here is an insecticide and fungicide that your customers will 
buy, use and buy again. End o Pest is made by the makers of 
Vigoro and thus will enjoy immediate acceptance. It offers 
the quick, easy solution to plant insect and fungus disease 
problems. For edible fruits and vegetables; also shrubs, 
flowers and trees. Display End o Pest with Vigoro .. . make 


still greater profits. 


End o Pest comes 
ready to use in 
the handy new 
dust gun pack 
age; cartridge re 


fills 


small sifter top 


also in the 


package forhouse 


plants 


End f Weed... dooms over 50 dif- 


ferent weeds to certain death...roots and all! 


@ Weeding is no longer a problem. You 
can relieve your customers of this tiresome job 
with End o Weed and 
make a nice profit for 
yourself at the same 
time. It is applied 
with any type spray- 
ing equipment. 8 
ounces treat 2,000 
square feet of lawn 
area... kills dande- 
lions, chickweed, plan- 
tain and over 50 other 
weeds. Mention End o 
Weed to your cus- 
tomers when they or- 
der Vigoro. Make two 
profits instead of just 
one. 


SWIFT & COMPANY, Plant Food Division, U. S. YARDS, CHICAGO, 




















Said is Wendl 


Dandelion gome .. 
grass begins to thrive. 


—A thriving dan- 

* delion, surrounded * ter, 

by weakened grass, is lion starts to 

sprayed with End o feed 
Weed. 


2 —A few days la- 
when dande- 
die, 


the lawn area. 
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HARDWARE STORE ITEMS 
THAT HAVE BEEN DECONTROLLED 


Sapplementary List No. 


These additional items have 
been exempted or suspended 
from price control since the list 
of OPA-exempt items was pub- 
lished in the Oct. 24 issue of 
Harpware Ace beginning on 
page 155. 


A 
APPLIANCES, small electrical, 
such as heaters, non-automatic 
toasters, irons, hot plates, electric 
heating pads and electric shavers. 

APRONS, paper household. 

ARTICLES, metal, used in the 
preparation, storage and serving of 
foods and beverages. (This includes 
all household kitchenware.) 


BALSA WOOD. 

BASINS, wash. 

BICYCLES and bicycle accessor- 
jes and parts. Sidewalk bikes. 

BLINDS, venetian. 


BLOCKS, wheel, used to hold 
vehicle when jacked up to change 
a tire. 

BOARDS, ironing. 

BOXES, too. Cash and bond 
boxes. 

BUMPERS, rubber boat. 


Cc 


CABINETS, sewing machine. Gun. 

CANNERS. 

CANS, garbage and ash. 

CAPS, bathing and shower 

CARS, wheel play. 

CARTS, beach. 

CASES, fitted tool. 

CASSEROLES. 

CHESTS, table flatware and sil- 
verware. 

CHINA, semi-vitrified. 

CHOPPERS and EXTRACTORS, 
food, non-electrical, such as meat 
grinders and juicers. 

CLEANERS, sponge rubber wall. 

CLOCKS and clock-type watches. 


(This includes all watches and 
clocks, both imported and domes- 
tic.) 


CLOSURES, home canning jar. 

COFFEE MAKERS and parts. 

CONTAINER SEALING COM- 
POUNDS, CEMENTS, ADHES- 
IVES containing rubber or syn- 
thetic rubber except tire and tire 
tube repair cements. 

COOKERS. 

COVERS, automobile seat. 

CROPS, riding. 

CUPS, rubber vacuum suction. 

CURTAINS, shower and shower 
curtain sets. 

CUSHIONS, rubber 
implement seat. 


tractor and 


D 
DISHWASHERS, household. 
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E 


EDGING, shelf, made of plastic. 

ELECTRONIC EQUIPMENT, ar- 
ticles of electronic equipment sold 
to consumers as kits for assembly 
into microphones, record players, 
amplifiers, loud speakers and other 
devices using batteries or electricity. 


F 


FASTENERS, license plate. Safe- 
ty door fasteners. 


FAUCETS, wooden. 
FEEDS, all animal and poultry 
mixed feeds. 


FENDERS, rubber boat. 
FIXTURES, bathroom and closets 
except medicine cabinets. 
FLOORING, made of rubber or 
synthetic rubber. 
FORKS, carving and 
(table flatware such as plated 
knives, forks, spoons and _ those 
made with stainless steel or plastic 
handles remain under ceilings). 
FUNERAL SUPPLIES including 
caskets and metal burial vaults. 
FURNITURE AND EQUIPMENT, 


kitchen 


commercial, including all office 
furniture and equipment. Juvenile 
furniture except cribs, chifferobes 


and chests. 


G 
GLASSWARE, household, includ- 
ing such items as tumblers and 
glass dishes. 
GREASE. 
GUNS. 


HARNESS and PARTS. 
HEATERS, electric. P 


I 
IRONS, electric. 
J 
JARS, home canning and clos- 
ures. 


KITCHENWARE, household and 
all metal articles used in the prep- 
aration, storage and serving of 
foods and beverages. 

KITS, fitted tool. 

KNIVES, carving and kitchen 
(table flatware such as piateu 
knives, forks, spoons and _ those 
made with stainless steel or plastic 
handles remain under ceilings). 


L 


LABELS, pot and garden plant. 

LAMP BLACK. 

LAMPS, oil hurricane. Mantle 
lamps using oil, kerosene or gaso- 
line. Portable electric lamps and 
shades such as boudoir lamps, table 
lamps, torchiers. 

LANTERNS, using oil, kerosene 
or gasoline. 

LEASHES, rubber dog. 

LINES, rubber clothes. 

LUGGAGE. 


| 


MACHINES, business, including 
typewriters and adding machines. 
Floor cleaning and polishing ma- 
chines. Household sewing ma- 
chines. Hand-operated washing ma- 


chines. 

MANTLES, incandescent. 

MATS AND MATTING (includ- 
ing automotive mats) made of rub- 
ber, synthetic rubber. Rubber strip 
and link mats made from scrap 
materials. 

MOTORS, outboard. 


oO 


OILS AND FATS, industrial, in- 
cluding linseed oil, inedible tallow 
and grease. 

OVENS, household portable. 


P 


PADS, electric heating. Collar. 


PANS, dish. 
PAPER, coated shelf. 
PHONOGRAPHS, accustically 


amplified. 

PHOTOGRAPHIC EQUIPMENT, 
accessories and supplies, including 
carrying cases. 

PINS, insulator. 

PLATES, electric hot. Name 
plates. 

POLISH, stove. 

POTS and TRAYS, paperboard 


especially designed to contain and 
ship growing plants. 

POTTERY, cooking and table. 
Semi-vitrified pottery. 


RADIOS AND ELECTRIC. 


PHONOGRAPHS. OPA has re- 
moved radios from price control on 
the basis that the supply of models 
that make up the bulk of produc- 
tion (table radios, table-model ra- 
dio-phonograph combinations and 
radio consoles) exceed or is in ap- 
proximate balance with demand. 
(The models that are in short sup- 
ply are the expensive combination 
radio-ph raph Is.) 

REFLECTORS, jewel. 

REFRIGERATORS, household ice 
and cabinets. Combination ice and 
electric refrigerators designed ex- 
clusively for installation in trailer 
coaches. 





RIBBONS, fly. 

RIDING EQUIPMENT. 
ROLLERS, window shade. 
ROPE, steel wire and strand. 


8 

SADDLERY. 

SAFES. 

SCALES, bathroom. 

SCOOTERS. 

SEATS, chair, made of fiber and 
chipboard. 

SEEDS, all legume seed—alfalfa, 
red clover, alsike clover, and sweet 
clover. 

SHADES, window. 

SHAVERS, electric. 

SHELLS. 

STEEL, alloy. 

STEPLADDERS. 

STIRRUPS. 

SWEEPERS, carpet and hand op- 
erated. 


T 


TANNING EXTRACTS, vegetable. 
TIRES and TUBES, bicycle. 
TOASTERS, electric, non-automa- 


tic. 

TOOLS, farm and garden. Heavy 
forged iron hand tools. Specified 
types of carpenters’, mechanics’ and 
miscellaneous tools. 

TRAYS, battery. 

TREES, saddle. 

TRELLISES, wooden garden 


TUBS, metal. 

TURF GOODS such as hore 
covers, horse boots, soaking swabs, 
ankle rattlers and rolls, weight 
pads, toe weights, girt covers, head 
bumpers. muzzles, neck cradles. 

TWINE., binder and baler. 


TYPEWRITERS. 
U 
UTENSILS, commercial cooking 
and pails. 


Vv 


VALVES, metal tire. 
VELOCIPEDES. 
VISORS, sun (Polarized). 


Ww 


WAGONS, children’s with metal 
boxes longer than 18 in. 

WASHBOARDS. 

WATCHES, clock type and clocks. 


(This includes ali watches and 
clocks, both imported and domes- 
tic.) 

WHEELBARROWS. 

WHIPS. 

WICKS, cylindrical for stoves 


and space heaters and made primar- 

ily of flat woven cotton. 
WRENCHES, rubber fruit jar 
WRINGERS, clothes. 








RETAIN RECORDS 


All producers, processors, and other distributors of any com- 
modity currently under price controls are required to retain 
for a year after date of decontro! of each commodity, all 
records, reports, and other documents that they were re- 
quired to keep or to make, up to the time of decontrol, the 
Office of Price Administration has announced. 
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The Hardware Store with EYE-APPEAL — inside and out — 


LOOK TO YOUR FUTURE 
BY MODERNIZING 
YOUR STORE...NOW! 


& MODERN HARDWARE STORE, like this one in Hickory, 
i. C., has magnetism. It draws passers-by . . . invites 
‘hem to enter . . . increases sales and profits. Follow 
this example by modernizing your store now with 
Pittsburgh Glass and Pittco Store Front Metal. 
Architect: Robert L. Clemmer. 





draws more customers — increases profits 


® Personality does count, especially when conditions be- 
come more normal and competition becomes keen. It will be 
the hardware store with the best appearance—inside and out 
—that will have the most pulling power. Progressive mer- 
chants realize the value of modern, smart-looking stores. They 
make sure that they get the right kind of personality into 
their establishments by modernizing with Pittsburgh Glass 
and Pittco Store Front Metal. 

Your store will have greater profit-making possibilities if 
you follow the example of these thousands of other successful 
merchants. Investigate the advantages of remodeling now— 
inside and out—with Pittsburgh Glass and Pittco Store Front 
Metal. Be sure to consult your architect for a well-planned, 
economical design. We will cooperate with you and with him. 
And if you want them, convenient terms can be arranged 
through the Pittsburgh Time Payment Plan. 

Our recently published booklet, containing valuable data 
and many interesting illustrations of Pittsburgh Glass and 
Pittco Store Front Metal installations, will show you what 
has been done. Send for your free copy today. Use the con- 


venient coupon below. 











‘PITTSBURGH’ 


STORE FRONTS 
AND INTERIORS 
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PLATS 





Pittsburgh Plate Glass Company | 
2414-6 Grant Building, Pittsburgh 19, Pa. | 
I’m interested in your illustrated brochure, “How EKye-Appeal— Inside | 
and Out—Increases Retail Sales.” Please send my FREE Copy. 
Name o | 
Address _ - ones sseue > : 
a Re ee EE ay NE ES See Ue eeepem | 


"PITTSBURGH ston 5 ually Class and hint 
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Copyright 1946, Barrows Lock Works, 
Div. of The Vale & Towne Mfg. Co 





Tue brush in the artist’s hands is no 
more deftly applied than the masterful 
touch of Barrows CRAFTSMEN who trans- 
form the most resisting metals into 
builders hardware of enduring beauty. 
With sure, practiced hands, from mould | 
to final inspection, these “artists in 
metal” reproduce faithfully the design- 
er’s scheme — in both traditional and 
modern design—and steadfastly uphold 
the Barrows STANDARDS of grace and 
charm and architectural form. Each 
piece reflects these qualities . . . plus easy 
application and trouble-free operation. 


BANK ON 


BARROWS. 


ILLINOIS 


NORTH CHICAGO, 
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_WAA DEFINES MEANING 


OF SMALL BUSINESS 


The War Assets Administra- 
tion has issued an interpretation 
of its definition of small business, 
which, however, does not change 
the agency’s standard definition 
given in various WAA regula- 
tions. The interpretation, how- 
ever, does provide certain cri- 
teria to be used when factors 
other than the number of em- 
ployees are required in order to 
arrive at a determination as to 
whether a commercial, industrial, 
or agricultural enterprise is a 
small business. 

WAA’s standard definition of 
small business is: 

“Any commercial or industrial 
enterprise or group of enter- 
prises under common ownership 
or control which does not have at 
the date of purchase of surplus 
property more than 500 em- 
ployees, or any such enterprise 
which by reason of its relative 
size and position in its industry 
is certified by WAA to be a sinall 
business.” 

The new interpretation sets the 
following standards for “size” 





and “position”: 
(a) A small business may be | 


defined as an independent com. 
mercial, industrial, or agricultu- 
ral enterprise, or group of such 
enterprises, under common owner 
ship or control, which is not 
dominant because of its size or 
standing in its specific field of 
business; and 

(b) Is not financially or other 
wise in any way controlled by a 
industrial, or agri 
which 


commercial, 
cultural enterprise 
pies a dominant position in its 
field of business activity. 

The definition of small busi 
ness is important to wholesalers 
and to small business pufchasing 
surplus property. Wholesalers 
buying without priority ate _per- 
mitted to purchase surplus goods 
at lowest prices if they sign an 
agreement to resell it only to 
small business as defined by 
WAA. 

Only two classes of small busi- 
ness buy war surplus goods with 
priorities: the veteran who is 
establishing himself in a small 
business (this group has a No. 2 
priority); and small business 


occu. 


| buying through the RFC (this 


group has a No. 3 priority). 








Manufacturers of Coated Fabrics 
May Change Own Ceiling Prices 


Manufacturers of coated and 
combined fabrics except window 
shade cloth may change their 
own ceiling prices by adding or 
subtracting the dollar-and-cent 
amount of any change in their 
costs for cotton goods occur- 
ring after August 9, 1946, the 
Office of Price Administration 
has announced. 

This simple method, which be- 
came effective October 25, 1946, 
has been provided because of the 
constant changes occurring in 
textile prices due to the fluctuat- 
ing cotton markets. 

Previous actions have allowed 
for increased textile costs up to 
August 9. All changes must be 
noted separately on customer in- 





voices, 

Any increases in manufactur- 
ers’ ceilings can be passed on by 
wholesalers, supply jobbers and 
retailers, as called for by the ex- 
tended price control act. 


Coated and combined fabrics 
are sold mainly to industrial 
users. They include such items 
as upholstery fabrics, imitation 
leather, bookbinding materials 
and oilcloth. 

(Amendment 2 to Revised Or- 
der 157 under Maximum Price 
Regulation 478; Amendment 2 to 
Order 158 under MPR 478, and 
Amendment 20 to MPR 478— 
Coated and Combined Fabrics 
all effective October 25, 1946.) 

SOME KITCHEN EQUIP. 

ON “LOW END” ORDER 


A number of kitchen furnish- 
ings including utility tables. 
utility cabinets and cupboards. 
have been added to the “low-end” 
order that permits manufacturers 
to apply for increased prices on 
goods in their lowest price lines. 
the Office of Price Administration 
has announced. 

This action, effective October 


HARDWARE AGE 











A) 




































ING 
INESS 


ependent com 
, OF agricultu. 
group of such 
‘oOmmon owner 
which is not 
of its size or 
ecific field of 


‘ially or other 
yntrolled by a 
rial, or agri- 


which occu- 
osition in its 
tivity. 
f small busi 


o wholesalers 
ss pufchasing 

Wholesaler: 
rity ate per- 
surplus goods 
they sign an 
| it only to 
defined by 


f small busi- 
s goods with 
ran who is 
in a small 
has a No. 2 
all business 
RFC (this 
riority) . 


r Prices 


ned fabrics 
» industrial 
such items 
3, imitation 

materials 


Revised Or- 
mum Price 
idment 2 to 
R 478, and 
[PR 478— 
| Fabrics- 
5, 1946.) 


EQUIP. 
ORDER 


¢n furnish- 
ty tables. 
cupboards. 
“low-end” 
1ufacturers 
prices on 
rice lines, 
inistration 


e October 


TE AGE 














With their straight shanks... smooth-sided, 
easy-to-grip heads... clean, smooth threads 
—it’s not at all surprising that Bethlehem 
Bolts are highly popular with so many 
bolt-and-nut users. 

Bethlehem Bolts are made to exacting 
standards from steel that’s strong and tough. 
Users like them for their easy fit . . . for the 
toughness of their accurate threads. . .and 
for their all-around dependability. 


BETHLEHEM STEEL COMPANY, 





BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
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are the Bolts 
your customers want 


Manufactured and stocked in 800 differ- 
ent diameters, lengths and-types, Bethle- 
hem Bolts come packed in cardboard car- 
tons or paper packages, depending on size 
—with each carton or package easily iden- 
tified by the attractive red-and-white 
Bethlehem label. 

Bethlehem Bolts make a neat-looking dis- 
play on store shelves —and they’re the kind 
of bolts your customers want to buy. 
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ON TROUBLE-FREE 
RENTAL SANDERS 


ton 
eo 





It costs just a little more to build a lot more 
quality into a rental sander. By doing this 
American has found the answer to the hardware, 
paint and lumber dealers demand for trouble- 
free rental equipment. Take the motor, for 
instance ...we pay more for it but the results 
prove the Little American a thoroughly prac- 
tical machine. 

This sander is powered by a special G. E. 
motor. The rotor, shown above, looks like a solid 
piece of metal. In reality it has a one piece 
copper riveted winding that has permanent 
electrical characteristics and is practically inde- 
structible. Built to close tolerances and well 
balanced this rotor, the heart of the machine, 
assures smooth, trouble-free operation. 

Yes, the Little American is a husky, full- 
powered machine that can take punishment in 
the hands of a novice and do a professional look- 
ing floor sanding job. The rotor is just one fea- 
ture of this ideal rental sander; many more are 

described in the latest litera- 
ture. Write for a copy today. , 


THE AMERICAN FLOOR SURFACING 


MACHINE COMPANY, 522 SOUTH 
ST. CLAIR STREET, TOLEDO 3, OHIO. 


1erican 


1OW 
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American 


FLOOR SURFACING MACHINE 








| on the market lower-cost 
nishings that have been out of | 











22, 1946, has been taken to en- | 


courage manufacturers to bring 
fur- 


production during the war be- 
cause of material shortages. Al- 
though consumer prices will be 
increased by varying amounts 
depending upon the price in- 
creases given individual manu- 
facturers, the over-all effect, it is 
hoped, will be to lessen diversion 
of still scarce materials to more 
profitable higher-cost lines from 
relatively inexpensive lines, OPA 
said. 


The “low-end” order restricts 
'the manufacturer to the lowes 
of the following prices: (1) the 
| dollar-and-cent price given in the 
order for sales to jobbers, (2) 
his current ceiling price plus a 
stated percentage increase, or 
(3) his total cost to make and 
sell the item plus a stated per 
cent for profit. 

(Amendment No. 10 to Sup. 
plementary Order 148—Adjust. 
ment of Maximum Prices for 
Sales of Certain Low-End Con- 
sumer Durable Goods—effective 
October 22, 1946.) 











More Building Materials 
Get Housing Priorities 


Housing priority assistance to 
obtain six more groups of mate- 
rials has recently been made 
available to builders by CPA in 
order to channel those additional 
items into veterans’ housing. 
Authorized builders and contrac- 
tors will be able to use HH pri- 
ority ratings to obtain certain 
types of electrical service entrance 
equipment; furnace pipes and 
fittings; copper tubing fittings; 
building and sheathing papers; 


copper sheets and galvanized 
steel sheets. 

In detail, the new additions 
are: 


1. Service entrance equipment 
of the following kinds: fuse cut- 
outs; meter pans; panel hoards, 
and service switches. 

2. Furnace pipes. 
duct work. 

3. Tubing fittings (for copper 


fittings and 


tubing, types K, L, M—sizes % 
in. to 3 in. inclusive). 

4. Slater’s felt and asphalt 
sheathing paper weighing ap- 
proximately 25 lbs. per 500 sq. 
ft. roll; laminated papers, con- 
sisting of two or more plies of 
paper cemented together with 
asphalt; metal foil for building 
use, consisting of one or more 
layers of metal foil laminated 
with one or more layers of pa- 
per; also, rosin-sized, red rosin, 
and house sheathing paper. 

5. Sheet copper, only if used 
to make flashings, gutters ané 
downspouts; shower pans, and 
termite shields. 

6. Flat galvanized sheet steel, 
26 gage or lighter, only if used 
for making flashings; furnace 
pipes, sittings and duct work: 
gutters and downspouts, and ter- 
mite shields. 











No Lead for New Auto Battery Makers 
In Foarth Quarter of 1946 Says CPA 


Because of the acute lead 
shortage, no allocations of the 
metal will be made to newcom- 
ers in the automotive replace- 
ment battery manufacturing in- 
dustry in the fourth quarter of 
1946, the Civilian Production 
Administration has made known. 
Established firms, those who re- 
ceived previous allocations of 
lead, have already been notified 
of their fourth quarter allot- 
ments, 

This action was incorporated 
in an amendment to the lead 
order (M-38). The amended 
order specified that fourth quar- 
ter lead allotments for the man- 
ufacture of civilian type ammu- 
nition have been reduced to 89 
per cent of the third quarter to- 


}tal (8,000 tons). This change 
| was made in the original fourth 
| quarter lead issued on October 
3, but was inadvertently omitted. 

Other changes in the order 
provide that: 


(1) All automotive manufac- 
turing companies must certify to 
the battery manufacturer from 
whom they purchase batteries 
that such purchases will be used 
in new automotive equipment 
only. 


(2) Purchasers of new in- 
dustrial equipment (where such 
equipment is delivered without 
batteries) must certify to bat- 
tery manufacturers that their 
battery purchases will be used 





in the new equipment only. 
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AMERICAN STOVE BOLTS 
which come in the “a/laned Fackage 


American's unique Stove-Bolt package keeps bolts and nuts in separate 
compartments .. . saves your customers the trouble of turning off nuts 
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& (Ore. 


Technician testing tensile strength of American 


Screws an@ Bolts 


MERICAN SCREWS 


American’s Engineering Research Laboratory makes sure that you always 
get the top product to sell... made metallurgically right... made 
physically fit in every detail...and inspected 7 times over to make sure 
of the clean-cut accuracy of head, thread and point on every screw. That's 
why there’s a higher “perfection percentage” in every American package. 


This “Information Center,” too, is the place for you and your custom- 
ers to come for the right answer to any fastening problem... involving 
screws not only of brass and steel .. . but also of stainless steel, 
aluminum, monel and everdur. And that goes for all types: Wood 
screws, machine screws, 3 types of sheet metal screws, and stove bolts. 


This complete service, complete line of types and metals, and complete 
quality-control give you the answer to why more and more dealers and 
screw-buyers are marking their orders: “American brand... don't sub- 
stitute.’ So line up now with the American line, 

which gives you something special to merchandise * 

to your trade. 


AMERICAN SCREW COMPANY 


PROVIDENCE 1, RHODE ISLAND 


Chicago 11: 589 E. Illinois St. 
Detroit 2: 502 Stephenson Building 


American Screws and Bolts 


before using bolts . . . saves you time and trouble in stock-handling. are made with either Phillips 


Recessed, or slotted, heads. 
























DEMONSTRATOR 
DISPLAY KIT 
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This “‘silent’’ Demonstrator 
makes Sales for You 


Powerful National Advertising tells your -ustomers about 
Sweet-Aire, the fast-acting air deodorant for home and office. 
Your Free DEMONSTRATOR DISPLAY KIT will demon- 


strate it, right in your own store! 





THE KIT CONTAINS: 


+ Two Demonstrator Botties—! 


each Sweet-Aire fragrance 
(Cedar Pine and Oriental), 
and one Atomizer. Sweet-Aire 
“sells itself’ when customers 
con pick up a bottle and spray 
it. 


+ Counter Display Cards make 


your Sweet-Ajire d splay color 
ful . . informative. 


3. Dealer Envelope Inserts. Place 4, Newspaper Ad Mats. We pay 


J with 
ents. Your na 


the cost of 


newspaper 
ogs you run 


Your first order entitles you to this 
FREE DEMONSTRATOR Display Kit 


When you place your FIRST order, get a “Dealer's Request 


Card” from Jobber Salesman. 


Sweet-Aire, and did mot fill 


Fill in and send to us. 
ship Demonstrator-Display Kit direct. 


in 


Request Card, 


We 
If you have ordered 
ask your 


Jobber Salesman for oné, or use the coupon below. 





Cash in on This 
NATIONAL ADVERTISING 
62,182,373 readers will see Sweet- 
Aire National advertising. 
SWEET-AIRE RETAIL PRICES 

Fair-traded where permitted. 

4-02. bottie 60¢ 16-or. bottle 
8-oz. bottle $1.00 Atomizer 
Atomizer carton-packed and sold 

separately. Fits 4- and 8-or. bottles. 


$1.75 o- 
85¢ 


—— } 
‘Reg. U.S. Pat. On. = 






MILLER PROTECTO PRODUCTS CO., KALAMAZOO 41, MICH. 


PCC Ce eee eee Sees es es Sees ses ese See ese SSS ey 


Miller Protecto Products C 





ad ve 


on (date) 

from (Jobber’s name) 
Your name 

Street Address 

City _ 


Zone 


41, Michig 


Please send me Free Demonstrator-Dispiay Kit. | ordered Sweet-Aire 


| 


_ State 


Lawes SEE Eee eee eee 
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Specialty Appliance Dealers May Boost 
Household Refrigerator Prices 2 P. C. 


Retail ceilings on household me- 
chanical refrigerators sold by ap- 
pliance dealers have been raised 
| 2 per cent or from $209.30 to 
$213.75 on a typical 7 ft. box, 

the Office of Price Administra- 
' tion has announced. 


This action, effective Oct. 25, 
1946, has heen taken on the 
basis of a reconsideration of the 
requirements of Section 2(q) of 
the Price Control Extension Act 
of 1946. In an Aug. 15, 1946, an- 
nouncement OPA stated that this 
section, known as the “auto deal- 
ers 


time percentage 
pliances as refrigerators, vacuum 
| cleaners, washing machines and 
small electrical appliances be- 
cause the sales of these articles 
did not make up the principal 
sales volume of the retail indus- 
try which sells these products. 
OPA considered that all dealers 
in household appliances consti- 
tuted a retail industry. The new 
treatment 
sellers, 


action gives 
to particular 
such as appliance dealers whose 
principal sales were of restricted 


separate 
types of 


commodities. 

Appliance dealers’ margins on 
refrigerators are lower than 
peacetime margins because of the 
absorption which was required of 
them in October, 1945. The new 
action restores to such resellers 
their average prewar margins. 

Following the criteria set forth 
under section 2(q) of the new 
price control act, restricted com- 
modities (commodities whose 
output was reduced during the 
war because of conversion to war 
production) account for the prin- 
cipal sales of appliance dealers. 
Appliance dealers are defined as 
those persons 75 per cent of 
whose dollar volume of sales was 
derived from the resale of a re- 
stricted commodity or commodi- 
ties. The production and distri- 
bution of many household appli- 
ances including mechanical re- 
frigerators were reduced for a 
period of three years after March 
2, 1942, by 75 per cent or more 
below such production or retail 
distribution for the years 1939 
to 1941, inclusive. 

The production and retail dis- 
tribution of mechanical refrigera- 
tors has not for a six-month pe- 
riod reached or surpassed the 
average unit sales rate at which 
they were produced or distribut- 
ed during the years 1939 to 1941. 


amendment,” would not re- 
quire the restoration of peace- 
margins ofr 
mark-ups on such household ap- 


appliance dealers’ average peace. 
time percentage margins is re. 
quired. 

Section 2(q) of the new price 
control act will not require fur. 
ther price increases to be made 
on other household appliances, 
In some cases peacetime margins 
are already being realized. On 
all other cases production and 
retail distribution has for a six- 
month period, reached or sur. 
passed the average annual unit 
sales rate during 1939 to 194], 
OPA said. 

Refrigerator manufacturers wil] 
continue preticketing their boxes 
with retail ceilings in effect be- 
fore this measure. Appliance 
dealers that qualify for the in- 
crease will be required to add 
a label stating the increased price 
they will take under this action. 
| To permit verification of the “ap- 

pliance dealer’s” calculation, re- 
| moval of the manufacturer’s orig- 
inal price tag is prohibited. Man- 
ufacturers and distributors will 
be responsible for notifying all 
resellers of the provisions of to- 
day’s orders. 

(Order 22 to Maximum Price 
Regulation 598—Ceiling Prices 
For Sales by Appliance Dealers 
—effective Oct. 25, 1946.) 





REFRIGERATOR SAMPLES 
MAY BE RETICKETED 


Resellers of new household 
mechanical refrigerators may re- 
ticket floor samples that are not 
for sale with current Office of 
Price Administration ceilings for 
models that are available for de- 
livery, OPA announced. 

Before this action, effective 
October 30, 1946, resellers were 
prohibited from changing or re 
moving tickets from any’ models 
in accordance with provisions in- 
tended to insure orderly distribu- 
tion and to prevent the occur- 
rence of windfall profits to 
retailers when ceilings were in- 
creased. OPA explained that, 
when floor stock is sold, the 
models are normally sold at a dis- 
count as used models. This mea- 
sure will relieve distributors of 
the necessity of explaining to 
customers the difference in price 
between the floor models and the 
models that they represent as 
available for,delivery. 

(Order No. 21 under Maximum 
Price Regulation No. 598—Modi- 
fication of Pre-Ticketing Pro- 
vision—effective October 39, 





Accordingly, the restoration of 


1946.) 
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Stanley Works Holds Open 
For Employees, Families, Friends 


Exhibit showed products of all divisions of th 
company, with pictures of the various units, 
attracting more than 20,000 visitors 













R. E. Pritchard, president (center), The Stanley Works, New Britai i i 
by the radio master of ceremonies, prior to his short Brera sgn -tvngg R. ge te see cre 
— president in charge of sales (left), stands by. Mr. Chamberlain later presented a fine 
istorical sketch of the company from its inception 103 years ago when Frederick Stanle 
started making bolts and hinges in his little “bolt shop.” ¥ 


TI 


} 


j tj 
: » Ld 


In line with the principle of showing the actual i 
; : products together with photos of the plant 
in which they are made, here is a part of the exhibit devoted to tools. The “Yankee” line 


made in the recently acquired North Bros. division in Philadelphia is shown below a pic- 
ture of that unit's plant. 





NOVEMBER 7, 1946 








e 


HEN The Stanley Works 
in New Britain, Conn., 
announced the near comple- 
tion of its Building No. 150 
marking culmination of a con- 
struction program begun two 
years ago—employees staged a 
celebration of the occasion by 
taking over a floor of the new 
seven-story building to present 
an open house and exhibit, 
from Oct. 9 to 12. Approxi- 
mately 20,000 employees, their 
families, and other citizens of 
New Britain inspected the new 
building and saw samples of 
products made by all divisions 
comprising The Stanley 
Works. 
Nearly every item manufac- 
tured by Stanley was on dis- 
play; builder’s hardware, in- 
cluding roll-up doors, cabinet, 
refrigerator and _ furniture 
hardware, and a special space 
devoted to door controls; and 
extensive display of Stanley 
articles manufactured in New 
Britain; as well as products of 
the recently acquired Philadel- 
phia plant of North Bros.. 
makers of “Yankee” tools. A 
large section was devoted to 
electric tools, and other booths 
featured steel strapping, press- 
ed metal, razor blade and cold 
rolled strip steel, and the 
Stanley Chemical Co., a sub- 
sidiary of The Stanley Works, 
was well represented by end- 
use products of its lacquer and 
industrial coatings. All of 
these items were exhibited in 
spacious stalls, attractively de- 
signed by the employees them- 
selves. Above the exhibitions 
were over 500 sq. ft. of photo- 
graphic murals showing the 20 
plants of The Stanley Works— 
including those in Canada and 
Sheffield, England—all ar- 
ranged in a manner that would 
do credit to professional dis- 
play artists. 
The program, which the em- 
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BRIDGEPORT-CHAPMAN 


OFFSET 
MIDGET RATCHET 


In tight, hard-to-get-at places, this midget 
ratchet is a “must” for mechanics, machinists, 
and homecrafters. 





A midget ratchet wrench but 334” long with its 
twelve adapters make up the complete set 
CM 1400 including square and hex drives, screw 
drivers and seven sizes of socket head set screw 
adapters all in a metal case at $6.00 list. 


The midget ratchet wrench and five adapters 
CM 1405 are boxed separately at $2.35 list. 


The two piece set CM 1402 
consists of the ratchet and 


the two screw driver points 
at $1.30 list. 


Write for catalog sheet giv- 
ing sizes of open stock on 
individual Bridgeport- 
Chapman Units. 


YOUR JOBBER 
HAS THEM 











Bridoepo et 


TRAOE 


FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. « 


DROP- 


BRIDGEPORT, CONN 









jobs, their families learned 


AME BOACKET.. ARM ASME Gt 


Part of the section devoted to 
company. 


ployees 
called for erection of five new 
buildings, one of which is for 
extended manufacture of Stan- 


were 


ley hardware. It is seven 
stories high, giving about 245,- 
000 sq. ft. of manufacturing 
space for such lines. Another 
six-story building houses the 
electric tool division—136,000 
sq. ft. of floor space. A third 
building has been constructed 
for the manufacture of all wire 
and rod products, while two 
smaller buildings are now in 
use; one as a garage for stor- 
age, maintenance and repair 
of the company’s extensive 
motor fleet. 
Although strictly an em- 
ployee job, management took 
an active part from R. E. 
Pritchard, president, right on 
down the line. Top executives 
circulated among the crowd 
and conversed with employees 
and their families and other 
visitors. Each night there was 
a program put on by the em- 
ployees with some officers tak- 
ing an active part such as a 
short opening address by Mr. 
Pritchard and an_ historical 
sketch by Vice-President R. W. 
Chamberlain. 
Among the results of the dis- 
play was that employees 
learned the importance of their 


what they do to earn a living 
and many young people of 





celebrating, 










a a 


garage hardware made by the 


Above is a photo of the company’s Hamilton, 
Ont., Canada, plant. 


for the first time, expressed in- 
terest in becoming employees, 
later calling at the employ- 
ment office of the company for 
that purpose. President Pritch- 
ard stated that such a program 
did a great deal for his par- 
ticular organization. “But,” he 
said, “each manufacturer must 
tackle his own employee rela- 
tions problems in his own way. 
We have found this affair to 
be pleasant, as well as prac- 
tical, and we firmly believe 
that it will be conducive to 
good results, yet it does not 
necessarily follow that such 
satisfactory results would be 
obtained by some other organi- 
zation from a like project.” 
Over a period of years it has 
been Stanley’s policy of the 
company to sponsor all manner 
of inter-departmental and in- 
ter-divisional athletics, and at 
various times to invite groups 
of business and professional 
men of the city to visit the 
plants. These groups, com- 
prising about 25 people and 
usually made up of clergymen, 
lawyers, city officials, and 
others of similar occupation, 
have been conducted through 
some part of The Stanley 
Works, with a result that these 
people fee] that they are really 
acquainted with the company, 
and have an understanding of 
their neighbor plant, and what 
it is trying to do for its em- 





working age seeing the plant, 


ployees. 
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Merchandise is easy to sell at present. But in 
future years, when competition is keen and sales 
come harder, it will pay you to feature products 
backed by names your customers know. You can 
start in that direction mow by investigating the 
advantage of Philadelphia dealership. 












Philadelphia is one of the oldest names in lawn 
mowers . . . but it’s more than a name. It’s a line 
that is constantly being engineered to keep it 
ahead of the field. . . a line you can recommend 
because you know that every Philadelphia mower 
will be right. 












Find out NOW about the new Philadelphia line 
and what is planned for the future. 














306 N. WATER ST., 
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As these pages go to press more 
complete data as to further lists of 
OPA decontrols is being awaited. In 
the Oct. 24 issue of HARDWARE AGE, 
beginning on page 155, was published 
a long list of items and lines previously 
decontrolled by OPA. A supplementary 
list of decontrols appears in the Recon- 
version News section on page 208 of 
this issue. 


> @& 2 


Paint—Ceiling prices of a number 
of trade sales paints, were raised Oct. 2 
by OPA, to compensate manufacturers for 
increased linseed oil costs since June 30. 
Under amendment 97 to Order A-1 under 
Section 1499.159B to MPR 188, permits 
manufacturers to add to the ceilings of a 
specified group of paints 3.3 for each pound 
of linseed oil contained per gallon of paint. 
Resellers are permitted under this action 
to raise their ceilings by the percentage 
increase in acquisition cost resulting from 
the higher manufacturers’ ceilings. 

2 @ 


Lawn mowers — Pioneer Gen-E- 
Motor Corp., Chicago, Tll., advanced prices. 
Pincor model P-20 power mower is now 
priced at $150.00 f.o.b. factory (formerly 
$135.00). The model P-17 hedge trimmer 
is $22.50 f.0.b. factory (formerly $29.50). 
The 1947 mcdel A-16 mower, with several 
new features and improvements will be 
priced at $29.95 retail (formerly $24.50). 


> ° sl 


Sheared steel plates — Geneva 
Steel Co., Provo, Utah, has announced 
that, effective Oct. 14, 1946, it has estab- 
lished Geneva, Utah, as a basing point 
applying to its sales of sheared steel plates, 
within the range of sizes, grades, finishes 
and specifications currently produced at 
Geneva, Utah. The delivered price at 
Geneva, Utah, for sheared plates will be 
$2.675 per cwt in carload lots, delivered 
prices to other destinations will be quoted 
upon request. Prices are subject to the 
seller’s current list of extras, standard con- 
ditions of sale, and are subject to change 
without notice. Shipments will be invoiced 


218 


at prices and extras in effect at time of 
shipment, but such prices shall not exceed 
the applicable maximum prices lawfully 
established by the Office of Price Adminis- 
tration and in effect at time of shipment. 

° . . 

Wheelbarrow advance — From 
jobbing sources comes news of a mark-up 
on steel or wood tray wheelbarrows, averag- 
ing 14 per cent, last month. 

> > * 

Leathers—OPA, as of Oct. 3, 
granted price increases on three more 
leathers made predominantly from import- 
ed raw stock. The increases are 35 per 
cent for leather retanned in this country 
from semi-tanned Indian goatskin; 34 per 
cent for chamois leather produced from 
imported raw sheepskins or imported raw 
lambskins and 3% cents a square foot 
for skivers tanned from imported untanned 
skivers or imported pickled sheepskin 
skivers. At the consumer level, the _in- 
crease will be felt chiefly in prices of 
novelty leather products made from tanned 


goatskin or lamb or sheep skivers, which | 


manufactured articles have been removed 
from price control. 
* ? _ 

Wax polishes—S. C. Johnson & 
Son, Inc., Racine, Wis., has announced 
that “there will be no increase in the 
prices of Johnson’s household wax polishes 
to retailers or wholesaler distributors at 


this time.” 
. * > 


Flashlight cells—Ray-O-Vac Co., 
Madison, Wis., has announced the increase 
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of the suggested retail selling price of its 
Ray-O-Vac Leakproof flashlight battery to 
11 cents, with the approval of OPA. “This 
means the retailer will make three-tenths 
of a cent more on every Ray-O-Vac Leak- 
proof Battery he sells” said J. A. MclIlnay, 
sales manager of the company. 
* * J 
Combination screen, storm doors 
An increase of one per cent over exist- 
ing ceiling prices for resellers of combina- 
tion screen and storm doors was announced 
recently by OPA, in amendment 10 to 
MFR 381. The action permits resellers a 
percentage pass-through in the increase in 
costs to them resulting from a recent one 
per cent increase authorized by OPA for 
manufacturers because of the 18 per cent 
advance in glass prices. 
. € * 
Zine ceilings advanced — After 
quite a wait, OPA finally, on Oct. 14, 
raised the ceiling of primary slab zinc one 
cent per pound, with corresponding in- 
creases on other types of zinc, required to 
keep them in line. These other increases 
included: 1. Zine scrap materials up 1% 
cents; 2. Secondary slab zinc up 1 cent; 
3. Leaded zinc oxides up to 8 cents per 
pound from preceding levels of 7 to 7% 
cents; 4. Lead-free zinc oxides up % cent; 
5. Rolled zinc products up 1 cent; 6. 
Dealer premium differentials on less than 
carload lots of primary and secondary slab 
zine will increase the same percentage as 
producers prices are raised; 7. Resellers of 
zine oxides and rolled zinc products are 
allowed to adjust ceilings by adding their 
average percentage mark-ups in effect on 
March 31 to their higher acquisition costs 
resulting from the Oct. 14 action. In 








CEILING AND PRICE ADVANCES 


Steel, wood tray wheelbarrows. Zinc. Trade sale paints. 
Some furniture. Portable elec. broilers. 

One line lawnmowers. Some leathers. Some furniture. 
One line flashlight cells. Combination screen, storm doors. 


Household mech. refrigerators. 


ADVANCES EXPECTED 
Galvanized sheets. 
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YE much caster 10 cat LO-F Window Class / 





That’s no secret, honey. Any glass cutter knows Libbey ‘Owens: 
Ford’s longer annealing process makes Window Glass less brittle and 


easier to cut. 


L-O-F Window Glass cuts clean with less breakage-. . . dealers 
benefit because this easier handling means more sales and more profit 
per light. L-O-F Window Glass is a favorite with customers, too... 
because it’s flatter, clearer, has less distortion. Libbey *Owens: Ford 


Glass Company, 54116 Nicholas Building, Toledo 3, Ohio. 


L-O-F also makes plate glass, safety glass, 
Thermopane* insulating glass, Vitrolite* a 
colorful structural glass, Tuf-flex* tem- lr . 18:3:3% 4 OWENS + FORD 
pered plate glass, and other flat glasses. 

F) & Great Mame m GLASS 


*Reg. U.S. Pat. Off. 
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Were easy pick-ups 
for customers- 


Easy profits 
for You 





















































THE QUALITY QUARTET 


PATENT CEREALS COMPANY 
GENEVA, N. Y 





another Oct. 14 move, OPA authorized in- 
creases ranging from $2.00 to $4.00 per 
ton, in premiums and tolls charges for con- 
verting or casting refined copper into 
special shapes. 
+ ” > 

Mattresses — Soft mattresses are 
raised 15 to 17 per cent at manufacturers’ 
levels. OPA said this will add 15 per cent 
to retail prices. The increase is the second 
in recent months, and is attributed to 
used for 


| higher costs of cotton linters, 
| stuffing. 
sd . a 

| Hides and leather—To encourage 
| importation of cattle hides and calfskins in 

the current leather shortage, CPA will au- 
| thorize tanners and contractors to with- 
draw foreign hides and skins from customs 
without counting them against the quan- 
tities allocated by CPA under order M-310. 
OPA again emphasizes that hides, leather 
and all leather products remain under price 
control, and that ceiling prices on all 
these items remain unchanged. 

. . = 


Beds, cots, mattresses—aA recon- 
version ceiling price increase of 6 per cent 
was granted on new metal cots and metal 
double deck beds, to compensate manufac- 
turers for labor and material cost increases 
since Oct., 1941. This action, under OPA 
Regulation 188, was effective Oct: 26. 
Effective Oct. 28, a ceiling price increase 
of 9 per cent was granted manufacturers 
of Marshall-type (pocketed coil) inner- 
spring mattresses. On Oct. 22, OPA sus- 
pended from price control various animal 
hairs, used in stuffing mattresses and fur- 
niture, and for hard-fiber roping. 

. ° * 


Kitchen utilities—OPA, on Oct. 
22, added a number of kitchen furnishings, 
including utility tables, utility cabinets and 
cupboards, to the “low-end” pricing order, 
which permits manufacturers to apply for 
increased prices on goods in their lowest 
priced and unprofitable lines. Also, effec- 
tive Oct. 28, OPA moved to raise produc- 
tion of portable electric broilers—adding 
these also to the “low-end” pricing order, 
under which manufacturers may apply for 
increases on such lowest price lines. 
eee 


Computing export ceilings—Ef- 
fective Oct. 26, OPA changed the manner 
for exporters to compute ceilings on a long 
list of commodities. They were placed on 
a flat percentage basis above domestic ceil- 
ings, whereas, previously, exporters were 
granted individual ceilings on a base 
period. OPA officials explained that the 
export ceilings have been fixed slightly 
above domestic maximums, so that exports 
will not drain off scarce supplies needed 
in this country, when world markets are 
willing to pay more. Among the new ex- 
port ceilings are: 20 per cent above domes- 









tic prices on glass; 15 per cent above for 


building materials, plywood, radios and 
phonographs; and 10 per cent above for 
primary forest products, rags, waste paper 
and trailers. 
4 e 

U. S. versus “world” prices — 
The “world price” provision of the new 
price control law requires OPA to keep 
domestic prices high enough to enable 
importers to compete for world supplies, 
on commodities considered essential to 
the national economy. In the case of zinc, 
OPA said the average price in foreign 
markets, adjusted for freight and duty, 
since April has exceeded old ceilings, and 
that imports have decreased in the past six 
months “sufficiently to be considered sub- 
stantial in relation to total consumption.” 
Comparisons of the new zinc price of Oct. 
14, with the “world value,” is given, with 
other metals, by the American Metal Mar- 
ket. Its table is offered, it says, “lest 
American consumers forget or overlook 
that through the actions of OPA, they are 
obtaining base metals at well below the 
established world values.” As of Oct. 14, 
its comparison of ceiling prices with real 
values, was as follows: 


OPA Ceiling 
Pe Pound 


World Value 
Per Pound 





. SJ . 
Galvanized sheets— The recent 
one cent per pound increase in the price 
of zinc will again add to already-burdened 
galvanized sheet production costs. The in- 
crease in zinc, effective Oct. 14, will not be 
reflected in the cost of making galvanized 
sheets until zinc purchased at the new 
price is used. That time, however, should 
not be far off, in view of the rather slim 
stocks of zinc on hand ‘at consumer plants. 
At one cent per pound more for zinc, gal- 
vanizing costs theoretically should rise 
about $2.00 per net ton of No. 24 gage 
galvanized sheets. Such increase would 
come on top of a number of earlier in- 
creases since July, 1938, at which time, 
Prime Western zinc was 4.75 cents per 
pound, making the total increase up to the 
present 4.50 cents per pound. This would 
indicate a total increase in spelter cost, 
for No. 24 gage sheets, of $9.00 per ton. 
The total increase in the price of sheets 
over the same period has been $11 per ton, 
leaving only a $2.00 per ton margin to off- 
set other sharply higher costs, notably 
labor. CPA announced recently that thou- 
sands of additional tons of zinc will be 
available for urgent requirements out of 
government stocks starting in November. 
This reopening of the government stock 
piles will provide more material for the 
production of galvanized sheets urgently 
needed for the housing program, for brass 
mill products generally, and for die cast- 
ings for vacuum cleaners and other con- 
sumer goods. Since government zinc stocks 
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Tin and Lead—On Oct. 25, CPA 
announced an increase in the amount of tin 
that may be used in production of babbitt 
metals, for bearings, “because shortages 
of lead and antimony are threatening the 
bearing industry, and not because of any 
increase in the supply of tin.” The new 
order permits use of up to 90 per cent tin 
for all bearings, except locomotive type, 
where tin use may be unlimited. In a 
second order, resulting from the acute lead 
shortage, CPA announced that newcomers 
in the automobile battery manufacturing 
field will receive no allocations of lead 
for the current fourth quarter. 

* * ” 


Lumber rulings — Effective Oct. 
24, ceiling prices for tight cooperage stock, 
the extras used in computing prices for 
tight barrels, as well as the prices for 
tight barrels, were increased by OPA 
amendment to Regulation 424. As of Oct. 
26, manufacturers of special mill work 
were advised they may obtain higher ceil- 
ings under “hardship provisions” of the 
price contro] act without awaiting industry- 
wide action. Jobbers of millwork also were 
allowed to add recent freight rate increases 
to their margins. Industry-wide higher ceil- 
ings were established on western red cedar 
plywood, used chiefly for trailers and fur- 
niture, to eliminate individual applica- 
tions for price increases. 
**¢ @ 


Construction awards—Investment 
commitments for residential construction in 
September increased three per cent over the 
dollar volume of contracts awarded in 
August in the 37 states east of the Rocky 
Mountains, it was reported today by F. W. 
Dodge Corp., a fact-finding organization 
for the construction industry. September 
residential contracts totaled $293,831,000 
against $284,025,000 in August and called 
for the construction of 40,390 dwelling 
units. Publicly-owned dwellings accounted 
for 9 per cent of the September dollar 
volume of awards, and amounted to $26,- 
702,000. Nonresidential construction con- 
tracts declined from $211,530,000 in Aug., 
1946, to $169,627,000 last month, while 
heavy engineering works fell from $184,- 
354,000 to $156,399,000 in the eastern 
states, the Dodge Corp. reported. 

+ s * 

Building levels off—Construction 
activity “began’ to level off” in September 
after a steady rise since the end of the 
war, the Bureau of Labor Statistics re- 
ports. Both employment (2,307,000 work- 
ers) and expenditures ($1,243,000,000) for 
September were slightly below August fig- 
ures. Home construction shared in the de- 
cline from August, which was the best 
month since V-J Day. Commercial build- 
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SHELBY —DvkPENDABLE HARDWARE 


rd 
r r 4] Means 


to an End 


Steel is a means 
to an end... 
the very life 
blood . . . in producing { 
builders’ hardware for you 

and your trade. Steel and 

castings are not plentiful 

. .. some steel is not good | 
. . » Shelby insists on rigid | 
specifications for the steel 

used in Shelby Builders’ 1 
Hardware. 1 
When more steel... good 
steel .. . is available, Job- i 
bers stocks will be complete 4 
with Shelby Builders’ Hard- I 
ware... you'll be able to 4 
get what you want when J 
you want it. | 





Ask your Jobber ... be may have 
but insist on Shelby 


wnow... 
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No. 180 F Combination suit hanger. Hardwood 
hanger top with rust-proof metal clips. Packed 100 
to carton. Retails 

Ne. 850 Rustproof finished metal skirt hanger. 
Packed 200 to carton. Retails 15¢. 

New All-Plastic Kiddie Hanger in pastel pink or 
blue, has gmnery animal choracters and a phabet 
cut - out designs. 
Slotted ends keep 
garments from 
slipping. 12" 
long. Packed 100 
to carton. Retails 
25¢. 


Order now for 
Immediate 
delivery. 


Write for 
discounts. 





National Hanger Co., Inc. 
253 W. 26th St., New York 1, N. Y. 
Tel: Br 9-1529 
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ing declined, but industrial and other types 
of construction picked up. The slacken- 
ing was typical of the season, the bureau 
commented, but “material shortages and 
cost uncertainties probably were retarding 
influences, preventing still further expan- 
sion at the present time.” In the first nine 
months of this year $8,500,000,000 was 
spent for construction, more than double 
the figure for the same months of 1945. 


Radios and combinations The 


| radio industry during September bettered 
| its production of larger radio receivers, 


television sets, FM-AM receivers, and radio- 
phonograph consoles, the Radio Manufac- 
turers Association reports. Output of tele- 
vision receiving sets reached 3,242 units in 
September. In the previous eight months 
the industry had turned out only 225 sets. 
Total output of radio sets, however, fell 
from 1,442,757 in August to 1,323,291 in 
September, the Association said. Only 
930,000 table models were produced in 
September, compared with more than a 
million in August and 730,000"in Septem- 
ber, 1941. There is an expected 9,000,000 
table model output this year. Radio manu- 
facturers expect an unlimited market for 
all the radio-phonograph combinations and 
other console models that they can _pro- 
duce through the rest of this year and 


| next. Larger sets and combinations con- 


tinue to be scarce. 
? * * 
Steel production Many sstee! 


customers in recent weeks, sobered by in- 


ventory figures and the probability that 
some potential demand figures for finished 
products were inflated, have eliminated 
their practice of attempting to obtain 
every pound of steel that is not nailed 
down regardless of what type of product it 
was, according to The Iron Age, national 
metalworking paper, Oct. 24 issue. 

While it is true that demand for steel 
products in general continues unabated, 
there is a trend among many manufactur- 
ers to build their production schedules on 
the basis of the availability of the “hard-to- 
get items” rather than to continue the 
policy of further unbalancing inventories 
by building up to dangerous levels prod- 
ucts which are more easily obtained. 

There is a good possibility that this 
trend in a more orderly stee] market will 
assume much larger proportions over the 
next several months. Some manufacturers 
will be forced to give ground on some of 
their previous overoptimistic production 
goals. The net result of such a move, how- 
ever, will be on the positive side because 
distribution of steel now being produced at 
record levels will take on a more healthy 
hue, says The Iron Age. 

By the first of the year or shortly there- 
after considerable headway will be made 
in cleaning up the duplication of steel 
orders, reducing carryovers which represent 
unfilled promises and paring down sub- 
stantial backlogs. It is to be expected, 
however, that a large segment of the steel 
consuming industries will continue to order 
for inventories after production quotas 








Commemorates Golden Jubilee Anniversary 
Of Malleable Iron Range Co. 








A full-size circus calliope in brilliant colors was used by the Malleable Iron 
Range Co., Beaver Dam, Wis., to help commemorate the company’s Golden Jubi- 
lee Anniversary. Pulled by a glorified Army jeep, also colorfully decorated, this 
device appeared in many public exhibitions, together with local city and school 
bands, such as the Milwaukee Centennial Celebration parade and Wisconsin 


University football games at Madison, Wis. 
plays featured anniversary copy throughout the year. 


All of the company and dealer dis- 
The firm’s displays at the 


Wisconsin State Fair and local fairs were outstanding this year. 
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THEY WANT 
s, MORE THAN A DOOR 





@ Owners of tomorrow’s homes are today selecting plans 
which bring the garage “into the house.” They want 


garage doors of the over-head type . . . and they expect 
the door design to harmonize with building architecture. 
You can give them specially designed, custom-built doors, 
plus amazing simplicity and convenience, by recommend- 
ing Frantz “Over-the-Top” Door Equipment. Investigate 
profit opportunities offered by this guaranteed hardware. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO. STERLING, ILLINOIS 


This Display Wil Help 
You Sell— 





"V"-Belt 
PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
17," up to 5” in 
diameter. 
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Pulleys are for "A" 
section belts and 
come in !/," and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage’space in the back for addi- 
tional sizes. 


Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St., Chicago 12, Ill. 
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C KEL 


AUTOMATIC PRECISION 
KEY DUPLICATING MACHINE 


FOR CUTTING ALL TYPES OF CYLINDER KEYS 











No. 1'AC—with motor. 


No. |—without motor. 
In addition to other models of key machines we also manufacture 


KEY BLANKS NIGHT LATCHES 
ROTARY BOLT LOCKS KEILSON INQUIRER 


KEIL LOCK CO., INC. 


CHARLESTOWN, NEW HAMPSHIRE 











HERE’S THE HAND TOOL 
with the 


TON - GRIP! 


Does more things easier, quicker 
than any other tool. Remains 
locked to the work with hands 

removed. Holds anything, any 
shape, with a grip that never 
slips. Built with strength to 

back up its power. Made 
of fine alloy steel. Nickel 
plated. Two sizes 7” and 

19”. 

Sold thru Tool Jobbers 

and Dealers 

Invented, Developed and Made World 

Famous by PETERSEN MFG. CO.. 

Dept. A-111, De Witt, Nebr 
















sure vies 
action 
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TREMENDOUS GRIP— 
OPENS AVTOMATICALLT 






It’s the 
DOUBLE LEVER 
v@ ile), 


dalohamelel=ie 





WRENCH 
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Machined from special alloy tool steel, 
oll tempered and hardened, ARusTRONG 
Bros. Knife Blade Cutter Wheels, pen- 
etrate pipe easily, cut smoothly and 
rapidly, and hold their keen edge. 
They come in sizes and types for all 
makes for pipe cutters, and are stocked 
by leading tool departments every- 


where. Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago 12, U.S.A. 
Eastern Whee. and Sales: 199 Lafayette St., 
N. Y. 12, M. Y¥. Pacifie Whee. and 
Sales Office: 1275 Mission St., 
San Francisco 3, California 




















OUR BUSINESS 
TO SERVE YOU- 
THE 
HARDWARE DEALER 


Write for the Lurie 
Flier— 


Pay us a visit when 
in Chicago. 


She 


cheats  Tlnialanes 
Co, tee. 


552 West Lake Street 
Chicago 6, Illinois 
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have been met as a hedge against probable 
price rises next year. 

Probably at no other time in steeel 
market history is there less probability of 
unreasonable price advances than in the 
coming months, says The Iron Age. A de 
control of steel prices would find producers 
primarily interested in re-establishing a 
sound economical balance between the 
quotations of various products rather than 
a move for a general horizontal hike in 
prices. 

The steel industry this week continues 
to turn out steel at the highest peacetime 
level in its history. Steel ingot output 
this week is up % point to 91 per cent 
from last week’s revised rate of 90.5 per 
cent of rated capacity. Should a coal strike 
develop as a result of an impasse between 
the United Mine Workers and Secretary of 
the Interior J. A. Krug, it would not take 
long seriously to affect current steel pro- 
duction. 

Grave concern has already been ex- 
pressed by the steel industry as to the sup- 
plies of coal to be available during the 
coming winter months. Although stocks 
on hand are not far out of line with 1945 
inventories, the most significant factor is 
the emphasis on the steady production of 
coal rather than the inventories on hand. 


Binder twine—Inventories of bin- 
der twine in the hands of mills, jobbers, 


| and dealers will total 22,300,000 Ibs. on 


Oct. 31, and inventories of baler twine 
2,400,000 Ibs., the Civilian Production Ad- 
ministration said at a recent meeting of the 
Cordage and the Binder Twine Industry 
Advisory Committee. CPA officials told the 
committees that the deficiency of binder 
twine for the crop year ending July 31, 


| 1946, was about 15,000,000 Ibs. and the 
| deficiency of baler twine for the same 


| period about 10,000,000 Ibs. 


It was also 


| estimated that on October 31 the United 


States would have on hand a 2.1 months’ 
supply of Manila hemp, a 3.2 months’ sup- 
ply of sisal for rope, and a 1.7 months’ 
supply of binder and baler twine. 


Domestic water systems, etc.— 
Factory shipments of domestic water sys- 
tems during August totaled 59,874 units, 
valued at $4 million, according to a report 
released by the Bureau of the Census. The 
number shipped in August was 10 per cent 
above the July figure and the value of the 


| August shipments exceeded that of July by 


ll per cent There was an increase of 4 
per cent in the number of jet systems and 
16 per cent in the number of non-jet sys- 


| tems shipped in August as compared with 
July. For the first time in 1946 the ship- 


ments of the non-jet type exceeded those of 
the jet type. Shipments of domestic hand 
and windmill pumps increased 10 per cent 
in number from July to August. Windmill 
head and windmill tower shipments both 


increased in number by 15 per cent. Pump 
jacks and cylinders both decreased by 3 
per cent. In terms of dollar value, jet 
types accounted for $2.2 million, or 56 per 
cent of all shipments of domestic water 
systems, and non-jet types were valued at 
$1.7 million, or 44 per cent of the total, 
Shipments of domestic hand and windmill 
pumps were valued at $150,145, windmill 
heads at $179,609, windmill towers at $81, 
521, pump jacks at $209,035, and cylinders 
at $56,036. 
. > > 

Domestic heating stoves — Pro- 
duction of domestic heating stoves during 
August amounted to 372,000 units, the 
highest point recorded in this series of sta- 
tistical data on domestic stoves which was 
started by the Bureau of the Census in 
Jan., 1943. August production was 24 per 
cent more than the July production of 301,- 
000 stoves and three per cent higher than 
the 360,000 stoves produced in Oct., 1945, 
the previous peak month. Shipments dur- 
ing August amounted to 379,000 units 
valued at $7,700,000, 29 per cent higher in 
quantity and 31 per cent higher in value 
than July. Coal and wood stoves consti- 
tuted 36 per cent of the total number of 
domestic heating stoves produced during 
August. Gas stoves and stoves designed 
for burning liquid fuel accounted for 28 
per cent and 36 per cent, respectively. 


* ¢ 8 


Cooking stoves, ranges—Produc- 
tion of domestic cooking stoves and ranges 
in August amounted to 325 thousand units, 
an increase of 27 per cent over the 257 
thousand produced in July, according to a 
report released by the Bureau of the Cen- 
sus. The number of stoves and ranges 
shipped was almost identical with produc- 
tion and was valued at $23.1 million, an 
increase of 20 per cent in quantity and 28 
per cent in value over July. In addition to 
the production of stoves and ranges, 120 
thousand miscellaneous cooking appliances 
were also produced in August. These in- 
clude gas hot plates, portable and drum 
ovens, needle valve stoves and other small 
kerosene, gasoline, and fuel oil stoves. Of 
the total number of domestic cooking stoves 
and ranges produced, gas ranges accounted 
for 49 per cent; electric ranges, 20 per 
cent; kerosene, gasoline, and fuel oil 
stoves and ranges, 15 per cent; coal and 
wood ranges and cook stoves, 11 per cent; 
combination ranges, 3 per cent; and bunga- 
low ranges, 2 per cent. 


Bicyeles—Shipments amounted to 
681,000 units, valued at $15.8 million, dur- 
ing the first 6 months of 1946, according to 
a report released by the Bureau of the 
Census. After declining for the first 3 
months to a low point of 97,000 units, 
valued at $2.3 million in March, shipments 
increased each subsequent month to a peak 
of 138,000 units in June, valued at $3.4 
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It's Yours Free! 


This attractive, popular Allied Counter Display Box is yours FREE 
with your order for 20 dozen Black Hammered-lron Finished House 
numbers. 

‘ Strongly made of sturdy wood, the Display Box contains 2 dozen 
numbers in each compartment. There is also an extra compartment 


for nails. 










Order From Your 
Jobber Today 


a : HARDWARE CORP. 
eB UILDERSMHARU ARLES 328 GRAND AVENUE 
OS UA sv ene es BROOKLYN 5, N. Y. 














| Hundreds of different 
| keys—yet we can supply 
an extra key for your cus- 
tomers for only 10c! Just 
send us the lock serial 


COMBINATION inte tie eany to on 
R U L E oa and close—and they won’t 


jam or stick. Simply con- 
structed of four perma- 





tools in one, this new Parva rule makes nently joined parts, with- 
an excellent gift item. Its attractive lines | out springs or rivets. Sug- 
and coloring give it a powerful sales | gested retail: 2%” size— 


85c; 134” size—60c. Ask 
your jobber, or write US., Cold rolled steel shackle 
. e Adequately rust-proofed 
/ e An ideal exposed lock 


iy ROTARY SHACKLE LOCK 
Jobber inquiries invited 
STERLING LOCK COMPANY 


PARUA PRODUCTS COMPANY 1301 S. Third St., Minneapolis 4, Minn. 


WEST HAVEN, CONNECTICUT QUARTER-CENTURY OF DEPENDABLE SERVICE 


appeal. It is sturdy, practical and extremely easy 
to use. Can be used as a letter weigher, ruler, 
magnifier, french curve, compass, protractor, level 
and mitre. 















Rubber channel (A) is fastened 
to bottom of door or casement 
window with metal strip (B). 


Channel engages special thresh- % 
old (C) to make a double air- SCALE 
tight seal. 





Dead airspace insulates and 


sound proofs. y, 
S 














SIMPLE PRINCIPLE 
FO INSZALS 


NOVEMBER 7, 1946 225 














Replace Darkness 
With Light 


iia 4 


LANTERNS 








Replace Danger 
With Safety 
Sell 


DIETZ LANTERNS 






R.E. DIETZ COMPANY 


La NEW YORK 








Fishermen see the 
point instantly! 


Place our handsome 
display where they 
can see it and watch 
‘em movel 


lucky 
JUNE BUG 
SPINNERS 


Plain or hammered; 
nickel or gold plated 
blades. Also fur- 
nished with red and 
white or red and 
yellow enameled 
blades. 


Free Spin 
SPINNERS 


Embossed or plain; 
nickel or gold plated. 
Also furnished with 
red and white enam- 
eled blades. 


Write for catalog 
today! 





Mille Lacs 
Lake Spinner Co. 


704 SECOND AVE 
ISLE. MINNESOTA 





| “war-like” toys 


million, Shipments during June repre- 
sented an increase of 16 per cent in num- 
ber and 26 per cent in value over the Janu- 
ary shipments of 119 thousand units, valued 
at $2.7 million, and an increase of 42 per 
cent in number and 5] per cent in value 
over the March low. Production amounted 
to 680,000 units during the first half of 
1946. It declined steadily for the first 3 
months of the year. An upswing in April 
was followed by a slight dip in May, while 
June production rose sharply. 


* * * 


Lawn mowers — The production 
during the first six months of 1946 totaled 
564,228 units, more than four times the 
number of units produced during the en- 
tire year of 1945, according to a report 
released by the Bureau of the Census. The 
peak of activity during the first half of 
1946 was reached in May when 132,361 
units were produced and 249,107 units, 
valued at $3.9 million were shipped. Total 
shipments during the January-June, 1946, 
period were 587,790 mowers valued at 
slightly over $11 million. While production 
and shipments were considerably above the 
1945 level, they remained below the 1941 
and 1942 rate of shipments. Shipments in 
terms of number of units during the first 
half of 1946 were 25 and 29 per cent below 
half of 1941 and 1942 respectively. How- 
ever, the value of shipments during the 
first 6 months of 1946 was only 18 and 13 


per cent less than the values for the entire 


| years of 1942 and 1941. 


New and different toys—‘Par- 
ents helping Santa fill his sacks this Christ- 
mas will not only find old standbys back 


| on the shelves, but a number of pleasant 


surprises in the form of new and intriguing 
toys,” said Marian K. Tate, industry 
analyst for the U. S. Commerce Depart- 
ment, in a survey of the toy outlook. “Even 
the perennial favorites are more interest- 
ing when made “up in new designs and 


| materials. However, the time-worn admoni- 


tion about shopping early still applies. 
It is possible there may not be quite 
enough of the more popular toys to go 
around.” Miss Tate said the toy manufac- 
turers have made extensive surveys of what 
the children and their parents want. As 
a result of youngsters’ demands for toys 
which reflect the “adult world,” the new 
playthings combine “realism, authenticity 
and impressiveness.” Dolls that laugh, cry 
and sleep. and mechanical shovels which 
lift real dirt are promised for girls and 
boys, telephone sets which 
carry real messages, and toy irons, cook- 
stoves and sinks which actually work just 
like mother’s. There will be light-weight 
velocipedes, wagons and scooters made of 
aluminum and tubular steel, exceptionally 
strong and rugged, and of completely new 
design. Miss Tate said there will be fewer 
and games, but certain 


along with 


“war-born developments,” particularly ra. 
dar, have brought forth an entirely new 
field of electronically operated toys. 


Increase in furniture makers— 
Tentative figures by the Census Bureau in. 
dicate that there has been a phenomenal 
growth in the number of furniture manv- 
facturers since the last census in 1939, 
growth so amazing that it has set the 
National Association of Furniture Manv- 
facturers “back on its heels,” J. C. Me- 
Carthy, secretary, said recently. Exact fig- 
ures are not available, because the regular 
biennial census was discontinued during 
the war. The 1939 census showed a total 
of 4468 furniture manufacturers. In coop- 
eration with the association, the bureau 
took a census a few months ago, and found 
14,000 manufacturers operating. Checking 
enabled the bureau to cut down its list to 
8000 establishments, but the number still 
looked entirely too large, so another sur- 
vey is being made. This already is show- 
ing that new establishments, which have 
started business since January, 1945, runs 
into the hundreds, and most of them are 
showing good sales rates—of $100,000 an- 
nually, or better. 


« * + 


The toy outlook—-The New York 
trucking strike has dammed up perhaps 
$10,000,000 worth of toys in eastern ware- 
houses, but settlement of the dispute by 
early November will permit national dis 
tribution by Christmas, says Arthur Ra- 
phael, vice-president, Toy Manufacturers +i 
the U. S. A., Inc. A survey of toy firms 
which account for most of America’s pro- 
duction of dolls and stuffed animals, as 
well as large quantities of wooden and 
metal toys, games, and noisemakers, shows 
substantially increased production records 
in September and October. If the trucking 
situation returns to normal soon, the pros- 
pects are bright that retail toy sales 
throughout the country will top the $250, 
000,000 total estimated earlier this year, 
and perhaps bring to 40 per cent the in- 
crease from 1945 total retail sales. Short- 
ages in rubber dolls and animals and balls 
are anticipated, but balloon production is 
close to normal,” said Mr. Raphael. “Wheel 
toys now are being produced at pre-war 
volume, but due to pentup demand during 
the war years and reconversion difficulties 
earlier this year, production is expected to 
be below demand. Electric trains, in spite 
of substantial production, are expected to 
be in short supply due to unprecedented 
demand.” Plastics are expected to account 
for a larger volume of toys than ever be- 
fore, while light steel toys will also set 
volume records. The Toy Manufacturers of 
the U. S. A. urges early shopping for spe- 
cial items. It cites the addition of 5,000,000 
“toy age children” to the population dur- 
ing the war years, as compared with pre- 
war average, plus a pentup wartime de- 
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This is the AD... 


that is telling a million mechan- 
ically minded people about the 
penetrating oil that is preferred 
by the top 5000 industrial plants 
in the country today. 


It tells them to go to your store 
for the only real answer to the 
problem of loosening frozen 


parts. 


STOCK IT NOW— 


Send in your order from this ad. 
Regular discounts allowed and ship- 
ment is made direct. 


This is the CAN... 


that they will ask for. It 
lists for SO cents. Now 


available fer immediate 
shipment in cartons of 24 
with am attractive display 
card. 


KANO LABORATORIES 


85 E. Wacker Drive 
Chicago 1, Ill. 








CUTTING NIPPERS... 
Hoof Parers and Hoof Nippers 


Made of first quality steel, accurately finished with 
a close fitting rivet which eliminates loose fitting 
joints. Handles hardened for stiffness and long 
service. Sizes: 8, 10, 12 and 14 inch. Reasonably 

prompt delivery. 

Damascus Steel Products Corp., Rockford, Ill. 
One of the lorgest producers of Nippers in the country 


SOLD BY LEADING JOBBERS 











TT. 


Forged Land loots 


NOVEMBER 7, 1946 











Manufacturers Agents Wanted 
for FURNACE ACCESSORY 
Packaged for and Promoted 

Through Hardware Trade 


Long-established, electrically operated 
specialty already proven a good seller 
across hardware counter 
sale, very attractive margin—point-of- 
sale and consumer advertising sup- 
Want exclusive agents to con- 
tinue developing jobber and rethiler 
contacts with full protection on all 
business from territory. 


port. 


These States Now Open 


Ala., Del., Ky., Md., N. J.. 
nN. ¢C.,$, C., Va, V. Va. 


WEST—Calif. ( eastern) ,Colo., Mont.., 
Nev., Ore., Utah, Wash., Wyo. 


EAST 





SEND FULL PARTICULARS OF YOUR SET- 
UP AND YOURSELF WITH FIRST INQUIRY 


Address Box K-838, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





large dollar 















STURDY — EFFICIENT 
LONG-LASTING 
PREMIER STATIONARY 
HEAD VENTILATORS 


PV-14 — 14” 
square base — 
12” diameter 
throat — 22” 
overall height. 


PV-8 — 8” 
square base — 
6” diameter 
throat — 14” 
overall height. 


All-purpose ventilators for every 
farm building. Simple to install 
on any slope roof. 





A machined 
shaft resting on a ball 





step bearing assures freedom of 


movement and positive ventilation 
at all times! The bearing is at the 
bottom of a strongly braced tube 
which is to be filled with 3-in-1 
oil. The ventilator moves with the 
slightest breath of air... and will 
pull about 3 to 4 times the amount 
of air that a single, one-open-side, 
vane-type ventilator pulls. 


Guaranteed Not To Freeze 

The Premier PV-12 Ventilator is 
designed and constructed for peak 
operating efficiency and lasting 
life. Riveted and bolted throughout. 
Shipped fully assembled — ready 
for installation. Base may be cut 
to fit any shape or slope of roof. 
PV-12 — 14” square base 


— 12” diameter throat — 
29” overall height. 


THE NATIONAL IDEAL 
COMPANY 


TOLEDO 4, OHIO 
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VLCHEK 


PUNCHES and 
_ CHISELS 


FORGED High- 
Carbon 
TOOL STEEL 


BUFFED 
TAPERS 





prick, and pin. Both punches 
arid chisels in all wanted sizes. 
Also, punch and chisel sets. 
Mighty popular with users 
because of service—with 
dealers because of sales. 


rwe VLCHER 


TOOL COMPANY 
| 9001 EAST 87TH STREET 
> CLEVELAND 4, OHIO 


Cia aes 
mee Tt er 


ca 





| mand. To assist grown-ups in selecting 
| toys, manufacturers are widely using in- 
formative labels, which tell the “age in- 
terest” of the item. 


* . 7 


More natural rubber—CPA has 
announced that about 20 per cent more 
natural rubber than at present, will go into 
the manufacture of automobile and truck 
tires, and other products, in the first quar- 
ter of 1947. At present approximately 30 
per cent natural rubber is used although 
this will be increased to 35 per cent by 
the end of this year. The program for the 
first quarter of 1947 would allow manu- 
facturers to use about 50 per cent natural 
rubber and an equal amount of synthetic 
rubber. CPA says its advisory committee 
recommends continuation of present price 
controls in rubber until the end of next 
March, and suggests that similar controls 
will be needed to keep the synthetic rub- 





| troublesome 


| and materials. 


ber industry alive after the second War 


| Powers Act expires 


Lead and zine production — The 
U. S. Bureau of Mines recently released its 
report on August metals production, show- 
ing an upturn in lead and zinc output for 
the month. The output of zinc was 46,092 
tons, 37 per cent above the 13-year record 
of July. Lead production, totaling 27,574 
tons, increased 12 per cent above the pre- 
ceding month. However, production of both 
metals was below the monthly average for 
the first half of 1945, and below the month- 
ly average for all of 1945. 


Machine tools in high demand— 
The machine tool industry should remain 
at a high level of production for several 
years to come, according to officials of 
Brown & Sharpe Mfg. Co. Competition 


| from the large and widely scattered gov- 


ernment surplus stocks is not proving as 
as expected, because tool 
buyers are extremely critical and are 
anxious to get the latest and best of con- 
stantly changing designs. Also, the usual 
buyer likes to see the tool he may be ac- 
quiring, and would be unlikely to purchase 
one from a surplus stock at any remote 
location. Despite the fact that most com- 
panies expect to do a generous business 
compared to that of 1945, they would do a 
considerably larger volume were it not for 
the twin handicap of scarcities in labor 
Probably the most critical 
material shortage is in pig iron, but there 


| are shortages almost all along the line, 
| notably in electric motors and supplies 
and in ball bearings. 


Brown & Sharpe 
say that inventories of raw materials and 
fabricated supplies tend to be low, in face 
of the fact that the average machine tool 
takes from six to eight months to develop 
from raw material to the finished product. 
Meanwhile, the backlog of unfilled orders 
of machine tools keeps mounting, with the 


result that some deliveries cannot be made 
in more than a year. 
* . . 

Labor pledges nail assistance— 
The steel labor advisory committees have 
pledged to CPA its cooperation with any 
planeto break the wire nail bottleneck by 
quick and substantial production increases 
and will support the proposed premium 
payment plan on nails. Under such plan, 
now under consideration, a premium of 
$20.00 a ton Would be paid on all output in 
excess of established quotas. Labor repre 
sentatives said union men are willing to 
work overtime under plant-by-plant ar- 
rangements to be made cooperatively be 
tween labor and management. Labor also 
is willing to have men transferred to the 
nail milis, from other departments doing 
less necessary work. The committee said 
production could be increased to 78,000 
or 80,000 tons monthly, with present fa- 
cilities, from current output of around 
65,000 tons, by reconverting machinery 
from production of larger-sized nails, by 
trained operators shifted to other depart- 
ments and by overtime operations. At 
present, most nail mills are on a five-day 
week. s os 


Far short of capacity — Dealers 
in nails, with other steel products, would 
find much interest in watching the monthly 
report, from the American Iron & Steel 
Institute, showing the industry’s capacity, 
production and shipments of rolled iron 
and steel products. In August, for ex- 
ample, with a potential annual capacity of 
over 1,260,000 tons, nail production ‘was 
only 60,685 tons, or 56.7 per cent of ca- 
pacity. Smooth wire was at 74.4 per cent, 
barbed wire at 41.8 per cent, fencing at 38 
per cent, bale ties at 75.8 per cent, galva- 
nized sheets at 52.8 per cent, and lap-weld 
pipe at 54.1 per cent. 

. . s 

Household washer output up— 
Household washer production in August 
reached 186,965 units, a 26 per cent in- 
crease over Aug., 1941, the American 
Washer and Ironer Manufacturers’ Asso- 
ciation reported recently. This figure also 
represents an increase of 15 per cent over 
the monthly average of 1941, and of 12 
per cent over the July output. Ironer pro- 
duction totaled 10,869 units in August, 
compared with 18,478 in the correspond- 
ing month of 1941, the association said. 

. + 7 

Household refrigerators — Effec- 
tive Oct. 25, OPA amended price regula- 
tion 598, and provided that retail ceilings 
on household mechanical refrigerators, sold 
by appliance dealers, are raised 2 per cent 
(from $209.50 to $213.75 on a typical 
seven foot box) to “restore normal mar- 
gins.” It also ruled, effective Oct. 30, that 
resellers of new household mechanical re- 
frigerators may reticket floor samples that 
are not for sale, with current ceilings for 
models that are available for delivery. 
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Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


sft 


Principal Products Include: 


Bors * Plotes © Sheets °* Structurals 

inlond 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes ° Hi-Bond Reinforcing Bors 

Allegheny Stainless @ Alloy Steels °* Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants of: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 
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DRAKE 


SOLDERING IRONS 





SELL RAPIDLY 


win customer 


good wi / / 
= 


No. 701—100 watt DRAKE Solder 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. . 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of pre m manu- 
fact keeping tant pace with 
progress. Widely advertised—they 
sel] quickly and profitably. 








With industry rapidly 
reconverting to peace 
time production—there 
is a market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 














YOUR JOBBER to feature them. 


DRAKE ELECTRIC WORKS, INC. 


CHICAGO 13, thl 





LINCOLN AVE 


1656 
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National pressure cookers—Na- | 


tional Pressure Cooker Co., Eau Claire, 
Wis., reported recently that consolidated 
net sales for the nine months ending June 
30 totalled $23,733,633. 


* * > 


Sales, production, jobs—A_ nar- 
rowing trend in the rate of year-to-year 
department store sales gains throughout the 
country, was reported for the second suc- 
cessive week by the Federal Reserve Sys- 
tem. Sales rose 15 per cent for the week 
and 20 per cent for the four weeks ended 


Oct. 12. The industrial production index | 


of Standard & Poor’s Corp.—leading an- 


alysts—in the week ended Oct. 11 rose to | 


171.7 per cent of the 1935-39 average, 


compared with 160.1 per cent a year ago. | 


Employment in non-farm jobs made a 
monthly rise of 266,000, to pass the 40,- 
000,000 mark in September, for the first 
time since Dec., 1944, the U. S. Bureau 
of Labor Statistics reported. The 40,147,000 
persons on non-agricultural rolls were only 
700,000 below the wartime peak. Unem- 
ployment, reported by the Census Bureau, 
remained at about 2,000,000. 


The dwindling dollar—Govern- 


ment economists say that the purchasing | 


power of the dollar dwindled to 69 cents 


from 1941 to mid-Sept., 1946, and possibly | 


will shrink further, now that food prices | 
have been freed. Experts of the Bureau of | 


Labor Statistics estimated the dollar’s pur- 
chasing power may go down another cent 
or so when the mid-October consumer cost 
figures have been 
they think that some prices will fall after 
the initial upward flurries following decon- 
trol, and that this may halt the decline 
of dollar values. 


* * * 


Department store sales — There 
has been some recovery from the tem- 
porarily lagging rate of department store 
sales gains, over 1945 camparisons. Fed- 
eral Reserve reports for the latest (Oct. 
19) week reveal a rise of 24 per cent, 
while for the four weeks, ended that date, 


calculated. However, | 


the gain was 19 per cent, compared with | 


year-ago periods. 


on - * 


Record crops — record prices— 


Production of the largest crops of high | 
quality grains in the history of the nation | 


is assured this year, according to report 


by the Department of Agriculture, showing | 


conditions as of Oct. 1. The corn crop at 
3,374,428,000 bushels and wheat at 1,169,- 
422,000 bushels are records for both. The 
ten-year average production of corn is 
2,608,499,000 bushels and wheat 843,692,- 
000 bushels. The corn crop is generally of 
fine quality and high feeding value, the 
crop reporting board said, and, as a whole, 
1946 was a good wheat growing year. At 
times prospects looked gloomy in some 








COLORFUL 
ATTRACTIVE 








al #30 


WOOD CHISEL 
DISPLAY 











1 doz. each of 2", ¥%", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 


(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 




















From heater to fan in 
; Y 29seconds...simply re- 


-" \ a J ’ 
A powerful fan when the weather’s 


hot . . . an efficient forced air 
heater when it’s chilly. Surf | 


move heater housing 


SEASON-AIR is either—at a 
moment’s notice. Here at last is a 
room-conditioning appliance with 
DOUBLE sales appeal that means 
steady profits all year ‘round! 
Production of Surf SEASON- 
Arr still is being slowed by | 
material shortages. But keep after 
your jobber and make sure you'll 
be first in your neighborhood to 
feature this great new appliance 
when deliveries begin. G-M 
Laboratories Inc., 4296 N. Knox 
Ave., Chicago 41, Ill. 





BEAUTY ... Handsome crackle finish e 
Chrome heater grill e Modern-design 
fan blades e Separate fan guard. 


STABILITY ... Sturdy all-metal con- 
struction e 74-inch basee Finest 
materials and workmanship. 


uTuity... For summer, powerful 
10-inch fan with air displacement of 
500 cu. ft. per minute e For winter 
1320-watt forced air heater. 


SILENCE... Incredibly quiet —nearest 
thing to noiseless you've ever seen 
in a motor-driven appliance. 


ECONOMY ... Heater and fan COM- 
BINED for one low price 
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states but conditions generally improved 
as the season progressed. Seldom. have all 
factors worked together more favorably 
than in 1946 to give the nation such a 
volume of good quality wheat. Idaho, Okla- 
homa, Nebraska and Washington broke all 
earlier records for all wheat production. 
The indicated production of other crops, 
compared with the previous month’s fore- 
cast, was: Oats, 1,527,116,000 and 1,519.- 
592,000 bushels; barley, 255,335,000 and 
256,334,000 bushels; rye, 21,410,000 bush- 
els; unchanged. With the fine crops, came 
news early in October, that, selling near 
$1.46, January wheat was at the best price 
for any bread cereal future since 1920. 
Corn and oats also were strong, with cash 
corn selling at $2.04—the second highest 
level in history for this time of year. It 
sold at $2.15% in 1917. 


Construction notes—The nation’s 
new construction in September was valued 
at $1,060,000,000, a decline of one per cent 
from August, but a gain of 160 per cent 
from Sept., 1945, the Department of Com- 
merce reports. For the first nine months 
of 1946, the department estimated the 
value of new construction at $7,186,000,000, 
an increase of 118 per cent from the same 
period a year ago. On Oct. 7, CPA banned 
the construction of swimming pools, board- 
walks, roller-coasters, theaters, 
parking lots, cement tennis courts, and 
walls and fences of wood, bricks or con- 
crete when any of these projects cost more 
than $200. 


drive-in 


Shortages curtail working effi- 
ciency—There is wide complaint of a 
lessening in worker productivity, but fre- 
quently, subnormal efficiency is due to ir- 
regular flow of the materials needed to 
keep a job going. For example, a leading 
construction official said recently: “I know 
of a situation where carpenter efficiency 
is only 70 per cent, but only because de- 
livery efficiency is less than 70 per céht. 
Hardly a day passes on this project but 
fails to arrive on 


some major material 

schedule. You can’t very well lay a man 
off in the middle of the day if nails or 
shingles don’t arrive, and with men as 


scarce as they are, you would be unwise 
to tell your men not to show up the next 
day. The fact is that you have to keep a 
surplus of labor around to get anything 
done.” 

Asked how much difference this factor 
of enforced labor inefficiency was in the 
present cost of a house, he said that it is 
running as high as 30 per cent. Next year, 
he went on, if the material supply situa- 
tion is regularized we can expect labor 
costs of a house to come down from 20 
to 25 per cent. “I know of contractors who 
expect to build a $4,000 house for $750 
less by next May if the delivery situation 
clears up. Costs are raised all down the 


line from the building project back 
through the material makers’ mills by this 
factor of irregular and undependable mate. 


rials delivery.” 
* > . 


Wholesalers sales and prices—The 
U. S. Department of Commerce announces 
that reports from 2846 wholesalers showed 
their dollar sales in the first eight months 
of 1946, were 26 per cent higher than in 
the corresponding period of 1945. August 
dollar sales of merchant wholesalers were 
41 per cent above August a year ago and 
8 per cent higher than in July. Whole. 
salers’ inventories, at cost value, increased 
four per cent in August and at the end 
of the month were 50 per cent above a 
year ago. Part of this increase over a year 
ago resulted from price increases. Higher 
prices on farm commodities boosted the 
wholesale price index in the week ended 
Oct. 5 to 125.1 per cent of the 1926 aver- 
age, the Bureau of Labor Statistics reports. 
The index was 11 per cent higher than at 
the end of June and 189 per cent above 
a year ago. 

* . . 


Building curbs — According tw 
Housing Expeditor Wyatt the present day 
ban on non-essential commercial and in- 








‘Memco’ Brand Name 
Fused on Moore Enamel 


Until the present time porcelain enameled 
cooking ware either lacked identity tntirely 
or lost identity after once in the hands « 
the consumer. The housewife upon washing 
the gummed paper label from the utensil, 
providing it carried a label, had no means 
of identifying the utensil. The product of 
any one of some dozen and a half manu- 
facturers was referred to as_ porcelain 
enameled ware with little or no individual- 
ity as far as the consumer was concerned. 

Recognizing this sales disadvantage, the 
Moore Enameling and Mfg. Co., West 
Lafayette, Ohio, after extensive tests has 
developed a satisfactory method of marking 
its porcelain enamel. The Moore Co. has 
introduced its three coat ware under the 
trade name of “Memco.” 

Top of the stove “Memco” Porcelain 
Enameled utensils now carry a permanent 
identifying white porcelain enamel trade 
mark in the center of the black bottoms of 
each piece of ware. The trade name is 
placed on the bottoms and fired, fusing the 
trade mark to the utensil bottom. 
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WITH PRICE LABELS THAT CAN BE 
PLACED WHERE THEY CAN BE SEEN 


Not only are Kum-Kleen Self-Adhesive Price Labels in- 
stantly and easily applied without moistening, but they 
are also readily peeled off in one piece without leaving a 
mark after the sale is made. As a result, they can be 
placed in a prominent position on merchandise, there- 
by eliminating handling by customers and consequent 
danger of breakage. 

Kum-Kleen Self-Adhesive Price Labels stick to any 
smooth, clean ‘surface—glass, china, metal, plastic, pol- 
ished wood, cellophane, etc. They never pop, peel or 
curl off even in extremes of heat and cold, or with sud- 
den changes of climate. The labels are mounted in mul- 
tiple rows on convenient carrying tape. You can quickly 
and easily mark them by hand or typewriter before you 
remove them from the tape. No muss, fuss or bother. 
Yet, for all these advantages you actually pay less. Man- 
ufacturers and retailers all over the United States have 
proved that the time you save with Kum-Kleen Price 
Labels more than pays for their cost. 

Cut down price marking time, and eliminate customer 
handling with Kum-Kleen Self-Adhesive Labels. 


Send for Free Samples & Literature 
SEE YOUR JOBBER 





AVERY ADHESIVES 
451 E. Third St., Los Angeles 13, Calif. 


New York, Chicago, Atlanta, Boston, Detroit, Indianapolis, 
Kansas City, Pittsburgh, San Francisco, St. Paul, Seattle, Tulsa, 
Washington, D.C. * in Canada, Enterprise Sales, Toronto 


NOVEMBER 7, 1946 








Fetes eeeeseee 
an 2 
> 
x 









Your customers 






will thank you 
for telling them about WIL-BOND 





WIL-BOND 


Cleans and Dulls any type of finish without sanding. 
Makes the new finish bond perfectly. 


Wil-Bond is a natural for creating good-will and promoting 
repeat sales. For, in order to refinish any surface properly, 
it must first be thoroughly cleaned. And in the case of 
varnish or enamel it must also be dulled! That's where 
Wil-Bond comes in. This handy liquid preparation not only 
cleans and dulls any surface at a single stroke, but also sets 
up a slight tack that causes the new finish to bond perfectly. 
It’s easy to see why your customers will go for this con- 
venient time- and labor-saver in a big way. 


The Ideal Way to Prepare Walls, Floors, 
Woodwork, etc., for Refinishing 


Simply dampen a clean cloth with Wil-Bond, and rub it over 
the surface to be refinished. Dirt, grease, wax, etc., wipe off 
readily—and the clean, slightly adhesive surface is ready to 
receive the refinishing coat immediately. The new finish 
spreads easily, covers evenly, and bonds perfectly—makes a 
truly professional-looking job every time. 


IMPERIAL Rapid BRUSH CLEANER 


Here’s another item with a made-to-order market 
among homemakers. Imperial Rapid Brush Cleaner 
—the ready-to-use solvent that begins to dissolve 
the most stubborn paints instantly. Leaves -bristles 
with their original spring and liveliness. Won't 
injure hands or loosen brush bristles. 





WILSON-IMPERIAL CO., Dept. H-116, 115 Chestnut St., Newark 5, N.J. 
Order Wil-Bond and Imperial Rapid Brush Cleaner from your jobber 
MAIL COUPON FOR INFORMATION or Advertising Displays 
§ Wilson-Imperial Co., Dept. H-116, 115 Chestnut St., Newark 5,N.J. 8 
§ 1 am now handling the products checked below. Please send me 

§ advertising displays on them. 

O Wil-Bond (} Imperial Rapid Brush Cleaner 
am not at present handling the products checked, but would 
ike complete information concerning them. 

O Wil-Bond 0 Imperial Rapid Brush Cleaner 
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Beware of imitations 
and substitutes that 
shred or splinter. 


RedDevily 
Lelebeam 10) 's ee) 113° 


POT CLEANER 





It’s big—it’s tough, yet gentle 
on the hands. It's a real soap 
miser. 

Made of genuine pure copper 
— not scrap — it won't shred, 
splinter or mat. Trade mark in 








as genuine RED DEVIL. 


est selling items 
teday — and how 
the customers re- 
peat. Order from 
your jobber. 


Colorful display 

ox bolds 

S 24 RED DEVI 
Pot Cleaners 
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IRVINGTON, New Jersey, U.S.A. 


HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


13 













For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


SS8ssessyso, 


{ietsses 


88s 
A Ty eat 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib, by 2 Ibs. 


1110000 





SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ado Street 
Chicago 22, Ili 
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| pired or been relaxed soon, Mr. Wyatt 


every Pot Cleaner identifies it 


One of the fast- | 











dustrial building will be extended into 
1947, and that price controls will be kept 
on building materials and new homes. 
While the order originally was to have ex- 


said it will be extended because it is an 
safeguard” against housing 
to more profitable com- 


“important 
labor shifting 
mercial construction if wage controls were 
abandoned. However, he left open the 


| possibility that the limitation order eventu- 


ally may be modified, depending upon in- 
creased supplies of building materials. 
Meanwhile, Mr. Wyatt emphasized after a 
talk with President Truman that rent con- 
trols will not be lifted. He stated, too, 


that three times as many homes were com- 
pleted in September as in January, and 
that more residential construction would be 
started this year than in any year in the 
country’s history. The government has an- 
nounced its plans for private construction 
of 100,000 pre-fabricated aluminum houses 
in 1947. Officials of the National Housing 
Agency and the Civilian Production Ad- 
ministration said a serious shortage of 
sheet steel, wood and other housing ma- 
terials has forced a decision to use large 
quantities of aluminum in the veterans’ 
housing program. Aircraft manufacturers 
are expected to make most of the new 
aluminum houses. 





Modern high-speed photography with exposures as fast as three one-millionths of 
a second made possible this picture of gas leakage past shot shell wads causing 


leading, balled shot and deformed pellets. 


The plume of powder gas that has 


escaped past the wads and through the shot charge is plainly visible at the right. 
while the “balloon” of confined gas behind the wads is small and poorly formed. 


Western and Winchester Announce 


Expanding Wad for Shotgun Shells 


HE development of a radically new 

- type of expanding wad for shotgun 
shells, which is claimed to provide a 
perfect gas seal and thus eliminate 
blown patterns, has been most success- 


| fully incorporated in Western and Win- 


chester Super Trap shotgun shells, ac- 
cording to John M. Olin, president of 
Olin Industries, Inc., East Alton, Ill. 
The Super Seal Wad, after extensive 
firing tests in ballistic laboratories, was 
loaded in Western and Winchester shot- 


| gun shells furnished for this year’s 


Grand American Handicap. As soon as 





the current shortage of lead is ended 
the new Super Seal Cup Wad will be 
used in all Western and Winchester 
trap and skeet loads. 

The expanding powder gas in the 
chamber and bore of a shotgun barrel 
is claimed to be sealed-in perfectly by 
the new wad which has a flange around 
its lower edge which, when the gun is 
fired, seals the bore of the gun like the 
leather cup-washer of a bicycle pump 
seals the inside of the pump cylinder. 
It is thus said to prevent low-density 
patterns and spotty shot strings which 


Contrast this picture of a shot charge emerging from the muzzle of a full choked 


shotgun barrel with the one showing gas leakage. 


The shot charge in the above 


picture is from a Super Trap Load with Super’Seal Cup Wad. The full and well- 
formed “balloon” of gas at the gun muzzle is evidence that the gas was confined 


behind the Cup Wad until the wad reached the muzzle. 


The black line between 


the gun muzzle and the wad column is the disjunctor wire used to trip the photo- 
light to take the picture. 
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result ‘from gas leakage. 


by means of a special lubricant with 
which the flange of the wad is im- 
pregnated. 

The Super Seal Wad is a flat disc of 
special cardboard before loading and 
becomes an inverted cup, similar in 
shape to an umbrella or parachute, in 
the loading operation. It grips the in- 
side of the shell with the initial expan- 
sion of the powder gas, and maintains 
complete contact with the bore all the 
way out of the muzzle. Thus, while the 
powder gas is sealed behind the wad, 
the front edge of the flange is cleaning 
the bore and lubricating it through its 
entire length. The new wad has made 
it possible to increase the average pat- 
tern density far above the previous ac- 
cepted standards, according to Olin In- 
dustries. 

Shells incorporating the new develop- 
ment are claimed to have a moderate 
recoil, contributing to the shooter’s 
comfort. 


A School for 
A Career 


In Retailing 


HAT there will always be a retail 

industry, and that now there is a 
greater need for retail training, is be- 
yond discussion. And these are the 
main premises behind a two-year course 
in retailing offered men and women by 
the Retail Business Management Divi- 


sion of the New York State Institute of | 
Applied Arts and Sciences, Utica, N. Y. | 
Entrance requirements are sufficiently | 


broad to open the course to numerous 
young men and women and residents 
of New York State receive free tuition. 
The two-year course will provide three 
12-week quarters of instruction rounded 
out by one 12-week quarter of off- 
campus instruction each year. The 
first year of study and off-campus store 
experience is designed to prepare the 
student to enter upon concentrated 
study in the specialized field of his 
choice with an opportunity to select one 
of the following fields: hardware mer- 
chandising, furniture merchandising, 
food merchandising, jewelry merchan- 
dising, or general merchandising. 
Typical of the practical training giv- 
ing students in the second year is the 
4th on-campus quarter of the second 
year. In the 4th quarters, students will 
take one class and three laboratory 
periods in electrive (technical) or in- 
terior decoration (required of students 
in furniture merchandising) ; one class 
and five laboratory periods in Merchan- 
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It is also | 
claimed to prevent leading, and cleans | 
and lubricates the bore with each firing | 
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All Hail to You, Mr. Dealer... 


Technical Advisor to the Consumer 


From abalones to xylophones, and 
everything in between, you come 
into the picture somewhere —— 
advising your customers as to the 
besf thing to be used for this 
and that. When you recommend 
AMBROID, you can relax . . . No 
comebacks. No returns. For 37 
years the top quality making and 
mending cement. Ready to use 


° ° 2-02. tubes 
... waterproof ... dries quickly. 4... tubes 
Get ready now for your biggest year yet Pints, quarts, 
with AMBROID .. . consumer advertising gallons 


reaching millions of readers will make a 
bigger market than ever for this fast-sell- 
ing cement in the attractive sales-making 
display box. 

Sample 25¢ tube sent upon receipt of 
wholesalers name and !O¢ (to cever cost 
of mailing, U. S. A. only). 


AMBROID CO. 











305 FRANKLIN ST., 


BOSTON 10, MASS. 








Breaking through sales resistance JOHNSON XLO 
MUSIC WIRE comes to you attractively packaged for 
convenient display and handling in units of % Ib. 
% Ib., and 1 Ib. Full range of sizes—.003” to 
.200". JOHNSON XLO MUSIC WIRE answers the 
call of the trade for high carbon, smooth, round, 


spring steel wire. Ask us to recommend sizes. 


RCESTER 


ew ORK AKRON De R H 


STEEL & WI RE CO.INC 


AGO LOS ANGE ES 


J! 


JHNSON 
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COLORFUL, PLASTIC 


MEASURING SPOON 
SETS 


HIGHLY-USEFUL 
PREMIUMS 


































Made of tough 
acetate plastic, bril- 
liantly colored with fine, rich finish. A 
nest of four spoons, each spoon indi- 
vidually colored for ready identification. 
Set is graduated in size to measure 
tablespoon, and 1, Y and % tea- 
spoon. Spoons nest compactly, and a 
bright steel ring keeps the entire unit 
intact. Colors are green, red, white and 
yellow. LENGTH OVERALL 314”. 


MACK MOLDING CO. 


INCORPORATED 
142 MAIN ST., WAYNE, NEW JERSEY 
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Colorful 
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dise Laboratory (in which the student 
concentrates on the field of his choice 
such as hardware); two classes in 
Retail Business Organization and Man- 
agement; two classes and three labora- 
tory periods in Retail Display; three 
classes in Retail Merchandising; three 
classes in Retailing Law and Govern- 
ment Regulation; two classes elective 
(general). 

Classes in other quarters include 
record keeping; retail mathematics; 
industrial and labor relations; eco- 
nomics in retailing; finance for retail- 
ing; principles of sales service; per- 
sonnel management; public relations 
management; specialized retail manage- 
ment or establishing a new business. 

Graduates of a four-year high school 
course of study may be admitted to full- 
time programs of the Institute and be 
eligible for the two-year diploma. Ad- 
mission on an extension or part-time 
basis is open to anyone who presents 


| evidence of ability to profit by the pro- 


gram of study. 
A diploma, signed by the Commis- 


sioner of Education of the New York 
State Education Department, the Pres- 
ident of the P2ard of Trustees, and the 
Director of the Institute, is awarded 
when all requirements for graduation 
have been met. 

The faculty is composed of trained 
educators who are specialists in their 
respective field with several years of 
successful, practical business experi- 
ence. Paul B. Richardson, the director, 
and former New York State Supervisor 
of Distributive Education has a back- 
ground of department store experience. 

Individual students will have the 
benefit at all times of trained guidance 
from each member of the staff as well 
as specialists in vocational testing. 

The 1946 fall quarter of the Institute 
began Oct. 15 but the winter quarter 
registration is on Jan. 6, 1947, with 
classes beginning the following day and 
ending March 28. The spring quarter 
registration is on April 7, classes begin- 
ning the next day, ending June 27. 

Inquiries regarding the Institute and 
applications should be addressed to Mr. 
Richardson at P.O. Box, Utica, N. Y. 





Sash Shortage Solved by Use of Glass Substitutes 


ITH sash deliveries delayed, con- 
struction on the above large 
Shaker Heights, O., apartment house 
nevertheless continued because of the 
contractor’s use of Doplex plastic glaz- 
ing, made by The Dobeckmun Co., Box 
6417, Cleveland, Ohio. 
Quickly installed, the flexible, weath- 
erproof material permitted the building 


to be heated, so that plastering and final 


trim could be completed. Windows so 
covered admitted plenty of soft, dif. 
fused light, aiding the interior illumina- 
tion. 

After use, glass substitutes of this 
type can be taken down, rolled up, and 
used on other construction projects. In 
addition, by allowing the glass to be in- 
stalled toward the end of completion, 
costly glass breakage is minimized. 





Glass substitutes, no glass. are in the windows of this building. 
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SHELVES THAT MAKE Nappy customers 


National advertising in women’s magazines 
like Ladies’ Home Journal, Better Homes 
& Gardens and Sunset teaches housewives 
to look for these quality stainless steel 
utensils. Result: You sell more and you 
sell it fast. 


A center heat conducting core metal cov- 
ered top and bottom with shining stainless 
steel—that’s Thermo-Ply Carlton Ware. It 
cooks fast — distributes heat evenly — saves 




















STOP SHOPPERS WITH 
A REAL “BARGAIN 
PAGKAGE or BEAUTY” 


COLORFUL 


HANDY PACK 
CARTONS 


IRRESISTIBLE HOUSEWIFE APPEAL 
THAT MEANS REPEAT SALES! 


BOOST YOUR DOLLAR VOLUME — increase your 
paper department profits with Milapaco “HANDY 
PACKS.” With no more sales effort and less clerk 
attention, you can increase your unit sale as much as 
nine times as a result of featuring and displaying this 
true “Bargain Package of Beauty.” 


Cartons That “Sell Themselves”... . 


CUSTOMERS can make quick, easy choices of pattern 
designs of Place Mats and Doilies, for each “HANDY 
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mean (XC ptotits FOR You! 


good food values — stays clean — and cuts 
fuel bills. It keeps satisfied customers com- 
ing back — keeps your cash register busy. 


Write for our 
sales proposition. 


CARROLLTON MFG. CO. 
Carrollton, Ohio 







































PACK” Carton carries full-size illustrations of the con- 
tents. This feature also makes it easier to stock, store, 
and re-order — avoids need for handling or soiling con- 
tents of any carton. ‘Use’ information on back of the 
carton shows many interesting and practical daily uses. 
100 Lace Paper Place Mats or Doilies in each carton. 


DISPLAY “Milapaco” HANDY PACKS in your paper goods 
department for traffic-stopping, daily and place mat sales. 


MILWAUKEE LACE PAPER CO. 


1306 EAST MEINECKE AVENUE, MILWAUKEE 12, WISCONSIN 


Branch Offices and Wareh 




















New ‘Ridz’ Products 


Boyle-Midway, Inc., 22 E. 4th St., New 
York 16, is introducing five new additions 
to its line of household products: “Ridz” 
Fungicide, “Ridz” Weed Killer, “Ridz” 





Garden Spray, “Ridz” Liquid Fertilizer 
and “Ridz” Cutworm Control. The latest 
scientific findings are claimed to be in- 
cluded in the new products. The fungicide 
is for spraying during the growing season. 
The weed killer contains 2-4D and is 
claimed to kill the weed roots without 
harming grass. 





Folding Drill Stand 


The “Geneva” drill stand has been de- 
veloped to give the average machinist a 
compact stand to hold the drills he uses 
most. It holds 20 tap and body drills— 
fractional, letter and number—from .106 
through 437 (6/32 through 7/16 x 20). 
Designations show decimal, tap and drill 
sizes, which is claimed to eliminate time 
wasted in referring to drill tables. Folds 





and fits into a small drawer of a tool kit. 
When stand is closed drills are held in 
place and will not fall out, even when 
stand is held upside-down. Made of ano- 
dized aluminum alloy and lettered with 
baked enamel. National distributor is 
Glenn C. Hall Co., 541 S. Spring St., Los 


Angeles 13, which is now appointing 
jobbers. 
Ski Lacquer 


The Northland Ski Mfg. Co., 1951 Uni- 
versity Ave., Saint Paul 4, Minn., is in- 
troducing a quick drying ski lacquer which 
can be painted on by hand.. A second coat 
may be applied a few minutes after the 
first, and the skis are ready for use in 
half an hour, according to the maker. 


Lamp Bulb Merchandiser 


A metal merchandiser designed to dis- 
play the complete line of household light 
bulbs is now in production by the West- 
inghouse Lamp Div., Bloomfield, N. J. The 





new table unit, four feet long and two feet 
wide, can be used for aisle or wall display. 
This model has a storage shelf underneath. 
Thirty inches high, the merchandiser has 
an overhead arch for the highlighting of 
feature lamps. Shipped in “knockdown” 
form. May be ordered from Westinghouse 
Lamp Div. district offices in New York, 
Chicago, Atlanta, Pittsburgh, St. Louis, San 
Francisco, Philadelphia and Boston. Cost 
is $7.50, plus shipping charges. 





‘Revere’ Announces 
Pressure Cooker 


The first pressure cooker in stainless 
steel, copper-clad, and the new leader of 
the “Revere Ware” line is announced by 








the Rome Mfg. Co. Div. of Revere Copper & 
Brass Inc., Rome, N. Y. The new four: 
quart cooker is to retail for $15.95 east of 
Denver and $16.45 on the west coast. The 
lid can be opened and closed with one 
hand. The lid, 8% in. in diameter, is 
slipped under the flanges of the pan, which 
is 5% in. deep. The twin Bakelite handles 
are brought together in one motion, one 
over the other, and the lid is fixed. A spe- 
cial rubber gasket is fitted under the flange 
of the lid itself to insure sealing. Another 
innovation is a weighted gage designed 
with a visible dial calibrated so it can be 
determined whether the pressure is one to 
15 Ibs., and the heat adjusted accordingly. 
Gage is hinged to the lid to eliminate pos- 
sibility of its becoming lost or damaged by 
falling. Gage lifts automatically when the 
pressure exceeds 15 lbs. Welded stainless 
steel handle parts with no bolts or rivets. 
Pouring lips on each side of the cooker. A 
32-page cook booklet in two colors, giving 
full instructions and time tables for cook- 
ing all foods, is included. 





Door Sweeps 


The National Metal Products Co., 1024 
Chateau St., Pittsburgh 12, Pa., is making 
brass and felt sweeps to stop drafts under 
doors. Made from 26 gage dry rolled brass 
and 5/32 in. water-proofed felt, packed 
one doz. to a box, with screws for install- 
ing. List price 15 cents per foot. Made 
in 32, 36, 42 and 48-in. lengths, listing 
from $4.15 to $6.00 per doz., respectively. 
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“IT’S THE PRINCIPAL ATTRACTION OF OUR ale DEPARTMENT”’ 
Says Wn.. Leonard Hopkins ABOUT THE NEW Nydar ae 


= “Santas 
© Dealers everywhere . . . in Alaska, Canada, throughout 
America . . . enthusiastically endorse the Nydar Shotgun 
Sight as a sure means of building up store traffic, and as a 
consistent producer of volume profits. This new, reflector- 
type sight fills a real need; enables every sportsman, whether 
beginner or old-timer, to get greatly increased accuracy 
in shooting. 

© The Nydar Shotgun Sight puts a dot and circle into 
space that indicates the impact of the shot charge and the 
approximate pattern; and also serVes as a reference guide in 
determining range and lead. 


© Ideal for any kind of game; for all types of shooting, 
especially wing shooting. Can be mounted on most any 
type shotgun. 


The Nydar Division SWAIN NELSON CO. 


2326 Glenview Rd., Glenview, Ill. 


The Nydar Shateun Sig ht | is 
A BIG CHRISTMAS GIFT ITEM 


e Feature the sight in your displays 
and advertising. Special, Christmas, 
sales-pulling ad mats available free. 

















e¢ For the man who already has a 
sight, suggest a handsome, genuine- 
leather Nydar case . .00 
















MEET ALL YOUR CUSTOMERS’ NEEDS WITH 


WILCox “Dependable” 
DROP FORGED HEAVY HARDWARE 


When customers buy chain and wire or manila rope, they also need 
Shackles, Thimbles, Turnbuckles, etc. to complete the job. There's extra 
volume for you in sales “tie-ins” with WILCOX Drop Forged Fittings. 





WILCOX SHACKLES — Drop forged from the finest steel, 
under rigid quality-control which assures maximum 
strength, safety and service. 
SIX TYPES— MANY SIZES 
Anchor Shackles (Screw Pin) ~—3/16” to a 


Anchor Shackles mens Pin) -yY," 

Chain Shackles (Screw Pin) -i4" to2” 
Chain Shackles (Round Pin) -4%4" to2” 
Safety Shackles hacker Type) -—%" toll” 
Safety Shackles (ChainType) -%" tol” 


Weldless Drop Forged Steel — 
Hot Dip Galvanized or Self Colored. 















We can make prompt shipment of WILCOX Drop Forged Wire 
Rope Clips and Sockets, Connecting Links, Turnbuckles, Thimbles, 
Hooks, Eye Bolts and Ring Bolts. 

Give your customers full satisfaction with the complete 
WILCOX line. It builds consistent, volume, repeat business. 


It Pays to Sell Wi1LCox, CRITTENDEN 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 

















e It’s compact, lightweight (86 Ibs.) . . . has auto- 
matic drum lift which tapers the cut at the wall. . . 


single belt drive . . . simplified paper clamping... 


type floor sander on the market. , 
Send for FREE Booklet today! 
SKILSAW, INC. 


5033-43 Elston Avenue, Chicago 30, lil. 
Factory Branches in All Principal Cities 


PORTABLE 1 { ELECTRIC 


HILFOOoLs 
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e WHATS NEW 


‘Jeri’ Iron Stand 


The “Jeri” Stainless Steel Iron Stand ig 
claimed to do away with the burdensome 
task of lifting and tilting while ironing 





Ridges permit iron to glide from the stand 




















to the work. High rim to prevent acci- 
dents. Asbestos lining for insulation. 
Clamps rigidly to the board. Packed ia 
glassine envelope. Twelve stands to the 
carton. Weigh 15 lbs. per doz. List price 
$1.69. Jeri, Inc., c/o Inter-Coastal Co., 
Inc., 649 S. Olive St., Los Angeles 14. 


Water Softener Catalog 


The Duro Co., Dayton 1, Ohio, a division 
of Hydraulic Machinery Inc., has issuod 
for general dealer distribution Bulletin % 
which gives complete descriptions of 
“Duro” Water Softeners, Iron and Sedi- 
ment Removal Filters, Alkalinators ‘and 
Carbon type filters. A retail price sheet 
is included. 


Electric Hand Lamp 


A new, small-sized, portable electric 
hand lamp, “Big Beam” No. 211, is an- 
nounced by the U-C Lite Mfg. Co., 1050 W 
Hubbard St., Chicago 22. Claimed to throw 
a powerful beam 1,500 ft. long, and by a 
simple focus adjustment to spread the light 
over a wide area. Similar to the other 





“Big Beam” lamps but smaller in size. 
Lighter in weight, complete with batteries, 


5 lbs. Weatherproof. Powered by two 
standard lantern batteries. Pressure con- 
tacts. 
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Kwik-L 


The Extra |g 
VALUE | 
Kindler Wick 


a 


Woven of 
Brass-Wire-Inserted 


Asbestos Yarn 





7 & ] 
Lights Quicker—Lasts Longer 
long recognized as the Quality Kindler Wick for 
oil burning heaters and ranges. 


Sold by leading wholesalers. Ask your Jobber or 
write for details. 


ASBESTOS TEXTILE COMPANY, INC. 
167 W. Wacker Drive, Chicago 1, Ill. 





They Clicked trom the first go-’round! 


Announced Nationally in October, Center Rotary Cutters 
clicked with hobbyists working in wood, plastics and soft 
metals—because they are quality steel and at a price the 
hobbyist can afford. 





Profitable to you, with a silent salesman that no hobby cus- 
tomer can miss, they sell themselves. 


Watch for the announcement, soon, of further Center Tool- 
craft items—all quality; all much in demand. 


th 7h 


MODEL 101-A with high 
speed twist drill pilot, 
4 bits, wrench and 
chart retails for $3.50. 


Sold only through jobbers 





MODEL I0I-B with 
plain pilot, 4 bits, 
wrench and chart re- 
talls for $2.50. 








CENTER TOOLCRAFTERS, INC. 


cfure 


THE JEFF A. HEDDEN CO. 


National Sales Represents 


3184 Roswell Road Atlanta, Georgia 














OMPARE the natural 
sun color of Ray-O- 
Sun with other glass sub- 
stitutes and recognize 
immediately why your 
customers will prefer it! 
wRay-O-Sun preserves 
the natural color of. sun- 
light. The yellow cotton 
cord base and laminated 
lastic glazing admits the 
ull strength ultra-violet 
rays—an important source 
of Vitamin D. 

Limited quantities avail- 
able for immediate deliv- 
ery. Priced low — strictly 
competitive. Order from 
this ad or write us for 
price—be sure to state the 


number of rolls required. 50-YD. ROLL 


36 inches wide 





CENTRAL EQUIPMENT CORP. 


TOLEDO 3, OHIO 











BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known “KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
"KEILSON" Moil Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER SPRING HINGE CO: BROOKLYN 5, WN. Y. 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 
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ASK FOR BULLETIN NO. 


> 
ALL POSITION 
CHECK VALVES 


FLEXIBLE mone! metal poppet 
can't leak. Can be used in any posi- 
tion, with cold or hot water, steam 
er gas. Made in six sizes. Write for 
illustrated bulletin on complete line 
of Stratafio Fiexible-Poppet Check 
and Feot Valves. 





WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 











GTEELGRIP Prompt deliveries 











both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 
Priority Business 

—is waiting on belt lacing at local 
plants and schools. 


Write fer Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5346 Merthwest Highway, Chicago 30, U.S.A. 
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WHATS NEW 





Tungsten Carbide 
Knife Sharpener 


A precision knife sharpener using tungs- 
ten carbide has been developed by the New 
England Carbide Tool Co., 60 Brookline 





St., Cambridge, Mass. One or two very 
light passes of the knife through the 
“Aladdin” Knife Sharpener is claimed to 
restore the original keen edge to hollow 
ground or regularly ground knives. It is 
designed for fastening to the wall or table. 
Has plastic body. Packaged as a gift. 





Crosley ‘Shelvador’ 


The new 1946 nine foot “Shelvador” 
refrigerators are now being delivered to 
distributors by the Crosley Corp., Cincin- 
nati, Ohio. The “Shelvador” is claimed 
to provide five square feet of extra front 
row storage spaé¢e. The nine foot SE-946 
model has six aluminum shelves in the 
door. Hermetically sealed Electrosaver 
unit, with ten point temperature control, 
has all moving parts sealed in and hushed 
in oil. One piece molded door trim. The 
food compartment has a one-piece porce- 





lain interior. An oversized freezer with 
frozen food storage space provides room 
for storage of fresh meats, fowl, frozen 
foods and extra ice cubes. Porcelain meat 
chest holds 10 to 14 pounds. Two slide. 
out vegetable crispers. Large non-refriger. 
ated space for storage of canned goods, dry 
vegetables and beverages provided by the 
Tilt-Forward Storabin. Shelf area of the 
new model is 19.14 sq. ft. Two quick re- 
lease trays, two regular trays and one 
double width regular tray will provide 12 
lbs. of ice or 112 cubes at one freezing. 





Chrome-plated Fixtures 


This display of “Chrome-Tex” steel, 
chrome-plated fixtures is available to deal- 
ers at cost of the fixtures. Towel bars are 
made in 36, 24, 18 and 12 in. lengths. 
Soap dish removable for easy cleaning. 
Fixtures wrapped in heavy paper, with 





necessary screws enclosed. T. V. T. Prod- 
ucts Co., Inc., 1440 W. 3rd St., Cleveland 
14. 


Plastic Trout Fly Box 


“Kwick-Pic,” a new, patented light- 
weight flybox is being introduced for 
Christmas sale by Bartelt Engineering Co. 





Rockford, Ill. It keeps delicate flies in 
perfect condition as each is separated from 
others by coils of springs. This twin- 
cylindrical container is hinge fastened, 
and is claimed to hold up to 100 flies with- 
out their hooking into one another. Flies 
cannot be dislodged by gusts of wind when 
the container is open, and wet flies can be 
dried without being removed. Made of 
transparent, thermosetic plastic. Measures 
6 in. by 4 in. and comes equipped with a 
long-life cloth lanyard. List price $2.95. 
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Drip Coffee Maker 


The “Buckeye” Drip Coffee Maker, 
Model 1048, has an eight-cup capacity. It 
is tapered to a broad base to give balance 





and prevent tipping. Base is drawn from 
12-gage rolled sheet aluminum. Coffee 
basket and water container are of one- 
piece construction. Packed individually in 
cartons. Buckeye Aluminum Co., Wooster, 
Ohio. 





Drill Sharpening Manual 


Republic Drill & Tool Co., 322 Green | 


St., Chicago 7, Ill., has published a 24page 
manual on the correct principles of sharp- 
ening twist drills. It contains detailed data 
on the proper care of twist drills and gives 
a number of pointers on sharpening and 
web thinning as well as dimensions and 
angles of proper points for best results in 
drilling various materials. Interested per- 


sons should reauest Manual G-1 from Re- | 


public Drill & Tool Co. 





‘Floralife’ Claimed to 
Extend Xmas Tree Life 


A patented chemical compound, known 
as “Floralife,” when stirred into water in 
which Christmas tree stands, is claimed 
to decrease needle drop. The standard pur- 
pose of “Floralife” is to double the life of 
cut flowers, according to the maker. For 
the Christmas business, dealers are being 
supplied with a removable Xmas-tree ex- 
planatory display attached to each counter 
carton. The packets retail at 10 cents. 
Floralife, Inc., 1403 S. Wabash Ave., Chi- 
cago 5. A gift box of 15 packets to sell 
for $1 also is available. 
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Keep your Business Y 


y~ Humming 
with Air Express ) 












a money-making tool 
for every business 


When critical materials, tools, dies, parts 
or machinery are needed fast to prevent 
costly production delays in your business 
— GET IT BY AIR EXPRESS and let this 
fastest delivery service pay its way many 
times over. 

Rates are drastically down from pre- 
war days — a new economy that makes 
this service a greater money-making tool 
than ever, for thousands of firms 
throughout the nation. 






Opecity Air Express-a Good Business Buy 


















































Shipments go everywhere at i 

uP 60 rywhere the speed of flight between ‘asin aaa Gath, aan Wied ane. ted 
ene ipal U. S. towns and cities, with cost including special ai] ne | sme | 26 [oo me [Ove 2 
pick-up and delivery. Same-day delivery between many air- 149 | $1.00 | $1.00| $1.00| $1.23] 3.07% 

: en . P : " « 
port towns and cities. Fastest air-rail service to and from = = ~~ = = = 
23,000 off-airline communities in the United States. Serv- a Ee 8. mS 
e - S é 2409 145 | 353) 1745) 28.24 TO bt« 
ice direct by air to and from scores of foreign countries in over | 147| 240] 1042] rear | 73.480 
the world’s best planes, giving the world’s best service. ne ee 








GETS THERE FIRST- 
Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask for it 
at any Airline or Railway Express office. 


Representing the AIRLINES of the United States “' 
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Pet Food Supplement 


“B-B-M No. 1” is a food supplement for 
pets which is claimed by the maker to 
provide extra vitamins and minerals needed 
by dogs, cats and other small-breed ani- 
mals for growth and disease resistance. 
Made in 4% oz., 1 lb., 24 oz., 4 Ib. and 25 
Ib. sizes. J. K. Ingle Co., Evansville, Ind. 





‘Formula 83?’ Rat Poison 


Developed during the war and now re- 
leased for civilian use, ANTU (Alpha- 
NaphthylThioUrea) is the toxic agent of 
“Formula 83,” a new rat poison offered by 
O. E. Linck Co., Inc., Montclair, N. J. 
“Formula 83” is said to be so powerful that 
one lick kills rats. It contains both eating 





WATS NEW 





and drinking baits. Makers claim it is 
harmless to poultry. The 35 cent size is 
mounted 12 to a display card. Dealer’s 
cost $5.60 per two dozen. Also sold in $1 
cans, packed 12 to a carton. Dealer’s cost 
$8 per carton. 


‘Marvel’ Sweater Dryer 


The Lee-Rowan Co., 6301 Etzel Ave., 
St. Louis 14, Mo., claims its “Marvel” 
Sweater Dryer is designed for any kind 
of sweater, with sleeves, sleeveless, crew 
neck, vee neck, etc. Three-way adjust- 
ments can be made in length, width and 
arms, to personal measurements, from size 
32 to 4. Rust-proof metal. 































Bach MONTH more SpeedWay Drilis 
come off the production line; are being 
shipped each day. But, frankly, though 
we are beginning to cut into our moun- 
tainous pile of back orders, there's a 
deal of waiting still for a lot of people 
who are ordering SpeedWay Tools today. 
However, because they are worth waiting 
for, we suggest that you place your order 
now with your local SpeedWay dealer 
for earliest possible delivery. 


SPEEDWAY MFG. CO. 


1819 S. 52nd Ave., Chicago 50, lil. 


No. 89 equipped with Snap-Release Chuck. 
No. 89-J with Jacob chuck (as 
iMustrated) . . . $5.00 a 








‘X-Pandotite’ 
In Consumer Sizes 


Now being promoted for the first time as 
a general consumer product is “X-Pando. 
tite,” a white, mortar-like household ce- 





ment. As it dries it expands, filling pores, 
or irregular surfaces of the material to 
which applied, according to the maker. 
Claimed to be unaffected by water, steam, 
soap, heat, alkali solutions, or vibration, 
and is said to be so hard after setting that 
it can be drilled, ground and polished. 
Half-pound can retails at 35¢ and one lb. 
size at 60¢. 331/3 off to dealer. Mixed 
with water, then applied with a spoon, 
putty knife, or ordinary table knife, and 
allowed to dry. X-Pandotite Corp., 43-15 
36th St., Long Island City 1. 





‘Thermador’ Griddle 


Production of the “Thermador” Electric 
Speed Griddle has been resumed by the 
Thermador Electrical Mfg. Co., 5119 Dis 
trict Blvd., Los Angeles 22, Cal. Designed 
for use at the table, in the kitchen or on 
the patio for grilling bacon, eggs, ham- 
burgers, pancakes and many other short- 
order specialties. Its cooking surface, 171 
sq. ins., will fry eight hot cakes at the 
same time. Porcelain enameled grease 
drawer catches drippings that flow from 
the trough encircling the griddle top. 
Polished aluminum griddle top. Toggle- 
type switches provide low heat (500 watts), 
medium heat (1000 watts) and high heat 
(1500 watts) at 120 volts A.C. All porce- 
lain enameled body, chromium steel ends 
and rubber feet. Six foot heavy-duty cord 
with spring action plug fits any standard 
wall outlet. Height, 5% in.; depth, 15 in. 
and length, 22% in. Griddle weight, 23% 
lbs. Shipping weight, 33 lbs. net. 
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Electric Churn 





The “Tennessee Valley” No. 740-A 
Electric Churn has a pistol grip handle for 
easier lifting. Top housing is of one-piece 
cast aluminum construction. Sealed-in 
motor ventilated for cooler operation. Slow 
speed, vertical bearings. All aluminum 
shaft and agitator. Duraglas jar has wide 
mouth for easy cleaning. Electric motor 
runs on 110 volts, A. C. Overall height of 
churn 24 in. Shipping weight 21 lbs. 
Shipped one to a double carton. F. O. B. 
Nashville. Tennessee Valley Associated 
Marketers, Gambill Bldg., Nashville 3, 
Tenn. 


—_—_—_— 


Powder Lubricant 


“Grafize” is a fine powder whichis ap- 
plied by a new bellows type package. 
Claimed to penetrate and lubricate every 
surface. Maker claims it will withstand 
extremely high temperatures and will not 
freeze at 40 deg. below zero. Light gray 
in color and maker claims it will not soil 
hands or clothing. Recommended for type- 
writers, vacuum cleaners, electrical kitchen 
units, etc. Packaged 12 guns to the counter 
display carton. Made by Schmidgall Mfg. 
Co., 307 Cass St., Peoria 2, Til. 
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Natien- Wide 
Distribution they 


NEW 
Yille UO MELoDeoNn 


UTILITY MODEL ELECTRIC DOOR CHIME 


The new MELODEON is self-con- 
tained. Sounds two musical notes 
for front door, one note for rear 
door. Graceful, fluted, metal cover, 
inrich Ivory Baked Enamel. Backed 
by Mell-o-Chime cooperation! 


Anew, happy note for kitchen, hall, 
Study, or any room in the home. 
Expertly designed for beauty, com- 
pactness, utility—and moderately 
priced. Precision engineering as- 
sures fine tonal quality. 








| Sales Representatives: Hatheway & Co., 75 Montgomery St., Jersey City, N. J 


MELL-O-CHIME AND SIGNAL CORP. 
119 SOUTH JEFFERSON ST. * CHICAGO 6, ILLINOIS 
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All through the Night 


wherever they need Light 





AIR PILOT 


LANTERN 


“~ 
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On Construction Jobs Gioge 


rder through Your 


EMBURY MFG. CO., WARSAW, N. ¥ 








FOLDING 


Clothes Dryer 


Me. 237-30 





Seated fl. _ 


AW 


30 FT. OF DRYING SPACE 


Opened 
W-31", H-64 
PACKED 6 TO CARTON 

SHIPPING WGT. 42 LBS. 
| 

} 

} 








S 
Collapsed 
31” « 27" x 5” 


Jobbers and Dealers write 


133 Carnegie Way, MW. 








ATLANTA 3, GEORGIA 
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| Steel Casting Rod 


“Actionrod,” a new steel casting rod, has 
been announced by Orchard Industries, 
Inc., 20201 Sherwood Ave., Detroit. Die- 
cast aluminum handle is fitted with un- 
breakable Tenite plastic grip. Four Mil- 
drum steel guides are copper-wound and 
chrome-plated. Patented wedge-type reel 
lock and blade-locating rod lock are built 
into the handle. A few turns of the 
knurled thumbnuts lock rod and reel, Al- 
though present production is concentrated 
on round rods in the 55-in. length, “Action- 
rod” is also available in square and round 
models in 61 in. length. 





Flush Latches, Pulls 
For Cabinets 
A light push with one finger and a gen- 





tle pull on “Dedoes” opens a drawer or 
opens a door latch. This flush hardware 
for cabinets is made in chrome, in three 





| and campers for sticking, skinning, honing 


types of latches to retail for 95 cents each, 


| and a drawer pull to sell for 75 cents. 





| Installation requires only the drilling of 
| two holes and the joining of the front and 
back plates of the latch or pull with two 


self-threading screws. Made by Dedoes, 
Berkeley, Cal., and distributed nationally 
by the Republic Hardware & Distributing 
Corp., 833 Architects & Builders Bldg., 


| Indianapolis 4, Ind. 


| ‘Mora’ Swedish Knives 


Gensco Tool Div., General Steel Ware- 
house Co., Inc., 1830 N. Kostner Ave., Chi- 
cago 39, has announced a full line of 
“Mora” knives in a wide variety of blades 
and handles in 22 sizes. They are primarily 
for hunters, woodsmen, ranchers, scouts 


_WHATS NEW 


and cutting. “Mora” knives are handmade 
by Swedish cutlery craftsmen of Swedish 
charcoal steel inlaid in low carbon steel, 
according to Gensco which is distributing 
the line through hardware distributors, 
Handles of polished curly-grain birchroot 
or dark birch wood are reinforced by pol- 
ished metal bolsters. Leather sheaths, rein- 
forced with polished metal fitting and belt 
loops, are included. “Mora” knives are 
purposely designed somewhat smaller than 
conventional sizes. In addition to the hunt- 


me 


ing and sport knives, there is a “Mora” 
doubled handled wood-splitting knife, a 
butcher knife and hand-wrought scissors. 








Metal Screening 
The C. O. Jelliff Mfg. Corp., Southport, 


Conn., manufacturers of wire mesh, wire- 
fabricated parts, dipping baskets, and re- 
sistance wire, announces that “Lektro- 
mesh,” which was produced mainly for 
military uses during the war, is again 
available to industrial users of metal 
screening and filter cloth. 





G.E. Radio-Phonograph 
Has Scratchless Feature 


General Electric’s new table model 
(303) radio-phonograph has a no-scratch 
feature. A child can drop the tone arm on 
the record, even slide it across the record 
grooves and maker claims it won’t scratch 
and neither tone arm nor record will be 
harmed. The permanent jeweled stylus is 
instantly xetractable upon application of 
any unnecessary pressure. Record repro 
duction is claimed to be free from chatter 
and needle radiation, and tonal balance is 
achieved at both low and high volume. 
Set has six tubes, standard broadcast band 
six and a half inch Alnico 5 loudspeaker, 
and automatic record changer. General 
Electric, 1285 Bosten Ave., Bridgeport 8, 
Conn. 
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Make this a big “ Vibro-Tool Christmas” 
by enlisting the help of the new, self- 
selling Vibro-Tool display and demon- 
strating unit...Powerful assistance the 
year ’round, but especially at Christmas 
time, when sales people are busiest and 
e when each sale should be consummated 
in the shortest possible time. 









my 



















© 
act 2 






$ | 65° 

The Vibro-Tool Merchandiser permits 
customers to try out the tool for them- _For the handsome DE LUXE VIBRO- 
selves, shows them all the accessories TOOL hinged Kit of natural, polished wood 
available, presents a variety of finished finish ... with the tool and 22 accessories 
products which demonstrate the tool’s conveniently placed for easy accessibility. 


versatility. 
bd WRITE FOR THE COMPLETE STORY TODAY 


HANDICRAFT DIVISION 


‘eo << BURGESS BATTERY COMPANY 
UF yyy»)? 180 N. Wabash Ave. ¢ Chicago |, Ill. 
BD AlAs CRUDE REGREGERR EER RE EERE 
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NEW HORN 


Barb-Reeler 
Year 

Round 
Profit 
Item 


Every farmer is a prospect for the 
Horn Barb-Reeler. This new farm 
item lays wire along a fence line 
like pushing a lawn mower. Helps 
do fencing jobs quicker and 
easier. Lessens possibility of torn 
clothing or gloves . . . does away 
with hazard of bodily injuries. 
Sturdy, steel construction, built 
to last. Fence building is a year 
‘round job; the Horn Barb- 
Reeler, year ‘round sales-builder. 
Get details from your distrib- 
utor, er write us for descriptive 
folders. 


HORN 


MANUFACTURING CO. 
Fort Dodge, Ia. 
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‘Majestic’ Shopper 

This shopping basket has a tubular steel 
frame, finished in Royal Blue, an all-welded 
wire basket and six inch, double disc 
wheels finished in red. Rubber handle 
and rubber tip at base for point support. 
Basket is 23 in. high, 13 in. wide, 11 in. 
deep. Weighs 5 lbs. Packaged 12 to a 
carton. Made by Carousel Mfg. Corp., and 
distributed solely by Roberts’ Playthings, 
Breslin Bldg., 1186 Broadway, New York 1. 
Price to dealer $3.60. To sell for about $6. 


Fish Boner and Scaler 


The “Handy Action” Fish Boner and 
Scaler is being made by the Northern Star 
Plating & Finishing Co., 505 River Lane, 








Rockford, Ill. The scaler keeps scales from 
flying, and the two knive blades are claimed 
to clean and bone fish quickly. Stainless 
steel with a bakelite handle, and rustproof, 
it can be taken apart for cleaning, using 
a small coin or a screw driver. This double 
plated-knife is 7 in. long and comes in- 
dividually boxed. Lists at $4.50. 











WATS NEW 





‘Prestorer’ 
Paint Brush Cleaner 


A new package for “Prestorer” paint- 


brush rejuvenator has been announced by 
Technical Development Laboratories, Tena- 
fly, N. J. It is a lithographed can in green 
and black, the principal feature of which is 
a photographic view of a paint brush, one- 
half of which has been cleaned in “Pre 
storer” and the other half left caked with 
hard-as-rock paint. The can is being made 
in pint, quart, and gallon sizes. “Prestorer” 
is claimed to clean by a process of capil- 





lary action and emulsification of paint 
oils, and to remove hard pigments without 
injury to bristles or brush setting. Maker 
claims it is non-inflammable. 


Power Booster 
For Electric Shaver 


The Zipper Power Booster for use with 
electric shavers is designed to compensate 
for the below normal electrial voltage in 
homes during the morning hours when 
most men shave. Ivory and brown plastic 
case is about 4 in. high. The-cord, lead- 
ing from the top of the booster plugs into 
the usual power outlet and the shaver, in 
turn, is plugged into the bottom of the 
booster. Edward J. Scheribel Co., Minnea- 
polis, Minn. 
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* Price always the same 


* National Advertising creates 
consumer demand to increas 
your sales 


* Protection — No price cutting 
to decrease profits 


* Quality always uniform 








PROFITABLE 
HARDWARE STORE ITEMS 


(NEATSLENE (? 


a AT © ’ = Gy . 

















No chain store, group buyer or mail-order house can 
sell ROGERS Famous Liquid Fish Glue — Our policy 
of selling exclusively through the hardware jobber 
and dealer protects your profits. 

Ask your jobber for ROGERS 








MASS. 


GLOUCESTER, 
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Popular with your shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
TELESCOPE SIGHTS 
CUTTS COMP 














Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 
Nationally advertised. 


Write us for Catalogs and Folders 
THE LYMAN GUN SIGHT CORP. 


Established 1878 
MIDDLEFIELD, CONN. 
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"BEST POR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in 
Omehe Packing Houses, comes the Pure Neatstoot 
Oli used in SHEPS NEATSFOOT OILS. ; 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmes 
NEATSLENE COMPANY 
Roy W. Sheperd, ‘*Shep"' 

OMAHA 8, NEBRASKA 


























“LET ME HAVE 2 BAGS THIS 
TIME. VIGORO'S GREAT FOR 
EVERY GROWING THING!" 











VIGORO customers buy and buy! 


More and more people are learning that 

Vigoro, complete, balanced plant food, sup- 

plies the necessary food elements growing 

things need for best plant growth and re- 

production. And so they feed lawns, flowers, 

giana trees, and shrubs Vigoro regu- 
rly. 


Vigoro sales are growing by leaps and 
bounds every season, every year. It is “the 
world’s best-known plant food.” So display 
Vigoro prominently and reap even bigger 
cash rewards from the increased Vigoro 
sales you'll make. 








A PRODUCT OF SWIFT & COMPANY 
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The logical 
answer to every need 
for Builders’ Hardware 





because the complete line is so 


diversified thot practically every hard- 
wore requirement for modern building is 
included. 


in this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take core of either light or heavy jobs 

withcustom- built precision. 


National Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 


* 








KEEP WARM 
SAVE FUEL Y 













(n pliable, plastic 
weatherstripping. 
Easily and quickly 
applied to windows, 
doors, baseboards. 
Stops expensive heat 
leaks. 

Just press into 
plece. Mortite does 
not shrink or crack. 
Keeps out dust and 

















Above is one of the advertisements running In 
American Home Saturday Evening Post 
Better Homes & Gardens Time 
House & Garden Parents’ Magazine 
House Beautiful Popular Mechanics 


and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 
cessful year . . . an improved product now 
in new, transparent moisture-proof package. 


ORDER THROUGH YOUR JOBBER 
4. W. MORTELL 00., 506 Burch St, Kenkskes, tl. 
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Luminous Plastic 
House Numbers 


“Perma-Glow” luminous plastic house 
numbers absorb daylight and glow at 
night. No light or reflection necessary, ac- 
cording to maker. Its luminous quality 
claimed to withstand weathering. Three 
inch letters. An assortment of 10 doz. in 
glassine envelopes costs dealer $9, and is 
to sell for $18. Refills 90 cents a doz. 
Reflecto Letters, Inc., 411 E. 10lst St., 
New York 29. 


—_—- 


Aluminum Rowboat 


The Douglas Aircraft Co., Inc., Santa 
Monica, Cal., has introduced a new boat of 
a high tensile aluminum alloy, 10 ft. long, 
with a 4 ft. beam and a depth of 20 inches, 
which weighs only 70 lbs. Flotation tanks 






under each of the seats make the boat un- 
sinkable even when filled with water. Seats 
six. It may be rowed from two positions 
and provision is made for attaching an 
outboard motor. One of its proposed uses 
is as a yacht tender, as its light weight will 
add to the speed and stability of sailboats 
and eliminate the use of davits. Maker 
claims it is treated so that it will not cor- 
rode even in salt water. Requires no 
painting. Made of only three pieces, riveted 
and spotwelded. To sell for about $250. 


Ryan Tool Catalog 


The James J. Ryan Tool Works, South- 
ington, Conn., has issued a 22-page cata-- 
log on its line of screw drivers, chisels, 
punches and other forged hand tools. Price 
lists are included. 





. WHATS NEW 


Iron Has Fabric Dial 


The new lightweight “Champion” elec. 
tric iron has just been announced by 
Landers, Frary & Clark, New Britain, Conn. 
Has fully automatic “Hand-i-Set” fabric 
dial, plastic handle. Has oversize sole 
plate for faster ironing. Has a rounded 
heel to protect the fabric from “back- 
stroke” wrinkles. One-piece solid heel 
rest which permits the iron to stand on 





end when not in use. Cast iron alloy sole 
plate with chromium surface. It is 1000 
watts and can be used for A.C. only. 





Wire Stripper Kit 
For Wire of All Sizes 


The insulation of any wire from size 8 
to 30 can be quickly stripped with the 
new “Speedex” 733K Stripper Kit, ac- 
cording to the maker. 





The Speedex and seven interchangeable 
blades are put up in a permanent steel 
case. General Cement Mfg. Co., 919 Taylor 
Ave., Rockford, II. 


‘Sonata’ Record Changer 


An automatic, wireless record changer 
which may be loaded up with as many as 
12 records and which will actually broad- 
cast them from a remote point through any 
regular home radio receiver is one of the 
latest products of Sonata Electronics Corp. 
624 S. Michigan Ave., Chicago. Known as 
the Trela Model RC-201, is has a self- 
starting, constant speed motor, feather 
weight crystal pick-up, and the oscillator is 
enclosed in the base. 








Latest News on 


RECONVERSION 
on page 208 
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SETTING NEW Sr 
in SALES and 
PROFITS! 


BACKED BY A NATIONAL 

ADVERTISING DRIVE TO 

STIMULATE YOUR SALES 
* 


Your customers are being 
reached through a concen- 


" CONGRESS 3-COLOR 
DISPLAY CARD 


trated advertising drive & 


50 Pulley Assortment — 27 
popular sizes with diameters 
ranging from 1/2” to 5”—in- 
dividually packaged—attrac- 
tive 3 colored box with above 
free 3 color display cart. Per- 
vertising support. Take full Petual inventory card in- 
i cluded. Complete assortment 
advantage of this strong costs $15.00 . . . your profit 
promotion by placing this $11.40... gives 76% mark-up. 
live pulley display of s 
CONGRESS DRIVES in win- Still selling at March ‘41 
dow or on counter. prices through your jobber 


which is building even wider 
acceptance and demand for 
this world famous product. 
No other pulley products get 
such vigorous, persuasive ad- 








CONGRESS tor’ DRIVES 


3750 E. OUTER DR. — DETROIT 12, MICH. 














Bores at Any 


Angle... 


FORSTNER ager 


FORMERLY MADE BY THE PROGRESSIVE MFG. CO. 


Cuts Any Arc of a Circle 


Pattern - makers, woodworking plants, furniture manufacturers and 
home craftsmen all need this bit that will bore where conventional 
bits cannot be used. Because the Forstner Bit is guided by its circular 
rim, it can bore any arc of a circle, it can be guided in any direction 
without regard to grain or knots, it can bore at an acute 
angle. It leaves a true polished surface. It is furnished in 
hand brace shanks, from ” to 2”, and in machine shanks 
from %4” to 3”. Show this bit to your trade. 







The Home of Expansive Bits 
One Takes the Piace of Many Other Bits 


CENTERBROOK, CONN. 
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y The Connecticut Valley Mfg. Co. 



















TO THE 


LION 


UTILITY PLANE 


In answer to popular demand, Knapp Foundry 
presents No. 525 — a light weight utility plane 
with a rustless aluminum frame. Somewhat 
larger than the “Midget” — the No. 525 is 
5%" long with a 112” hardened steel blade — 
it offers a wide range of usefulness in the 
home and in the shop. Shipments from stock. 


JOBBER INQUIRIES INVITED 
Ask for Plane No. 525 


KNAPP . FOUNDRY Co., Inc. 
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WATERLESS 
HAND 
CLEARER 


Re TD : AME Bere 
| removes 


- GREASE, GRIME, PAINT, WITHOUT WATER! 


athe ah ae 


GENTLE — not injurious to skin 
KEEPS HANDS SOFT — fortified with 
Lanolin and Vegetable Oils 


QUICK ACTING — Guaranteed satisfaction 
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] TUDOR CHEMICAL SPECIALTIES, INC. 
TRY i Dept. HA, Tudor Bldg. 
nl y | 229 W. 179th St. New York 53, N. Y. ; 
{| Send me a Free Sample of Quickee 
NOW in our 4 i 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 


Announcing CLOVER Grinding 
Wheels * rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 

When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Hbdiitee 


COATED ABRASIVES LAPPING 


AMD GRINDING COMPOUND jj 
GRINDING WHEELS 
QUALITY ABRASIVES AND PERFORMANCE | 

SINCE 1903 








WHATS NEW 


‘Fabricmaster’ 
Is Dry and Steam Iron 


The Omar “Fabricmaster” is a stainless 
steel non-corrosive, dual-purpose (steam or 
dry) electric iron, automatic and equipped 
with an Electromatic heat control. Makers 
claim it is the lightest steam or dual pur- 


pose iron made and has double the water 
capacity of steam irons and more than any 
other make. Weighs 4% lbs. Stainless 
steel safety valve. Inner and outer shell 
separated by air space. Has heel rest. 
Has 6 ft. extension cord. Aluminum alloy 
sole plate. Chrome plated. Made by Omar 
Appliance Mfg. Co., Natural Bridge & 
Palm St., St. Louis 7, Mo. Inter-Coastal 
Co., Transamerica Bldg., 649 S. Olive St., 


Los Angeles, is sole sales representative 


| for U. S. 


Paint Striping Tool 


The Master Painters Striping Tool, made 
by the Wendell Mfg. Co., 4234 N. Lincoln 
Ave., Chicago 18, is claimed to draw 
straight, curved, circular and parallel lines 
in any color on any smooth surface. The 
guide wire gauge is adjusted to run along 
beads, mouldings, straight edge, etc. 
Claimed to use any standard striping ma- 
terial as lacquer, synthetics, poster colors, 
japan, bronzes or a good grade oil base. 
Tubular glass paint fountain is slightly 
larger than most fountain pens. The wheel- 


tip splits through the center to lay interior 
open for cleaning. Tools furnished com- 
plete with 1/16-in. wheel-tips for $1.00. 
Tools with wheel-tips in choice of 1/64 
in., 1/32 in., 3/64 in., 5/64 in., 3/32 in. 
and 1/8 in. sizes available for $1.50. Addi- 
tional wheel tips for 75 cents each, and a 
kit of all seven wheel-tips complete with 


| striping tool for $5. 


‘San-Can’ for 
Garbage Cans 


The Tad Chemical Co., 252 Hudson Avec. 
Rochester, N. Y., is making “San-Can” 
with DDT, a chemical composition which 
is claimed to slow decay in waste matter; 
to prevent flies, vermin and other insects 
from hatching or breeding; to overome 
foul odors and prevent the freezing of 
garbage during the winter. “San-Can” is 
to be sprinkled in bottom of carbage can 
and over each layer of garbage, or wher- 
ever there is decaying vegetable or anima) 
matter. Suggested retail price for 2402 
can is 29 cents. 


New Compound Treats 
Wood, Leather, Masonry 





“Dri-Seal” is a waterproofing compound, 
made in three different formulas for use 
on wood, leather and masonry. A trans- 
parent liquid, it is brushed or sprayed op 
surface to be treated. Claimed by maker 
to act as a wood preservative as well ass 
waterproofing material. Also claimed to 
repel vermin and insects. When used on 
leather maker states it will not soil cloth- 
ing. Recommended for use in waterproof- 
ing basements, concrete tanks and similar 
masonry products. Packages are tin, rang- 
ing from %4pt. to 1 gal. Dri-Seal Products, 
Inc., 2326 N. Third St., Milwaukee 12, 
Wisc. 


Window Ventilator 


For Storm Sash 


The “Metalvent” All-metal Window 
Ventilator has a two-piece inter-lock con- 
struction which is claimed to seal out cold 
air when necessary, and yet permit exact 
control of ventilation as needed. Made of 
20 gage steel. Measures 2% in. by 12 in. 
and comes complete with plated screws. 
Packed 12 to a box; weight 4 lbs. Sug- 
gested retail price is 25 cents per set. 
Northern Industries, Inc., 610 W. Michigan 
St., Milwaukee 3, Wis. 


HARDWARE AGE 
















W/m MURDOCK BUZZERS and 
ten: | PUSH BUTTONS SELL FAST! 


BUZZER! rs Quality Products Priced Right for Easy Sales! 


’ Hardware dealers everywhere report fos? sales on these special- 
ties. These sure-fire money-makers are mode by the Wm. J. Mur- 
dock Co., for 50 years a leader in communicotions equipmesat. 




































Hu 

; ae Ae MURDOCK'’S Tone-Right Buzzer attracts favorable attention be- 

iti rv List $1.00 each cause of its modern louver-design. Buzzer produces a pleasing, 
on which No. 46 uniform tone and is guaranteed for years of trouble-free service. 

aste matter; Choice of colors in attractive moulded cases. Operates on 6 te 


8 volts, A.C. only. 3¥2" x 1%" x 1%" deep. This no-contact 
buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


other insects 
to overome 
freezing of 
‘San-Can” js 
carbage can 
ge, or wher. 
le or anima) 


efor 2402. 

Display Them On Counter for Self-Service Sales! 
2at MURDOCK Push Buttous are time-tested products. Smart, com- 
rats pact appecrance .. . smooth working, positive contacts ... all 
sonry metal parts rustproof and insulated. Available in attractive 

moulded cases. 


No. 10 — 1%" x 1%" x %s" high. Name plate model No. 11 has 
removable metal escutcheon, 34" x 1's" x Ve" high. 








Murdock Representatives 
ATLANTA: L. Morris Landers Co. © BOSTON: Electrical Agencies, inc. © CLEVELAND: He Fairfield Co. ¢ CHICAGO: George 
Butler Co. © DALLAS: George E. Anderson Co. © DETROIT: Hemphill & Co. © LOS ANGELES: Keeler, White Co. © NEW 
YORK: Telephone Sales & Service Corp. © PHILADELPHIA: Herry G. Anschuetz © PORTLAND, CAL.: Keeler, White Co. © SAN 
FRANCISCO: Keeler, White Co. © SEATTLE: Keeler, White Co. © ST. LOUIS: W. T. Koch Co. © UTICA: F. Walter Laver. 
EXPORT DIVISION—Rocke International Corporation, 13 East 40th Street, New York 16, New York 


WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 
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Window 
lock con- 
a] out cold 
rmit exact 

Made of 
_ by 12 in. 
ad screws. 
lbs. Sug- 
} per set. 
Michigan 


fe 
Stock our fast-selling line of E-Z LITE WICKS (fit all burner 
types) and our complete line of OIL BURNER SUPPLIES. 
Get all your oil burner needs from one reliable source—quickly, 
easily, profitably. 


IMMEDIATE DELIVERY — WRITE FOR PRICE LIST 


KRIMPWICK SALES CO., HYDE PARK 36, MASS. 


(Sole Distributor for Diamond Products Co.) 
wees 
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FOLDING 


CHAIRS 


Upholstered and 
Piels. Many styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 











Gripper Clips 


Registered U.S. Pet OGee 


elif : 








Orenge, Mass., U.S.A. 
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ORDER CATALOG NJ 
AMCOLLOT SUPPLIES 
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LEATHER 
AND 


SADDLE SOAP 


Maker for Y 


For use on all leather except 


suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Pocked In 6-02., 12-02. & S-Ib. Cons 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 
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of four, under $11.00 for a set of six. 
The new line of dishware known as “Multi- 
Color,” is manufactured by the Plastic 
Insulator Co., Plainfield, N. J. 


Aluminated Foil 
For Frozen Foods 


frozen and refrigerated foods, are offered 
by the Film & Foil Co., Fort Washington, 
Pa. “Food Foil” is claimed by maker to 
be water-proof, vapor-proof, grease-proof, 
tasteless, odorless and non-toxic. 
reused many times. 
also converts cellulose acetate, waxed and 
larninated functional papers and is cur- 
rently establishing jobber outlets through- 
out the country. 















| WHATS NEW 


‘Sea-Lake’ Reel Has 
Interchangeable Spools 


A feature of “Sea-Lake” Fishing Reels 
are two spools, interchangeable for deep 
sea or lake fishing. Stainless steel, except 


vc ~— ~~ 


pienieate 4 





for bearings, gear and clutch. Star drag 
as extra friction discs for smoother opera- 
tion. Enclosed case prevents entry of sand 
and dirt. Has capacity for 300 yds. of deep 
sea line; 75 yds. of lake line. 





Plastic Dish Sets 


Plastic dishware in shades of red, green, 
yellow, and blue are now available in 
complete packaged cartons of dinner and 
breakfast plates, cereal bowls, cups and 
saucers to retail at under $7.00 for a set 








New retail-size rolls of aluminum foil for 


May be 
The Film & Foil Co. 





TROY 


FILE MANOLE. Assures better workmanship 
safety to user. Mt can't split, - 


EILE CARD—cicens Miles, taps and Glee quishty end 
thoroug . 

HOG SCRAPERS—Single or double end. 
TROY FILE WORKS 
Troy, Est. 1831 N.Y. 
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Yo Customs 
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Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


Lever 











POLISHARPENER 
for Polishing & Sharpening 
LASTS FOREVER! 


A Modern Abrasive, Strip Holder—Saves 
Time—Eliminates Waste. No. 1 for machine 
shop use %” wide x 9%” long. Has 1 
deg. grooves on each end for spring end 
to set in—takes a 1” x 11” strip. No. 2: 
For knife and tool sharpening 1%” wide x 
9%” long—takes strip 1%” x 11” from 
rolls or sheets. Distributors wanted! 
erably Hdw. Dealers to handle whole states. 
Price list and literature on request. 


J. DISPENSER MFG. CO. 
74 Carolina Ave. Newark 6, N. J. 














WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, 
automatic turnings, and miscel- 
laneous wood items. 


Wood Products Division 


MAINE INDUSTRIES COMPANY 


rT 





General Offices - Bangor, Meine 


























SPAR-TER 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57,1. 9. 





CORPORATION 
Chicogo (18), Iii. 
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New ‘Motorola’ Model 
“Motorola” Model 65X15 is one of the 


new line of home radio sets now being 
made by the Galvin Mfg. Corp., 4545 Au- 











ARLE LY 
Veeanen 
AYE YVR AL 
AayyYULY 
Seeee. 
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gusta Blvd., Chicago 51. This set has five 
tubes and a rectifier. AC Superhet. Has 
two bands: 535-1620 kc. and 5500-12,200 
ke. Six inch speaker. Tone control. Wal- 
nut veneer cabinet is 18% by 9% by 9% 








in. 
senting Glove Fingers, Palm 
Ry Coated with Neoprene 
ider—Sav 
or machine This men’s knit wrist glove has palm 






and fingers coated with Neoprene to pro- 
vide extra wear and resist water, oil and 
other liquids. The back is uncoated tan 
canton flannel to permit free ventilation 





and make the glove more comfortable and 
flexible. This glove can be used in place 
of leather-palm and heavy canvas work 
gloves. Edmont Mfg. Co., 523 Orange St., 
Coshocton, Ohio. 














‘Autoyre’ Shelf 
And Drying Rack 


The “Autoyre” Towel Shelf and Drying 
Rack is available for the first time since 
the beginning of the war, in a chrome- 
plated model. Provides 180 sq. in. of shelf 
space and 8 ft. of bars for hanging towels 
and light laundry. Ends of the four rust- 
resistant bars form eight utility hooks. Oc- 
cupies an area of 22 in. by 9% in. Made 
to sell for about $1.50. Autoyre Co., Oak- 
ville, Conn. 
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Preferred Ly Experienced Contractors 


@ A good wiring job depends on just two things: (1) skilled 
workmanship; (2) top grade supplies. Universal knobs and 
fittings are supplies that help a good job stay good. 


See your Electrical Supply Jobber. 


tHE UNIVERSAL cuay propucts co. 


1535 EAST FIRST ST. SANDUSKY, OHIO 





Acme Gift Packages 
give big boost to 
holiday sales — and 
gay Christmas air to 
your counters! 
Lady’s Gift Package 
with 6 shining Acme 
Hangers in Sunny 
Amber, Coral, Sea 
Green, Azure Blue 
and sparkling Crys- 
tal is peak profit- 
maker from coast to 
coast. Patented de- 
sign preserves to- 
day’s style lines — 
permits 3-piece en- 
semble on one 
hanger. 


Child. 
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the Season ed Comin} 
ORDER NOW: 





@ Includes Washer, Lockwasher and 
Wing Nut, %4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


Shavon P30 aud Sc¥eu Co. 
\e , 


BOSTON 10, MASS 








The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 


\ 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OlL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 








Radiator Vent Valve 


The Curtis Air Vent is a push-button 
valve for bleeding air from radiators. it 
operates by finger tip pressure. Shuts off 
instantly and automatically. Can’t be leit 
open accidentally. Made of brass witi 
stainless steel spring. Rubber seal. Fits 
any radiator. List price 25 cents each 
Packed 12 valves in cardboard box; 12 
boxes in shipping carton. Display card 
supplied with each order for 24 valves. 
Curtis Automotive Devices Inc., 8 Norwood 
Ave., Dayton 7. Ohio. 


Colored Plastic 
Cocktail Shaker 


A new cocktail shaker in plastic is of- 
fered in crystal and in a variety of trans- 
parent colors by Bee Gee Mfg. Co., La- 
fayette Bldg., Detroit 26, Mich. Maker 
claims it is impervious to alcohol. A fea- 
ture is a fluted inner chamber for ice 
which spins to mix Manhattans, Martinis 





and Bacardis, and is claimed to eliminate 
the cloudiness that often results from 
shaking or stirring with a spoon. Ice 
chamber can be lifted out when tall drinks 
are to be shaken. 











WHATS NEW 








New Arvins Feature 
Unique Selector Keys 


The Arvin model-556 in walnut finish 
plastic and its companion model in ivory 
plastic, the Arvin model 555A, are reach- 
ing dealers this month. 

The “piano key” type of automatic sta- 
tion selectors blend into the contour of 





the cabinet. The width and length of the 
piano key controls are novel. Works on 
AC or DC. 


Cheesecloth Display 
The new “Chix” Cheesecloth package 


quickly converts from carton to display 





unit. Chicopee Sales Corp., 47 Worth St.. 
New York. 


Metal Pastry Roller 


The Lewis Featherweight Pastry Roller, 
made of stainless Dural, has a removable 
handle so that it can be filled with ice 
cubes to chill pastry dough as it is rolled, 
as this is claimed to make for a flaky 
crust. The roller may also be placed in 
refrigerator to chill. Weighs 14 oz. Lewis 
Specialty Co., 24 Glenridge Ave., Mont- 
clair, N. J. 
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“HOW EASY” 


WITH A 


RAYFLEX 
BLADE 


10 customers 
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Vv of 
7 of - potential Buyer? 
Are nayfiex Blade s 
we 
LEX Blade mokestow” on 
oe push 100% Easier 
"ave Uniform ShOM NATIONALLY 
vtenpreve well of T™ FAMOUS— 
e imp’ 
harp 
in Ever s 
scsi sizes $2.00 for clean, easy cutting—durability—long edge yey 
vast peg $3.50 ond ¥P life. “V" Blade slices against a soft metal anvil 
a power mower S! —an original Seymour Smith principle. With easy hand 
gth of the = irl iy pressure, it snips tough branches with ease; yet it also cuts 


Works on small twigs, even twine! No. 119, 8" size, easily cuts up to 
¥,"" branches. No. 118, ladies’ 6" size, for branches up to 


Y4"". Sold only through jobbers. 


SEYMOUR SMITH & SON, INC. 
900A Main St., Oakville, Conn. 








package Specialists in Garden Shears for % of a Century 
o displa Sales Representative 
= JOHN H. GRAHAM & CO., INC., 105 Duane St., New York 8, N. Y. 
































PRESSED-STEEL CONSTRUCTION 
AMERICAN 


That’s profit! That’s —_ 
Sgep*. A carton of 14 ~ 
ages costs you y $2.00. 
You sell for $3.50 vase hg 
package). You _ 
$1.50 on every carton. 
75% profit! ; 
Mouse SEED* is the 
easy, clean,convenicht 
way to kill mice. - : 
tiny, chemically treat- 
ed seed is sim 
saucer and Pp 


MAKES ¢ ¢ e¢« 





PRESSED-STEEL 


HAND TRUCKS 


© STRONGER 
LIGHTER © LAST LONGER 


Every two-wheeled Hand Truck 
in the complete American line 




























orth St. traps or muss. ganna is made of pressed-steel. Side-rails 
sults for over 50 ie 4 in and cross-members are made of 
consistently advert «> Mines sheet-steel formed into rigid chan- 
newspaper ca ice hating - oy ree i ‘Noses are made of 
illio rged steel. 
Roller se eon. Ovdet now. s : 

’ holesaler hasn’t This makes American Hand 
novable If your w ste us, giV- Trucks stronger per pound of truck 
ith ice Mouse Seep*, wrt weight than any other hand truck. 

rolled, ing his name. And this extra strength means 
n flaky longer life, less maintenance and 
rye greater safety for both the trucker 

es and the load. 

Mont- Regardless of your Hand Truck 


requirements, you will find an 
American Hand Truck model and 
size to meet your needs. Write 
teday for the complete catalog. 


Dealer Franchises Available 





Write for Information 


oa Wholesalers: Write Sates-maki llophane e r ») 
~ for complete information. window pow Ba Attrac- Cinerican } tlley Company 
8 Mut >t., Port Chester, N. Y. ples only 5%,” x 6%”. 2306 JUNIATA STREET + PHILADELPHIA 29, PA. 
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Heavy Steel-White Lacquered 


MIRROR VANITY 
$1.50 


A real nifty made of heavy steel, fin- 
ished with two coats white lacquer. 
Seamed edge; shelf is bulb edged. 
Retail list price, $3. Immediate de- 
livery! 





Free Mats and Advertising Costs Splis 


<—¢_ Jobbers Inquiries Invited 
\ TIT 


1820 £. VENAWOO &F CU B-167H PMID A. 44, PA 














Salery 
BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks permo- 
nently in alignment, (2) 
lap over and protect belt 
ends, prevent fraying and 
add to belt life. 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
sive Safety TU-WAY 
Hammer or Vise Lacer. 


. 
V 


SAFETY VISE LACER 


Operating by any ordinary bench vise, 
applies all standard make belt hooks. 





SAFETY BELT-LACER CO. 


5390 N. Menerd Ave. 





Chicage 30, U.S.A. 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp. convention and 
exhibit, Jan. 27-29, 1947, at the Hotel 
Sherman, Chicago. E. G. Lindquist, 1319 
S. Michigan Ave., Chicago 5, IIL, secretary. 

American Hardware Supply Co. con- 
vention and exhibit, Jan. 27-28, 1947, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. William 
M. Stout, executive vice-president and gen- 
eral manager. 

Bicycle Institute of America, Inc., 
winter meeting, Jan. 28-30, 1947, at the 


| Hotel Commodore, New York City. John 


Auerbach, 122 E. 42 St., New York City, 
secretary. 


California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at Hotel 
Whitcomb, San Francisco. LeRoy Smith, 
417 Market St., Rm. 237, San Francisce 5, 
Cal., secretary. 


Connecticut Hardware Association con- 
vention, Feb. 11-12, 1947, at the Hotel 
Bond, Hartford. Ned Russell, Harris Hard- 
ware, Southport, Conn., secretary. 


Florida Retail Hardware Assn. conven- 
tion in May, 1947, at Orlando, Fla. William 
W. Howell, Waycross, Ga., secretary. 


Franklin Hardware & Supply Co. 
annual dealers’ meeting, Feb. 4, 1947, 
probably at the company’s general offices 
and warehouses, 918-928 N. Delaware Ave., 
Philadelphia, Pa. 


Georgia Retail Hardware Assn. conven- 
tion in May, 1947, at Atlanta, Ga. Wil- 
liam W. Howell, Waycross, Ga., secretary. 


Hall Hardware Co. annual meeting 
and winter convention and exhibit, Feb. 
17-20, 1947, at company headquarters, 6th 
to 7th Ave. No. on Third St., Minneapolis 
1, Minn. S. P. Duffy, president and general 
manager. / 


Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. San 
Antonio Housewares and Appliance Show 
Committee maintains offices at 2200 Alamo 
National Building, San Antonio 5, Tex. 


Housewares Show, April 27-May 2, 
1947, at Convention Hall, Philadelphia, Pa. 
Exhibit sponsored by the National House- 
wares Manufacturers Association, 1402 
Merchandise Mart, Chicago. S. L. Hans- 
sen, temporary secretary. The association 
is a new group formed by the merger of 
The Housewares Manufacturers Associa- 
tion of Chicago and the New York House- 
wares Manufacturers Association. 


Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 1947, 
at Hotel Sherman, Chicago. William F. 
Ewert, 1321 Merchandise Mart, Chicago 5, 
Ill., managing director. 

Indiana Retail Hardware Association 
convention and exhibit, Jan. 27-30, 1947, 
at Murat Temple, Indianapolis. G. F. 





Scheely, 333 No. Pennsylvania St., In- 
dianapolis 4, Ind., managing director. 


Iowa Retail Hardware Association con- 
vention an exhibit, Feb. 11-14, 1947, at 
Des Moines, Iowa. Exhibit at Coliseum, 
Philip R. Jacobson, Mason City, Iowa, 
secretary. 


Kentucky Hardware and Implement 
Association convention and exhibit, Jan. 
20-21, 1947, at the Kentucky Hotel, Louis- 
ville, Morris Jones, 501 Republic Bldg. 
Louisville 2, Ky., secretary. 

Michigan Retail Hardware Association 
convention and exhibit, Feb. 11-14, 1947, 
at Detroit. Sessions at Statler Hotel; ex- 
hibit at Convention Hall. Harold W. Schu- 
macher, 1112 Olds Tower Bldg., Lansing 
8, Mich., manager. 

Minnesota Retail Hardware Association 
convention and exhibit, Jan. 21-23, 1947, 
at the Minneapolis Auditorium, C. J. Chris 
topher, Nicollet at 24th, Minneapolis 4, 
Minn., manager. 


Missouri Retail Hardware Association 
convention and exhibit, March 11-13, 1947, 
at Hotel Jefferson, St. Louis. Louis C. 
Kreh, 323-324 Wainwright Bldg., St. Louis 
1, Mo., secretary. 


Mountain States Hardware and Imple- 
ment Association convention, Jan. 9-10, 
1947, at the Cosmopolitan Hotel, Denver. 
John T. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Crafts and Science Show, 
Nov. 17-24, 1946, at Madison Square Gar- 
den, New York City. Sponsored by Me- 
chanix Illustrated Magazine, New York. 


National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, assistant 
managing director. 


National Retail Hardware Associa- 
tion 48th annual Congress, June 16-19, 
1947, at the Hotel Statler, Cleveland, Ohio. 
Rivers Peterson, 333 No. Pennsylvania St., 
Indianapolis, Ind., managing director. 

Nebraska Retail Hardware Association 
convention and exhibit, Feb. 25-27, 1947, 
at Omaha. Exhibit at the City Auditorium; 
convention headquarters at Paxton Hotel. 
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Plan now to feature this fast- 
selling, inexpensive garden 
hose hanger. Every house- 
holder is a potential customer 
... bringing extra dollars into 
your cash register. 


FEATURES: 
® Hanger holds 75 feet of hose 
© Made of heavy stee! 
® Green enamel finish 


® Knocked down with bolts for 
quick attachment 


® Shipped 12 to carton 
(weight 25 Ibs.) 


The METALOID Co. 


5815 KINSMAN RD. + CLEVELAND 4, OHIO 
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It's easy REFLEXITE 


with 
REFLEXITE 


—the best reflecting lawn sign 
your customers have ever seen! 


Reflexite is an entirely sew kind of lawn sign—made from an 
amazing optical plastic which has unequalled reflecting properties. 
It is always clear, sharp and readable — day and night. When- 
ever light strikes the sign, the letters stand out in flashing bril- 
liance. The sign is permanently efficient, absolutely weatherproof. 


Reflexite Lawn Signs are custom-made in our factory to your 
customers’ specifications and choice of color. All yeu do is 
display the 3-sign set shown above, and let the customer fill out 
ene of the order forms which we supply to you. There is no 
stock to buy or handle. It's a simple order-taking proposition for 
you — and your profit on every sign is clear profit. Get started 
in @ profitable lawn 'sign business by sending for details today. 


Jobber Inquiries Invited 
REFLEXITE CORP., 412 BISHOP BUILDING, NORWALK, CONN. 




















NOW AVAILABLE 


Premier P-20 


iSelaiele)(-M i tais i Mmadelicmalehicis 





>» HOT WATER 
BY THE PAILFUL 


automatically, 


% IT’S PORTABLE 


on walls, posts, etc, 


% YEAR-AROUND SELLER 
xe UNDERWRITERS’ LABORATORIES APPROVED 


ORDER DIRECT FROM 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 
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The Premier P-20 Portable Electric 
Water Heater with 1500 Watt genu- 
ine Chromalox heat unit is the an- 
swer to quick supplies of hot water 
on the dairy or poultry farm, in lab- 
oratories, resorts, camps and homes. 


A pail of water hung on switch arm 
sets unit in operation . . . wh 
pail is removed, switch shuts off 


— Unit is hung by slotted bracket 
from small bolts, nails, or screws 





IN OUR 
4™H HALF-CENTURY 


PEXTO 


ome SINC i785 = 


Before many of the others 
lulele even begun, this really old 
jreliable factory was elelbalire 
| 


TOOLS | 


lwhich enabled your kind of | 
Ibusiness to enjoy a PROFIT! 


| 


ew WE'RE STILL GOING STRONG | 
| “Wheres +¢ Reason 
| 


| 
| 
‘ASK QUR WHOLESALE DISTRIBUTORS| 
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APIECE 
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C. A. McCoy, 325 Insurance Bldg., Lincoln 
8, Neb. secretary. 


New England Hardware Dealers’ As 
sociation convention and exhibit, Feb. 20- 
22, 1947, at Hotel Statler, Boston, Mass. 
Russell R. Mueller, 185 Dartmouth St., 
Boston 16, Mass., secretary. 


New England Housewares Show, Feb. 
10-14, 1947, at the Parker House, Boston. 
Sponsored by the Housewares Club of New 
England. 


New York State Retail Hardware As- 
sociation, annual convention and trade 
show. Headquarters at Seneca Hotel, ex- 
hibit at Convention Hall, Rochester, N. Y., 
Feb. 4-6, 1947. N. H. Kiley, 508 Hills Bldg., 
Syracuse, N. Y., secretary. 


North Coast Retail Hardware Associa- 
tion convention, Feb. 2-3, 1947, at New 
Washington Hotel, Seattle, Wash., D. D. 
Stewart, 714 American Building, Seattle 4, 
Wash., secretary. 


North Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 25- 
27, 1947, at the Municipal World War 


| Memorial Bldg., Bismarck. Miss Clarine 


Sherwood, 21 Clifford Bldg., Grand Forks, 
N. D., secretary. 


Northern Wholesale Hardware Co., 
Inec., convention and exhibit, Feb. 23-25, 
1947, at the company’s office and ware- 
house, 805 N. W. Glisan St., Portland, Ore 


Ohio Hardware Association convention 
and exhibit, Feb. 4-7, 1947, at the Cleveland 
Public Anditorium, Cleveland. Sessions 
and exhibit at Auditorium; convention 
headquarters at Hotel Cleveland. John B. 
Conklin, 175 So. High St., Columbus 15, 
Ohio, secretary. 


Oklahoma Hardware and Implement 
Association convention and exhibit, Feb. 
4-6, 1947, at the Municipal Auditorium, 
Oklahoma City. R. K. Thomas, 711 Wright 
Bldg., Oklahoma City, Okla., secretary. 


Pacific Northwest Gift, Toy and 
Housewares Show, Feb. 23-27, 1947, at 
the Olympic and New Washington Hotels 
and the Terminal’ Sales Bldg., Seattle, 
Wash. Sponsored by the Western Merchan- 
dise Exhibitors Association, 323 Geary St., 
San Francisco 2. 


Panhandle Hardware and Implement 
Association convention, Feb. 10-11, 1947, 
at the Herring Hotel, Amarillo, Tex. Mrs. 
C. L. Thompson Canyon, Tex., secretary. 


Pennsylvania and Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 10-13, 1947; at the Wm. Penn 
Hotel, Pittsburgh. W. Glenn Pearce, 400 
N. Broad St., Philadelphia 30, Pa., secre- 
tary. 


South Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 18- 
20, 1947, at the Coliseum, Sioux Falls, 
Earl Erlandson, Cottonwood, S. D., secre- 
tary. 


Southern California Retail] Hardware 
Association convention and exhibit, Feb. 
18-20, 1947, at Long Beach. Sessions at 
Hilton Hotel; exhibit at Municipal Andi- 















torium. A. C. Kammeier, 112 W. Ninth 
St., Los Angeles 15, Cal, secretary. 


Tennessee Retail Hardware Association 
convention at the Andrew Jackson Hotel, 
Nashville, Feb. 24-25, 1947. Morris Jones, 
501 Republic Bldg., Louisville 2, Ky., sec- 
retary. 

Texas Hardware and Implement Asso 
ciation convention and exhibit, Jan. 28-30, 
1947, at Houston. Sessions at the Rice 
Hotel. Exhibit at the Municipal Audi- 
torium. Ray M. Souder, 814-15 Texas Bank 
Bldg., Dallas 2, Tex., secretary. 


Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, Atlan- 
tic City, N. J., will be headquarters for 
American Supply & Machinery Manufac- 
turers’ Association, Inc. The National Sup- 
ply & Machinery Distributors’ Association 
and the Southern Supply & Machinery Dis 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22, Pa., 
is general manager of the American asso- 
ciation; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer 
of the National association; George A. 
Fernley is advisory secretary of the Na- 
tional association, and E. L. Pugh, 712 
Volunteer Bldg., Atlanta 3, Ga., is secre 
tary-treasurer of the Southern association. 


Virginia Retail Hardware Association 
convention Feb. 24-26, 1947, at the John 
Marshall Hotel, Richmond. G. T. Omo 
hundro, Jr., Scotsville, Va., secretary- 
treasurer. 


Western Gift, Toy and Housewares 
Show, week of Feb. 9-13, 1947, at the Civic 
Auditorium San Francisco, Calif. Spon- 
sored bythe Western Merchandise Exhibi- 
tors Association, 323 Geary St., San Fran- 
cisco 2. 


Western Retail Implement and Hard- 
ware Assn. convention and exhibit, Jan. 
28-31, 1947, Municipal Auditorium, Kansas 
City, Mo. Frank H. Spink, 322 Scarrit 
Bldg., Kansas City 6, Mo., secretary-trea- 
surer. 


Western Winter Mart, Feb. 3-8, 1947, 
at the Merchandise Mart, San Francisco, 
Calif. Fran’: K. Runyan, Mart president. 


Wisco Hardware Co. 20th annual mer- 
chandising school and sales show, Dec. 2-4, 
1946, at company headquarters, 15 So. 
Brearly St., Madison, Wis. J. A. Fitschen, 
secretary and general manager. 


Wiscorisin Retail Hardware Association 
convention and exhibit, Feb. 4-6, 1947, at 
the Auuditorium, Milwaukee. H. A. Lewis, 
Stevens Point, Wis., secretary. 
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Gillette Razors 
Federal Tax Free! 


* 


ULING has been made by the Commis- 
sioner of Internal Revenue, United: 
States Treasury Department, that none of the 
razor sets being produced and sold currently 
by the Gillette Safety Razor Company is sub- 


ject to the 20% retail excise tax on jewelry. 


* 


GILLETTE SAFETY RAZOR COMPANY 


BOSTON 6, MASS. 
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Answers to Builders’ Hardware Quiz 


(Questions on page 182) 


CHAPTER 19 
INTERMEDIATE COURSE 


Trim for Mortise Locks 
1. Round, octagonal and oval. 
2. By means of a side knob screw, s2t 


screw and screwless. 
3. The size of lock hub for diameter 


| of spindle. 


4. So there will be proper spring pow- 


| er to hold the lever hands in position. 


5. An escutcheon having a cover over 
the keyhole. 

6. An escutcheon which is long enough 
to span the lock case. 

7. Large knobs with large escuich- 
eons, small knobs with sectional trim 
and medium knobs with medium size 
escutcheons. 

8. Their economy and limited space 
they occupy. 

9. Round, hexagonal and scroll. 

10. Lack of space, for other trim 
makes it impossible to operate the lock 
by any other means. 


CuHaptTer 20 
INTERMEDIATE COURSE 


Lock Sets 


1. Set with lock, knobs, escutcheon. 
and all necessary screws. 

2. Because the factory can produce 
them more cheaply. 

3. By the symbol “M.” 

4. Knobs, escutcheons, design and 
finish. 

5. The outside. 

6. Back set when special; bevel of 
lock front when not regular; hand when 
not reversible; lip on strike when not 
standard. 

7. Because it saves endless delay and 
much correspondence. 

8. Colonial, forged iron and modern- 
istic. 

9. By splitting them yourself. 

10. By purchasing closet spindles and 
making up closet sets from the broken 
sets. 

Cuapter 21 


INTERMEDIATE COURSE 


Schools of Design 


1. The World War in 1914 brought 
about standardization. 

2. From libraries or architects. 

3. Italian Renaissance, French Re- 
naissance, Louis XIV, Louis XV, Louis 
XVI, Gothic, Elizabethan, Greek, Ro- 
man and Mission. 

4. The Gothic style of design. 

5. Gothic and Renaissance. 

6. The egg and dart motif. 

7. Strength and simplicity. 


8. On the west coast and in Florida, 

9. No. It is often used even on the 
cabinets and windows of a house. 

10. Yes, other designs abound. Archi- 
tects evolve special designs for particu- 
lar buildings. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 190) 


Material needed is 5 lengths 
of 4 in. eave trough; 1 drop section; 2 
ends; 5 slip joint connectors; 15 trough 
hangers; 1 inside miter; 1 strainer. 

2—Answer. Shotgun shells, gun clean- 
ing rod, gun oil, grease, powder solvent, 
cleaning patches, gun carrying case, recoil 
pad, gun blue, and others. 

3—Answer. Cost of goods $48.00; cash 
received $66.00 or dollar margin of $18.00 
or 27. 2 per cent of sales. Merchandise 
should produce 33 1/3 per cent margin. 


1—Answer. 


4—Answer. Material should cost cus- 
tomer $6.00. 
5—Answer. A set length hand lift pump 


can be used. In this pump, cylinder extends 
4 ft. below ground pump level. This places 
the cylinder 23 ft. above lowest water level 
which is well within the 25 ft. limit at 
which such a pump will operate satisfac- 
torily. 





Rodeo 


Merchants at Anadarko, Okla., and 
the Caddo County Range Riders Club 
sponsored its third annual rodeo, play- 
ing to a crowd of 7000 people. Another 
affair which has gained national recog- 
nition is the 15th American Indian Ex- 
position that will be held at Anadarko 
in 1946. At the same time will be held 
the National American Congress of 
Indians, with an expected attendance of 
500. 





Preachers as Guests 


Recognizing the important part that 
ministers play in rural life, members 
of the Pryor, Okla., Chamber of Com- 
merce recently had 87 ministers as 
guests at a special luncheon. The Pryor 
business men also sponsored a success- 
ful pasture meeting at which 300 people 
enjoyed a barbecue lunch after numer- 
ous pastures were visited. 
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SELLS ITSELF 
5 TIMES! 








SY 
NEW—MODERN DESIGN, 


long nose, BERNARD parallel 
action PLIERS (#402—6’’) 





Sales points enough 
for 5 tools. 
Sells itself for these “ , 
multiple uses. ideol a ~acadg — 














on outside of head. 


BERNARDS close like a vise. 
Parallel jaws fit snug on nut. Easy and convenient to use. 








one 


@\o 











ead leverage greatly Breaks ‘gloss perfectly. Jaws 
increases gripping power, close flat on both surfaces. 
Easily cuts 8-penny nail. 


Other BERNARD Headliners 


A BERNARD BERNARD 


~~ —" Metal Snips Pruners #60—9” 
#888—10-1,” An excellent gener- 
rescrieg “light Scientifically beveled al purpose pruner 
wesene and perfect blades permit easy cut- of traditional BER- 
ting of reverse curves. NARD q 














Every effort is being made to serve the trade promptly 
and equitably on these and other BERNARD tools. 
Place your order now with your distributor. 


Complete catalogue of BERNARD pliers, nippers, 
cutters, punches, pruners and hedge clippers on request. 


WM. SCHOLLHORN CoO. 
10011 Chapel Street, New Haven 9, Conn. 
“Quality Tools Since 1870” 


BERNARD 
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Saves Work 


Saves Money 














Kester Metal Mender has hundreds of uses on 
farms or in the home. It’s genuine Kester flux- 
filled solder—so handy to use that anyone can 
apply it. Housewives can mend leaky kitchen 
utensils, fix lamps and washing machines and 
dozens of other things with Kester Metal Mender. 


A profitable seller with a broad market, Kester 
Metal Mender is a quality product that’s sure to 
repeat. Nationally advertised for years, it comes 
to you in an eye-catching display-carton. 


Solder-bohds made with Kester Metal Mender 
really hold — hold with the same permanence 
that have made all Kester Solders standard with 
industry. Kester Metal Mender requires no special 
skill for application. Just apply heat and the job 
is done. 


When you point out that just a few cents spent 
on Kester Metal Mender can save dollars, the 
customer will want to try it—and come back for 
more. It’s easy to push, easy to sell. 

If you don’t already have it, order Kester Metal 
Mender from your jobber today. Keep the display- 
carton in plain sight on your counter. Kester 
Metal Mender means more and faster sales. 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue, Chicago 39, Illinois 
Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ontario 


KESTER 


METAL MENDER 



































261 
































eR Me I Se 


ss 








—MILL-ROSE— 
GUN BRUSHES ond RODS 























un Gtensing Reée fer Rifles. All-Calltre Revelver Rods 
. im Jointed. Gun Cleaning 
Shet Guas in all sizee—Pheagher Breare, 


The MILL-ROSE Company 1987 East 59th Street © Clevelend 3 














ABESTO 
2 ROOF ADHESIVES 
pjand COATING MATERIALS 


ABESTO HAS NO EQUAL 





. it's the best in “value-received" quality for patch 
jobs as well as for larger maintenance work and new 
construction. Competitively priced to build big volume 

. gives you more profit per sale. Write today for 
dealer information, descriptive booklets and specifica- 
tion sheets. Address Dept. H-7. 


ABESTO MANUFACTURING CORP. 
MICHIGAN CITY, IND. 





































Get Your Marked Copy 





and a a tlandyg / 
3 MARBLES — 


CATALOG 


Certain items ore discontinued . . 

others are not yet back in production 
To save your time and your customers 
from disappointment, send for your 


MARBLE ARMS & MFG, C0 


Delta Ave. 
Per 5. Mich., U.S.A. 


5 NOW! Prompt 

















Pe ce 





O elechic 


Lew priced, build good will, 
yield excellent profits. 


Send Trial Order for Several Doz. 


“E-CON-O” Sr. 
200 CHICKS $I79S 


UST FOR ONLY 





“E-CON-O” Jr. 
130 CHICKS $300 


UST FOR OMLY 
Operates on light bulb. 
Comet Rarrushed) 


Save time and labor; jar ex- 
tends beyond base keeping 
water clean, safe for medicine | 

Many features of high-priced | 
' 

! 


r 2in2 
hos b ro heating ole No. IS41 a in 2 pkgs. 


as 
No. 569 (Quart Jar) base only, 
36 per carten, wt. 35 lbs 


Fiber canopy 32x32 in. Gal ment, thermostatic control, fi- 
vanized metal legs, socket ber canopy 46x46 in Galvanized 
and cord metal legs, cord and plug 


ORDER FROM THIS AD 





REGULAR DISCOUNTS 


ANDERSON BOX COMPANY 





INDIANAPOLIS 6 


NOL ANA 





Shipments o 
Ironing Board Covers 


Elastic Ironing Board Covers 
Drawstring Ironing Board Covers 
Ironing Board Sets 

Ironing Board Pads 

Also—Shoe Bags—Laundry Bags. 
Clothes Pin Bags—Pastry Cloths. 


4 


What are your requirements? 
Mention your jobber’s name. 


GIBRALTER HOUSEHOLD PRODUCTS Co., Inc. 
660 First Ave., New York 16, N. Y. 
















HARDWARE SPECIALTIES 
Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


Established 1879 


atso HAYING TOOLS anp 


BARN EQUIPMENT 
“Guaranteed to satisfy the user” 








THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE COUNCIL BLUFFS A 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 











IOWA 
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PLYMOUTH 





ROPE 
BINDER TWINE 
BALER TWINE 


YOU CAN TRUST 


PLYMOUTH, MASSACHUSETTS 





Customers like this scientifically constructed wicking for its fast 
lighting and its clean, even burning 

In R/M’s Tri-Ply, the middle layer of crimped asbestos felt 
provides a multiplicity of oil passages to insure fast flow. This 
patented design insures complete vaporization and minimum 
carbonization. 

Tri-Ply has many advantages. The hard outer layer resists 
wear and tear. The soft inner layer makes burning uniform. 
The rippled construction permits wicks to be rolled without 
buckling. 

Stock widths of 7%”, 1”, 14%”, and 13%” will service over 
90% of all wickless burners. Standard rolls come 6 feet per box, 
12 boxes to the carton. Also in cartons of 100 feet. 

Ask your jobber for this popular, fast-selling, post-war wick. 


ASBESTOS TEXTILE AND PACKING DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA "NORTH CHARLESTON, S. C 





Preferred by Dealers . . . 


ne ea Noe 


FENCE 








LUBRIC ATING 
OIL 


Cash in on The Open Season 
with HOPPE’ No. 9 


Right now and for the next few weeks millions of 
shooters will be using — and CLEANING —their 
guns. And each of these shooters will require one 
or more of Hoppe’s Gun Cleaning Products so 


Put HOPPE’'S No. 9 
in prominent display 


and add Hoppe’s Gun Cleaning Patches, 
Hoppe’s Lubricating Oil, Hoppe’s Gun 
Grease and Hoppe’s Gun Cleaning Packs. 
Don’t miss this golden opportunity for 
quick profits. Get going NOW while the 
going’s good. If your stock of Hoppe 
Products is low send your order to your 
jobber—TODAY. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia 33, Pa. 























| 


@ The ONLY fence with an easily | 


recognized trademark (top wire 
painted red). 


@ Nationally advertised. Your farm | 


customers have seen our ads for 





years — they know and prefer | 


Red Brand. 


@Top quality fence for 57 years. 


STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 








Aig BLD IN ACTION 
A PARTS 
Eas? TO INSTALL 


NEWELL DOOR CLOSERS - - | 


014 OIL-FLO 





g No. 006-A ZEPHYR 


For a low-priced closer, 
the 006-A has all the 
features of higher-priced 
closers. A really proved 
fast seller 


Ideal for combination 
screen and storm doors 
and light inside doors 
Each one in individual 
carton. 


DOOR STOP 
E-ZE LATCH 
Coy ae pe damage 
are forced open beyond 


pie nina SELLERS - - 


No. 001 Door 

when doors 

normal Finish is bri ght < odmium 
No. 010 E-ZE Latch renders periect 
perlormance when used with a 
door closer Full instructions, with 


No. 001 DOOR STOP box 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 





BATHROOM AND KITCHEN ACCESSORIES 
“DESIGNED TO MAKE THE PASSER-BUY” 


NOVEMBER 7, 1946 





Shelton A Plane for Every Purpose 
4 oom la 
vianes 


Precision Built for Craftsmen 


Open hearth tool steel cutters, properly hardened, 
tempered and ground. Fine grey iron bodies, rugged 
construction, perfect balance. Easy, accurate adjust- 
ments. Quality construction that craftsmen recognize. 
SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 






































IDEAL PROTECTIVE COATING Make Patching and 


Repair 
* INTERIOR... EXTERIOR pair Work Easy 
5S e HOUSEHOLD... INDUSTRIAL with nie 


TEHR-GREEZE |e 
CEMENT — 
























| for easy application! 


j @ DRIES RAPIDLY 
DY 5 py 70 us 
St and evenly! 


Nankee ALUMINUM PAINT 


NEVER SETTLES...NEVER DISCOLORS! 


White — Repairs all types of cloth, ¢ 
canvas and leather goods. A tough, 
versatile adhesive with thousands 
of uses in home, repair shop and 
farm. 


All-Purpose — Cements wood to 
wood, glass to glass, metal to 
metal, glass to metal and many 
other combinations. A clear trans- 
parent cement. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 








MANUFACTURED BY 
Yaukee tlumtiaum Pacat Ca.., . 
AVE AT 1 h 


JAMAICA A 169t T * JAMAICA 3,N_Y 




















featuring « « « 


TAPER PINS 


PACKED FOR THE JOBBING TRADE 


PRODUCTS STEEL QE STAINLESS 


acce 0 ee BRASS, ALUMINUM, ETC. 
: TAPER PIN ASSORTMENTS 


eo * jf FP SgelF WOODRUFF KEYS, MACHINE KEYS, STRAIGHT PINS, COTTER PINS, 
Stanho ” [tor p-Logs: HORSE SHOE NAILS, “KOOLHEAD” FOUNDRY CHILL NAILS 





























STANDARD HORSE NAIL CORPORATION ““Since'razz, NEW BRIGHTON, PA. 
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SOUTHINGTON 


SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
eatalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 
Driver fits se- WY Supply the in- 
curely into ta- creasing de- 
pered recess — mex yg s 

will not slip ; 


saving screws. 
out, or work to All standard 
one side. 


sizes. 








* THE SOUTHINGTON 


HDWE. MFG. CO. 
5S, SOUTHINGTON, CONN. i; 











TANK 
HEATER 


THE PIONEER - Hundreds 


of dealers now handle it. 


DEMAND 


Every farmer who has a stock 
tank is a prospect because it 
saves him time and disagree- 
able work in disagreeable 
weather. It helps to produce 
more milk and beef. 


DEPENDABLE 


For years the Warner safe, 
economical heater with 
Minneapolis-Honeywell regu- 
lator and chromalox trouble- 
free heat unit has proved its 
reliability under the most 
extreme weather conditions. 


PROFIT ABLE 





ih 





Mini) 1 


ee 
HT) On in 





Base and top housing, 
precision machined cast iron. A qood seller during Fall 


Wes —1000 watt, 110 volt, Wt. SS Ibs. end Winter at full profit to 


W88D—1000 watt, 220 volt, Wt. 55 Ibs. you. Some territories still 
open. Write for agency 


details. 


oe ye Ge on Oe 





, TOLEDO, OHIO 
















































MILFORD 
FLEXIBLE REZISTOR 


Made of high-speed steel, with real 
flexibility, it has all the advantages of 

the all-hard blade plus these . . 
@ 't will not shatter or break re- 
gardiess of how it is punished. 


@ It is safe ... anyone can use 
it safely on any job. 


@ 't cuts faster, lasts longer, costs 
less. 


@ It hes “Easy-Starting Teeth,” 
exclusively MILFORD. 

It will pay you to sell and display the 

FLEXIBLE REZISTOR . . . the hack saw 

blade you can recommend to everyone. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 
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WRIGHT 


The name WRIGHT identi- 






























fied with the fabricating in- 
dustry since the early eigh- 
ties has always stood for 
quality. 
WRIGHT Hexagonal 
_ Netting woven on mod- 
ern looms is the high 
standard of the indus- 
. Every bale of 
WRIGHT nretting with 
its colorful rooster 
trademark and 
gleaming finish is a 
product that brings 
repeat orders by 
name. 






































GE WRIGHT wire co 


SOR Se) Bees Saar. © 
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* ' on 
NOW '. THE, TIME | > NOW'S THE TIME TO SELL 
a 
lipo \ FIREPLACE 
wanna > ACCESSORIES 
willed tree i “ nd ELECTRIC 
with water reservoir. FIRELOGS 
Painted bright Christ- ° 
mas Green. Stands approx. 
10" high sa ee 3 — 
base. LIST PRICE C 
| RED BULBS 
LAST MINUTE DELIVERY $150 A . 
EACH ALUMINUM 
Write for full details. par Fe ae SPINNERS 
Mr. Wholesaler: RUSH YOUR ORDER NOW . ; 
fermen Sie aS se Be 1 Dap hat 30 Dap e@ IMMEDIATE | 
F.0.8.. Battie Greek, Michigan, with liberal freight allowance ® DELIVERIES |S 
DA R PRODUCTS, INC. | re Write Today for Catalog and Prices 4 
66 &. sacnson street |/ © Westchester 3rickote Products Co., Inc. 
BATTLE CREEK, MICHIGAN | © 1528 WILLIAMSBRIDGE RD., NEW YORK 61, N. Y. 


























Now you can offer your customers 
mechanical door chimes—all the ap- 
pealing beauty of tone and appear- 
Send for complete ance, with no extra cost and fuss of 
information in electrical wiring or batteries. 

Bulletin 110 Two-tone, attractive bar chimes or 
cathedral tubular chimes mount on the 
inside of the door, operated mechan- 
ically by a beautiful solid brass knocker 
or push button on the outside door 
panel. Push button models also avail- 
able for mounting on door frame in- 
stead of door. 7-8e 


AUTH ELECTRIC COMPANY, INC 












34-20 45th STREET (: TH N ANE 











FLUORESCENT DESK LAMPS. 


For Immediate Delivery 


Conveniently 
placed ON 
and OFF 
switch. 





EXECUTIVE MODEL 


is a beautiful yet sturdy fixture that adds to the ap- 
mee and efficiency of any desk — for office er 
be . It is constructed of heavy white metal castings, 
stands 14% inches high, wt. 10 lbs. The stationary 
hood is 19 inches wide and contains a parabolic type 
reflector that takes an 18 inch No. T-12, 15 watt fluer- 
escent bulb. Wired for 110 volts, 60 cycles, A.C. cur- 
rent. The Executive Model is finished in Brown 
Crackle, (individually packed). Sold only through 
recognized Hardware and Electrical Wholesalers. 


WESTERN 
FLUORESCENT LIGHTING CO. 














3242 Roosevelt Road Chicago 24, Illinois 
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NOVI 


SELL 


S 


ELECTRIC 
IRELOGS 


NDIRONS 

rT BULBS TRADE MARK 
MINUM 

PINNERS 

nd PINS 


PACE SETTERS 


61, N. Y. 


Leading jobbers from coast to coast are now delivering the fine PAL Baby Welker 


llinois 


RE AGE NOVEMBER 7, 1946 

















SELL QUALITY CAULKING EQUIPMENT 
You can now obtain the original “Vitel” com- 1/16” on up. No strain, no slipping, no excess 
line of *Guns and *Cartridges. Only weight. “Vital” Caulking Guns and Car- 
eee ae Oe oe tridges keep guns clean, eliminating messy 
Guns to fit any job. New “Cleer-Flo” filling. At better hardware and paint stores. 
piece tapered nozzles. 3 caus dn Gam Prices from $4.00 to $15.00 


The VITAL Products Mfg. Co., 7500 Quincy Ave., Cleveland, O. 


NICHROCITE saves many 


ELECTRIC APPLIANCES! 


REPAIRS HEATING ELEMENTS EASILY 

















IT PAYS TO SELL 


MOORE 


PUSH-LESS HANGERS 











Simply overlap ends, apply Nichrocite paste 
—_ and turn on the current — a perfect weld an d P U Ss H tod P I N Ss 
results. Used by big utility companies. This 
ATT “simple and effective repair material is just for hanging heavy and light mirrors, pictures 
the thing for thet broken or burned-out Bent- and wall decorations. Superior quality means 
COTTAM ink element in your electric iron, stove, \ ny er 
2 toaster or heater. Easy to use in those more sales, repea usiness. 
hard-to-get-at places. Does the job in a jiffy. Use MOORE Marking Tacks on your sample 
HANDY FOR HOME OR INDUSTRIAL USE display boards for showing prices. 





Trial Order, $1.00; 4 ozs., $2.50; 1 Ib., $8.00 


Arrowhead Sales & Distributing Co. “2° Groen bise, Devt. « 














| Stick ‘with Leech and it'll Stick with You! 








yw C1 010) 0.) 08 3 


FOR Hardware 


Dealers 


Seld through jobbers or con- 
tact us direct. Manufacturers 











FLUID CEMENT 

REG. U. S. PATENT OFFICE 1932 
If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 


Wa ee mee G hs aes DG eee card for prices. 


2154 E. NORRIS ST., PHILADELPHIA 25, PA. LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 


of soldering, welding, and 
brozi ds, since 


9 r 


1910. Write for catalog. 





-ONE POUNDS BRICK 















Imported 


SPRING CLOTHESPIN Ss 


* Full size 
* Smooth finish 
* Strong spring | 


¢ Attractive multicolored 3 
dozen packet ibe ry 


* Prompt shipment 












TELEPHONE OR WIRE 


evra aroma Uistribulors 1 
| 

















332 South Michigan Avenue ethical Chicago 4, Illinois 14 NO. Sth ST., PHILADELPHIA 5, PA. 








aoe WA LS 
rn ORIGINATED 1896 Wood Tn 


_ 
AND ALUMINUM ANDA 


MAYES GUARANTEES ACCURACY, SERVICE 
SK YOUR DEALER *AND DURABILITY: 


névil nade MAYES BROS.TOOL MANUFACTURING CO.. Inc. Poopiuctin MIcH. 
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modgn system (3 essermal (” 


Repeat 
eve this 
Sutter “When I took over this business the first thing I did and money. I know from experience that it 1s no use 
. For was to place an order fora multiple-total and multiple- to try to run a business profitably without a good 
oo drawer National Cash Register system. It has enabled = modern National Cash Register system.” 
me to check stock inventories, and to account for all Just such outstanding advantages have made the 
n, Kansas merchandise sold. Furthermore, by providing printed use of National Cash Registers almost universal on 


figures on sales-slip records, I have been in a position 
to prevent losses from failure to make proper charge 
records, and the losing of records once made. 

“Each salesperson has his own cash drawer and 
total, which makes him responsible for his records 
and money handled. By means of this I can tell how 
much each is selling, and how accurate each is in the 
recording of transactions and the handling of change 


the part of successful hardware stores. Let your local 
National representative show you how the right 
National Cash Register system will help you handle 
peak volume without trouble or congestion, and at 
the same time reduce the operating expenses of your 
hardware store. Or write to The National Cash 
Register Company, Dayton 9, Ohio. Offices in prin- 
cipal cities. ; 





a See the National Cash Register for Hardware Stores 


ThiggNational Cash Register is designed for use in hardware stores. It provides 
totals of sales in five departments and by four salespeople. Each salesperson has 
his own cash drawer. It also shows a total of money paid out. In addition, on 
every transaction the register prints a receipt, or on a sales slip, showing the date, 
operator's initial, amount, department or kind of transaction, and the consecu- 
tive number of the transaction. At the end of the day, totals printed on the 
detailed audit-strip show how much money must be accounted for. Ask your 
National representative for a demonstration. The National Cash Register Com- 
pany, Dayton 9, Ohio. Offices in principal cities. 








CASH REGISTERS + ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 
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SPECIAL LOUVERS Y 
For NEW Construction 
Nice job—Easy to install 


STANDARD LOUVERS 
"Good for the life of 
Any Average Building” 





Scientific Design L re] LU V Ee i=) S>rot. Appl. for 


MANY EXCLUSIVE FEATURES—-NOWE BETTER ON THE MARKET 




















. ° 
Latest Equipped 
Type with 
of LUMITE 
Attic Plastic 
Louvers Screen 
—_> <_< 





RUST PROOF 
We also build Special 


STAIN PROOF 
Our complete line includes ¢:% 
over 30 Sizes and Type for Louvers for the Industrio! 
every use. trade. 
Arr-O-Line MANUFACTURERS—3062 -4th Ave. So., Minneapolis 8, Mina. 





A 


When You Are Looking 
For a Certain Product 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 




















MAP on cos | 
j TE CG. AMBER& BLACK | 
UNBREAKABLE OVAL HANDLE | 


WOOD CHISELS 


SUPERIOR QUALITY CARBON TOOL STEEL BLADE 


Hardened and tempered 
precision ground edge. 


EXTRA SHARP 











tt POPULAR , . 
ia 3 SIZES There alongside the trade-name you 
{ Stock No. Blade Size will find the name of the manufac- 
- X191 9" x 4/9” turer who makes it. The address of s 
X192  %4”x4i/ ; : 
: X193 I” x 4 the maker will also appear with the 
EE ei firm name arranged aphabetically in to: 
q Overall Wt.1 Doz. _ No. the same list. gre 
Fi gs” 2 ibs. (191) 
; & 37's. (x19) Keep this Merchandise Directory an) 
i -»  2Yaths. = (X 123) Number where you can reach it Ste 
i Packed 1 on in box quickly whenever you need help in ing 
Assortment consisting of buying hardware products. 
X 191 W 


4 each X 192 
xX 193 
Sold by Leading Jobbers 


AMALITE, INC. 


1884 Pitkin Ave. 
Brooklyn 12, N. Y. 


HARDWARE AGE " 


100 E. 42nd Street, New York 17, N. Y. 


























COVERED ELEMENT 
PLATE C-1. 600 Watts, 
115 V.* Nickel plated 
finish. Compact, safe, 
sturdy. 24 to carton. 


Retail ..... $2.19 


*AC-DC. Available 220 V on special order. All 
use standard cord. Furnished less cord. 


HOT PLATE W-1. One 
piece unit, 600 Watts, 
115 V.* Gun metal 
finish. 24 to carton. 
OPA Retail $1.85 
Nickel plated finish. 


Retail $1.95 











ALL-METAL TREE 
CHROME COFFEE 





@ Timely, sure-fire sales items now 
available! Quality products that 
sell on sight—merchandised to give 
you a plus margin of profit! Cash 
in on Holiday Sales! 


R. C. VICTOR MFG.CO. e 
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HOLDER X-45 Com- 
bination red and green 
holiday colors in bril- 
liant finish. Six prongs 
hold tree firmly. Self 
contained water unit. 
24 to carton. 


Retail . $1.19 


23 $. 





JEFFERSON ST., 


BREWER WC-I1O1. 
Underwriters’ Labora- 
tories approved. One 
piece heavy metal. 
600 Watts, 115 V.* 
24 to carton. 


Retail ....... $2.48 





CHICAGO 6 
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ERS >) 
ion 
nstall 





“= Oo = 


N. Y. 











al order. All 
ord. 





RE AGE 











HOW a WyTEFACE* Steel Tape. Your customer 

will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly 
any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WryteFAce Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTerace Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 
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FAVORITE* WYTEFACE 
STEEL TAPES 


For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off. 


LJ Drafting, Reproduction, Surveying 
Jt. 0 Equipment and Materials, 
ry Tr Slide Rules 


Measuring Tapes. 





KEUFFEL & ESSER Co. 


EST. 1867 
NEW YORK - HOBOKEN, N. J. 


CHICAGO « ST. LOUIS + DETROIT « SAN FRANCISCO 
LOS ANGELES » MONTREAL ° 
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THE NAME SILVER LAKE stampep on every Foot 
@ PACKED IN CARTONS eo 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO. | charsroochee, Georsi 















EZ) DROP-FORGED.-- a 
EXPORT OFFICE 


ALUMINUM a, 


=s 2 
—ee 


Adjustable T ype 
FITTED WITH 6 CAT'S BYE VIALS 
ems OTHER LEVELS FOR EVERY USE==——mm 


HALL LEVEL & MFG. WORKS 
1119 E. 4th ST. — AUSTIN, TEXAS 


nail 


| Wriug Easy 


Here It Is! 


The new type self wringing Mop. 

















Sold in all the leading stores. 
Mop head is Renewable. 


Immediate Delivery. 


C. KREUSINGER CO. 


WHITE HALL, MD. 











Accept No Substitutes 
STOVOIL 


Guarantees Satisfaction 


REMOVES 

RUST 
PREVENTS 
RUST ON 








POLISHES 
ALL METALS Liberal discount 


THE BEST SINCE 1916 Ash your Jobber — or write 


SUPERIOR LABORATORIES - Grand Rapids 4, Mich. 
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LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 





FOLEY FLOUR SIFTER 


2 CUP SIZE 


It’s aluminum—light as a 
feather. Quickly sift with 
one hand, stir with other. 
Sifts into electric mixer. 
Sifts into measuring cup. 
Levels measurement. 


Slanted pronged fork quickly cuts short- 

ening into flour for pies. Creams sugar and 

butter for cakes, cookies, blends gravies, 

cteam sauces. Stainless steel, 11 inches long. 
Available through jobbers only. 


FOLEY MANUFACTURING CO 
120 2nd 3t. N. E., Minneapolis 13, Minn. 
Makers of the Foley Food Mill 














30,000 DOZENS 
A complete stock tor immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 
Machine facilities available for —— lengths. 


Also Glass Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc. Write, wire, or 


LUBRICATOR CO. 


ELMIRA, N.Y 
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delivery of 
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cial lengths. 
ysses, Lubri- 
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we. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


@ WALTER H. ALLEN CO., INC. 
Dallas 2, Texos 
@ AMERICAN WHOLESALE HDWE. CO. 
long Beach 1, California 
B. C. SUPPLY CO. 
jottle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Gainesville, Florida 
@ BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 
DUNHAM, CARRIGAN & HAYDEN CO. 
Sen Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansas 
@ C. D. FRANKE & CO., INC. 
Chorleston, South Carolina 
@ GREER & LANG 
Wheeling, West Virginia 
HALL HARDWARE CO. 
M ip li 1, Mi 4 





@ HERR & CO., INC. 
Lancaster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
@ HUNTINGTON WHOLESALE FURN. CO 
Huntington, West Virginio 
@ 'MPERIAL HARDWARE CO. 
El Centro, California 
@ JELCO MILWAUKEE CO. 
Milwavkee 3, Wisconsin 
@ JELCO OMAHA CO. 
Omaha 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC, 
Nashville 1, Tennessee 
@ KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Kansos 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 
Huntingdon 19, P. ylvani 
@ MOREHOUSE & WELLS CO. 
Decatur 60, Illinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texos 
J. H. OUVER & CO. 
Grenada, Mississippi 
@ RAILEY-MILAM, INC. 
Miami, Florida 
RAWLINGS EQUIPMENT COMPANY 

Mobile, Alabama 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
@ REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, Indiana 
@ Cc. Y. SCHELLY & BRO., INC. 
Allens, p ye 


, 








THE SEEDMAN COMPANY, INC. 
Brooklyn 6, New York 
@ H. E. SORENSON CO., INC. 
Des Moines 9, lowa 
@ SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Oklahoma 
THUMB HARDWARE & SUPPLY CO. 
Deckerville, Michigan 
@ TIEMANN HDWE. & SUPPLY CO. 
St. Lovis, Missouri 
@ UNION DISTRIBUTORS, INC. 
Red Bank, New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 
@ ZORK HARDWARE CO. 
El Paso, Texas 
ZORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 


CANADA 
FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 
WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario 





te 
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Here's the 


TOY CATALOG 


tee 





This handsome, lavishly illustrated 32-page, full-color 

and gravure TRU-TEST toy catalog is loaded as full as a 

Christmas tree with the toys you need for volume sales! 

An enormous success year after year, 

this decidedly improved, 1946 edition shows over 221 

different items ... each pre-tested for selling power. 
It’s ready now to be imprinted for you, Mr. Dealer, 

with your name and address, for distribution to 

your customers ... but you must act fast! Deadline for 

TRU-TEST toy orders is November 15! 

For full details, phone your nearest TRU-TEST Toy 


Distributor (identified by red dot in column to left). 


MASS DISTRIBUTION THROUGH INDEPENDENT WHOLESALE DISTRIBUTORS AND RETAILERS 
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a Advertising Rates 











Help Wanted, A 4 
Business pn oe Pa 
Representatives Wanted, etc. 





Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
GD WOOD ccccccccccdececoseesces 2.00 
Each additional word......... 05 





Allow Seven Words for Keyed Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders now allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














‘a ‘ap Wanted : 


CATALOGUE MAN WANTED: PERMA. 
NENT POSITION in Well Established Whole 
sale Hardware Firm in Middle West. Addres~ 
Box K-621, care of Hanpware Acz, 100 East 
#2nd St.. New York 17, N. Y. 





WANTED EXPERIENCED HARDWARE 
MAN IN METROPOLITAN DISTRICT. Good | 
at Figures in Office of Long Established Hard 
ware Firm as Price Clerk Permanent Position 
for the right person. State experience and salary 


expected. Best of references required. Address | 
Box K-837, care of Harpware Acer, 100 East | 
42nd St., New York 17. N. Y 

ENGINEERING POSITION AVAILABLE 
DESIGN ENGINEER. Position Open for Com- | 
petent Designer familiar with Structural Steel | 
Members and Hardware Parts associated with 
electrical distribution and transmission lines. 
Must he technical graduate preferably mechanical 
engineer. Submit qualifications and experience to | 
Box K-849. care of Harnware Acer, 100 East | 
42nd St.. New York 17, N. ¥ 





WANTED 
EXPERIENCED BUILDERS’ 


HARDWARE MAN 
Large Mid-Western Hardware Dealer has per- 
manent position open which carries a splendid 
opportunity for the right man. One who Is 
familiar with Corbin and Schiage lines pre- 
ferred. 
Address Box K-850, 
100 East 42nd St., 








care of pasowane | AGE | 
New York 17, N. 


| HARDWARE 


| care of 


| New York 17, N. 








SALESMEN WANTED TO SELL GEN- 
ERAL HARUWARE TO DEALER TRADE. 
Old established jobbers in Southern California. 
Men under 40 apply giving full references, 
experience, etc Address Box K-855, care of 
Haroware Acer, 100 East 42nd St., New York 
7, Ne FZ. 

SALESMEN CALLING ON HARDWARE 


AND PLUMBING TRADE TO REPRESENT 
A WELL ESTABLISHED DISTRIBUTOR of 
Plumbing and Electrical Supplies in Texas and 


Louisiana. Address Box K-857, care of Harp- 
ware Acer, 100 East 42nd St., New York 17, 
N. Y¥ 

WANTED SALESMEN TO HANDLE 


WHOLESALERS LINE IN 
THE FOLLOWING TERRITORIES: Alabama. 
Florida, Georgia and Mississippi. Could be han- 
died on side line basis. Address Box K-859, 
HARDWARE Ace, 100 East 42nd St., 





SALESMEN WANTED 


One of the Oldest and Largest Manufacturers of 
Ostrich, Turkey and Wool Dusters and Brushes has 
Openina for Salesmen calling on Hardware, Woeden- 
ware, Paper jobbers and Janitor Supply Trade. Ex- 
cellent Sideline. Commission basis. Address 


NEW YORK FEATHER DUSTER CO. 
Factory at 216 Mercer Street, New York 12, N. Y. 

















UNUSUAL SALES st!!! available for 
OPPORTUNITIES — caliber manufac- 


turers’ representatives 
now ——. hardware and paint store job- | 
bing trade. Highest quality silver chrome finish 
with proven sales records. Well advertised and 
promoted. Give complete details. 


Address Gox K-824, care of Hardware Age 


SALESMEN WANTED 


By Large Manufacturer and Distributor Pres- 
ently Calling on Store Fixture Manufactur- 
ers, Hardware Dealers, Restaurants and Ho- 
tel Equipment Supply Houses and Architects 
te Handle Fast Selling Miscellaneous Hard- 
ware and Allied Lines. State experience and 
territory. 
Address Box K -823, care of pAsowage * ad 
100 East 42nd St., New York 17, WN. 





100 East 42nd St., New York 17, N. Y. 








WANTED—MANUFACTURER’S AGENTS 
CALLING ON Builders’ Hardware Contract 
Dealers and Lumber Yards to Seil Established 
Line of Casement and Storm Sash Hardware. 
New York, Pennsylvania, Pacific Coast and Other 
Good Territory Open. Address Box K-781, care 





of Harpware Acz, 100 East 42nd St., New York 
17, N. Y¥. Y 
SALES REPRESENTATIVES: LONG ES- 


TABLISHED MANUFACTURER OF HIGH- 
EST STANDING wishes tq Contact Successful 
Manufacturers’ Agents to handle the Distribution 
of a New Patented Advertised Line of Bronze 
Weatherstripping. Delivery situation good. In 
replying, please advise what lines you now handle 
and indicate how long you have handled each. 
State what territory you cover and the classes 
of trades you now contact. Also furnish any 
other information you may consider valuable. All! 
replies will be held in strict confidence. Address 
Box K-845, care of Harpware Ace, 100 East 
42nd St. New York 17, N. ¥ 








The Schutze Sales Co. | 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 














SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

MoS STStat-Sier oO, 
9822 N Miami 38. 


86. 
. 2nd Avenue 5 

















Sideline Salesmen Wanted! 


We offer prompt shipments on 
MEDICINE CABINETS, HAMPERS, 


RORS, RUGS, SMOKERS, DOOR ‘MATS, 


DOLL CARRIAGES, ETC. 
The WALTER S. KRAUS CO. 
woopsiDE NEW YORK 








HOUSEWARES SALESMAN 
FOR NEW YORK 


A Well Established _ England Manufac- 
turer of H d in talking 
with an experienced Pan ne from 30 te 35 
years of age whe will make his headquarters 
at our New York Offices. 
We are particularly interested in someone 
whe has had Jobbing or Department Store 
Experience and wants to join the sales de- 
partment ef a manufacturer. Our lines are 
d and stocked by the best jobbers, de- 
partment stores and chain stores in the Metro- 
politan New York Area. 
All information in your reply will be eonfiden- 
tial and not your permi 
Address Box K-852, care of Hardware Age 
100 East 42nd 8t., New York 17, N. Y. 




















HARDWARE BUYERS 








WE DON'T WANT YOU . . . if you aren't 30-40; 
if you don't have a thorough buying experi- 
ence; if you can't order hardware and farm 
supplies for quick delivery, or if you are 
short on ambition. 


WE DO WANT YOU .. . if you can locate, 
evaluate, buy and deliver quickly farm sup- 
plies, hardware and other hord lines. 


YOU CAN SET YOUR OWN CEILING ... if 

you mi this responsible job with a new ‘fast- 

ti Write, wire or call 

(500) "Qteves Division, Doughboy Industries, 
Inc., New Richmond, Wisconsin. 
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Classified Opportunities Section... 








[Sales Representatives Wanted } 





REPRESENIALIVES WANTED: ESTAB- 
LISHED MANUFACTURER’S REPRESEN- 
TATIVES WANTED to handle Fast Moving 


Patented Household item selling to housefurnish- 
ing, hardware, grocery jobbers, chain and depart- 
ment stores. Many territores open. Address Box 
K-841, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 


HARDWARE JOBBER REQUIRES SEV 


ERAL SALESMEN FOR THE FOLLOWING 
STATES: Ohio, Pennsylvania, Kentucky, Indi 
ana, and Michigan. Can be handled im conjyne- 
tion with other non-conflicting lines. Address 
Box K-860, care of Harpware Ace, 100 East 


42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES 
MOP HANDLES for Both Home and Janitor 
Use. Protected territories open except Pacific 
Coast and North East States State territory 
desired and types of lines now carried. Betlen 
Mfg. Co., Inc., 253 East.ake Avenue, Seattle 9, 
Wash. 

SALESMAN—BROOKLYN, LONG a | 
TERRITORY 10 YEARS HARDWARE FOL 
LOWING WISHES TO REPRESENT FAC- 
TORY SIDELINE ITEMS. Please give full 
details. Arrange meeting in New York if neces- 
sary. Territory protection paramount Address 
Box K-846, care of Harpware Ace, 100 East 
42nd St., New York 17, 7 





MANUFACTURER’S REPRESENTATIVE 
in (1) Boston 
Atlanta and Southeast (3) Texas and Southwest 
(4) Kansas City and Midwest and (5) Minneap- 
olis and North Central territory to sell on a 
commission basis America’s Outstanding Dry 
Cleaner known as Deodorized Zeen Dry Cleaner. 
Must be aggressive and able to do specialized 
job. Must have following with housewares buyers 
of department stores, chain stores and hardware 
jobbers. State qualifications fully, and whether 
you handle conflicting lines. Zeen Chemical Com- 
pany, 2000 Elm St., N. W., Cleveland 13, Ohio. 





Distribution— Present and Postwar 





Established— Reliab! Aggressive 
Selling Agents 

ANCO CORPORATION. Pittsburgh, Pe. 
Branch Offices 


New York . Phitadetphia . Detrelt  Chicage - Clevetand - Lovlsvilte 
Covering al) classes of jobbers. We will carry the 
sesounts or you can bill direct 

Write fer further infermation ond refereness 





WANTED. | 


and New England territory. (2) | 


ATTENTION MANUFACTURERS. I COVER 
CLEVELANV, OHIO AND CUYAHOGA 
| COUNTY. Do you need honest sales representa- 
|tion here? If you are a reliable manufacturer of 
good salable merchandise, I invite your corre 
spondence. A mutually profitable sales agree 
ment between us can no doubt be consummated. 


land 3, Ohio. 





Accounts Wanted 





| ESTABLISHED MANUFACTURERS 
AGENTS AND DISTRIBUTORS—Wants Two 
Additional Lines for distribution in California, 
Oregon and Washington. 


lumber, building supply, plumbing and hardware | 


dealers quality medicine cabinets, kitchen cabinets, 
| and bathroom accessories. References furnished. 
Address Smith Becker Co., 29 Pine Street, San 
Francisco 11, Calif. 





ATTENTION MANUFACTURERS! AM- 
BLITIOUS, EDUCATED, EXPERIENCED IN 
BUSINESS MANAGEMENT, 
VETERAN, age 30, family, desires to represent 
| manufacturer of quality merchandise in Western 
Washington. Will consider exclusive distributor 


SALES AND 





Robert Wittrock, 8510 Linwood Avenue, Cleve- | 


Now selling the finest | 


| 


} 





ship. For exchange of references and for further | 


eare of Harpware 
ae 


| information write Box K-853, 
Ace, 100 East 42nd St., New York 17, 


| WANTED—LINES IN THE PACIFIC 
NORTHWEST. 15 Years’ experience with Hard 
ware, Mill Supply and Automotive Jobbers. In 
| dividual, energetic attention given 
| in a rapidly expanding population and vast area 
| some 500 miles or more from your California 
hased representation. Washington, Oregon, Idaho, 
| Montana and Utah. Responsible references fur- 
nished on request. Address Smart Associates, 
| 1445 S. W. 150th St.. Seattle 66, Washington. 








MACHINERY AND HARDWARE 
MANUFACTURERS 


A large New York Export House established 191¢ 
with Offices in Rio de Janeiro, Sae Paulie and 


Porto Alegre 
BRAZIL 


solicits Agencies. Address Box K-848, care of 
Hardware Age, 100 East 42nd St.. New York 17, N.Y. 





your products | 


| 


| 
| desires 


FACTORY REPRESENTATIVE—TWENTY 
YEARS’ personal contact among chain store syn- 
dicates hardware aud electrical distributors in 
| greater New York seeks line—references fur- 
| nished. Address Box K-826, care of HARDWARE 
Ace, 100 E. 42nd St., New York City 17, N. Y. 


MANUFACTURERS’ AGENTS DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mili Supply Houses. 
12 years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
K-816, care of Hanpware Acz, 100 East 42nd St., 
New York 17, N. Y 


MANUFACTURER'S LINES WANTED 
FOR THE CHICAGO AREA, Aggressive Rep- 
resentative 16 years in sales and merchandising 
in this territory. Close contact with the electrical, 
hardware, automotive, jobbers, chain and depart 





| ment stores. Hard working producer, well 
| planned thorough coverage. Finest references. 
Richard Ades, 1547 Farwell Ave., Chicago 26, 
Illinois. 

FOR ALL OF NEW ENGLAND—LIVE 


| MANUFACTURER’S AGENCY, Serving large 
choice clientele, seeks One More Volume Repeater 
Major Line of Merit. We call on hardware job- 
bers and large retailers, mill suppliers, chain and 
lept. stores. Thorough and frequent coverage 
issured. References. faxwell Lawrence Sales 
Co., 114 State Street, Boston 9, Mass. 


GOOD LINES WANTED. Sales Agency with 
seven hard-hitting salesmen contacting department 
and chain stores plus housewares and hardware 
jobbers in New England, New York, Philadelphia, 
Baltimore, Pittsburgh and Surrounding Territories 
Additional Line on commission basis. 
Guaranteed immediate volume business. Address 
Box K-842. care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


MANUFACTURERS’ REPRESENTATIVE 


ov preetrety reed INTENSIVE COVER- 

LABAMA, ARKANSAS, yt geres in 
MrssissiPpl AND TENNESSEE DESIRES AD 
TIONAL LINES. SALES MADE EXCLUSIVELY 
TO JOBBERS. 


COMMONWEALTH SALES CO. 
4142 South State Street Jackson, Miss. 











WEST COAST 


Sales Organization (representing manufacturers 
only) desires additional Houseware, Appliance, 
or Hardware Line—complete coverage by 

road men—sell both dealer and jobber—perma- 
nent show-rooms in California. Available for 
interview in East in November and December. 


Address Box K-8i9, care of nase ase AGE 
100 East 42nd St., Now York 17, N. Y. 


WELL-ESTABLISHED 
MANUFACTURER'S AGENCY 
calling on the Hardware, Electrica] and Mill Supply 
Jobber, Syndicates and Department Stores be 

out Michigan, Ohio, Indians, Illinois, Kentueky and 
Pennsylvania desires ONE ADDITIONAL MANU- 
FACTURER’S LINE. 
Address Bex K-796, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 








DISTRIBUTORS AND 


SALES REPRESENTATIVES 


D FOR ALL TERRITORIES Py. MANU- 


AND 


TO EARN LARGE INCOME. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. ELSTON AVE. CHICAGO 47, ILL. 








SALESMAN WANTED 


Full Time or Side Line calling on Hardware, Paint 
and Variety Stores, Plumbing Supply Houses, Mille 
and Institutions for Line of Paint, Putty, Roof Coat- 
ings and Specialties. Maine, New Hampshire, Vermont, 
Connecticut, Western Massachusetts and Cape 


BOSTON PUTTY WORKS, INC. 
101 Bickford Sf. Jamaica Piaia, Mass. 











MANUFACTURERS 
ATTENTION! 


Sales Representative—23 years’ experience—24 in 
Organization—Well Rated—Cover, New York State 
(exclusive of Metropolitan Area), New Jersey, Penn- 
svivania, Delaware, Maryland, District of Columbia, 
Virginia, West Virginia, North Carolina—Contact, 
Jobbers and Large Buyers. 
Can Handle Additional Lines: Hardware, Electrical 
or Housefurnishings. 


MITCHELL LOVE COMPANY 


712 N. 16th St., Philadelphia 30, Penna. 














WANTED 
FROM 
MANUFACTURERS 


ON A COMMISSION BASIS, A FEW MORE 
HARDWARE SPECIALTIES, PREFERABLY BUILD- 
ERS HARDWARE AND SPORTING GOODS. 


COVERING DEALERS IN DETROIT AND MICH- 
IGAN. REFERENCES FURNISHED. 


S. HERATH 


313 MONTEREY DETROIT (3), MICH. 











(Classified Opportunities continued on page 276) 
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[ Accounts Wanted | 








H I 


Mercantile Building 
DENVER 





YA PARDNER 
GOING WEST? 


WE CORRAL A HEAP OF BUSINESS 
IN 
Montana — Utah — Idaho —- Wyoming - Colorado 


All Inquiries to Denver Office Pleasel 


LINDSAY-BERGSTROM COMPANY 


"WITH THE TRADE OVER A DECADE" 


NEED A LIFT? 


FIVE GOOD SALESMEN 
TWO NICE SHOWROOMS 
Commission Basis Only 


Cheever Building 
SALT LAKE CITY 








ATTENTION MANUFACTURERS — AG- 
GRESSIVE REPRESENTATIVES SEEKING 
GOOD ITEMS FOR SALE to Chains, Whoie- 
salers and Syndicate Accounts. Address Box 
K-843, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experiencea 
Sales Organization. Weill Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers ana 
oo Boston Showroom and Warehouse. Dun 

Bradstreet rated. Address Perkins Sales 
Ce. 610 Newbury St., Boston 15, Mass. 


WELL-ESTABLISHED MANUFACTURER'S 
REPRESENTATIVE calling on Industrial and 
Mill Supply Trades would like Line of Bolts, 
Nuts and Screws. also Kindred Lines for the 
five New England States. 
buyers of Ferrous, Non-Ferrous and Stainless 
Steel, Fastenings, etc. Address Box K-847, care ot 
Harpware Acs, 100 East 42nd St., New York 
17, 








FACTORY REPRESENTATIVE: 25 years’ 
successful, aggressive experience selling Retail 
and Wholesale Trade wants Appliance, Furniture, 
and Houseware Lines from Reputable Manufac- 
turers for Kansas and Oklahoma or will consider 
factory representation of one line. References 
furnished. Address Box K-844, care of Haro- 
—_ Acz, 100 East 42nd St., New York 17, 








Oo — 
SALES ORGANIZATION, PERMANE NT 
LARGE ATTRACTIVE SHOW ROOMS, 


DOWN-TOWN FORT WORTH, TEXAS. Com- 
plete coverage Texas, Oklahoma, New Mexico, 
Arizona. Good following with well rated furni- 
ture, hardware, department, chain, appliance, also 
jobbers. Can handle Additional Suitable Lines 
commission basis, from manufacturers only. Orn 
Sales Organization, 302% Houston St., Fort 
Worth 2, Texas. 


LINES WANTED FOR 


Hardware, Toy and Gift Trades. Pennsylvania, New 
Jersey, Delaware, M 





ha ne —_ Commission 


MeGILL & LAUGHREY 

Manufacturers Ropressntotives 

1421 LAND TITLE BANK BLOG. 
Broad & Chestnut Streets, Paltedetphie 10, Pa. 











ee DIRECTOR OF EASTERN EXPORT 
AND MERCHANDISING CORPORATION VIS- 
TING AMERICA EARLY NOVEMBER REQUIRES 
FIRST CLASS AGENCIES ALL CONSUMER 
AND RETAIL SELLING LINES. LINK-UP COV- 
ERS ALL INDIAN EMPIRE TERRITORIES, CEY- 
LON, BURMA AND UNION OF MAYLAYA. 
SUBSTANTIAL ones WILL BE PLACED IF 

ES COMPETIT 

Bou Reest. tee of oy ty ag , aes 

100 East 42nd St., New York 17, N. 











Positions Wanted ‘| 


Well acquainted with | 
| lished manufacturer to earn $500.00 up monthly. 


[Busi Oppotunitiean | 





SALESMAN WITH 19 YEARS’ EXPERI- 





ENCE IN GENERAL HARDWARE LINE, 
also 5 years’ experience as an estimator in 
Builders’ Hardware, capable of reading blue | 
prints, and with following in Eastern Pennsyl- 
vania and New Jersey, desires position with 
reputable manufacturer or jobber. Salary anil 
commission. Best of references. Address 


Gatter, 6239 Oakley Street, Phila- 


Pennsylvania. 


William L. 
delphia 11, 


AVAILABLE — EXECUTIVE, MANAGER 
OR MANUFACTURER’S REPRESENTATIVE 
for Northern California. Responsible government 
executive wants permanent connection with estab- 


Age 39, good health, excellent education; gentile, 
family-man, home-owner near San Francisco, Ex- 
perienced buyer, merchandiser, executive. 
Box K-834, care of Harpware AGe, 
42nd St., New York 17, N. Y. 


| Business Opportunities | 
HARDWARE STORE WANTED BY EX- 
PERIENCED HARDWARE MAN LOCATED, 


100 East 











NEW YORK, NEW ENGLAND, NEW 
JERSEY, PENNSYLVANIA, OHIO. Must be 
Well Established and Stand Investigation. Ad- 
dress Box K-858, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y¥. 


FOR SALE. Due to a death in the family, I 
am offering a real opportunity to the right party. 
Hardware, Plumbing, Heating and Appliance 
Store. Small town. o competition. Large in 
ventory. Well equipped, good buildings, 5 lots, 
on M 66. Price $27,000.00. We serve all of 
Cass County. If interested write Post Office 
Box 8, Vandalia, Michigan. 








FOR SALE 


HARDWARE STORE 40x 88— 50x40 Plumbing 
Yard, Specializing in Plumbing, Paint, Electrical, 
Builders Supplies and Tools. Located in Fontana, 
California, Fastest Growing Town in Country and 
Home of Kaiser Steel Co. Grossing $15,000 per 
month. Excellent Franchises. Phileo, Delta, and 
many others. Price $50,000 Cash. 
Address Box K-856, care of HARDWARE AGE 
100 East 42nd St., New York 17, M. Y. 




















SWISS AGENT 


WISHES TO REPRESENT AMERICAN FIRMS IN 
SWITZERLAND FOR TOOLS AND HARDWARE. 
IF POSSIBLE WITH STOCK ON DEPOSIT. GUAR- 
ANTEE AVAILABLE. PLEASE WRITE TO 


G. ANDEREGG AGENCIES 
WANGEN 0/AARE, SWITZERLAND 











FOR SALE 


MIAMI, FLORIDA—RETAIL HARDWARE BUSI- 
NESS ESTABLISHED 25 YRS. BY PRESENT 
OWNER. Sales Now $20,000.00 Monthly. Can be 
doubled. Almost New Building 50’ x90’ on long 
term lease. Heavy inventory, modern fixtures. Good 
location. $80,000.00 Cash. 
Address Box K-854, care of panewaes AGE 
100 East 42nd St., New York 17, N. Y. 











HARDWARE STORE: LOCATED IN GOOD 
SMALL TOWN; NO COMPETITION; 72x90 
lot on main corner with 2-story frame building; 
$10,000 worth clean stock, many franchises; 
records to prove volume and high profits. $25,000 
complete. For details consult The Miller Realty 
Co., Miller Building, Geneva, Ohio. 


HARDWARE ITEMS WANTED 


for new Catalogue being prepared for 
P 


THE TILLHAM CORPORATION 


123-133 William St. New York 7, N. Y. 











MERCHANDISE 
WANTED 


Suitable for Installment 
What have you to Offer? 


COOPERATIVE MERCHANDISERS 
110 West 34th St., New York 1, N. Y. 


NEW EQUIPMENT 


400—3 KW 1 ph. 60 cyc. 120 volt 
generators. Driven by 13.5 HP 
HERCULES ZXB GAS. 

200—5 KW 1 ph. 60 cyc. 120 volt 
generators. Driven by 13.5 HP 
HERCULES ZXB GAS. 

400—7'2 KW, 1/60/120-240 v. gen- 
erators. Driven by WILLYS "JEEP" 
Gaso. Engines. 

60—10 KW, 1/60/120-240 v. gen- 
erators. Driven by WILLYS "JEEP" 
Gaso. Engines. 

110—15 KW, 3/60/127-220-440 gen. 
Driven by 34 HP INT'L UD-6 Diesel. 

1200—13'2 HP HERCULES ZXB gaso. 
engine Power UNITS, any kind of 
take-off. 


Attractive discounts to Dealers. 


Industrial Trading Co. 


30 Church St. New York, N. Y. 


Selling. 
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MODEL .C-102 


Ask Your Jobber For These Quick-Selling 


MODEL B-105 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP — 2 in | 
clip for toe and finger 
nails. Model T.F. 51. 


(B) ALUMINUM FOLDING 
RULES — 6 Ft., Model 
RL-113; 3 Ft., Model 
RS-113. 


(C) *ADJUSTABLE LEVEL Jr. 
Model L-111. 


(D) CARPENTER SQUARE — 
with level. Model C-102. 





NOVEMBER 7, 1946 


(E) HACK-SAW FRAMES — 
Heavy Duty. Model 
H-103. 


(F) SLIDING BEVEL—Model 
B-105. 


(G) No. 13 — JOBBER’S 
DRILL GAGE — Model 
G-115. 


‘(H) Electricians & Plumb- 


ers HACK-SAW FRAMES — 
Heavy Duty. Model 
H-109. 


*Pot. Pending U.S.A 


(1) *PROTRACTOR & DRILL 
GAGE — Model P-108. 


(J) COMBINATION SQUARES 


with levels and scriber. 
Model 100. 


(K) DEPTH MARKING GAGE 
— Model D-106. 


(L) ADJUSTABLE BENCH 
LEVEL (10 inch) — Model 
$-107. 


(M) PISTOL GRIP HACK-SAW 
FRAME — Heavy Duty. 
Model H-116. 


WATCH FOR ADDITIONAL TOOLS. NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 
























MODEL Ric V33.4 
MODEL RS-113 


(t) 
MODEL $-107 





oe 
te 


TWIX MANUFACTURING CO., Inc. 


40-09 2l1st 


STREET * LONG ISLAND CITY 1, N. Y. 
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AIROSPRAVER 


This 
varied as 
truck garden or grove . 


all- purpose sprayer 


fighti 


Airosprayer does the job thoroughly . . . 


spray-protection is needed! 


accomplishes 
spraying a herd of 


RETAILS 


$7.25 


jobs as 
cattle, shrubbery, 
ing fire or creosoting! 
wherever 


Jobbers Wanted 


AIROSOL 


Box 458, 22nd St. Station 


SALES CO. 


St. Petersburg, Florida 











Wo 


Tascon is t 


most penetrating rust solvent known. 
f seconds and al- 


through rust in a matter 
most instantly loosens frozen 
dissolves gummed-up oil, tar, 


Sales mean repeat orders because Tasgon is 
tops in the rust solvent field. 
is backed by continuing national advertising 
in industrial and building magazines. 


Write today! 
and information about dealer 


SAMUEL CABOT, Inc. 1705 orive Bidg., 


paint 
its way into the tightest joints. 


For sample descriptive folder 





it Sells Fast 


BECAUSE IT 


rks Fast 


he quickest and 
It bites 





Tasgon 
. works 


parts. 


And Tasgon 


helps. 








Boston 9, Mass. 





Sees “lo fidwertisewn 














Genui" DOMES : 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


FURNIT 


D 
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| Dennis a ids Co. te _ 
| Devoe aynolds Co., Inc....... 
Abesto Mfg. "ats 262 | Dietz Co., The R eS 
Ama Pasic Hanger Corp. 758) Bapemar Mig. Co. 33 pong 
. cible Co., Joseph ...... 
| Adirondack Chair Co. | Bison, 7 ieee... ‘ yp 
Air Spee —— - = | Dow Chemical Co. ’ . 4 
Airoso es . Works, Inc. 229 
| Allied Hardware Corp. | Drake ee 
Aluminum Company of America | 
Aluminum Paint Division tet E 
Roofi Division : 
Aluminem Costing | Utensil Co. 47 | Eagle Industries, Inc. - 24 
Amalite, ose nee" me soo Seoeeey, Se Inc. 4 = 
Ambroid Co. ........ co Gu . . : ‘ 
American Cabinet Hdwe. Corp. 189 | Electro-Line Products Co. - 14 
American Chain & Cable Co. 122 | Embury Mfg. Co. . - 244 
American Floor Surteding Ma- “ Englishtown Cutlery, Ltd. - § 
chine Co. . ‘ 
American Mat ‘Corp. 88 
American Pulley _ po F 
American Screw Co. 
American Solder & Flux Co. 268 Findore “Mite 1% —— : - 
American Steel & Wire Co. 11! | Fireline Stove & Furnace Lining 
American ana Bottle Co., The . 4 Co. . 90 
| Anderson Box Co. .... 62 | Flex Blade Works 255 
| Anderson Mfg. Co., Ben H 73 | Flint & Walling Mfg. Co., inc. 79 
| Animal Trap Co. of America 188 | Elorence Stove Co. ae 
| Armstrong Bray & Co. 240 | Fiorence Textile Products rer] 
| Armstrong Bros. Tool Co. 224 | Foley Mfg. Co. : 272 
| Arr-O-Line Mfg. Co. ............. 270| Frantz Mfg. Co. 223 
| Arrowhead Sales & Distribution = Fuller Tool Co. 69 
| °. | 
| Artistic Wire Products Co., Inc. 88) 
| Asbestos Textile Co., Inc. 239 S 
| Asco Chemical Co. 252 
Atkins & Co., E. C. 68 | G-M Laboratories, Inc. 230 
Atlas-Ansonia Co. 100 | General Electric Co. 
Auth Electric Co., Inc. 266 Clock Division ... ‘ 151 
| Automatic Products Co. 112 Home Laundry Division 26 
Autoyre Co., The 263 Lamp Division , 43 
| Avery Adhesives Co. 23! | General Mills, Inc. 115 
General Paints, Inc., Cutlery Di- 
RF 
a Sager’ Steel Worehouse Co. é . 
ter H | + . 26 
| Baton aster eeg, Se, Gf] Sten ed footy ie 
v b teee silbert Clock Co., William L. ... 
| Sree ac wks =" aa] Stig Sgptv Ramer Oa 
| prabler . Co. 
| Bay State Sports 279 | Grand Specialties Co. 22 
| Behr- ot a Pre! sar tneess - Croat Neck Saw Manufacturers, 
| Berkshire Paint Co. oe 176 | Griffin Mia. 
| den iin Go. 204 Griffin Mfg. Co. % 
| Bethlehem Steel Co. 211 
| Bird & Son, Inc. ' 14 H 
Bommer Spring Hinge Co. 239 
| Boss Mfq. Co. 246 | Haines Mfg. Corp. : > 
Boston Varnish Co. 159 | Hall Level & Mfg. Works . Mm 
| Boyle-Midway Inc. Hall Line Corp., 52 
a — Products .......... 29] Hamilton — Co. R = 
iz Line s Handyman Co. ey 
Briddell, Inc., Chas. D. Hanson Scale Co. ...... . 72 
Bridgeport Hdwe. Mfg. Corp. The 26 Hassall, ae John .... 180 
Briggs & Stratton Corp. 155 | Hedden Co.. Jeff A. ............ 239 
Brown-McLaren Mfg. Co. ....... 104 | Heller Co., Inc., J.& . & 
Buckeye Aluminum Co. ... 187 | Hill-Shaw Co. ....... 183 
| Buffalo Bolt Co. 105 | Hobart Mfg. Co., Kitchenmaid 
| Burgess Battery Co. 245 Sere 179 
} Holt —_~ = sd ein ale Csi 114 
Hooven Allison Co. 56 
| c +a ge gy OT SESS eee. = 
Horn ; : 
Cabot, Inc., Samuel 
Caldwell Industries, Inc. 110 Horrects-Ibbetven Co. oes, on 
Camillus Cut! - ieee te af eres 
Carboley Co. a “** t9g | Hurd Lock & Mfg. Co. Pre 
Carbeorundum Co. .. 66-67 
Carroliten Mfg. Co. 235 ! 
Center Toolcrafters, Inc. 239 
Control oy L Sere. fof fedependent Lock eee is 
ontien Outboard Motors Co. 56 | inferchemical "Carp. Ay PELE, 37-40 
Cheney Hammer Corp., Henry ..._ 34/ international Exporters 
Chicago Die Casting Mfg. Co. .. 223| International Housewares “wg * 
Chicopee Mfg. Corp. of Ga. ... 98] pliance Show ................+- 114 
aor i oe & Mfg. Co. .... 165 
nha deal red . 250 
Collet Supplies, A. M. Aine 252 J 
Columbian Rope Co. evened te 
Columbus Plastic Products, “fae. .. £69 | domes Mig. Co. ..0....-ccces000. 101 
Congress Die Casting Division ... 249 | Johnson Steel & Wire Co., Inc 233 
eeleeded Suge Ge. es 
ine ‘ 
Sontive HeSier € , 
raire Heater Corp. Kano Laboratories .............. 227 
— Screw Corp. Kaul Im ing Agency, Inc., Leo 118 
Soosten C Glass en. Kaylan Cutlery Co. ......... oan 
Co., 
Greseént Bronze Powder Go. 191 ON Serre 30 
Keen Equipment Co. .. 110 
Crescent Stee! Co. sssseesee 76) Keil Lock Co., Inc... 223 
Cyclone Fence Division 111 | Wester Solder Co. .... ” 261 
Keuffel & Esser Co. . 271 
D aera Re 3 ce Co. = 
napp n eS ae 
Dakota Belt Co. ................. 17 | Knapp-Monarch Co. sees 83 
Daiglish & Co., J. ... 9 | Knu-Vise, Inc. ... 171 
Damascus Steei Preducis Corp. 227 | Kreusinger Co., C. 272 
Dore Products .. 266 —— wick Sales Co. 251 
Dazey Corp. ...... ~ 23 | Kyanize .......... . 159 
HARDWARE AGE 
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L Railway Express Agency ......... 241 
LaPorte Corp. 267 | Raybestos-Manhattan, Inc. . 263 
Leech Products Co. 268 | Ray-O-Vac Co. u 
Lenk Mfg. Co. 194 | Reardon Laboratories, Inc., W. 6. 255 
Levy Sons, Inc., |. 49 | Red Devil Tools ... ‘ . 232 
Lewis Co. 97 | Reed & Prince Mfg. Co. . #4 
Libbey-Owens-Ford Glass Co. 219 | Reflecto Letters Co. ...... . 260 
Liberty Distributors 268 | Reflexite Corp. bateanpiete 257 
Lionel Corp. ... 12-13 | Remington Arms Co., RCA 
Lowell Mfg. Co. 100 | Revere Copper & Brass Inc. 19-20 
Lowenthal Co. 82 | Ridge Tool Co. .. 104 
Lucas & Co., Inc., John 107 | Rite Way Products Co. 103 
Lufkin Rule Co., The 221 | Rival Mfg. Co. . 243 
Lurie Hardware Co., Inc., The 224 | Rogers Isinglass a Glue Co. 247 
Lyman Gun Sight Corp. 247 | Rome Mfg. Co. Division 19-20 
Rop-Loc Products Co. ........... 92 
M eae yy woe ; 108-109 
, usse rwin Mfg. Co. ........ 32 
Mac-Erie Mfg. Co. ... 203 | Ryer 
Mash Melding foc... 234 yerson & Son, Inc., Jos. T. 229 
Madison Products Co. 279 s 
Maine Industries Co. . 252 
Marble Arms & Mfg. Co. 262 | Sofety Belt Locer Co. 256 
a Trowel Co. 262 | Samson Corda 2 Works 278 
Mason Co., Me Seense 25 | Schaffer Co., : 63 
Mayes Srothers Tool Mfg. Co Schollhorn Co., "William “ates 26) 
MR, - Gusts enadpadeaabe 268 | Sharon Bolt & Screw Co. .. 254 
McGill Metal Products Co. 254 | Sheffield Bronze Paint Corp. 95 
McKinney Mfg. Co. 80 | Shelby Spring Hinge Co. . 222 
Mell-O-Chime & Signal Co. 243 | Shelton Plane & Tool Ffg. Co. ... 264 
Metal Textile Corp. .... 116 | Siebring Mfg. Co. --+» 200 
Metaloid Co., The 257 | Silex Co., The ... . 193 
Mid-States Steel & Wire Co. 76 | Silver Lake Co. 272 
Miami Metal & Mfg. Co., Inc... 44] Simer Co., Jerome 158 
Mille Lacs Lake Spinner Co. 226 | Skilsaw, inc. 238 
Mill-Rose Co. ......... 262 | Slaymaker Lock ‘Co. 279 
Miller Protecto Products Co. 214| Smead Mfg. Co. 61 
Miller, Inc., Robert E. 278 | Smith Corp., A. O. 59 
Millers Falls Co. ..... 58 | Smith & Son, Inc., Seymour 255 
Milwaukee Lace Paper Co. 235 | Southington Hdwe. Mfg. Co., The 265 
Minute Mop Co. ..... 258 | Spar-Tex Co., The ... . 252 
Model Tools ......... 51 | Speedway Mfg. Co. 242 
Modern Metal Products Co. 197 | Stack Plastics ...... 50 
Modern Plastic Co. ... 17g | Standard Horsenail Corp. 264 
Modglin Co., Inc. ... 116 | Stanley Works, The . 60 
Moore Push Pin Co. .. 268 | Starline, Inc. ... 281 
Mortell Co., J. W. .. 248 | Sterling Lock oa: 225 
Morton Mfg. he 7g | Superedge Products, Inc. 160 
Multi-Kwik Co., Div. of Radiobar Superior Fastener Corp. 252 
Co. of America ...... Superior Laboratories 272 
Munising Paper Co. ... 92 | Swain Nelson Co. .. . 237 
Murdock Co., William J. 251 | Swift & Co. .207, 247 
Murphy Paint Division .. 37-40 | “Swift” Lubricator Co. 272 
Myers & Bro. Co., F. E. .. 72 | Swing-A-Way Steel Products Co. . 198 
N T 
Nankee Aluminum Paint Co. 264 | Taylor Instrument oe 42 
National Cash Register Co. 269 | Telechron Inc. naan aa 
National Die Casting > 18 | Templeton, Kenly ac 252 
National Hanger Co. 222,| Tennessee Valley Associated Mar- 
National Ideal Co., the “727, 287, 268 | _keters .... 90 
National Industries .. 172 | Thompson & Son Co., Henr 265 
National Lock Co. ... 262 | Toastmaster Products Divis - 169 
National Mfg. Co. . 248 | Tompkins & Co., Inc., 118 
National Paper Box Mfgrs. Asso- Traubee Produc ay 205 
ED wi dccrdachice 153 | Tremco Mfg. . 
Neatsiene Co. ...... 247 | Troy File Wo > 252 
Newell Mfg. Co. ... 263 | Tudor Chemical Speciatties, “Ine. 249 
Ney Mfg. Co. ...... 262 | Twix Mfg. Co., Inc. ... 2777 
Nicholson File Co. .. 120 
Noma Electric Co. .. 15 U 
— = aed Union Hardware Co. . 80 
: 2 hater ah ln United States Electric Mfg. Corp. 110 
fe) United States Steel Corp. ... WW 
Universal Clay Products ae 253 
Oakes & Co. ....... 273 | Upson-Walton Co. 62 
Oakland Engineering Co. 55 
pad 3 > ,.. 6 Vv 
wosso Products Co. 192 
Ox Fibre Brush Co. ... ; % Vaughn Novelty Mig. ty 14 
‘Ox Wall Tool Co. ... 78 | Victor Mfg. Co., R. C. ...... 270 
Pp Vigilant Products Co. 27 
wh, A ee eee ee 280 
Parva Products ...... aha 225 | Vital Products Mig. Co., The .... 268 
Patent Cereals Co. .. 220 | Vichek Tool Co. ..............4.. 228 
Patent Specialties, Inc. 112} Vulcan Electric Co. “bf 
Paysee Co., Inc. ..... ‘ 117 
Ceerven, sae. re 272 w 
‘eck, Stow cox Co. 257 
Sccare Pale Ge. ..... 156 Welles “Coe the chads ce akien oa 
Pennsylvania Rubber Co. 53 Wer a ms "9 
Pentagon Products, Inc. 16 Wes? Be 3 y e cS Naee 
Perfection Automatic Machine Co. 279 Week h - uminum @. .-.. 3 
Perfection Stove Co. . 2 estchester Brickote Products Co. 266 
Parme-Jack Gore. the 206 Western Fluorescent Lighting Co. 266 
Petersen Ma. Go. 3 weeneenese © a & Mfg. Co. 93 
Phelon Co., R. E .. 187 | White Machine Work 290 
yt aes e Machine orks ...... 
Philadelphia: Lawn cMewer Div... 217| Wilbar Sales & Engineering Co... 110 
Pioneer Merchandise Co 7) Wilcox Crittenden & Co., Inc. 238 
Pittsburgh Plate Glass Co. ha a Imperial Co. 231 
neh Dit... 28 nchester veneers ! ‘Arms Co. . 57 
Wiss & Sons Co., J. .......... 185 
Store Front Division 209 | Wooster R bber C 
Plymouth Cordage Co. 263 Wrieh? Pring: cee ok"? “ 
Polk Industries, The .. 244 right Steel & Wire Co., 6. F. 265 
Portable Products Corp. 2i7 x 
Poulson & Nardon, Inc. 4 
Prima Products, Inc. . 177 | X-Acto Crescent Products Co., Inc. I/ 
Pyramid Commodities Co. 50 | 
Y 
R Yale & Towne Mfg. Co 3 
Radiobar Co. of America ...... 54 | Young, Inc., Everett E. ......... 118 
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New . . Fast-Selling 


CHRISTMAS 
TREE HOLDER 


Here's a hot new item for holiday 
PROFITS — sensational new 
STURDY, ALL STEEL Christmas 
Tree Holder! Rigid construction 
for trees up to 3” diam., and up to 
10 ft. high. No screws—no bolts. 
Eliminates need of trimming lower 
branches. Painted red. Attractive 
package, 12” long by 1%” square. 
Shipped 2 doz. to carton (42 Ibs. 
shipping wt.). Retail price $1.00. 
Dealer price $7.20 per doz., F.O.B. 
Toledo. 2% 10 days, net 30. Order 
now. 


Sane Se 


a al 





IMMEDIATE DELIVERY! 


MADISON PRODUCTS CO. 
3005 Detroit Ave., Toledo 10, Ohio 

















Foothalls: 


DELIVERY AT ONCE 


@ Imitation Leather @ Rubber Valve Bladders 
@ Shipped Inflated 


$13.20 DZ.—Junior Size $18.00 DZ.—Full Size 


BAY STATE SPORTS 


88 BROAD STREET BOSTON 10, MASS. 















SLAYMAKER 


800 and 900 Padlocks 

Rugged, rust-proof, Zamak case, 
* Genuine Pin Tumbler mechanism. 
No, 800 —1}4” 
No. 900 —1%" 


SLAYMAKER LOCK CO., LANCASTER, PA. 


Paramount in Padlocks Throughout the World 
~ einai 





Size across case: 











WASHER 
TROUBLES 
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ITA-VAR PENETRATING FLOOR 
EALER AND WOOD FINISH _ 
47 WILL NOT 

CRATCH / 












Vita-Var Penetrating Floor Sealer and Wood Finish was os aa 
applied to the left half of this board ... on the right half | ‘armers « 
ordinary surface finish was used. Note how the ordinary | self the 
surface scratched and chipped away, while the Vita-Var_ | siarine 
Wood Finish remains unharmed. 


barn equ 

@ Penetrates to protect and preserve +++ more 
@ Tough, scratch-proof, wear resistant and extr 
tomorrov 





@ Easy to use... never turns white 
@ Non-slippery satin finish | The wise 








@ Dirt can't grind in hal 
ers 

@ Available in clear finish or stained effect 
@ Does not require waxing As more 
comes a 
Write today for details and descriptive folder! “a alert 
lous cus 
plans fo: 
) | ost... 

 plofits. 

WTA VAR CORPORATION 6 TODAY’S oO} 


wer srteear = 2 ee rin? STA 
CORPORATION apes Se | 
PAINT ENGINEERS SINCE 1888 e NEWARK, N. J. me | 
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“These Star” Profit Makers 


RANK 4.2.02 ON FARMERS’ LISTS 





STARLINE 
DAN 


Take a tip from Starline Dan! Like dairy 
farmers everywhere ... discover for your- 
self the extra features and quality of 
Starline equipment. They know Starline 
barn equipment means greater efficiency 
-». more dollars in milk and dairy profits 
and extra cash for buying the needs of 
tomorrow. 


| The wise dealer realizes that better Star- 
line equipment means better methods for 


farmers and increased profits for him. 


As more and more Starline equipment be- 
comes available, the opportunity grows 
for alert dealers to cash in on the tremen- 
dous customer demand. Starline’s novel 
Plans for merchandising will cut selling 
cost... help Starline dealers to greater 
Profits. 

TODAY'S OUTSTANDING BARN EQUIPMENT FEATURES 

Originated, Patented and Perfected 
First by... 


STARLINE, INC. 


Harvard, Illinois 


Albany, New York iN 
re 
ent 








EDD | LA 
Kerosene Ranges 


FOR THOSE WHO DEMAND THE FINEST 


BOSS HOLDS THE SPOTLIGHT— Everything in 
beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest 
Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. 
Fast efficient cooking heat...safe...odorless.,.sootless. 


Remember Boss ... See Boss ... Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 








See the above Ad... Sg - > | 


in the leading 
women’s magazines 
and farm journals. 








